[percent to 110.6 


'.27 to 179,170,000, 
" 177,364,000 the previous week. 


* * 
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Sparks 


», State of the Nation’s Economy: 


Up 
Primary Prices — Increased 0. 
in week ende 


Fesruary Bumpinc — 


' high for the month with 

' struction totaling $2,32 

' Building outlays for the fir 
> months of 1954 totaled $4,750, 

— or 2 percent more than in the 
- 1953 period. 


GasoLtine Stocks — Increased by 
1,806,000 barrels in week ended Feb. 
compared with 


® * * 


Down 


Business Loans—Decreased $339 
million in week ended Feb. 24, ac- 
cording to Federal Reserve Bank. 

Automotive Output — Was esti- 
mated last week by AUTOMOTIVE 


| News at 128,777 vehicles, a drop of 


855 from 129,632 in the preceding 


| week. 


MaANvuFactTurers’ Sates—Fell from 


© $23.9 billion in December to $22.9 


billion in January. Inventories de- 
clined $100 million and new orders 
$1 billion. 

Crepir Buyinc—Went down $363 
million in January to $21.4 billion, 
according to Federal Reserve 
Board. Auto paper on Jan. 30 
totaled $10,084,000,000, a decrease 
of $205 million during the month. 

Sree. Output—Was scheduled for 


68.9 percent of capacity last week, 


compared with 70.7 percent the pre- 
ceding week. 

Russer Propuction—World output 
of natural rubber in January totaled 
160,000 long tons, compared with 
165,000 a year ago. 

Business Inpex—Stood at 101.6 on 
Feb. 27 against 101.9 the preceding 
week, according to Barron’s. 





Re eer ae ewww we 


DETROIT, MARCH 15, 1954 


Dealers’ Average New-Car Stocks 


(In Field and in 


Transit to Field) 
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APRIL 1, 1953 


PREVIOUS RECORDS 


HIGH 
13.4 Cars — Nov. 1, 1953 


Low 
3.9 Cars — Aug. 1, 1952 


—Automotive News compilation 


Bootleg Fight Broadens 


NADA Carries Battle to Local Level 
Pending Overall Solution 


| aman continuing behind - the - 
scenes warfare against new- 
car bootlegging, NADA last week 
carried the fight to the local dealer 
level. 

The national dealer group’s 
major campaign is being waged 
in conjunction with the factories 
—an attempt to wipe out the 
practice through action from the 
top. But a secondary skirmish 
has now been instituted, with 
new-car dealers brought into the 
fray. 

In a letter to NADA directors, 
state and local association officials 





House Puts Off Reduction 


By William Ullman 

Washington Correspondent 
ASHINGTON. — Present excise 
taxes on cars, trucks, buses, 
automotive parts and gasoline will 


Top Cars 


New-car registrations for one 
month, plus three states for 
February: 
1954 Pos. Make 1953 Pos. 
Chevrolet 77,464— 2 
Ford 82,678— 1 
Plymouth 50,890— 3 
Buick 29,267— 4 
Pontiac 28,996— 5 
Mercury 21,485— 7 
Oldsmobile 20,815— 8 
Dodge 28,482— 6 
Chrysler 12,762—10 
Studebaker 12,380—11 
DeSoto 10,107—12 
Nash 14,163— 9 
Packard 7,014—14 
Cadillac 8,904—13 

5,911—15 
3,181—17 
4,722—16 
2,792—18 
1,867—19 


1—90,555 
2—89,572 
3—36,240 
4—27,053 
5—26,966 
6—26,033 
1—15,738 
8—12,698 
9— 9,961 
10— 8,548 
1l— 7,502 
12— 6,513 
13— 4,539 
14— 3,824 
15— 3,252 
16— 2,941 
17— 1,502 


In Auto Excises Till ’°55 


be continued until Apr. 1, 1955, un- 
der terms of an excise-cutting bill 
passed last week by the House. 


All excise taxes had been sched- 
uled to die Apr. 1 this year, but 
the Administration had sought to 
extend all of them. 

The House, however, by a vote 
of 411 to 3, decided last week to 
cut certain taxes this Apr. 1 and 
continue those mentioned above for 
another year. In addition, cuts also 
would be postponed on liquor, cig- 
arets, beer and wine. 

o * * 


HE House voted for the immedi- 

ate reductions on such things as 
admission and transportation tick- 
ets, jewelry, furs, telephone bills, 
sporting goods, cameras and fire- 
arms, 

For a while it looked like the 
extension on auto taxes would be 
for an indefinite period, but last- 
minute reversal by Republican 
House leaders brought agreement 
on the Apr. 1 (1955) termination. 

It is believed that the nationwide 
uprising of car dealers against can- 
cellation of the tax reduction due 
them this year, and against the at- 
tempt to vote extension without 
stated termination, was a definite 
factor in the switch. 

Another last-minute action, in- 

(Continued on Page 85, Col. 3) 


and manufacturers, NADA said 
last week: 

“One way to combat bootlegging 
of new cars by unauthorized out- 
lets is to inform the public im- 
pressively as to WHY it is im- 
portant to buy new cars from 


(Continued on Page 78, Col. 1) 


GM’s Sales Top 
$10 Billion; Net 
[Is $598 Million 


EW YORK. — General Motors 

sales topped $10 billion for the 
first time in history, it was an- 
nounced last week by Harlow H. 
Curtice, president, and Alfred P. 
Sloan jr., chairman. 

Net income was $598 million, 
up from $559 million in 1952. 
While GM set a record in dollar 

sales in 1953, the year was second 
best (to 1950) in car and truck 
sales and third best due to excess 
profits taxes, in net income. 

on x * 


Hic# year in net income was 
1950 with earnings of $834 
million, while 1949 was second with 
$656 million. 
Total GM taxes set a record of 
$1,237 million in 1953. 
(Continued on Page 83, Col. 1) 
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New-Car Stocks Rise 
To 12.9 Per Dealer; 
Still Below 53 Peak 


Unsold Autos Total 565,866 Vs. 606,387 on Nov. 1; 
Retail Inventories Averaged 10.7 Units Year Ago; 
Increased Sales Activity Noted in Feb. 


By Bob Sheldon 
Associate Editor 

OR the third successive month, 

dealer new-car inventories have 
risen, but are still below the post- 

war peak of last November. 

The Automotive News index as 
of March 1 stood at 12.9 new cars 
per dealer, up from February’s 
average of 12.1 and January’s 
10.5. For March, 1953, the figure 
was 10.7. 


The latest advance in new-car 
stocks came despite a month of in- 
creased sales activity and lower 
production. Within the last year, 
however, the 12.9 mark has been 
exceeded four times, notably by 
November’s 13.4—a postwar record 
that still holds good. 


* * * 


pe aegyed new cars at the begin- 
ning of March totaled 565,866, 
including those on display in 
dealership showrooms, warehoused 
by dealers and factories, used as 
demonstrators and still in transit. 
The revised figure for February 
was 526,776. 

The March unit total likewise 
falls well below the November 
record, which was 606,387 spread 
out over a somewhat larger 
number of dealers than is doing 
business today. 

Reports of counterseasonal sales 
gains last month indicate that 
dealers are redoubling their efforts 
to move cars in the face of buyer 
resistance that has been 
heightened by adverse publicity. 

* * + 
) ADDITION to the press and 
radio fanfare that has accompa- 
nied slackened production rates and 


Production 
Automotive News Estimates: 
U. 8. Cars, Trucks 

156,221 


128,777 129,682 


Last Prev. 1953 
Week Week Week 


For complete production totals 
by makes, see table, page 85. 


the war on new-car bootlegging, 
some dealers complain that irre- 
sponsible talk of “record” inven- 
tories has put prospects in the 
wrong frame of mind for realistic 
dealing. 

In a poll conducted by Auto- 
motive News, most dealers reaf- 
firmed the fact that the 1953 
cleanup months represented the 
high-water mark in their new- 
car inventories. But the public, it 
is said, has been conditioned to 
the idea that stocks have sky- 
rocketed out of control. 


Seemingly overlooked is the fact 
that, in the final quarter of last 
year, registrations of U. S.-made 

(Continued on Page 83, Col. 3) 


Wholesale Prices 
On Used Cars 
Hit 1954 High 


By Bob Lienert 
Staff Writer 

—. prices boomed again 

last week to reach a record 
level for 1954, according to Avurto- 
MOTIVE News’ index of the overall 
average prices paid at wholesale 
auctions. 

The index rose $9 last week to 
$896. Not only was that a record 
for the year, it was the highest 
price attained since Sept. 7, 1953. 
And last week’s gain came on the 
heels of a $7 increase the previ- 
ous week. 

Aside from the index adjustment 
made when ’54s were added and 
’46s were dropped, the gains of the 
past two weeks were the first for 
the year. In the past 52 weeks, last 
week’s gain was second only to an 
$11 boost chalked up Aug. 17. 


* * * 


Bytom competition was stiff 
at most auctions last week, 
and the proportion of sales was 
unusually high. 

Seventy-two percent of all cars 
offered were sold. That ratio was 
surpassed only once in the last 
two years—last Jan. 25, when it 
reached 75 percent. About 60 
percent is considered normal. But 
one auction last week reported a 
sales ratio of 87 percent. 

Retail used-car sales also are 
(Continued on Page 82, Col. 1) 


GM, Ford Build 87% of Week’s Cars 


By Tom Hewitt 
Staff Writer 

HORT work weeks, down time 

and layoffs continued to dot the 

vehicle - production picture last 
week, as output totaled 107,092 cars 
and 21,685 trucks. In the previous 
week, 108,804 cars and 20,828 trucks 
were built. 

Only eight of the 18 car pro- 
ducers are now w full 
weeks, and all but one are either 

Motors 


down three weeks this year, the 
last time only two weeks ago. 


Plymouth almost fits into the 


above category since it added a 
second assembly line two weeks 
ago. But a strike at its body plant 
Wednesday forced the closing of 
the assembly facility. 

+ * * 


yas latest layoffs came at Chrys- 
ler division and DeSoto. The 
latter reduced its work force by 
1,000 persons two weeks ago, while 
Chrysler division last Thu 
(March 11) laid off 2,200 of its 13,- 
000 employes in dropping its second 
shift. The division’s plants were 
down last Friday and today to 
allow the adjustment. Work will 
resume tomorrow. 

A breakdown of the shares of 
production of last week, the 
previous week and the like 1953 


week reveals how Chrysler Corp. 
and the independent firms have 
slipped. Last week the Big Three 
turned out 97.1 percent of the car 
total, against 95.8 percent in the 
preceding week and only 838.4 
percent in the comparable week 
of last year. 

Last week GM built 52.3 percent, 
against 49.9 percent in the previ- 


rsday | ous week and 45.8 percent in the 


year-earlier week; Ford Motor con- 
structed 34.4 percent, against 34.8 
(Continued on Page 85, Col. 3) 
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300,000 Expected for Nine-Day Run . . . 


Stress Sales at Chicago Show 


By George Barclay 
8 Staff Correspondent 

HICAGO. — Hopes were high 
“4 that all previous attendance 
records would be smashed as the 
46 annual Chicago Automobile 
Show opened its gates Saturday 
for a nine-day run at the Inter- 
national Amphitheatre here. The 

show will continue through next 
Sunday, March 20. 

Traditionally a top ranking 
crowd-puller, the show this year 
was expected to draw upwards 
of 500,000 car-minded Americans 
to its exhibits of complete lines 
of 19 makes of passenger cars 
and nine truck makes, plus dis- 
plays of accessories, parts, auto- 
motive equipment and education- 
al features. 

Dealers’ salesmen for all makes 


Higher Price Span 
Is Announced for 
Kaiser, Willys 


By Bob Sheldon 
Associate Editor 
RICES of 13 new models were 
announced today (March 15) 
by Roy Abernethy, general sales 
manager of the Kaiser-Willys sales 
division. 

In general, advertised delivered 
prices of the 1954 Willys and 
Kaiser span a somewhat higher 
range than did last year’s models. 
They start at $1,737 for the Willys 
Lark two-door sedan and include 
a Kaiser Manhattan four - door 
sedan at $2,670. 

The new Willys line goes on dis- 
play in dealership showrooms 
Wednesday (March 17), and the 
Kaiser makes its debut the follow- 
ing Tuesday. 

* 





* * 


N VIEW of “extensive styling 
and engineering changes and 
substantially increased horse- 


power,” Abernethy said, the new 
(Continued on Page 83, Col. 4) 


Repairmen Clinics Held 


For Jaguar Cars 

NEW YORK.— The Automobile 
Repairmen’s Assn. of N. Y., Inc., 
held two clinical meetings last week 
through the courtesy of Jaguar 
Cars North American Corp. 

They were held at Hoffman 
Motor Car Co., Inc., 405 East 76th 
Street. R. Graham Reid, general 
service manager and chief Jaguar 
technician in the U. S., conducted 
both clinics. 


of cars and trucks were busy in the 
exhibits covering 152,000 square feet 
of space in the amphitheatre’s first 
and second floors. 
* * * 

i .. sales meetings were 

held by all dealers on the days 
immediately preceding the show. 
Salesmen were briefed on all the 
selling points in their car lines and 
were coached on techniques for 
translating crowd interest into 
sales. 

More incentives were being of- 
fered by dealers and factories for 
sales than ever before in show 
history. These included prizes as 
well as monetary awards. 


This show was notable for the 
presence of the greatest as- 
semblage of industry “brass” in 
history. By midweek preceding the 
show, a veritable “Who’s Who” of 
top factory executive personnel 
were on hand to attend dealer 
meetings and see the curtain rung 
up on the big show. 

* * * 

fey industry was going all out 

to give exhibits the utmost in 
showmanship and sales appeal. 
And industry executives were scan- 
ning the show’s sales trends for 
clues to what lies ahead. Show of- 
ficials estimated factories had in- 
vested more than $2 million in ex- 
hibit backgrounds for their cars. 

As a prelude to Saturday’s formal 


Studebaker Profit 
Off $11,603,816 
To $2,687,973 


OUTH BEND.—A net income of 

$2,687,973 for 1953 was reported 
last week by Studebaker. This com- 
pares with earnings of $14,291,789 in 
1952, a drop of $11,603,816. 

Sales last year totaled $595,- 
030,870, compared with $586,117,- 
763 the year before. 

H. S. Vance, president, said in 
his report to stockholders that “in 
appraising the financial results of 
1953 operations, regard should te 
given to the fact that charges for 
depreciation and amortization were 
nearly $10 million more than they 
were in 1952.” 

s - * 

ya expressed optimism, how- 

ever, over prospects of the auto 
industry in general and Studebaker 
in particular. Declaring that more 
than 54 million vehicles now in use 
would have to be replaced in the 
next 10 years, he predicted the pro- 

(See STUDEBAKER Page 10, Col. 5) 









opening, 20,000 dealers, their fami- 
lies, salesmen, factory executives 
and other invited guests inspected 
the show at a Friday night preview 
that included a performance of its 
stage review, “Wheels of 
Progress,” in the amphitheatre’s 
central arena, and the Winner's 
Circle, a display of famous race 
and record champion cars. 


The week’s schedule of factory- 
dealer activities included a Ford 
dealers cocktail party for the 
press on Wednesday, and a 
Kaiser-Willys dinner Thursday. 
Friday’s schedule included a Nash 
breakfast, and a Hudson press 
dinner. Studebaker was host at 
lunch for the press on Saturday 
and Oldsmobile dealers held a 
dinner Saturday night. Chrysler 
staged an all-day press party on 
Sunday. 

Monday’s agenda featured a 
General Motors press luncheon and 
later that afternoon a _ reception 
and cocktail party. 

High anticipation marked plans 
for Monday night’s jubilee dinner 
by the Chicago Automobile Trade 
Association, sponsors of the show. 

* * * 


_ than 1,000 dealers, factory 
executives and invited guests 
were expected for the event mark- 
ing the CATA’s 50th birthday. 
Edward L. Cleary, CATA man- 
ager and the show’s executive of- 
ficer, announced that the following 
top officials of the automobile in- 
dustry would join with the asso- 
ciation in celebrating its anniversa- 


ry: 

Harlow H. Curtice, president of 
General Motors; L. L. Colbert, 
president of Chrysler Corp.; E. R. 
Breech, executive vice-president of 
Ford; Harold S. Vance, president, 
and Paul G. Hoffman, chairman, of 
Studebaker; James J. Nance, presi- 
dent of Packard; Edgar Kaiser, 
president of Kaiser Motors; A. E. 
Barit, president of Hudson; George 

(Continued on Page 83, Col. 3) 


DETROIT.—General Motors has 
more than tripled the size of its 
Milford (Mich.) proving ground as 
a result of land acquisitions re- 
cently completed, it was an- 
nounced last week by Charles A. 
Chayne, engineering vice-president. 
The site was increased from its 





Motorama Draws Record 55,951 in Day— 


A new high for one-day attendance was set on the opening day of General Motors’ Motorama in Los Angeles when 55,951 
visitors passed the turnstiles. Previous high for Motorama was 53,400 last May in Dallas. The show, which features dream cars | vehicles to enter test roads in the 


and production models, closed in Los Angeles yesterday (March 14). It will be seen in San Francisco March 27-April 4. 
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| Ford Molds Dream in Plastic— 


GM Triples Test Area 


Milford Proving Grounds Expanded to Keep Pace 
With High-Performance Cars 


An experimental car, the FX-Atmos, will be unveiled by the Ford division at the 
Chicago show. According to L. D. Crusoe, general manager, the car represents one 
of many avenues which styling could take in the future. ‘It is not proposed as a 
future production vehicle, and for that reason, no engineering consideration has 
been involved in its development,’ he stated. The car's wheelbase is 105 inches, and 


its height 48.1 inches. 


NSPA Reports Changes 


In GM Parts Plan 


CHICAGO. Changes in the 
General Motors parts wholesaling 
plan were revealed last week in a 
report from a National Standard 
Parts Assn. study group after con- 
ferences with GM officials. 

The report also said that GM 
no longer plans to use the word 
“genuine” in its parts advertising; 
that the Federal Trade Com- 
mission is currently investigating 
charges of false advertising in con- 
nection with parts, and that GM 


like valves, gaskets, mufflers and 
piston rings. 

GM denied the charge of monop- 
olistic practices, but the study 
group added: 

“Your study committee con- 
tinues to believe that if this GM 
price structure is continued, it will 
be just a matter of time before GM 
has a complete monopoly.” 

The committee brought up the 
subject of the pricing structure on 
AC sparkplugs, and said that GM 
officials asserted that recently the 


has made full disclosure to FTC.| FTC issued a cease and desist or- 


where the matter is still pending. 


NSPA charged GM with mono- 
polistic practices in a number of 
respects. Among these was the 
charge that on parts not available 
from other sources, the discount 
was less than on highly com- 
petitive parts. 

For example, the report stated, 
Chevrolet lists engines at 20 per- 
cent off list and transmissions and 
blocks at 30 percent off. However, 
said NSPA, discounts range as 
high as 54 percent off list on items 


original 1,268 acres to 3,863, Chayne 
said. 


In addition to the Milford prov- 
ing ground, the corporation also 
has a proving ground near Mesa, 
Ariz., and one acre at GM’s Pike 
Peak engineering test head- 
quarters at Manitou Springs, 
Colo. 


The acquisition of the additional 
acreage at Milford brings total 
acreage to 6,144, far more than 
owned by any other automotive 
manufacturer, Chayne said. 

The Milford site, which has 
separate areas for testing com- 
mercial and military vehicles, was 
tripled in size for two reasons, 
Chayne said. 

“First,” he explained, “high-per- 
formance cars of today have out- 
grown some of our original in- 
stallations of 1924. Some of our 
test facilities must be adapted or 
built anew to keep pace with 
modern automotive engineering.” 

For example, the old 7.2 percent 
high-climb grade, on a curve, is 
not suited for testing current 
models, according to Chayne. 

“We are building on the new 
property a new 2,800-foot-long 7.2 
percent grade, with superelevated 
return loops and a separate return 
road,” he said. 

Also, Chayne said, “our two 
old straightaways of 1.3 miles 
each are too short for today’s ac- 
celeration and deceleration tests. 
The new land will permit us to 
extend one straightaway to a 
total of three miles.” 

Another improvement is the two- 
lane steel and concrete grade- 
separation overpass near the 
former entrance to the test track, 
Chayne said. It carries vehicles 
over the track and admits them to 
the track at the far side in the in- 
side or slow lane. 

At the off-track end of the over- 
pass the corporation has com- 
pleted a traffic circle which permits 


(See GM TEST SITE Page 86, Col. 2) 





| der against GM with respect to AC. 


GM men were quoted as saying 
that on Dec. 30 GM had made 
its report of compliance with this 
order, which is now being con- 
sidered by FTC. 

With respect to changes in the 
parts plan affecting dealers, the re- 
port stated: 

“The GM officials stated that, in 
the application of the General Mo- 
tors parts pricing and distribution 
plan, considerable misunderstand- 
ing and confusion has developed 
througout the country. 

“This is particularly true in re- 
gard to the impression GM car 
dealers have that the amount re- 
ceived back from the pool (for 
wholesale rebates) depends upon the 
direct purchases they make from 
the car division and that they, the 
car dealers, are penalized by a re- 
duction in their wholesale rebate 
if they purchase parts for retail 
sales from a United Motors Service 
wholesaler. 

“GM officials agreed with your 
committee that this situation should 
be corrected. They stated the mis- 
understanding had arisen in the car 
dealer’s interpretation that he would 


receive an increased amount of 
(Continued on Page 85, Col. 1) 


Buick Cancels Out 
Two Milwaukee 


Deals in Tax Case 


MILWAUKEE. — Buick has can- 
celed the franchises of two Milwau- 
kee-area dealers after officers of 
the two firms were found guilty of 
income-tax evasion. 


The two companies are North 
Shore Motor Co., Shorewood, and 
Becker Buick, South Milwaukee. 


The four officers were fined $10,000 
each and placed on three years’ 
probation. They pleaded no contest. 


Three of the men are North Shore 
officers. They are John G. Doyle, 
president; Walter H. Wagner, sec- 
retary-treasurer, and Casper M. 
Sanger, vice-president and sales 
manager. 

The other is Lawrence E. Becker, 
operator of Becker Buick. 

The cancellations leave Buick 
with six outlets in the metropolitan 
area. John H. Scudder, zone man- 
ager, said the two would be re- 
placed. 


Injuries Force Chairman 
To Quit Britain’s Standard 

CANLEY, Coventry, England.— 
Sir John Black has relinquished 
his offices as chairman and manag- 
ing director of Standard Motor Co., 
Ltd., the firm announced. 

Black took the action because of 
injuries received in an auto acci- 
dent, Standard said. 
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J gla a very enjoyable va- 
cation, it is good to return to 
my customary practice of com- 
menting on the forces and events 
transpiring in this industry, as well 
as to serve as a medium for the 
interchange of profit ideas for au- 
tomobile dealers. 

One of the first things that at- 
tracted my attention on the return 
to my office was the full-page ad-. 
vertisement which ran in the Lin- 
coln, (Neb.) Star on Jan. 31, in 
which I am sure I see the fine 
thought of Elsworth Du _ Teau 
(Chevrolet), president of the dealer 
association of that city. It seems 
to me that it constitutes a perfect 
example as to how a dealer group 
can reflect to automobile prospects, 
first, the importance of the auto- 
mobile and, second, the importance 
of the automobile dealer. 

I had hoped that members of 
the trade would get their fill of 
cut price sales last fall, Many 
dealers have told me that they 
never again will bé guilty of such 
foolishness. But the practice is 
raising its ugly head on 1954 
models. Therefore, in the belief 
that it will be of service to the 
trade, I give you below the text 
of this Lincoln advertisement. 
The text was surrounded by the 
names and addresses of each 
cooperating dealer together with 
the trade emblem of the car 
they sell. 

Dealer associations are welcome 
to the idea. With a little adap- 
tation, the text would be suitable 
for an individual dealer. The ap- 









Keep Your Door 
Open to Staff, 
Dealers Advised 


ALBUQUERQUE, N. M.—The 
New Mexico Automotive Dealers 
Assn. has advised its members to 
“keep their doors open” for em- 
ployes, even though the problem 
they wish to discuss is independent 
of the job. 

Declaring that many employers 
theoretically keep their doors open, 
the association asks, “How often 
have you, Mr. Dealer, had an em- 
ploye ask for a few minutes only 
to turn him aside with a ‘Come 
back later, Joe. I got to go out 


now’. 

When a man in the dealer’s em- 
ploy is troubled with a personal 
problem, the caliber of his work is 
liable to drop drastically, it is 
pointed out. 

“Employes are human,” NMADA 
says. “They depend on you for 
moral support when things get 
tough. Oftentimes your employe 
needs only a so-called kind word, 
a bit of unbiased advice.” 
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pearance of such promotion will 
help to gain two essential goals we 
should all strive for in this trade. 


First, to develop a more pro- 
nounced will to buy our product 
and, second, to interpret the 
dealer’s business in terms of owner 
benefit to such an extent that car 
buyers will realize that it does 
make a difference, to them, where 
they buy their cars and that some 
dealers do add a plus value to the 
cars they sell. Here is the text 
of the ad: 
~ * a 
One in Every Four 
One in every four persons in 
the United States owns a car. Is 
this unusual? It is, if you con- 
sider that in England it’s one in 


every 17; in France it’s one in 
every 25; in Russia it’s one in 
every 70. 


That is why the automobile has 
become such a significant part of 
American personal, family and 
economic life. It is not a luxury 
in this country and it is far more 
than a convenience. It is, for 
most families, a daily necessity. 


There are three times as many 
cars in Los Angeles County as 
there are in the whole of Asia 
and twice as many cars in service 
in New York City as can be 
found in the entire Soviet Union. 
In fact, 77 percent of the world’s 
passenger cars and trucks are 
being operated in the United 
States. One-fifth of all the retail 
sales in this country are in the 
automotive category. One out of 
every seven persons <mployed in 
this country works in an auto- 
motive industry or a _ business 
connected with it. That points up 
a thought-provoking picture of 
what the automobile industry, 
from manufacturer to _ dealer, 
means to 160,000,000 Americans. 

From 1898 to 1916, the Ameri- 
can Automobile Industry built 
1,000,000 cars: (4,912 of those were 
built in 1900). From 1916 to 1948, 
the industry built 99,000,000. (In 
1948—the 50th Anniversary of the 
Automobile Industry — the 100,- 
000,000th car came off the as- 
sembly line.) That tells the story 
in other words, for the automo- 
bile introduced to American in- 
dustry the mass-production as- 
sembly line and became the fore- 
runner of the developments 
which produced the highest 
standard of living in the world. 

All this is surprising infor- 
mation to many people, but it is 
only a part of the story. Do you 
know that automobile dealers in 
the United States today have a 
combined total investment in 
property and equipment greater 
than that of the manufacturers 
themselves, in all their factories 
and plants? It’s true. This ineans 
that automobile dealers are not 
incidental investors and citizens 
in our communities. They have 
substantial, even heavy, invest- 
ments in their hometowns. Some 
have played responsible parts in 
the civic life and the economy 
and progress of their communi- 
ties. They are substantial 
businessmen who want to main- 
tain good customer relations, 
good public relations and area 
good will. They want to render 
efficient service. 


They know that without these 
factors of enterprise their invest- 
ment can suffer seriously. They 
want to deliver quality products 
to their customers, for in quality 
lies the essence of permanence in 
the American market. 

They don’t like distress 
merchandising, distress advertis- 
ing and the inevitable demorali- 
zation of a price-chiseling war. 
After all, the business of 
business is merited profit. With- 
out it, business cannot survive. 
They deplore the ills of over- 
production and the consequent 

(See MUNN Page 78, Col. 4) 


Cracking a Rumor 
Dealer Invites Public to See 


Buick Jacked Up 

PHILADELPHIA. — Taking note 
of the cracked - windshield rumor 
(debunked some weeks ago in 
Automotive News), Martin Bury, 
president of Wilkie Buick, issued a 
public invitation to come in and see 
a Buick jacked up. 

“We'll jack up any of these cars 
at any point and in any direction,” 
he said in his newspaper advertis- 
ing column. 

Bury said that one dealer in a 
competitive make even has a sign 
on his window: “Our Windshields 
Won’t Crack.” 

“All in all,” said Bury, “it appears 
that some segments of our competi- 
tion are stooping pretty low to 
fight the overwhelming popular ac- 
ceptance of this new Buick.” 





Californians Elect Landy. . . 





Sales Ability Decides 
Future, Freed Says 


SAN FRANCISCO. — The auto 
industry’s future is only as good as 
its selling ability, said Charles C. 
Freed, NADA president, during the 
annual convention of the Northern 
California Automobile Dealers 
Assn. here. 

And he predicted a strong and 
early upturn in sales. 

While the need for an aggres- 
sive sales policy dominated dis- 
cussions at the parley, the 
dealers also heard that the “boot- 
legging” battle is being won; 
called upon Congress to withhold 








Psychiatrist Analyzes Dealers’ 


Woes— 


At the 11th annual meeting of the Motor Dealers Assn. of British Columbia in 
Vancouver, a skit was presented in which a dealer named ‘Maximum Discount” 
found himself in such bad shape because of the overallowances of his competitors 
that he had to consult a psychiatrist. The dealer blamed all his troubles on the 
factory, but the factory representative, ‘Mr. Windsor Carload,”" blamed everything 


on the dealer. 





NADA Committee to Sift 


Merchandising Problems 


WASHINGTON. — NADA’s new 
sales and merchandising commit- 
tee will meet here Wednesday and 
Thursday (March 17-18). 

Chairman H. L. Galles jr., Albu- 
querque, N.M., said the committee 
has a full agenda, including dis- 
cussions on programs in selling 
and merchandising cars, trucks, 
parts, accessories and service. 

Vice-chairman of the commit- 

tee is E. A. Sahli, NADA treas- 
urer, Beaver Falls, Pa. Other 
members include Thomas F. Ab- 
bot jr., Fort Worth; Walter J. 
Wilkins, Norfolk, Va.; C. E. 
Webster, Cody, Wyo., and Otto 
P. Henneberger, business man- 
ager of the New Jersey Auto 
Trade Assn. 

W. S. Edwards jr., chairman of 
NADA’s truck committee, will also 
attend the meeting. 

The NADA public relations com- 
mittee met last weekend (March 
13-14) in Chicago and reviewed its 
expanded 1954 program. 


Minnesota Names 


Dealer Chairmen 


MINNEAPOLIS.—Clare L. 
Fischer, of Rochester, president of 
the Minnesota Automobile Dealers 
Assn., last week announced appoint- 
ment of the following committee 
chairmen: 

W. R. Stephens jr., of Minneapo- 
lis, public relations committee; 
Charles J. Larson, of Ada, highway 
committee, and Stewart Mills, of 
Brainerd, safety committee. 


Racine (Wis.) Dealers 
Reelect All Officers 


RACINE, Wis.—All officers of the 
Racine County Automotive Trades 
Assn. have been reelected. 

They are George Landy, pres- 
ident; F. Feldhar Sommers, vice- 
president, and Ludwig W. Wiese, 
secretary-treasurer. 


Chairman is Walter B. Cooper, 
Fort Collins, Colo., and vice-chair- 
man is J. Eustace Wolfington, 
Philadelphia. 

Other members are Roland 
Hughes, Jonesboro, Ark.; J. J. 
Verschoor, Mitchell, S.D.; Floyd 
Randolph, Lincoln, Neb. and 
George H. Benjamin, manager of 
the Arkansas Automobile Dealers 
Assn. 

The industry relations commit- 
tee met last week in Washington. 
Discussed were ways of carrying 
out the action program adopted 
in Miami Beach and the immedi- 
ate problems confronting dealers. 

Chairman of the committee is 
Frederick M. Sutter (Dodge-Plym- 
outh), Columbus, Ind, and vice- 

(See NADA Page 82, Col, 2) 


On _ the House . 


reduction in socalled luxury taxes 
so long as automobile and gaso- 
line taxes remain at their present 
level and elected Morris J. Landy, 
Alameda, as president. 

Terming 1954 as the “year of de- 
cision,” Freed said selling has sup- 
planted production as the _ in- 
dustry’s biggest concern. He pre- 
dicted annual new-car sales of 
seven million units within five 
years, pointing to the increase in 
suburban living and the number 
of two-car families to support his 
estimate. 


Freed asserted that used-car sales 
are booming in the east, middlewest 
and west. 

“Our business in used cars is 
running ahead of 1953, and we 
believe that as spring opens up 
in the different sections of the 
country the new-car business will 
be good, 

“We think that this is going to 
be a profitable year for us. One of 
the reasons is that the 1953 models 
(of which too many were produced 
at the end of last year) have about 
been liquidated .. .” 


When all the 1953 cars are moved 
into the hands of users, Freed 
added, the only new cars they can 
buy will be “the wonderful,” new 
1954 models. 


“So we think that within the next 
60 days at the latest there is going 
to be a decided upturn in the new- 
car business,” he declared. 


Continuing the call for energetic 
salesmanship, Harry G. Moock, De- 
troit sales consultant, told of a 
great untapped a 
demand for new 
cars. 

The responsi- 
bility of the 
owner was 
stressed by 
Vincent T. 
Baker, sales 





K. Hurd Pon- 

See Oe —_— ; 

lo, olo. : _ 
said salesmen os. J. Landy 
must be made to study the 
product they are selling, and 


should have an understanding of 
the prospective buyer. 


Baker advised owners to take a 
personal interest in their business. 
He criticized the lack of interest 
shown by some dealers and said 
they are responsible for formu- 
lating the policy and system 
carried out by staff members. 

William H. England, president of 
Mercury Business Systems, Inc., 
conducted. a service management 
forum. William F. Findlay, of Find- 
lay and Dodge, held one on business 
management. 

Freed told of NADA’s campaign 
to halt bootlegging of new cars, 
and said he believes the peak has 
been passed. However, local dealers 

(Continued on Page 78, Col. 2) 


Merger rumors of all sorts are flying around the auto capital; here 
they are for what they’re worth (don’t put too much stock in them): 
Ford and Packard are supposed to be talking something; Packard 

and other independents dickering; General Motors 


(GM denies it); 


Colbert, 


chiefs . 





Wemhoff 


is reported trying to acquire Mullins Mfg. Corp. 
for its “Koldflo” process for cold extrusion of steel 


Chrysler is reported planning to 


use some of its new $250,000,000 loan to bring Motor 
Products and Electric Auto-Lite under its wing.. . 

Big brass has accepted invitations to attend 
Chicago dealers association’s 50th anniversary 
dinner March 15; they include Presidents Curtice, 
Nance, 
vester), plus various general managers and sales 
. Slim Barnard reports someone in 
Inglewood, Calif., is mailing out plain postcards, 
urging persons not to buy a new car now, giving 


Kaiser and McCaffrey (Har- 


as reasons how dealers operated after the war, etc. ... 

Minnesota has a Ramrod Club, composed of those dealers who say 
“no” to factory demands they accept un-ordered merchandise .. . 
Conrad Hilton hotel will be headquarters for NADA’s 1955 convention 
in Chicago, Jan. 29-Feb. 2 . . . Chevrolet dealers, griping about the 
NADA used-car prices, find that very few of this line are reporting 
to association, thus throwing averages out of kilter ... Florida asso- 
ciation has added three new members; North Carolina four. 


—Pete Wemuorr, Editor, 
Automotive News 
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AUTOMOTIVE 





OUR PLATFORM 







* { |. Fair and equitable contracts between manufacturers and dealers in 
A motor vehicles, parts and accessories; 
{ 2. Every dollar of gasoline and oil taxes, collected by state and federal 


governments, appli to the building and maintenance of highways; 

1 3. Guard the precepts of individual freedom, which made the U. S. A. 
— a = citizens more of the better things of life than anywhere 
else in the s 


amar rang 





Nobody Bootlegs Products 
That Aren't Desirable 


A NOTE from Sergt..Mac Gordon, our associate editor 

who is on military leave of absence while serving at 
Camp Gordon, Ga., gave us quite a shock. It contained this 
significant paragraph: 

“If anybody is curious to know how the hinterlands cur- 
rently view Detroit, it is commonly thought of as a depres- 
sion-ridden town. Newspaper automotive reports talk of 
little but the slump, and many financial editors in these 
parts blame the general economic setback on automotive 
overproduction in 1953.” 


Now the automobile business could be a lot better, and 
we are certain that it will be. 


But we wouldn’t call the 340,000 new cars that dealers 
sold in January—seasonally one of the worst months in the 
year—a depression, by any means. 


The simple fact is that most of the auto makers are 
building cars—and a lot of them—to dealer orders. Some- 
times the orders are not as high as anticipated. 


Or it may be that they are not as high as anticipated by 
some tipsheets, who set up their own schedules for the 
industry, cut them back when they find they are wrong, and 
then say the auto makers are cutting back. 


When things are a little rough, it’s a common failing to 
pick up gloom and add to it—and tipsheets incline that way. 
They project—and then they reject. 


There are no breadlines in Detroit. There are rough 
spots. Buyers are selective. But automobiles are something 
that people desire and can afford. And hard-working auto 
people are striving to iron out the rough spots. 


Don’t forget this: If autos were not so desirable, there 
would be no bootlegging problem plaguing the industry. No 
one bootlegs things that people do not want. 





Events 


Dealers Auto Shows 
March 13-20—Rochester Auto Show, State 
Armory, Rochester, New York. 
March 13-21 — Chicago Auto Show, Inter- 
national Amphitheater. 
March 25-27—Boone County Home and 
Auto Show, Lebanon Armory, Lebanon, 


Ind. 

March 25-28—Missoula Automobile Show, 
Montana State University Field House, 
Missoula, Montana. ‘ 

March 26-28—Lewiston Auto Show, Lewis- 


ton, Idaho. 

March 27-28 — Kansas Automobile Show, 
Hutchinson Sports Arena, Hutchinson, 
Kansas. 

April 3-11 — Quad-City Autorama, Rock 
Island Ilinois. 


Armory, Rock Island, 

April 19-25 — Beaver Auto Show, Denver 
Municipal Bidg., Denver. 

April 22-25—Sioux City Automobile Show, 
Municipal Auditorium, Sioux City. 

May 22-3! — Indianapolis Custom Auto 
Show, Manufacturers Building, Indiana 
State Fairgrounds. | 

* 


Dealers Conventions 

March 24—Rhode Island Automobile Deal- 
ers Association, Sheraton-Biltmore Hotel, 
Providence. 

March 29-30 — lowa Automobile Dealers 
Association Convention, Hotel Fort Des 
Moines, Des Moines. 

March 30—Brooklyn & Long Island Auto 
Dealers Association Convention, Hotel 
Granda, Brooklyn. ‘ 

April 15-ié—Automobile Dealers Associa- 
tion of Indiana Convention, Claypool 
Hotel, Indianapolis. ; 

May 3-4—Illinois Automotive Trade Associ- 
ation Convention, Leland Hotel, Spring- 
field, Ill. 

May 10-l!—Missouri Automobile Dealers’ 
Association Convention, Muehlebach 
Hotel, Kansas City, Missouri. 

May 11-12—Massachusetts State Autono- 
bile Dealers Association Convention, 
Hotel Statler, Boston. 

May 18-23— North Carolina Automobile 
Dealers Association Convention, Cruise 
to Bermuda aboard the Queen of Ber- 


muda. 

May 18-23 — South Carolina Automobile 
Dealers Association Convention, Cruise 
to Bermuda aboard the Queen of Ber- 


muda. 

May 27-28—Michigan Automobile Dealers 
Association Convention, Pantlind Hotel, 
Grand Rapids. 

June 3-5 — Washington State Auto Deal- 
ers Association Convention, Bellingham, 
Washington. : 

June — Automobile Trade Association of 
Maryland Convention, Ocean City, Mary 
land. 

June 7-8—Automobile Dealer Associations 
of Ontario Convention, Sheraton Brock 
Hotel, Niagara Falls. 

August — Automobile Dealers Association 
of West Virginia, Greenbriar Hotel, 
White Sulphur Springs. 

Sept. 10-11—Colorado Automobile Dealers 
Association, Broadmoor Hotel, Colorado 
Springs. 

Sept. 12-14 — New York State Automobile 
ealers Convention, Saranac Inn, Sar- 
anac, New York. 

Sept. 10-12 — Maine Automobile Dealers 
Association Convention, Samoset Hotel, 
Rockland, Maine. 

Sept. 16-1@—New Mexico Automotive Deal- 
ers Assn. Convention, Hotel Hilton, 
Albuquerque. 

Sept. 19-20—Automobile Dealers Associa- 
tion of North Dakota, Convention, Fargo, 
North Dakota. 

Sept. 20-2i—Minnesota Automobile Deal- 
ers Association Convention, Nicollet 
Hotel, Minneapolis. 

Sept. 20-2i—Wisconsin Automotive Trades 
Association Convention, Hotel Schroe- 
der, Milwaukee. 

Sept. 23-24—New Jersey Automotive Trade 
Association Convention, Atlantic City. 

Oct. 3-5—Automobile Dealers Association 
of Alabama Convention, Biloxi, Missis- 
sippi. 

Oct. 8-9—Pennsylvania Automotive Asso- 
ciation Convention, Haddon Hall, At- 
lantic City, New Jersey. 

Oct. 10-12—Texas Automotive Dealers As- 
sociation Convention, Gunter Hotel, San 
Antonio. 

Oct. 17-18—Georgia Automobile Dealers 
Association Convention, General Agle- 
thorpe Hotel, Savannah. 

Oct. 17-19—Tennessee Automotive Associa- 
tion Convention, Peabody Hotel, Mem- 


phis. 

Oct. 23-25—Arkansas Automobile Dealers 
Association Convention, Hotel Marion, 
Little Rock. 

Oct. 24-26 — Florida Automobile Dealers 
Association Convention, Hotel George 
Washington, Jacksonville. 

Oct. 26 — Connecticut Automotive Trades 
Assn. Convention, Hartford. 

Nov. 7-9—Ohio Automobile Dealers Asso- 
ciation Convention, Hotel Mayflower, 


Akron. 
(See CALENDAR Page 84, Col. 3) 
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‘U. C. Man’s View... .” 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 








Omaha, former president of the 
National Used Car Dealers Assn. 


* * * 


Bootlegging Protest 

You may or may not have noticed 
my silence on the subject of “boot- 
legging,” as your paper has seen 
fit to call the selling of new cars 
by nonfranchised car dealers. 

I hasten to assure you that my 
opinion on this subject has not 
changed. 

There can be little doubt as to the 
slanderous nature of the many 
articles appearing in the columns 
of Automotive News and that they 
are directed straight at the non- 
franchised car dealer who is acting 
lawfully in buying and selling such 
automobiles, either new or used, 
which may be offered to him. 

A full retraction of the implica- 


tions and accusations against the 
nonfranchised dealer is most cer- 
tainly past due.— Ray Haywarp, 


Epiror’s Notre: We agree that 
reputable used-car dealers are 
acting lawfully in buying cars 
where and when they can, and 
we have tried to avoid casting 
opprobrium on them. However, 
the business of dealing in new 
cars outside the normal trade 
channels is not without the taint 
of rackets, trickery, public de- 
ception and evasion of state laws. 
Thus, the term “bootlegging” has 
grown in acceptance. 

We certainly will make every 
effort to avoid misplacing the 
label “bootlegger” on reputable 
used-car dealers, whom we hold 
in high regard. Yet at the same 
time we see no reason why such 
reputable dealers should feel of- 
fended by any reference to boot- 
legging when the term is not 
directed at them. 


T h é B ig S tor 7 aman mm a 


NADA Officials protested to OPA against granting a $140 wholesale 
price increase on Chevrolet trucks without allowing an increase for 
. Elimination of New Jersey’s highway fund, with 
its presumed dedication of automotive tax revenues to highway con- 
struction and maintenance purposes, is one of the features of a pro- 
posed new State constitution which will be submitted to the electorate 
. Jesse S. Draper, 71, one of the 
founders of Hudson, died last week . . . OPA proceedings against 
an Ohio dealer for refusal to sell a new car to a ration certificate 
holder unless he traded in a used car were dismissed on a technicality, 
NADA revealed. The buyer had failed to deliver a certified check or 
cash and had not offered to sign the security instruments, as re- 
. . Demand for 12 million new cars after the 
war was predicted by Lt. Gen. William S. Knudsen, former General 
Motors vice-president. He said the public would begin getting the 
cars within six or eight months after peace comes. 


the retailer . . 


in November for ratification . . 


quired by regulations . 


An interesting article on Page 8 
of the Feb. 15 Automotive News is 
headed, “Performance of Auto De- 
cided by Torque.” But torque alone 
is only a “half-truth” as it is only 
half of the performance story. 

A fat man, hanging on a two- 
foot wrench, may provide 400 

pounds feet of torque. But he 
does no work (performance) until 
the nut turns. 

Then the performance depends 
upon the speed with which the nut 
turns—for obviously if the nut is 
turned twice as fast, the perform- 
ance is doubled. Thus the per- 
(Continued on Page 76, Col. 4) 


—From the Files of Automotive News. 
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Chevrolet 






dealer... 





you'd 

be selling 
America’s largest-selling 
trucks —the most 

trustworthy trucks 
on any 
job! 









In ’54 
as in years 
before... 


AMERICA’S LEADING DEALERS 
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Makers, UAW Oppose 
Curbing of NLRB 


By Joe Callahan 
Staff Writer 

Bot8 auto factory management 

and union officials last week told 
Automotive News that they were 
opposed to the decision of the 
House Labor Committee to strip 
the National Labor Relations Board 
of its biggest job—the handling of 
unfair labor practice cases. The 
function would be turned over to 
the Federal courts. 

Under this proposal, one of 
many suggested plans (including 
one to abolish the NLRB com- 
pletely), the NLRB would con- 
fine itself to collective bargaining 
elections, to which it now devotes 
about 40 percent of its time. 

An auto factory spokesman (one 
of the Big Three), said, “Under 
today’s circumstances, it would be 
more practical to let the NLRB 
retain its power to decide unfair 
labor practices. 

“I’m not opposed to greater sepa- 
ration of the prosecuting and judi- 
cial functions in such cases, but I 
do think that a specialized tribunal 
can do a more effective job than 
the Federal courts. 

- * x 
‘TE. THE power were given to the 
court I'm afraid that there 
would be too great a variation in 
handling the cases, as many inter- 
pretations as judges, possibly,” he 
said 


Also opposing the plan was CIO 
President Walter Reuther, who 
wired the Committee that the 
plan to strip the NLRB of power 
to handle unfair labor practice 
cases would play into the hands 
of the Communists. 

Another CIO labor official said, 
“Despite the NLRB’s present slow- 
ness in handling these cases, I 
think that the situation would even 
be worse if we turned it over to 
the Federal courts. 

* ” * 
ae OT RER ORE, this change 
would require taking cases 
away from a. group that is very 
familiar with the subject and giv- 


Ford, L-M Sales 
Set Feb. Record 
At 148,009 Units 


DEARBORN. — Ford Motor Co. 
dealers broke all sales records in 
February for the second month in 
a row, Henry Ford II, president, 
announced last week. 

Retail sales of Ford, Lincoln and 
Mercury cars and Ford trucks 
totaled 148,009 vehicles, the best 
February sales in the company’s 
50-year history, Ford said. 

“In the first two months of 
1954,” he said, “our dealers sold 
288,642 cars and trucks. The Janu- 
ary and February sales records 
represent a 26.4 increase over the 
first two months of 1953.” 

February sales, Ford said, in- 
cluded 99,945 Ford cars, 21,139 Ford 
trucks, 3,064 Lincolns and 23,861 
Mercurys. 


Salute to Willys— 
Willys’ Auto-lite Day was celebrated in Toledo, and executives of the two firms 


got 


i 


“Solute.” 


ing them to a group that is not 


familiar,” he said. 

The plan approved by the 
House Committee is the latest 
step in the development of the 
NLRB which has seen its power 
and influence steadily curtailed 
since it was instituted in 1935 to 
carry on the quasi-judicial func- 
tion of administering the Wagner 
Labor Relations. Act and the La- 
bor Management Relations (Taft- 
Hartley) Act (since 1947). The 
Taft-Hartley act stripped the 
board of its investigating and 
prosecuting powers and confined 
it to elections and labor prac- 
tices. 

Management and the unions are 
diametrically opposed today as to 
how the NLRB is now functioning. 

+ + + 

top auto plant negotiator 

said, “although the present 

NLRB operation is expensive and 

time-consuming, it is generally sat- 

isfactory. The situation is more 

wholesome now and we're expecting 

it to improve. We think the board 

is now getting back to its intended 
function. 

“Of course, we aren’t happy 
about some phases of the situa- 
tion; for instance, the poor pro- 
cedure for getting injunctions 
against unions and the current 
provision related to the secondary 
boycott.” 

A union officer said, “The NLRB, 
instead of being an aid to us now, 
is our chief stumbling block. We 
avoid it ee possible. 


” = 
“W*. ARE cali to the NLRB 
it now operates because of 
its quscetinaty slow operation, par- 
ticularly in unfair labor practice 
cases, and because of the changed 
complexion of the Board, which is 
anti-labor now. This new attitude 
hurts because they’re reversing all 
kinds of previous rulings.” 
That the board has changed in 
the past year can’t be denied. 

The five-man board now con- 
sists of three Eisenhower ap- 
pointees: Chairman Guy Farmer, 
Philip Ray Rodgers and Albert C. 
Beeson; and two Truman ap- 
pointees, Abe Murdock and Ivar 
H. Peterson. The Eisenhower men 
have a tendency to take manage- 
ment’s view while the 
men tend to favor labor. 

The Board has taken a new stand, 

(Continued on Page 10, Col. 3) 





Hoffman to Address 
UAW Education Parley 


CHICAGO. — Paul Hoffman, 
chairman of the board of Stude- 
baker, will speak on “What Is 
Really American and What Is 
Un-American” at the UAW-CIO 
International Education Confer- 
ence to be held April 8-11 at the 
Chicago Civic Opera. 

Hoffman is the first auto indus- 
try executive to be invited to 
speak to a unionwide meeting of 
the UAW, according to Brendan 
Sexton, education director. 








together at the Auto-lite plant. Edgar F. Kaiser (center), president of Willys 
with Laurel C. Worman (right), K-W distributer, while D. H. Kelly, vice- 
Auto-lite, looks on. Ten car manufacturers are receiving Auto-Lite's 

























H. S. Hill, 
treasurer. 


vice-president; Horace Jones, 





Brand Names 


NEW YORK.—A panel of 17 re- 
tailer judges has awarded all five 
prizes in the automobile dealer 
section of the annual nationwide 
Brand Name Retailer-of-the-Year 
competition to Chevrolet dealers, it 
was announced last week by Henry 
E. Abt, president of Brand Names 
Foundation, Inc. 


This marked the first time in 
the three years auto dealers have 
been included in the contest that 
all prizes were carried off by 
dealers handling the same line of 
cars. 

Winner of the Retailer-of-the- 
Year plaque was Grand River 
Chevrolet Co., Detroit. Saul H. 
Rose, president of the Detroit 
Chevrolet Dealers Assn. and a 
member of the Chevrolet regional 
planning committee, is president of 
the dealership. 

Winners of the four certificates 
of distinction were Hastings Chev- 
rolet Co., Santa Monica, Calif.; 
Chapp Chevrolet Corp., Bronx, N. 
Y.; Poudre Chevrolet Co., Fort Col- 
lins, Colo., and King Braeger Chev- 
rolet Co., Milwaukee. Grand River 
received certificates in 1951 and 
1952. 

One of the highlights of Grand 
River’s 1953 presentation was the 
two-day show it used to introduce 
its new models. More than 40,000 


Packard Dealers 
Not Bootlegging, 
Briggs States 


LOS ANGELES. — Packard has 
no bootlegging problem, Clare E. 
Briggs, sales vice-president, has 
ei told a group of 
ee Pacific Coast 
dealers here. 

During 1953, 
Packard dealers 
were shipped only 
the cars they 
could sell at their 
established going 
rates and empha- 
sis was put on in- 
ventory balance, 

' Briggs said. 

Clare E. Briggs While the over- 
production of some companies that 
caused price demoralization in the 
later half of the year sharply cur- 
tailed the profits of some dealers 
and caused bootlegging, Briggs 
said, Packard’s policies prevented 
that and preserved the dealer’s 
profit. - 

He told the dealers that “a shuf- 
fling of remaining 1953 models in 
the inventory had made possible 
some special sales that had brought 
over-inventory into a few areas 
where the final cleanup is now 
being made.” He said the special 
sales soon would liquidate these 
models, and added that the re- 
maining 1953 models did not con- 
stitute a menace to movement of 
1954 cars. 












Miami Dealers Accuse 
Packard of Bootlegging 


against Packard in a complaint 
(See PACKARD Page 83, Col. 1) 


Florida Dealer Group Names Officers— 
This year's officers of the Lakeland (Fla.) Automobile Dealers Assn. are (from left), 


Chevrolet Dealers Sweep 





President, and Robert Forslev, secretary- 









Awards 


persons, a‘cording to John Finlay- 
son, advertising manager for the 
dealership, attended the show and 
more than $900,000 worth of deals 
were closed. 


Tying in the new Chevrolet lines 
with a glamour setting, the dealer- 
ship also presented a fashion show 
and a telecast of a variety program 
from its showroom. 

Other presentations that aided 
in the firm’s selection as the top 
auto retailer of the year was its 
handling of used cars, direct-mail 
and general display advertising, 
the promotion of a Halloween 
party for neighborhood children, 
a service department budget plan 
for customers, setting up of 
“parts bins” in independent ga- 
rages throughout the city, and 
Participation in various com- 
munity events. 

Winners in the auto section and 
24 other retail fields will receive 
their honors before 1,700 industry 
leaders at the annual Brand Names 
Day dinner Apr. 28 in New York’s 
Waldorf-Astoria Hotel. 














































Chrysler Dealers 
Reduce Used-Car 
Stocks 10 Percent 


HIGHLAND PARK, Mich.— 
Chrysler Corp.’s dealer organi- 
zation reduced used-car inventories 
by approximately 10 percent during 
the first two months of this year. 
A. vanderZee, vice-president of 
Chrysler corporation in charge of 
sales, said Thursday. 

“Used-car sales by the dealers 
who handle Plymouth, Dodge, De- 
Stoto, Chrysler and Imperial pas- 
senger cars have increased steadily 
since the first of the year,” vander- 
Zee said. “This encouraging trend 
is continuing irito March.” 


vanderZee said that the active 
used-car sales situation points to 
a developing spring market and a 
strong upsurge in the sale of both 
new and used cars. 

“By reducing used car inventor- 
ies,” vanderZee said, “Chrysler 
Corporation dealers have improved 
their market position substantially. 
As a result, our dealers are in a 
better position now to handle trade- 
ins for new car buyers.” 


Vandalism at Cook Lot 
AUSTIN, Minn.—Orderly rows of 
cars at the used-car lot of Cook 
Motor Co. (Dodge-Plymouth) were 
found askew after juveniles ap- 
parently played a game of “bump 
’em” by running the machines on 


their starter motors. Damage was 
slight, but attendants found many 


cars jammed together. 





Windshield Breakage 
Denied by Curtice 


LOS ANGELES.—At a press 
conference here in connection 
with the General Motors Motor- 
ama, Harlow H. Curtice, president 
of GM, denied last week that 
panoramic windshields would 
crack if cars using them were 
jacked up. 

“Production-line breakage,” 
Curtice said, “is far less than was 
true when we first introduced the 
curved windshields.” 





Used-Car Bulletin from Detroit... 


Latest Auetion Prices 


(Copyright, 1954, by Automotive News 


(Aptco Auto Auction. Sales every Wednesday) 


Wednesday, March 10 


Sale very fast and one of our best. 
Sold 115 cars out of 150 entries. 
BUICK—’52 Super 4-dr., 

Super 4-dr., $985", 

Special 4-dr. $970, 

4-dr., ag "$540. 

conv., $205. 
CHEVROLET—’53 (210) 4-dr., $1,300, 

$1,215. ’°52 Bel Air coupe, $1, 005. 

SL Deluxe 2-dr., $925 

SL Special 2-dr., 

coupe, $775. "50 

$570, 


49 2-dr., 


sedan, $335. 

CHRYSLER — ’53 Windsor 4-dr., $1,- 
; NY 4-dr., $1,450*. ’°50 Imperial 
$600*; Windsor 4-dr., $655*. 

DesoTO—’ 53 Fire Dome 4-dr., $1,615. 
*52 Fire Dome 4-dr., $1,120. 

DODGE — ’53 Coronet (8) 4-dr., $1,- 
265*; club coupe, $1,150. '52 Meadow- 
brook 4-dr., $915, $750; Wayfarer 
business coupe, $510. °51, Wayfarer 
2-dr., oan’ "50 Meadowbrook 4-dr., 
$530, 515. 

FORD" 53 Main (6) 4-dr., $1,000; 2- 

; (8) 4-dr., $1,250*; 

» $1,215. °52 Main 

00; Custom (8) 

2-dr., $1, 050, $990. ’51 Victoria, $650; 

Custom S 2-dr., $730; (6) club 

coupe, $575 t (8), $570; 

(6) 4-dr. ; club coupe, 

$365. °49 (6) 4- dr. $125; 2-dr., $415, 
$390, $310, 2 at $240, $125. 

ey Hornet 4-dr., $825*; club 

MERCURY—’52 Monterey club coupe, 
$1,400*; 4-dr., $1,230. '51 4-dr., $775, 
$680; club coupe, wees, $785, $770. 
"50 4-dr., $500, 65; club coupe, 
$570, $530, $500. 

NASH—’51 2-dr. , $450. °50 4-dr., $355. 

OLDSMOBILE—’53 (88) 4-dr., $1, 850*. 
"52 (98) 4-dr., $1,450*; (88) conv., 
$1,650*. ’51 98) 4-dr., $1,050°; 
Holiday coupe, 

PACKARD—’51 4- | $735 

PLYMOUTH—’ 54 Plaza 2- “* 

’53 Cranbrook 4-dr., $1, 270. 
Cambridge 4-dr. $785. "51 ‘Cran- 
brook 4-dr., $575; club coupe, $600; 
Cambridge club coupe, $425. °50 De- 
luxe club coupe, $515. °49 Deluxe 
club coupe, _. *48 Deluxe 2-dr., 
$150; 4-dr., 

PONTIAC—'53 “e) 2-dr., $1,625*; 4- 
dr., $1,510*. '52 (8) 2-ar., $1, 300°, 
$1, 190°; Catalina, $1, 420°, "51 (8) 
4-dr., 2 at $960"; 2-a Gs — "48 


(6) 4-dr. $190; 2a. 
STUDEBAKER — nf, 4-dr., 


*Indicates automatic transmission or 


$1,4C0. 
"52 


pro’ very 

with 86 cars sold out of 129 entries.) 
BUICK—’53 Super Riviera club coupe, 
; Special Riviera club coupe, 

‘51 Special Riviera club 

; RM 4-dr., $1,015*, 


CADILLAC — °51 (62) 4-dr., $1,665*, 

$1,600 
CHEVROLET — ’52 SL Deluxe 2-dr., 
; 4-dr., $880; Bel Air 


51 'SL Deluxe 2- dr., 
$745, $740, $670*, $605. 
luxe 2-dr., $555, ‘ \ 
Special 2-dr., $450; ~ coupe, 
$300. °47 2- dr., $180. 
CHRYSLER — ‘51 Windsor conv., 
080*. '47 Windsor 4-dr., $255. 
DODGE — '53 Meadowbrook station 
wagon, $1,360. '51 Meadowbrook 4- 
dr., $670. °50 Coronet 4-dr., $625*, 


coupe, $1, 240°, 


$460, 
$1,- 


FORD — '53 Main (8) 2-dr., $1,265, 
$1,305, $1,580; Main (6) 2-dr., §$1,- 
150, $1,025; Victoria, $1,575*. °52 
Main (8) 4-dr., $600; Custom (8) 

; Main (6) 2-dr., $950*, 

’51 Custom (8) 2-dr., 

o70, $740, ” $655; conv., $730; club 
Victoria, $820; (6) 

. '50 Custom (8) conv., 

$340; 


"47 (6) 2-dr., 


3. 
, $345; 2- dr., 


$275. 


HUDSON—’ 49 Super (6) 4-dr., $200. 

LINCOLN — ’'53 Capri 4-dr., $2,435; 
Monterey 4-dr., $1,685*. 

MERCURY — ’52 Monterey 4-dr., a 
250*. ’51 club coupe 25; 
$785. ’59 club coupe, P4610. "49 . = 
$435. °48 4-dr., $175. 

NASH—’51 Statesman 4- dr., $480; 2- 
dr., $475. ’50 (600) 2-dr., "$355. 

OLDSMOBILE — '51 (98) 4- dr., $1,- 
100*; (88) 2-dr., $1,075*. 

PACKARD—’51 (200) 4-dr. $650. 

PLYMOUTH — ’54 Savoy club coupe, 
$1,550. ‘53 Cranbrook club coupe, 
$1,200*; 4-dr., $1,170. '52 Cambridge 


club coupe, $350; 4-dr.. $715, ’51 
se es coupe, $650. '47 club 
coupe 


PONTIAG.'53 (8) 4-dr., $1,585*, ’51 
(8) 4-dr., $880, $890*; 2-dr., $925*. 
50 (8) 4-dr., $600; 2-dr.. $610; 
coupe, 


overdrive, and (ps), power steering. 


Other Auction reports are on Pages 66, 67, 68 





O°, : 
WILLYS—'s2 2-dr., $725. 
} 

i 


























THE INQUIRER takes your advertising to 
the most potent pocketbooks in Delaware 
Valley, U.S.A. In addition to intensive cover- 
age of the city, THE INQUIRER reaches 
out to give advertisers thorough penetration 
of the rich suburbs and nearby towns that 
account for HALF THE SALES in the Greater 
Philadelphia area. 


That’s why you find so many new advertisers 
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in THE INQUIRER . .. so many old ones 
with expanded schedules. Greater results for 
advertisers have made THE INQUIRER 
Philadelphia’s FIRST newspaper . . . FIRST 
in National advertising, Retail advertising, 





Classified advertising and Total advertising. 


To skim the cream off the great Delaware 
Valley, schedule THE INQUIRER... 
FIRST ! 








DELAWARE VALLEY, U.S.A. 


The Philadelphia Prguiver 


The Voice of Delaware Valley, U.S.A. 


Exclusive Advertising Representatives: 


NEW YORK 
ROBERT T. DEVLIN, JR. 
342 Madison Ave. 
Murray Hill 2-5838 


CHICAGO 


EDWARD J, LYNCH 
20 N. Wacker Drive 
Andover 3-6270 


West Coast Representatives: 


DETROIT SAN FRANCISCO 
FITZPATRICK & CHAMBERLIN 
155 Montgomery St. 


GEORGE S. DIX 
Penobscot Bidg. 
Woodward 5-7260 


Garfield 1-7946 


has peak buying power 


Sales Manage- 
ment estimates the 
effective buying 
income of Dela- 
ware Valley at 
over $7,000,- 
000,000 ...18% 
more per family 
than national 
average. 





LOS ANGELES 


FITZPATRICK & CHAMBERLIN 
1127 Wilshire Boulevard 


Michigan 0259 
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Tropics Transplanted to New York— 

Semitropical exhibits such as this one, as well as other displays of flora typifying 
every region of the U. S., will be used as background in the third annual Easter 
Parade of Stars auto show at New York's Waldorf-Astoria Hotel Apr. 6-11. Ten car 
manufacturers will participate in the show, highlight of Auto-Lite’s Family Salute 
Program. 


Auto News from Mexico 


Car and Truck Market at Saturation Point, 
Distributors’ Group Complains 


CO CITY.—The Automobile 
Distributors Assn, has flatly 
announced that the car and truck 
market in Mexico has reached the 
saturation point. 

The association added that 
dealers dare not hike prices on 
1950 and earlier models and more 
than likely won’t venture to ask 
more than the sum originally set 
for 1954 vehicles. 


The association admitted, how- 
ever, there might be some price- 
boosting for makes or models that 
are specialized and not in general 
demand. 

The Government has been as- 
sured by the association that its 
members have unanimously decided 
not to raise prices on vehicles in 
greater demand. The hold-the-line 
policy, the association said, is in 
support of President Adolfo Ruiz 
Cortines’ call for higher living 
standards. 


A veteran dealer has summed up 





* 


Car sales come quickest among sub- 


urban families. For a car—or two 


in a slugging mood 4 


the current auto-sales situation this 
way: 

“There will have to be more 
people with more money to make 
this business really bright. So many 
people have cars and few have 
ready money.” 

. od * + 
Diesel Tax Protested 
xm of up to $675 a year each 
on diesel-powered transport ve- 
hicles to provide road-building 
funds are being protested by bus 
and truck lines, 

The taxes are graded according 
to vehicle weight, Gasoline-powered 
vehicles, including autos, are ex- 
empt from these taxes but pay a 
levy of 1.125 cents per liter to pro- 
vide funds for general road con- 
struction and maintenance. 

Diesel vehicles have heretofore 
been untaxed. 

ok 


Dealer Heads Bank 


G O RIVEROLL, auto- 
mobile dealer- banker, is the 





—is as necessary to the suburban 


family as the baby buggy or the 


kitchen range. And you sell hardest 
at this kind of market through The 


American Home magazine. Every 


month, The American Home is read 


by over 3 million of these car- 


dependent, car-conscious families. 


More and more advertisers are 


swinging to the hard-slugging 


American Home magazine. In the 


last twelve months, The American 


Home has shown the third-largest 


gain in advertising pages of all major 


magazines. 


your hard selling, too! 


The American Home, 
Penobscot Building, Detroit, Mich. 
Woodward 5-9878 


So let The American Home do 


new president of the Banco 
Nacional de Transportes, S. A., the 
bank in Mexico City which finances 
the automotive industry and which 
the Government recently reorgan- 
ized. 

He succeeds Santos Galindo, who 
stepped down from the top position 
but continues as a board member. 
Mayor Ernesto P. Uruchurtu is 
chairman of the board. 

The bank has bought 1,100 buses 
to help correct the poor public 
transportation situation in this city 
of 3,500,000. 


* + * 


$4,650 Import Duty 


7 experience of Sofia Alvarez, 
a Colombian comedienne who is 
widely known in the Mexican 
amusement world, is making folks 
in Mexico hesitate about going to 
the United States to buy automo- 
biles. 

Miss Alvarez bought a Packard 
in the U. S. and headed for 
Mexico, 

But when Mexican customs of- 
ficials demanded $4,650 duty on the 
car, she decided to leave it with an 
American friend and come home by 
train, All registered residents must 
pay duty on cars purchased in 
the U. 8. 

2 * ao 


Parking Fees Stir Action 


= CITY officials are plan- 
ning regulations to restrict 
parking lot fees. Charges as high 
as $1.16 per car per hour are cur- 
rently being paid, even though the 
legal minimum wage here is only 
93 cents a day. 


Ford Conducting 
Used-Car Parleys 


In Six Cities 


DEARBORN. — Ford division’s 
used-vehicle department is conduct- 
ing a series of used-car conferences 
in six cities for Ford dealers in 33 
sales districts. 

Sessions are being held in New 
York, Chicago, Kansas City, De- 
troit, Chester, Pa., and Richmond, 
Calif., according to Paul N. Peirce, 
Ford division used-vehicle sales 
manager. 

Discussions cover reconditioning, 
personnel management, selling and 
advertising techniques, mainte- 
nance of records, pricing and ap- 


Pp ‘i 

“In meetings held thus far, we 
have noted a general feeling of 
enthusiasm and optimism based on 
favorable reports from the used- 
car and truck market areas we 
have visited,” Peirce said. 

“We are gaining information 
from these conferences which will 
be invaluable to us in formulating 
practical used vehicle merchandis- 
ing programs.” 


N.M. Dealers Take 
6% of State’s Sales 


ALBUQUERQUE, N.M. — New 
Mexico car dealers in 1953 sold 
$126,625,330 worth of cars, more 
than 6 percent of all retail sales for 
the state, according to the State 
Bureau of Revenue. 

Gas taxes in the state increased 
from $16,909,580 in 1952 to $18,160,- 
723 in 1953, and a 9 percent gain in 
drivers’ licenses was shown. 

Motor vehicle taxes were up 13.6 
percent to $6,053,047, and motor 
transportation rose 12.1 percent to 
$781,436. 


Ex-Louisville U. Cae 


Is Indicted in Tax Case 

LOUISVILLE.—A Federal grand 
jury last week indicted a former 
Louisville used-car dealer on a 
charge of evading $17,821 in income 
taxes for 1947 and 1948. 

The indictment charged that Ed- 
win H. Eggleston jr. had a net in- 
come in 1947 of $44,175 on which 
$19,851 was due in taxes and that 
he reported $14,229 and paid $3,132 
in taxes. In 1948, it said, he earned 
$21,911 on which $4,280 was due, 
but reported $18,124 and paid $3,- 
178. 

Eggleston formerly was an ex- 
ecutive of Kef Motors, Inc. 


Calvert Picks Slattery 
David A. Slattery, formerly with 
McNeil Motors, Washington, has 
been named general manager of 
Calvert Motors, Inc., Washington. 
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FRAGMENT OF THE HORSE FAIR" BY ROSA BONHEUR 


ca 


COURTESY OF THE METROPOLITAN MUSEUM OF ART 


Where are all the horses going? 


Every year Detroit manages to pack added horsepower 
under the hoods of the cars you sell! Refinements in engine 
design, higher compression ratios have pushed most of 
today’s new models well above the 100 h.p. mark—and 
many higher-priced makes are already past 200 h.p.! 


This extra power is not presented for purposes of extra 
speed. Added power actually means added comfort and 
safety for the motorist. For this extra power makes possi- 
ble automatic transmissions, power brakes, power steer- 
ing, overdrive, air conditioning, as well as greater power 
reserves for emergencies. But these advancements in 


automotive design do put an added burden on the tires. 

That’s why we at Goodyear take pride in saying that 
we have managed not only to keep up with our auto 
makers, but a step ahead. We anticipate tomorrow’s de- 
mands by making today’s tires good enough to meet them! 
That’s why again this year, as for the last 39 years, more 
people ride on Goodyear tires than on any other kind. This 
national preference for Goodyear speaks for itself. It as- 
sures customer confidence when a new car is delivered on 
De Luxe Super-Cushions by Goodyear. Goodyear, Akron 
16, Ohio. 


cubtéon Vy 


GOODFYEAR 


Super-Cushion, T. M.—The Goodyear Tire & Rubber Company, Akron, Ohio 
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that far and are settled in a much 


House Group OK’s Plan... easter Ge to tb als Gn 
iners. They also say that the sys- 

tem is being im ed. 
Makers, UAW Oppose | ‘teisice' serve ter, ize 
members is a staff of legal assist- 
ants and trial examiners in Wash- 


& 
Curbing of NLRB eer ieee cae ae 








dence in clear-cut cases, 21 regional 
offices and 10 sub-regional offices. 
z , | The regional offices, located in 
— position on the “hot cargo” |the major organized labor centers, 
clause. are headed by a regional director. 
1. An employer is now permitted| 4. The NLRB recently ruled that | pjrectly under Bangers the chief 
to address his workers before an a worker cannot be fired for failure | jegai officer and the chief field ex- 
election without giving an equal op-| to buy the company’s product. aminer, and a staff of other exam- 
portunity to the union (although; A recent study revealed that the|inergs and attorneys. The average 
neither side is allowed to address| NLRB took over 400 days to settle| staff has about 25 employes, all of 


‘Continued from Page 6) 


or is on the verge of taking a new 
stand on these four major rulings: 














Dealers Meet in San Francisco— an tacoae a oe oo ee eae 
Members assemble for the closing luncheon of the two-day convention staged in —" Ge tan an saheanedl y AFL oan patoy 4 jan. to pew Ey a col whom are under civil fervice. 

Son Francisco by the Northern California Motor Car Dealers Assn. The spotlight ot | unions) are given more latitude in| lective bargaining election. BESIDES administering the dis- 

this session was shared by Charles C. Freed, NADA president, and Horry G. Moock,| carving out craft unions in a fac- NLEB officials admit slowness, advantageous provisions of the 

sales consultant. (Story on Page 3.) tory. a. r an eae “p= 4 a Labor Act in all union-management 

only cases controversies, there are a number 

THE NLRB now has under| Board in Washington, while 85 | 4¢ advantageous provisions in the 


Wondering how new-car and truck production and sales are making out? AUTOMO- 

TIVE NEWS gives you the entire story every week throughout the year. * consideration a reversal of the! percent of the cases never g0 | act which the Board is empowered 
fea Peta. oes =F ; to administer if any given union is 

in “compliance” with the NLRB. 
a ee To be in compliance a union must 

RE Sar BT ae : RS Biren file non-Communist affidavits from 
. 2 : its principal officers, it must file an- 
nual financial reports to the Secre- 
tary of Labor and it must give a 
financial report to its members. 

The only large union not in 
compliance is the United Mine 
Workers, headed by John L. 
Lewis, who feels that the NLRB 
can be of little use to him, prin- 
cipally because union organization 
is virtually complete in his sphere. 

Recently the NLRB filed a report 
covering its conduct of elections 
during the 12-month period ending 
June 30, 1953. 

This revealed that 6,050 repre- 
sentation elections were held, with 
the unions winning 72 percent of 
them. The AFL won 63 percent of 
its elections and the CIO won 52 
percent, In the automotive industry 
(including auto dealerships) the 
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% = Hit this rich market hard! go sseoesh= 


Studebaker 


(Continued from Page 2) 
duction and sale of at least 60 
million vehicles between 1954 and 
1964, adding that Studebaker would 
get its share of the business. 

Studebaker’s net worth at the 
end of 1953 amounted to $108,460,- 
360, compared with $112,805,257 at 
the end of 1952. 

Current assets as of Dec. 31 
totaled $93,729,653, while liabilities 
amounted to $42,636,818. At the end 
of 1952 current assets were $128,- 
896,823 and liabilities, $74,359,818. 

. * + 





PLEASURE CAR OWNERS IN THE 


U.S. ARMED FORCES 


The following Pleasure 


For greatest coverage of the 
services at lowest cost per 
thousand readers... 


display your sales message in Army Times, 
Navy Times, and Air Force Times . . . The 
Big 3 Network of Service Weeklies outsells 
all competitors, covers every service instal- 
lation in the United States, as well as all 
bases over-seas. Foreign car manufac- 
turers are cashing in on direct advertising 


ANCE listed three situations 

which compelled the firm to 
operate on low and _ irregular 
schedules in more than eight 
months of the year. He said: 

First there were costly difficulties 
with new tools following intro- 
duction in January, 1953, of a new 
line of cars. 

Second, production had to be 
curtailed sharply during a 10- 
week strike in the plant of an 
important supplier at a _ time 
when demand for cars was still 
strong. 

Third, the softening of the retail 
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through overseas editions of the Times nel at this post own cars” OF 450 Officers and market started a few weeks after 
Network and the new European Air Force Fort Miles, De} Own vehicles” men, 337 eee of full production fol- 
. lowing the supplier strike. 
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specialized ‘‘how to sell’? data, phone or 


wire our nearest advertising office today. _ have 





Pleasure ” 
—_ organization as one of its most 


valuable assets. 


‘Uni-Tuner to Star 
In Allen Displays 


KALAMAZOO, Mich.—The Allen 
Uni-Tuner will be used as the main 
display theme at regional automo- 
tive shows by Allen Electric & 


Army Times Publishing Company Menipment Co., it was announced 


Featuring a display with the cap- 


Fort Bragg, N.C. 






Fort Hayes, N. Cc. 








ADVERTISING OFFICES: tion, “Allen Uni-Tuner Tests Every 

Phase of Engine Operation in 10 

WASHINGTON NEW YORK CHICAGO PHILADELPHIA Minutes,” the exhibit made its de- 

3132 M St., N.W. 41 E. 42nd St. 203 N. Wabesh Ave. R. W. McCarney, but at the NADA show in Miam 
1015 Chestnut St. Beach. 

LOS ANGELES SAN FRANCISCO BOSTON In April, it will be shown in St 

6399 Wilshire Bivd. Monadnock Bidg. John Hancock Bidg. Louis and Pittsburgh, and in May 


LONDON ¢ FRANKFURT © PARIS © ROME ¢. CASABLANCA * TOKYO = [ii “N_jerminite the circuit wit 
show in Boston. 








On the finest cars, the finest 
upholstery, naturally. Naturally, 


genuine leather—on the fine ‘54 






cars now being introduced. 
To give you the greatest com- 
fort—in winter or summer, on long 
trips or just down to the station. The 
easiest for you to care for, and the most 
difficult for anyone —or anything —to 
damage. Only leather actually improves in 
appearance from month to month, from mile 
to mile. And it adds to the trade-in value of your 


automobile when that time comes. 
Welcome to the 46th Annual Chicago 
Automobile Show. Second Floor, International 
Amphitheatre. 


See what they're doing with Leather 
March 13 thru 21 






UPHOLSTERY LEATHER GROUP, INC. 
141 EAST 44TH STREET, NEW YORK, 17 N.Y. 











Preparing Mobilgas Economy Run— 


Ford and Lincoln-Mercury executives confer with AAA and General Petroleum 
representatives on plans for the Mobilgas Economy Run which is scheduled to start 
Apr. 5. Mapping strategy are (from left) George S. Coats, L-M western regional sales 
manager; Walter J. Cooper, Los Angeles district sales manager of the Ford division; 
A. C. Pillsbury, regional director of AAA contest board, and Clarence S. Beesemyer, 


General Petroleum consultant. 





The view 





BUICK — Special—4-dr. sed., $2,265.32; 
2-dr., sed., $2,206.88; Riviera, $2,305.43; 
conv., $2,563.17; stat. wag., $3,163. Cen- 
tury—4-dr., sed., $2,520.17; Riviera, $2,- 
533.56; stat. wag., $3,470. Super — 4-dr. 
sed., $2,711.17; Riviera, $2,625.56; conv., 
$2,963.59. Roadmaster — 4-dr. sed., $3.- 
269.36; Riviera, $3,373.05; conv., $3,520.56; 


Skylark sports car, $4,483. (Dynafiow 
standard on Roadmaster, optional at 
$192.50 on all other models.) 


CADILLAC—Series 62—4-dr. sed., $3,- 
932.70; cl. cpe., $3,837.77; Coupe de Ville. 
$4,261.01; conv., $4,404.31. Series 60 
Special—4-dr. sed., $4,683.32. Series 75— 
8-pass. sed., $5,874.78; lim., 6,090.17. 
Eldorado — conv., $5,738. <inyare baatie 
standard on all models.) 

CHEVROLET — One-Fifty — 4-dr. sed., 
$1,680; 2-dr. sed., $1,623; utility sed., $1,- 
539; 6-pass. stat. wag., $2,020. Two-Ten 
—4-dr. sed., $1,771; 2-dr. sed., $1,717; 
cl. cpe., $1,782; 6-pass. stat. wag., $2,133. 
Bel Air—4-dr. sed., $1,884; 2-dr. sed., $1,- 
830; hardtop, $2,061; conv., $2,185; 8-pass. 
stat. wag., $2,283. Corvette—conv., $3,523. 
(Powerglide standard on Corvette, optional 
at $178.35 on all other models.) 

CHRYSLER—Windsor Deiuxe—4-dr. sed., 
$2,562 (8-pass., $3,492.25); cl. cpe., §2,- 
540.50; Newport, $2,830.75; conv., $3,- 
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Current Prices on New Cars 


New Yorker— 4-dr. 


045.75; stat. wag., $3,321. 
4-dr. setts $3,228. 75 (8-pass., $4,368); cl. 
cpe., $3,202; Newport, $3, 503; stat. wag., 
$4,024.25. New Yorker Deluxe—4-dr. sed., 
$3,433; cl. cpe., $3,406.25; Newport, §3,- 
707.25; conv., $3,938.25. 25. Custom Imperial— 
4-dr. sed., $4,259.50; lim., $4,797; New- 
port, $4,560.25. Crown — 8-pass 
sed., $6,921.50; lim., $7,043.75. (PowerFlite 
standard on all eight-cylinder models, op- 
ticnel at $189 on Windsor Deluxe.) 


DeSOTO — Powermaster Six—4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., §2,- 
364; stat. wag., $3,107.75; Fire Dome V-2 
—4-dr.. sed., $2,673 (8-pass., $3,558.75) 
cl. cpe., $2,651.50; Sportsman, $2,922.50 
conv., $3,144.25; stat. wag., $3,381. 
(PowerFlite optional at $189 on all models.) 

DODGE—Meadowbrook Six—4-dr. sed.. 
$2,024.75; cl. cpe., $1,983. Meadowbrook 
V-8 — 4-dr. sed., $2,175.75; cl. cpe., $2,- 
154.25. Coronet Six—4- dr. sed., $2, 136; cl 
cpe., $2,109; 2-dr. stat. wag., $2, 228.50 
4-dr. 2-seat stat. wag., $2, 719.25; 4-dr. 
3-ceat stat. wag., $2,790.25. Coronet V-8— 
4-dr, sed., $2,244.50; cl, cpe., $2,223; spt 
cpe., $2,380.25; conv., $2,513.75; 2-dr. stat 
wag., $2,517; ‘4-dr. 2-seat stat. wag., $2. 
960.25; 4-dr. 3-seat stat. wag., $3,031.25 
Royal V-8—4-dr. sed., $2,372.75; cl. cpe., 
$2,349; spt. cpe., $2,503; conv., $2,632. 
(Fluid Drive optional at $20.40 or 
Meadowbrook Six and Coronet Six sedans 
and club coupes. PowerFlite optional at 
$189 on all models.) 

FORD — Mainline Six — 4-dr. sed., $1,- 
700.50; 2-dr. sed., $1,651; bus. cpe., $1,548; 
2-dr. stat. wag., $2,029; Customline Six— 
4-dr. sed., $1,793; 2-dr. sed., $1,743.50; 
cl. cpe., $1,753; 2-dr. stat. wag., $2,121.50: 


from the driver’s seat 
is fine 


T’s no mystery why GMC dealers 

have such a great outlook. You don’t 
have to look over anybody’s shoulder 
when you’re riding out in front. 


That’s where GMC’s lead in product 
development places its dealers. And a 
steady stream of “firsts” keeps them 
there. 

GMC’s lead covers a lot of ground. In 
light-duty power, for example, with 
125 H.P standard in the lightest 
models—and from a real truck engine. 


Then there’s GMC’s Truck Hydra- 
Matic Drive.* It’s been available in 
ALL %-to 1-ton models for well over a 
year. And we’ve come up with 8-speed 


Truck Hydra-Matic* for 2- to 4%4-ton- 


ners, too. 


You'll also see examples of GMC’s 
lead in graceful styling—in handsome, 
roomy cabs with luxury appointments 
—in the Silent Power Exhaust System 
—everywhere from horsecollar radia- 
tor mounting to sand-tight tail gates. 


It’s this GMC lead-holding too, that 
makes GMC franchises live to hale 
and hearty old age, as so many 25-year 
GMC dealers can testify. /t’s a very 
good reason for YOU-if youw’re in an 
open territory—to see about aGMC 


franchise for yourself. 


*Standard on some models; optional at extra cost on others 


Sella modem truck! 


GMC Truck & Coach Division of General Motors 





stat. wag., $2,202. 
4-dr. sed., $1,898 
liner, $2,164; conv., 
wag., $2,338.50. 
$76.50, 
at $184.) 
SON—Jet—4-dr. sed., $1,858; 2-dr. 
utility, $1,836.75. Super Jet — 4-dr. sed., 
$1,954; 2-dr. sed., $1,932.75. Jet-Liner— 
4-dr. sed., $2,056.60; 2-dr. sedan, §$2,- 
045.85. Wasp—4-dr. sed., $2,256.11; 2-dr. 
sed., $2,209.43; cl. cpe., $2,256.11. Super 
Wasp — 4-dr. sed., $2,465.84; 2-dr. sed., 


Crestline Six— 
; hardtop, $2,054.50; Sky- 


$2,164; 4-dr. stat. 
(For V-8 models, add 
optional on all models 


$2,413.28; cl. cpe., $2,465.84; Hollywood, 
$2,704; conv., $3,004.20. Hornet — 4-dr. 
sed., $2,768.86; cl. cpe., $2,741.99; Holly- 


wood, $2,987.75; conv., $3,287.70. (Hydra- 
Matic optional at $178.03 on all models in 
Jet category. Borg-Warner automatic 
transmission optional at $178.03 on all 
other models.) 

LINCOLN—Lincoin—4-dr. sed., $3,537; 
hardtop, $3,640. Lincoln Capri—4-dr. sed., 
$3,726; hardtop, $3,884; conv., $4,045.50. 
(Hydra-Matic standard on all models.) 

MERCURY — Custom — 4-dr. sed., $2,- 
265.50; 2-dr. sed., $2,208.50; sport cpe., 
$2,330. Monterey — 4-dr. sedan., $2,347.50; 
hardtop, $2,466.50; Sun Valley, $2,596.50; 
conv., $2,624.50; stat. wag., $2,791. 
(Mere-O0-Matic optional at $189.77 on all 
models. ) 

NASH—Rambler Deluxe—2-dr. sed., $1,- 
550. Rambler Super—4-dr. sed., $1, 795; 2- 
dr. sed., $1, Ll hardtop, $1, 800; Suburban, 


$1,800. Rambler -dr. sed . $1,965: 
hardtop, $1,950; conv., $1,980; 2-dr. stat. 
wag., $1,950; 4-dr. stat. wag., $2,050. 


Statesman Super—4- dr. sed., $2,158; 2-dr. 

sed., $2,110. Statesman Custom — 4-dr. 

sed., $2,332; hardtop, $2,423. Ambassador 

sed., $2,417; 2-dr. sed., $2,- 

Custom—4-dr. sed., $2,- 

600; hardtop, $2,735. (Hydra-Matic optional 
at $178.85 on all models.) 

ILDSMOBILE — Series 88 — 4-dr. sed., 
$2,337.09; 2-dr. sed., $2,271.62; Holiday, 
= 449. Super $8—4-dr. sed., $2, 476. 71; 2- 

dr. sed., og Holiday, $2,688.39; 
conv., $2,867.59 Series 
805.82; Holiday, $2,826; Deluxe 
$3,041.75; Starfire conv., $3,248.84. (Hydra- 
Matic optional at $178.35 on all models.) 

PA 2-dr. sed., 
$2,544. Clipper a. sed., $2.695; 
2-dr. sed., $2,645; Sportster cpe., $2,830. 
Clipper Super — 4-dr. sed., $2,815; 2-dr. 
sed., $2,765; Panama hardtop, $3,125. 
Packard — Cavalier 4-dr. sed., $3,344; 
Patrician 4-dr. sed., $3,890; Pacific hard- 
top, $3,827; conv., $3, 935; Caribbean conv., 
* 100; 8-pass. sed., 6,900; lim., 250. 
le standard in Patrician, Pacific. 
conaeea and Caribbean; optional at $199 


on other models.) 
PLYMOUTH—Piaza—4-dr se A 

cl. sed., $1,727.25; bus. cpe., $1,617.50 

stat. wag., ae Savoy—4-dr. sed., $1,- 


$1,835; cl. cpe., $1,842.50; 
spt. cpe., "g2.068; conv., $2,200; stat. wag., 
$2,207.25. Belvedere—4-dr. sed., $1,953.25; 
spt. cpe., $2,145; conv., $2,301; stat. wag., 
$2,288. (Hy-Drive optional at’ $145.80 on 


all models.) 
PONTIAG _ 


”g2, 504. "Spectal — 4-dr. 
sed., ” $2,101.62; 2-dr. sed., $2,043.45; 2- 
seat stat. wag., $2,439; 3-seat stat. wag., 
$2,494 8 Deluxe — 4-dr. sed., 


$2,205.51; 2-dr. sed., $2,148.32; 2-seat stat. 
wag., $2,579 Star Chief 8—Deluxe 4-dr. 
sed., $2,301; Custom 4-ar. sed., $2,394; 
conv., $2,630. Catalinas—Chieftain 6 De- 
luxe, $2,316.30; Chieftain 6 Custom 


Custom. 557. (iyére, tants optional at 
$178.35. on all models.) 


STUDEBAKER — Custom — 

4-dr, sed., $1,801.11; 2-dr. sed., $1,758.07. 

Deluxe — 4-dr. sed., =: 918. 18; 

2-dr. sed., $1,875.18; 5-pass, cpe., $1, 
971.93; stat. wag., $2,187.23 . 

Regal — 4-dr. sed., $2,026.29; 2-dr. sed., 


$1,983.29; 5-pass. cpe., $2,080.04; hardtop, 
$2,241.29; stat. wag., $2,295.33. 

mander Deluxe — 4-dr. sed., $2,179.13; 
2-dr. sed., 
232.88; stat. 


-dr. sed., $2,287.23; *5-pass. cpe., 


$2,340.98; hardtop, $2,502.23; stat. —_ 
$2,555.98; Land Cruiser 4-dr. sed., 
438.28. (A optional at Sis 
on Champion, $226.50 on Commander.) 


Powder Show 


Metallurgists Plan Meeting 


Apr. 26-28 in Chicago 


CHICAGO. — The Metal Powder 
Assn. will sponsor a national meet- 
ing and show Apr. 26-28 at the 
Drake Hotel here. 

The events, the association said, 
will be devoted solely to powder 
metallurgy, the metal powder in- 
dustry and the arts and sciences 
based on metal powders. 

Technical sessions at the 10th 
annual meeting will be given to 
papers relating to a variety of as- 
pects of powder metallurgy. 

An electronic core session will 
consist of a separate all-day meet- 
ing on subjects of specific interest 
to those in this specialized field. 





‘ 

Ross Gears to Be Built 
By German Firm 

LAFAYETTE, Ind. — Alfred 
Teves, A. G., Frankfurt, Germany, 
has been licensed by Ross Gear & 
Tool Co. to manufacture Ross cam 
and lever manual and Hydrapower 
steering gears for German vehicles, 
according to John E. Jarrell, Ross 
president 

A British firm already has been ~ 
licensed by Ross and requests ‘or 
licenses in other countries «re 
under consideration, Jarrell said. 
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DeSoto-Plymouth Dealer Group Holds Conference in Detroit— 


Top executives of Chrysler Corp., Desoto and Plymouth attended the DeSoto-Plymouth national factory dealer conference in 
Detroit. Participating in the sessions were (left table), F. L. Bird, DeSoto operating manager; W. N. Cramblit jr., R. S. Duns- 
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HUTCHINSON, Kans.—The chain 
of six Davis-Child auto dealerships, 
which was started in Kansas 32 
years ago, has been split up follow- 
ing the retirement of James A. 
Davis. 

Taking charge of five General 
Motors dealerships in Hutchinson, 
Salina and Great Bend are mem- 
bers of the Davis-Child organiza- 
tion. 


The chain was founded in 1921 
by Davis, who recently has been 
ill; his brother, H. M. Davis, 87, 
who retired two years ago, and 
the late L. T. Child, who died in 
1927, 


Davis, an auto dealer for 45 years, 


more, dealer operations manager for. DeSoto; Allan R. Crockett; James Barnes; W. L. Stone; J. Edward Enany; Paul Dwyer, DeSoto | sold cars in Missouri before coming 


sales staff; William S. Baker; Thomas O'Brien; E. A. Kimberly, DeSoto chief engineer; R. M. Rowland, DeSoto director of mer- 
chandising; L. 1. Woolson, DeSoto president; E. L. Wolfe, and Ray L. Schappe. 

Back table: A. vanderZee, sales vice-president of Chrysler Corp.; L. L. (Tex) Colbert, Chrysler Corp. president; N. K. Mintz, 
conference chairman; J. B. Wagstaff, DeSoto sales vice-president, and H. L. Wagner. 

Right table: E. J. Arnstine; Frank Pursley; Glenn E. Huff; E. H. Hancock (standing), director of DeSoto regions; Paul Herpol- 
sheimer jr., DeSoto western sales manager; G. R. Ranes; Bernard J. Jones; W. T. Kirksey; A. B. Neilsen, DeSoto eastern sales 
manager; R. E. Anderson, manager of the Detroit office of Batten, Barton, Durstine & Osborn, ad agency; R. H. Simmons, and 


to Kansas. The Davis-Child dealer- 
ships originally sold Ford, switch- 
ing to GM in 1931, 

The new lineup is as follows: 

Davis-Child’s dealership at 121 
W. Second, Hutchinson, will con- 
tinue as Davis-Child Motor Co. 
(Chevrolet). Jack H. Child, of 





K. W. Roddy. 
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“Performance of new low cost 


office typewriter sold me 


- 


says 


Minute Maid ad manager 


JAMES RAYEN, Advertising Manager, Minute 
Maid Corporation says: “Yes, performance has 
me sold on the Remington Office-riter. I bought 
mine simply because of its compact size...figured it 
would be easy to tuck away, yet handy for knocking 
out a piece of copy. But that’s not why I'm so en- 
thusiastic about it now...the extra dividend of speed, 
rhythm and real big machine performance is the rea- 
son you'd have to fight to take it away from me!” 


—Thousands of professional 
and business men are equally 
enthused! Here’s why: 


1. The Remington Office-riter handles 
paper and forms up to 11 inches wide 
... writes a full 10-3, 10-inch line. 

2. Exclusive Miracle Tab makes it easy 
to set up the Office-riter for statements, 
invoices and listings. 

3. The Office-riter makes up to 10 


Remington 


Ofc nite 


A Product of Memington. Tland. 





good carbon copies, cuts clean stencils. 
4. The Office-riter has a full standard 
keyboard, clean, sharp printwork and 
every feature needed to handle all your 
office typing PLUS the extra advantages 
of compact size and low cost! 


A demonstration will convince you 
that this unique typewriter deserves a 
place in your office. Call your dealer or 
Remington Rand Business Equipment 
Center today! Convenient terms. 


MAKERS OF THE REMINGTON QUIET-RITER, STANDARD, NOISELESS AND ELECTRIC TYPEWRITERS 








Davis-Child Deals Split | 


Staff Takes Over 5 of 6 GM Firms in Kansas 
Upon Retirement of Founder 


Hutchinson, and L. T. Child, of 
Great Bend, will assume manage- 
ment of the business. Sons of the 
late L. T. Child, they joined the 
organization in the mid-1920s. 

The Davis-Child Oldsmobile and 
Cadillac dealership at 118 W. Sec- 
ond, Hutchinson, has been sold to 
Philip D. Fearl, who has been its 
manager. It will become the Fear! 
Oldsmobile-Cadillac Co. Fearl had 
been with Davis-Child since 1921. 

The Davis-Child interest in Stuart 
Conklin Buick, Inc., 110 W. Sec- 
ond, Hutchinson, has been sold to 
Stuart Conklin, a member of the 
organization since 1925. 

At Salina, the Davis-Child Olds- 
mobile - Cadillac dealership has 
been sold to G. N. Waddell, a 
member of the firm since 1924, 
and will be operated as Waddell 
Cadillac-Oldsmobile, Inc, 

The Great Bend Davis-Child 
dealership, which handles Chevro- 
lets, Oldsmobiles and Cadillacs, will 
become the Taylor-Houser Motor 
Co. It has been sold to D. D. Tay- 
lor, of Hutchinson, and H. B. Hous- 
er, of Ellinwood. 

Taylor has been with Davis-Child 
Chevrolet since 1921. He will con- 
tinue to live in Hutchinson while 
Houser takes over active manage- 
ment of the new Great Bend firm. 
Houser, with the firm since World 
War II, has managed the Ellinwood 

outlet. 

The sixth Davis-Child firm, the 
Chevrolet - Oldsmobile dealership 
at Ellinwood, will remain in op- 
eration under the present man- 
agement, Davis said. 

Davis-Child also has owned deal- 
erships in Emporia, Lawrence and 
Wellington, Kans.; and Richmond, 
Lexington, Braymer and Brookfield, 
Mo. 


Auto Old-Timers 


Names Members 
Of 10 Committees 


NEW YORK.—Ten standing com- 
mittees of the Automobile Old-Tim- 
ers have been appointed by Presi- 
dent C. M. Bishop. 

They are: 

Bupcet ano Finance—A. A. Lally, 
chairman, New York; George Con- 
rad, New York; C. Ray Palmer, 
Brooklyn, N. Y. 

RgsgARCH AND Awarps—Henry R. 
Selden, chairman, Avon, N. Y.; D. 
C. Fenner, Falmouth, Mass.; Alfred 
Reeves, New York; A. W. Herring- 
ton, Indianapolis; William L. Mal- 
lon, Newark, N. J. 


MEMBERSHIP — William L. Hugh- 
son, western division, San Fran- 
cisco; Birkett L. Williams, central 
division, Cleveland; Harry G. 
Bragg, eastern division, Danbury, 
Conn.; Ernest Burwell, southern 
division, Spartanburg, S. C. 


Councu—Henry M. T. Cunning- 
ham, chairman, Washington; Hugh- 
son; Edward L. Cleary, Chicago; 
Williams; William A. Plunkett, 
Dedham, Mass. 


Apmissions — Ralph T. Horgan, 
chairman, New York. 


LgcisLaTive—Tom Frost, chairman, 
Warrenton, Va.; Palmer; Cleary; 
T. Irving Johnston, Trenton, N. J.; 
Harry M. Sloate, Hartford, Conn. 

Hichway—Diehl, honorary chair- 
man; William S. Lampe, chairman, 
Detroit; John L. Collyer, Akron; 
John R. Davis, Dearborn; Royce G. 
Martin, Toledo; Hanford A. Crock- 
ard, Berkeley, Calif. 

TrarFic Sarety —Palmer, chair- 
man; Williams; Frederick H. Elli- 
ott, New York. 

or Fame—Lally, chairman; 
Diehl; Willard F. Rockwell, Pitts- 
burgh, Pa. 

PusBiicaTion—George A. Kahmann, 
chairman, New York; Richard F. 
Cook, New York; Elliott; David K. 
Banker, jr., editor, New York. 


Queen City Leases Shop 

Queen City Chevrolet Co., Cincin- 
nati, has taken a 10-year lease on 
a building at 414 E. Court St. Con- 
taining approximately 350,000 square 
feet, the building will be used for 
servicing of new cars and trucks. 
Aggregate rentals involve more 
than $250,000, it was stated. 
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“ UNI-TUNER 


Tests Every Phase of Engine Operation in VON LAS 


The Uni-Tuner has been proven* by actual use in thousands of 
dealerships. It gives electronic proof that every car is tuned right 
the first time . . . eliminates costly comebacks . . . reduces diagnosis 
time to only 10 minutes instead of an hour — only 7 tests instead 
of 40... increases labor and parts sales ... gets more work out faster . . . 
assures more satisfied service customers. 


The Uni-Tuner is the answer to many service department problems 
...and it is also a practical answer to new car get-ready and 
used car conditioning. 


*A FEW TYPICAL COMMENTS: 


“59 tune-ups with only 1 come-back” .. . “Provides better performance 
and more satisfied customers” . . . ‘We have had many compliments 
on tune-up jobs with the Uni-Tuner” . . . “Saves time in locating 
trouble — instrumental in securing additional work.” 


ALLEN ELECTRIC and EQUIPMENT CO. 
KALAMAZOO, MICHIGAN 


ALLEN ELECTRIC & EQUIPMENT CO. 
1903 N. Pitcher St., Kalamazoo, Michigan 


Gentlemen: Please send us complete information on 
the Allen Uni-Tuner. 


NAME____ . = 2 
i caetbiterinl 
a ri tiiistnaicate 



















DEALER... 


“More satisfied customers — more 
production — more parts and 
labor sales.” 








SERVICE MANAGER... 
“Freedom from come-backs — 
faster order writing — less spe- 
cialized mechanic training.” 


MECHANIC... 
“Easy to use — a positive method 


of checking work — simplified 
4 





CUSTOMER... 


“Positive correction of trouble 
the first time — greater driving 
pleasure — lower maintenance 


cost.” Pe 
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Carter Motors Joins Chrysler Family— 


W. A. Carter (center), owner of Carter Motors, Amarillo, Tex., signs a Chrysler- 
Plymouth franchise while L. C. Houston (left), district manager, and Fred K. Dell, 
regional manager, look on. The firm is the successor to Myers Motor Co. Carter 


formerly was a Chevrolet dealer. 


Ga. to Levy Fee On Ohio Trucks 


ATLANTA. — Georgia will con- 
tinue to recognize Ohio truck tags 
but will collect its new tax of $10 
per trip on trucks from that state. 

Gov. Herman Talmadge has noti- 
fied Ohio Gov. Frank Lausche of 
the decision, reached by Talmadge 


“HOW MUCH EASIER IT 


TO DRIVE 


SOLEX plate glas 


and Georgia's reciprocal committee. 

The Ohio governor had requested 
a postponement from March 1 to 
late April in the agreement of 
southern states to cancel truck 
license - plate reciprocity agree- 
ments. 


BEHIND A 


ere by the thousands are discovering that Solex 
Heat-Absorbing Glass in the car can mean the differ- 
ence between a pleasantly relaxed trip and one that’s filled 
with nervous tension. Green-tint Solex admits about 75% 


of the sun’s visible light . . 


. yet sun-glare and snow-glare 


are substantially reduced. There’s less driving fatigue, less 
chance for accidents. Passengers ride more comfortably, 
too, because Solex keeps the car interior cooler by absorbing 
at least half of the total solar heat. 


Your customers will be asking for Solex Duplate, Solex 
Duolite, and Solex Herculite, either as optional equipment 
on new cars or for replacements. You can cash in on this 


PAINTS 
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GLASS - CHEMICALS .:- 
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CANADIAN PITTSBURGH 


Dealer Business Counsel 


Retailing of Tradeins Can Bring In Extra Money, 
Fast Turnover Emphasized 


By J. B. Van Tassel 
Dealer Business Counsel 
HEN a new-car dealer sells a 
used car to a wholesaler, he 
passes up the difference between 
the retail and wholesale price. He 
could perhaps well afford to lose 
this difference up until now. 

But from now on, every dealer— 
in order to stay in business and 
make money—will have to cash in 
on every possible opportunity. From 
now on, the comparatively small 
difference in the amount of selling 
profit on a used car sold at retail 
and one sold at wholesale will count 
for a very important part of that 
profit opportunity. 

I realize that the average new- 
car dealer has every right to fear 
the used-car business, because it 
is this phase of a new-car oper- 
ation that has caused more deal- 
ers to go broke or be replaced by 
the factory than any other I 
know of. 


Business analysts, including my- 


Is 


self, usually believe the most com- 

mon cause of a dealer going broke 

is lack of liquid 

working capital or 

too much frozen 

working capital. 

In the car busi- 

ness, frozen liquid 

capital is created 

by the piling up 

of used cars taken 

in as trades and 

not making it a 

cardinal rule to 

FB. Yan Taseet move every trade 

Loe almost as fast as 

it comes. They should not be kept 
more than 30 days. 

+ * od 


Quick Turnover Needed 


HERE are other financial and 
operating investments on your 
balance sheet that have to be con- 
stantly controlled, but the used-car 
inventory is the greatest hazard of 
them all. Never neglect quickly 


windshield “ 


growing demand by offering — and demonstrating — these 
three types of Solex Safety Glass. There is a Pittsburgh 
Plate Glass Replacement Depot near you which carries all 


parts in stock. 


‘he best glass. > 


unaer the sun! 


BRUSHES - PLASTICS 


ee ee 


INDUSTRIES 


FIBER GLASS 


COMPANY 


LIMITED 


moving and turning over all used 
cars. Don’t take it for granted that 
they will eventually sell and bring 
a profit. 

It has been my experience, and 
it’s probably yours too, that used 
cars depreciate a lot faster than 
they appreciate. In normal times 
in this business (and that’s just 
about where we are now) used 
cars never appreciate over their 
resale value at the time they are 
taken in trade, 

In view of this depreciation facto 
in used-car values, I can’t under- 
stand some dealers’ attitudes in 
holding used cars for a profit. The 
only reason a used car gets into a 
new-car dealer’s stock is as part of 
the sale of a new car. It is not a 
profitable piece of merchandise and 
therefore should be disposed of as 
soon as possible. In the exclusive 
used-car business it is a profitable 
piece of merchandise because it 
usually is purchased for resale at 
a distressed purchase price to be 
sold at a profit. 


x * * 


Two Roadblocks 


HEREFORE, a new-car dealer 

must of necessity, in order to 
stay in business, take in used cars 
at the best possible price and sell 
them just about as fast as they are 
taken in or they will do at least two 
things to his financial situation: 

1, Freeze up liquid working cap- 
ital, which will put the dealer out 
of business. 

2. Depreciate in value to the 
point where they will absorb most 
or all of the profit realized on the 
new-car sale, also putting the 
dealer out of business. 

It would be my suggestion that 
every dealer start now, and set up 
a control record system which will 
make it necessary for every used 
car taken in trade to be sold at re- 
tail within 10 days from the day it 
was taken in. If you set the goal at 
10 days, you will probably dispose 
of it in 20 days. Then check your 
financial condition and make sure 
you have sufficient cash to always 
carry a 30-day supply of used cars. 

* * * 


Good U. C. Chief 
THAT basis of financial and 
operating control of your used- 
car department, you can dismiss 
from your mind the fear of the 
used-car hazard. 

But first you must make sure 
you have the right kind of used- 
car manager and he must prove 
to you over a period of months 
that he is capable of taking in 
used cars right. He must be able 
to get them reconditioned imme- 
diately and dispose of them with- 
in the specified time at a break- 
even price or reasonable loss, de- 
pending on the tradein allowance. 

Also, don’t overlook the value of 
the retail used-car sale contract in 
furnishing you with an opportunity 
to cash in on additional sales and 
profits in almost every department 
of your business—especially in serv- 
ice, parts and accessories. As you 
know, the latter items are so im- 
portant in building up your percent- 
age of overhead absorption. There 
is nothing nicer in a new-car busi- 
ness than when those items account 
for 100 percent of the overhead ex- 
pense. 

(Any questions you may have 
on dealer business management 
will be gladly answered by J. B. 
Van Tassel, care of AUTOMOTIVE 
News.) 


Coast U. C. Dealer Sued 


By Prospect in Crash 

MARTINEZ, Calif.—A $50,000 
damage suit against Auto Mart, 
Vallejo used-car concern, has been 
filed in Superior Court here as re- 
sult of a prospective customer's 
collision while on a test run. 

The plaintiff contends he was 
testing the car when he noticed it 
was “either out of gas or in a de- 
fective mechanical condition.” He 
was trying to turn around to return 
to the lot when another auto struck 
him, the suit alleges. 


Hendricks Retires 


J. O. Hendricks has retired from 
Hendricks Motor Co., Underwood, 
N.D., and has placed his son-in- 
law, N. S. MacPhee, in charge cf 
the business. Hendricks plans to 
remain in Underwood and continue 
as justice of the peace and electicn 
inspector and look after his real 
estate holdings. 











B= dealing with the problem 
of providing protection against 
financially irresponsible motorists 
have been introduced in Kentucky, 
Maryland, Massachusetts, Michigan, 
New Jersey, New York, South Caro- 
lina and Virginia. 

Outright compulsory liability in- 
surance, such as is now operative 
only in Massachusetts, has been 
proposed in Kentucky, New Jersey, 
New York, South Carolina and Vir- 
ginia, while other types of bills are 
pending in some of these and other 
states. 

Particularly widespread attention 
is attracted by the controversy in 
New York over Gov. Thomas 
Dewey’s proposal for enactment of 
compulsory insurance legislation. 

Under the Dewey-backed bills, 
no license plates could be issued 
until the owner presented proof 
of financial ability to meet pos- 
sible judgment arising out of 
accidents. 

Liability insurance or bond suffi- 
cient to pay up to $10,000 for in- 
juries to one person, $20,000 for in- 
juries to two or more in the same 
accident, and $5,000 for property 
damage would be the minimum re- 
quirements under the New York 
proposal. Such proof of financial 
responsibility is now required by 
New York State of all auto owners 
who have figured in personal injury 
accidents and those who are under 
21. 

The New York bills would con- 
tinue the present procedure for fix- 
ing the premiums for auto insur- 
ance, This gives the companies the 
right to set their own rates, subject 
to approval by the state insurance 
superintendent. 

= 












































* * 


Chr arguments raised against 
the proposal are that it would 
lead to political rate making; that 
it would create pressure for a flat 
rate for auto insurance without re- 
gard to the accident experience of 
a locality. 

It also is argued that it would 
result eventually in a state fund in 
competition with private insurance 
companies; that it would result in a 
larger number of claims, and that 
it would result in fewer sales of 
high liability coverage and medical 
payments. 

Being sponsored by a large seg- 
ment of the auto insurance industry 
as an alternative is a bill which 
would create a nonprofit insurance 
corporation for the payment of un- 
satisfied judgments involving unin- 
sured vehicles. The corporation 
would be financed by a voluntary 
fund from an additional premium 
on the policies of insured drivers, 
estimated at 2 percent of the nor- 
mal premium. 

A companion bill backed by the 
insurance industry would require 
the impounding of uninsured ve- 
hicles involved in accidents until 
any claims growing out of the ac- 
cident had been settled. Backers 
of the plan claim it would pro- 
vide more extensive protection 
than the legislation advocated by 
Dewey. 

Meanwhile, plans for introduction 
in the New Jersey Legislature of a 
bill requiring the filing of a $11,000 
surety by every licensed driver in 
the state were announced by As- 
sembly Speaker G. Clifford Thomas, 
Union County Republican. 

Thomas pointed out that the laws 
enacted in 1952 in New Jersey do 
not require a car owner to prove 
his financial responsibility until 
after his first accident. 

For the New Jersey licensing 
year starting Apr. 1, uninsured mo- 
torists must pay an extra $3 and 
insured owners $1 for the creation 
of the unsatisfied claim and judg- 
ment fund. This is designed to in- 
sure payment for damages incurred 
in accidents with cars whose 
owners are financially irresponsible, 
Thomas said. 

x * * 
COMPULSORY motor vehicle 
liability insurance bill was in- 

troduced in Kentucky. It would for- 
bid registration of any motor ve- 


Good Motor Buys Lot 


Good Motor Co. (Cadillac-Olds- 
mobile), Rock Hill, S.C., has ac- 
quired the used-car lot of Piedmont 
Motor (Nash) and will conduct 
used-car sales from both lots. 
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Compulsory Auto Insurance Sought by Dewey in N.Y. . . . 
States Weigh Tighter Liability 


hicle until the owner filed proof of 
financial responsibility. 

Liability insurance also would 
be required for all vehicles li- 
censed by the state under a bill 
introduced in South Carolina, 

The Virginia advisory legislative 


council recommended strengthening 


of financial responsibility law in 
several respects, including a pro- 
posal that courts be permitted to 
impound automobiles of persons 
convicted of driving while their li- 
censes are under suspension. 

os * * 


A PROPOSAL drafted by the 
Maryland State Legislative 
Council would set up an unsatisfied 
judgment fund to assure compensa- 
tion to persons suffering injury or 
property damage at the hands of 
uninsured and financially irrespon- 
sible motorists. 

Revenue to support the fund 
would be derived from collection of 
an additional $1 a year from in- 
sured motorists, $10 additional from 
uninsured motorists and % percent 


of the premiums for motor vehicle 
insurance from insurance com- 
panies. 

Also proposed in Maryland was 
an “assigned risk” bill, which 
would empower the state commis- 
sioner of motor vehicles to parcel 
out bad risks among motor ve- 
hicle liability insurance com- 
panies, 

Rejected in the Massachusetts 
Legislature was a bill calling for an 
investigation of compulsory auto 
insurance rates. 

A Michigan proposal would deny 
driver’s licenses to applicants under 
21 years unless they furnished proof 
of personal injury and property 
damage liability coverage in 
amounts of $5,000, $10,000 and $20,- 
000. 


Introduced in Mississippi was a 
bill to repeal the state’s new finan- 
cial responsibility law, providing 
for suspension of driving privileges 
of accident-involved financially 
irresponsible drivers. 





Dealers Do Bit— 


Harold J. Allington (seated at right), of 
Allington-Newell Co. (Hudson), Saginaw, 
Mich., and his partner, Bill Newell (stand- 
ing), help a customer register for Electric 
Auto-Lite Co.'s charity drawing. In one 
month, more than 3,000 persons registered 
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Jobber-Sponsors 
Due to Top Goal 
Of St. Louis Show 


ST. LOUIS. — The number of 
sponsoring wholesalers who have 
pledged cooperation to the Midwest 
Automotive Trade Show is fast ap- 
proaching the goal set by the show 
committee, Joseph L. Haenney, gen- 
eral manager, said last week. 

By show time — Apr. 8-11 — the 
goal should have been surpassed, — 
Haenney said. 

Activities scheduled in conjunc- 
tion with the show are arousing 
widespread interest, he said. Meet- 
ings of both the Motor and Equip- 
ment Wholesalers Assn, and the 
National Standard Parts Assn. will 
feature programs including a dis- 
cussion of the new General Motors 
parts plan. 


The 50th anniversary of automo- 
tive wholesaling in the U.S. will be 
observed with a special banquet. 
Guest of honor will be J. L. Dykes, 
who will be given an award in 
recognition of his having been the 
first wholesaler in the business. 
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The practice, while expensive, has 
many advantages. The parents are spared 
the feeding, care and control of the teen 
age female during her most 
trying phase; and can see 
the TV programs they like. 
Depreciation of car and 
household drops sharply. 
The telephone is open to 
normal communication. 

The girl is also benefited by enforced 
communal living and cultural contacts. 
Her social experience and matrimonial 
prospects are enlarged. She may even 
acquire some education. 


Lartety the girl schooled away from 
home has taken on social significance 
in certain strata. Only a few years ago, 
Mr. Kirk Fox remarked...“The next 
agricultural revolution will happen in 
the farm home, and be sparked by the 
farm girl who has been away to school. 

“She has learned how urban people 
live, and is not contented with the house 
that satisfied her mother. She wants the 
comforts and conveniences of city living, 
@ more attractive home. And to keep 
daughter at home, the old man takes 
the rubber band off his bankroll.” 

Kirk Fox, in case you don’t know, 


Pani nite 


er 


On sending daughters 
away to school... 


at the dealership. 





is a farmer, philosopher, World War I 
aviator, educator, agronomist, author, 
in-demand speaker, and also the editor 
of SuccessruL Farminc—as well as a 
high-average prophet. 

SuccessFrut Farminc is, if you also 
don’t know, the best magazine published 
for farmers and farm families in this 
country. Best—because it does the best 
job, for the best farmers. 

This magazine makes money for the 
farmer businessman, saves labor and 
time. Does as much for his wife, too. 
And has for fifty years—in which time 





confidence that often leaves advertising 
men slightly awed! 


Tue Best farmers, whose daughters 
attend distant academies in impressive 
numbers, are for the most part the big 
tonnage producers of corn, grain, hogs, 
beef cattle, poultry, milk and eggs— 
among the elite 39% who get 88% of 
the US farm income. 


~ ra yi + MerepirH PusiisHinc Company, Des Moines... 
; “y with offices in New York, Chicago, Detroit, Philadelphia, 


Cleveland, Atlanta, San Francisco and Los Angeles, 
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And most of the best farmers are in 
the fifteen Heart states which supply 
two-thirds of the country’s foodstuffs. 

With its circulation concentrated in 
these same Heart states . .. SUCCESSFUL 
Farminc’s farm subscribers have an 
average annual cash income of around 
$10,000. . . eight out of ten in the high- 
incomed 39%. Today SF represents a 
big bloc of buying power equivalent to 
another national suburbia! ~ 

SF families now have 3 automotive 
units per farm... including 1.17 cars 
(50% above the US average). And their 
daughters and sons are often your best 
salesmen, and are always your best 
prospects for new car advertising! 

No automotive advertising medium 
reaches a better market, or sells more 
effectively, than SucCESSFUL FARMING. 
You need this magazine to balance your 
national schedules, plug a market gap 
that general media miss mostly! 

Facts are on tap at any SF office. 


AISER WII 
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KAISER, the New Car with the BIG CHANGE 


* BIG CHANGE IN POWER... 


Power-on-demand with Kaiser’s 
Super-power engine... terrific 
eorers yet so economical. You'll 
e ahead demonstrating and 
selling the °54 Kaiser. 


L/L LL 









Kaiser Special 














* BIG CHANGE 
IN STYLING 


Designed to turn heads... 
smart new headlight as- 
sembly, massive new Safety- 
Glo rear fender lights, big 
wrap-a-round rear window 
and luxurious interiors to 
please every prospect. 





Kaiser Manhattan 


See the seven great 54 Kaiser and Willys nance of the 4-wheel-drive station wagon, Lowell Thomas five nights a week. Write 
models and Kaiser-Darrin Sports Car and truck and panel delivery field. You will Roy Abernethy, V. P. and General Sales 
you will want to know about a K-W fran- want to make your future with Kaiser- Manager, Kaiser-Willys Sales Division, 





chise. Learn the PLUS you will have with Willys where you get plenty of hard-hit- WILLYS MOTORS, Inc., Toledo 1, Ohio. 
the unduplicated ‘Jeep’ and complete domi- ting advertising all through the year, and Kaiser-Willys has news for you! 





PAY ALOU Le ae 
EW LINES FOR 54 


WILLYS, the Car of the Hour— 27% More Power 
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Willys Eagle Deluxe 


“CAR OF THE HOUR 


Freshly styled . . . yet accenting all 
the features that make the Aero 
Willys the one really new car— 
visibility . . . more than five feet of 
seating width both front and rear 

. aeroframe construction for 
safety... outstanding performance. 


* 27% MORE POWER... 


More power per pound—with the 
new Super Hurricane Engine— 
more than any of the Big “3”. 
You're “way out front’ with your 
prospects when you give a test 
drive in the 54 Aero Willys. 


2 er 4Wheel-Drive Station Wagons The Universal ‘Jeep’ 2 or 4-Wheel-Drive Panel Delivery 4-Wheel-Drive WILLYS Truck 


Kaiser-Willys Sales Division « Willys Motors, Inc. - Toledo 1, Ohio 
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‘Problems or a Business’ . . . 


Used-Car Operation Analyzed 


“—STSED Cars — A Problem or a 
Business,” a paper prepared 
by Marc Feder, Cleveland new-car 
dealer, amounts to a short course 
in. organizing, buying, appraising, 
reconditioning, advertising, dis- 
playing, selling, financing and 
servicing. 
It outlines a sound approach to 


those steps of a used-car oper- 
ation in basic fashion. Feder 
says: 


Taking first things first, let us 


a 
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High Tensile NYCAR beautywear automotive fabric writes 
anew primer for profitin auto seat cover sales. It meets every 
demand of your customers for lasting luxury, for a smooth, 
fashion-wise hand, for a full range of brilliant patterns, 
weaves and colors that elegant '54 car interiors require. 


The exclusive NYCAR finish—result of 3 years’ chemical 
engineering research—brings you a host of exciting 
qualities that spell more seat cover sales, more profits 
for you. Learn how shockproof NYCAR never stores up 
static electricity, resists burns, 
fortable the year ‘round. This revolutionary new woven 
fabric is latex-backed to aid tailoring, prevent slippage, 
keep seat covers in place. For your protection, insist on 


Genuine High Tensile NYCAR. 


Address 
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aera 


/ newest way 
to spell 


eeeeoeeveeveeoeeeeoeeeeeveeeeeseeveeeeeeeeeeeee 


ELLENBORO MILLS, INC.,Ellenboro, N.C., Dept. 


NYCAR'S new way fo spell profits interests me. 
(] Rush samples and literature. (_) Send distributors’ 


names. [_] Have representative call. 


NIRS re 0 Son ee 


CN ng * 


examine your attitude toward the 
used-car business—do you consider 
it a necessary evil—an unwanted 
headache that must be endured in 
connection with the sale of new 
cars or do you regard it as a source 
of profit—a business in itself—to be 
aggressively and enthusiastically 
promoted? 

This approach is fundamental to 
successful and profitable used-car 
merchandising — yet the truth is 
that too many of us actually have 


cover 


sheds dirt, remains com- 


not accepted the used-car as our 
business. 
* * * 
Organizing 
es, lets hire a dynamic, com- 
petent used-car manager. Hav- 
ing hired the manager, don’t let 
him hang in midair, Don’t make 
him guess your objectives. Check 
the quotas with him, Check the 
inventory with him, Check the 
personnel with him. : 
Talk used cars and profits two 
or three times each day. In other 


SSS aa! 








words, manage the manager. 

Next, give your manager a defi- 
nite advertising budget, either on a 
percentage or on a per-car basis. 

Hire the best used-car salesmen 
in your community. Replace weak 
men with strong men. In this en- 
deavor, make up your mind to hire 
and fire until you are completely 
confident that each salesman is 
capable of a satisfactory pro- 
duction, A sales organization is like 
a chain—it is no stronger than its 
weakest link. If a weak salesman 
approaches a prospect your per- 
centage of sales will be poor and 
your selling cost increases, 

oe a + 


Buying 


you must provide this | 


N organization with salable 






MILLS, INC. 


merchandise. That means a well. 
balanced stock. It must be balanced 
by makes and models. You must 
make it your business to know the 
most popular selling cars in your 
community, and to acquire them. If 
your new-car department doesn’t 
provide them, your used-car de- 
partment should buy them — from 
the curb, or wholesale, or from 
other dealers, or at auctions—BUT 
GET THEM. 


Find the popular price market 
in your community and capture the 
|popular price market in your 
| establishment, Remember, that we 
are operating the used-car division 
|}as a separate business — and for 
| profit. 

Appraise all cars on a buy-for- 
| cash basis. Overallowances should 
| be charged to the new-car de- 
| partment, where they belong. In- 
sist upon a written appraisal 
sheet on every used car appraisal. 
| There is a tendency for a new- 
car dealer to have too many of his 
own make of cars in his used-car 
department. Again, I repeat, keep 
your inventory in balance, and only 
|buy what you can sell. 
| Above all, be realistic in pricing. 
| Anticipate price adjustments. Spend 
| more of your advertising dollar just 
|before the market drops. The im- 
|portance of timing in price re-ad- 
|justments cannot be over-empha- 
sized. Beware of distressed 
| merchandise offered for sale by 
|finance companies, taxicabs, fleet 
|users or manufacturers. 
* * + 


Inventories 


ON’T discount the value or im- 
portance of the low-priced- 
| used-car purchaser. Very often, 
|that last-car trade is your profit 
jin your new-car transaction. It is 
|important that you don’t underpay 
| your salesmen on this type of sale. 

Your inventories should be 
turned two, three or even four 
or more times a month. At the 
end of the month your book- 
keeping department should auto- 
matically write down all used 
| cars that have been in inventory 

over 30 days to NADA loan or 

cash value. That’s just good book- 
| keeping and will save you taxes. 


I am fully aware that auctions 
|are a very controversial subject. 
| Although I take full cognizance of 
|the arguments against auctions, I 
| firmly believe that exclusive dealer 
auctions serve the extremely useful 
|purposes of keeping us abreast of 
changing wholesale car values, and 
of providing substantial outlets for 
the extra, and slow-moving cars in 
stock. 

If at all practical, it would be 
| well to assign at least one man to 
buying and selling cars wholesale. 

s * * 

Appraising 

nea dealership should have, 
as an appraiser, some person 
with a sound knowledge of three 
things. First, a knowledge of what 
| used cars are worth, both wholesale 
and retail. Second, a knowledge of 
how a used car should look and 
|perform in order to be readily 
salable. Third, the ability to diag- 
nose the needs and shortcomings 

of each individual car. 

This appraiser may be the 

dealer himself, the new-car sales 

(Continued on Page 77, Col. 1) 








NASCAR Champs— 


Lee Petty (left), driver for the National 
Assn. for Stock Car Auto Racing, compares 
fiotes with Brewster Shaw, Chrysler-Plymouth 
dealer, in Daytona Beach, Fla. Shaw drove 
a New Yorker Deluxe Chrysler in the Dv:y- 
tona Beach NASCAR speed trials at a 
record average of 117.06 miles per hour. 
A few days later, Petty drove the scme 
car to victory in the Grand National Stock 
Car Race, averaging 90 miles per hour on 
the difficult beach and road course. 
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Sales Conditions in Various Areas... 
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Auto Market Reports 


Atlanta 


Chevrolet led in new-car sales 
for the most recent 10-day period 
in Atlanta, with a turnover of 215. 


Other sales by makes were: 
Ford, 198; Buick, 81; Plymouth, 
63; Mercury, 59; Pontiac, 49; Olds- 
mobile, 32; Dodge, 23; Packard, 20; 
Cadillac, 15; Studebaker, 14; Chrys- 
ler, 12; Lincoln, 8; Nash, 3; DeSoto, 
2; Hudson, 2, and Kaiser, 2.—(E. C. 
Bash.) 


* * * 


Houston 


February new-car sales in Hous- 
ton totaled 2,478, a decline of 8.4 
percent from January. 

Ford kept its No. 1 spot with 
772 sales, compared with 715 for 
Chevrolet. Buick edged out Plym- 
outh for third, 172 to 147. 

Other sales by make were: 
Mercury, 138; Pontiac, 132; Olds- 
mobile, 102; Dodge, 76; Nash, 51; 
Chrysler, 35; Cadillac, 33; Stude- 


25; Lincoln, 
Willys, 8; 
and mis- 


baker, 26; DeSoto, 
16; Packard, 13; 
Kaiser, 5; Hudson, 4; 
cellaneous, 8. 
New-truck sales, totaling 449, 
were down 10.4 percent from Janu- 
ary. Sales by make were: Ford, 
165; Chevrolet, 149; International, 
54; Dodge, 25; GMC, 23; White, 
15; Mack, 7; Studebaker, 4; 
Diamond T, 3; Willys, 3, and Reo, 
1.—(Ruby Fenoglio.) 


* * * 


Cleveland 


New-car sales for February were 
well above January but down a bit 
from February, 1953. 

Total new-car sales were 5,125, up 
from 4,486 in January, but down 
from the 5,521 for February, 1953. 
Used-car sales in February totaled 
5,487 against 5,316 the same month 
a@ year ago. 

The month’s results were a sharp 
change from the opening of Febru- 
ary when used-car turnover opened 





slow, but closed on a distinct up- 
turn. The last week of the month 
saw used-car sales jump to 1,525, or 
about 300 above the corresponding 
week for 1953. 

New-car sales, too, were up, but 
not enough to offset the first two 
weeks’ drop. For the last seven 
days of the month new unit sales 
were 1,478, compared to 1,465 for 
the same period a year ago. 

Commenting on the last week in 
February, the Federal Reserve 
Bank noted “automobile sales 
perked up, scoring the highest 
weekly totals so far this year for 
both new and used cars. So far this 
year, new-car sales are 12 percent 
under the 1953 period, while used- 
car sales about equaled the year- 
ago pace.”—(Sanford Markey.) 


* * * 


Washington, D. C. 


New-car sales in the National 
Capital in February were 18.9 per- 


Chrysler, 2; Dodge, 2; DeSoto, 1 

and Packard, 1, 

Chevrolet also led in new-truck 
sales, with 10. Other truck sales 
were: Ford, 2, and one each fcr 
Dodge, GMC and International. 

~ - * 


cent greater than in January, 
totaling 1,197. 

Chevrolet, with 356 sales, had a 
commanding lead. Ford was second 
with 227 and Plymouth, with 115, 
was third. 

Other sales by make were: 
Mercury, 96; Buick, 89; Pontiac, 
81; Oldsmobile, 73; Dodge, 36; 
Chrysler, 26; Cadillac, 23; Stude- 
baker, 21; DeSoto, 19; Nash, 13; 
Packard, 7; Lincoln, 6; Hudson, 
3; Willys, 3; Henry J, 1, and mis- 
cellaneous, 2. 

February truck sales, totaling 
132, were up 22.2 percent over Jan- 
uary. Sales by make were: Chev- 
rolet, 40; Ford, 25; International, 
18; White, 16; GMC, 7; Dodge, 6; 
Diamond T, 3; Reo, 1; Studebaker, 
1; Brockway, 1; Mack, 1, and mis- 
cellaneous, 13. 

* 
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Columbus, O. 


A 10 percent increase over January 
was represented in February new- 
car sales of 1,591 in Columbus, O. 

The first two months of 1954, 
however, still lagged 4.9 percent be- 
hind the same period of 1953. 

February sales by make were 

Ford, 387; Chevrolet, 337; Buick, 

161; Oldsmobile, 128; Plymouth, 

123; Pontiac, 113; Mercury, 87; 

Chrysler, 55; Dodge, 52; DeSoto, 

32; Studebaker, 31; Cadillac, 23; 

Nash, 20; Packard, 14; Lincoln, 

9; Hudson, 6; Willys, 4; Kaiser, 

1, and miscellaneous, 8. 

New-truck sales, which totaled 
172, were up 15.4 percent over 
January. Sales were: Chevrolet, 62; 
Ford, 45; International, 23; Dodge, 
16; GMC, 10; Reo, 7; White, 5, and 
one each for Autocar, Mack, Stude- 
baker and Willys.—(Bert Strang.) 

- 7 * 
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Amarillo, Tex. 


New-car sales in Amarillo, Tex., 
for the week ended Feb. 27 totaled 
90. 

Ford slipped to third place in 
sales with a turnover of 12, being 
topped by Chevrolet, 25, and Olds- 


mobile, 16. In fourth place, with 10, 
was Cadillac. Buff alo 

Other sales by make were: New-car registrations in Erie 
Pontiac, 6; Studebaker, 5; Mer- | County (Buffalo) in. January 


cury, 4; Plymouth, 4; Buick, 2; | totaled 2,305, compared with 2,854 





Cell the Filter Element 
that's protecting 


new Car engines than 


any other brand! 


Original or Optional 
Factory Equipment on 


OIL 


Chevrolet, Oldsmobile, 
FILTERS Buick, Cadillac, and GMC 





AC SPARK PLUG DIVISION fem «GENERAL MOTORS CORPORATION 
FLINT, MICHIGAN 


in January, 1953. 

Ford and Chevrolet were lead- 
ers, with Ford selling 666 units 
and Chevrolet 404. Sales of other 
makes were: Pontiac, 233; Plym- 
outh, 189; Buick, 167; Mercury, 
129; Dodge, 84; Nash, 80; Olds- 
mobile, 74; Chrysler, 70; Stude- 
baker, 48; DeSoto, 41; Hudson, 
34; Cadillac, 27; Lincoln, 25; 
Packard, 17; Willys, 9; Kaiser, 1, 
and miscellaneous, 7. 

New-truck registrations were: 
Ford, 75; Chevrolet, 56; Dodge, 19; 

GMC, 17; International, 15; White, 
6; Ward LaFrance, 4; Willys, 4; 
Brockway, 2; Mack, 2; Studebaker, 
2, and Federal 1. — (George E. 
Toles.) 


* = +. 


Birmingham, Ala. 


Sales of new cars in Birmingham 
showed a slight gain in February, 
but dealers were disappointed be- 
cause the increase was not larger. 

The February turnover was l,- 
169, compared with 1,078 for Janu- 
ary. 

Sales by makes were: Ford, 366; 
Chevrolet, 300; Buick, 125; Oldsmo- 
bile, 76; Mercury, 64; Pontiac, 60; 
Plymouth, 50; Dodge, 27; Cadillac, 
22; Packard, 22; Chrysler, 12; De- 
Soto, 12; Nash, 12; Studebaker, 11; 
Hudson, 3; Willys, 3; Kaiser, 2; 
Henry J, 1, and Lincoln, 1. 

Used-car sales were slow and 
prices were a bit lower.—(Stuart 
Riddle.) 


more 


* * * 


Tacoma, Wash. 


Ford regained the lead in new- 
car sales in Pierce County (Ta- 
coma) in February, selling 84 units 
compared with 61 for Chevrolet. 

Other sales by make were: Plym- 
outh, 33; Buick, 28; Oldsmobile, 22; 
Mercury, 18; DeSoto, 13; Dodge, 
13; Studebaker, 11; Nash, 10; 
Willys, 7; Chrysler, 6; Cadillac, 5; 
Hudson, 5; Packard, 5; Pontiac, 3; 
Lincoln, 2, and miscellaneous, 2. 

New-truck sales were: Chevrolet, 
12; Ford, 12; GMC, 8; Dodge, 7; 
International, 7; Diamond T, 1; 
Divco, 1; and Studebaker, 1.—(R. E. 
Sconce.) 





* - * 


San Antonio 


New-vehicle sales in San Antonio 
during February totaled 1,084, of 
which 911 were cars, 104 were com- 
mercials and 69 were trucks. 

The top three in new-car sales 
were Ford, 192: Chevrolet, 164, and 
Buick, 69. 

Chevrolet led in commercials, 
with 40, compared with 31 for Ford. 

Ford led in trucks, however, with 


22 sales. Chevrolet truck sales 
totaled 18.—(J. H. Reed.) 
- ~ = 
Pittsburgh 


New-car registrations in Pitts- 
burgh in the final week of Febru- 
ary set a record for 1954, according 
to the Bureau of Business Re- 
search of the University of Pitts- 
burgh. 

Business in general was slightiy 
better, although industrial pro- 
duction was down. The bureau s 
index of business stood at 172.4, 
compared with 162.4 at the begi»- 
ning of 1954 and 200.6 at the end 
of om 1953.—(Leon Leffin::- 
well. 
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You know why—the price and payments scare him. You’ve seen it time 





and again. Want to remove that fear from his mind? 

You’ve got the answer in Associates’ Insured Payment Plan . . . the 
complete, right answer, with assurance for him that his down payment is 
protected in case of emergencies, that his time payments will be made for 
him in case of disability or death, that he gets immediate coverage without 
red tape. You close the sale when you show him how to buy the car he wants 
with financial peace of mind. 

Associates’ Insured Payment Plan is one of the greatest sales 


Pri 


pee clinchers in automotive financing. It’s typical of all Associates’ 
eee™ §=dealer-minded services. Ask about it, and about complete Associates 
ad zo 


financing and insurance. 


Tho, Ul Stage Suyfe... ssociates 


“It may be a little farther around the corner 


in a square deal, but the road is better.” 





Associates Investment Company 
Associates Discount Corporation 
Emmco Insurance Company . 4 


South Bend, Indiana 
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over Laws Seen 
Turning Ky. Into 
‘Hot Car’ Haven 


LOUISVILLE.—Kentucky’s loose 
vehicle-registration laws have made 
this state the nation’s dumping 
ground for stolen cars, law en- 
forcement officers say. 

Nothing in the Kentucky law 
compels a person selling or regis- 
tering a car to show clear title to 
the vehicle. As a consequence, au- 
thorities said, it sometimes is pos- 
sible for a thief to get a registra- 
tion certificate on a car with no 
more information than the rightful 
owner’s name, license number and 
a superficial description of the car. 

Kentucky’s handling of auto reg- 
istrations is not centralized in the 
capital (Frankfurt). It is in the 
hands of 120 county court clerks, 

The loose Kentucky laws also 
permit unscrupulous used-car deal- 
ers to evade State taxes and U. S. 
income taxes by “jumping” regis- 
trations, the dealer merely trans- 
ferring the registration directly 
from a car’s former owner to the 
purehaser, it was said. 


No ordinary carburetor can do justice to the super power 
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Emphasis on Showmanship— 

Sleek surroundings characterize new showroom of Winthrop Motor Co. (DeSoto- 
Plymouth), Tacoma, Wash. A wall of mirrors back of the display turntable gives an 
illusion of space and shows off the interior of the car. Wood panelling is of light 
mahogany and the planters flanking the stairs are of sandstone. There is room to 
display three other cars on the lower level of the showroom. 


of the brilliant Cadillac Le Mans. It is significant, 
therefore, that two standard 4-Jet Rochester Carburetors 


were chosen to fuel the mighty motor of this latest “Standard 
of the World.” Significant, too, is the fact that more and more 
motor cars are depending on Rochester Carburetors for 


greater performance plus outstanding economy. 





Cedille o¢ Mans Powered by a 250-bp 


V-8 engine, this Cadillac experimental sports car is as 
breath-taking in performance as it is in beauty. 


ROCHESTER PRODUCTS 





DIVISION OF GENERAL MOTORS 


ROCHESTER, N.Y., U.S.A. 
ALSO MANUFACTURERS OF GM STEEL TUBING 
AND ROCHESTER CIGAR LIGHTERS 





TACOMA, Wash. — Emphasis on 
new-car display and showmanship, 
rather than on area and lots of 
cars, features the new quarters of 
Winthrop Motor Co. (DeSoto Plym- 
outh), 605 St. Helens Ave. 

Half of the frontage of Win- 
throp’s new location—next door 
to the old building—is given to a 
raised display area with a revolv- 
ing turntable. 

Sandstone planters flank stone 
stairway leading to the turntable 
area. An entire wall of mirrors be- 
hind the turntable gives the illu- 
sion of space and enables custom- 
ers to see the interior of the car 
as it revolves. 

The shqwroom is separated from 
the service floor by a wall of glass, 
affording better customer contact. 
The “quick service” department is 
adjacent to the main service en- 
trance next to the showroom, mak- 
ing it readily accessible to offices 
and salesmen. 

The stage on which the turn- 








ROCHESTER CARBURETORS 


New Showroom Sparkles 


Tacoma Dealership Puts Accent on Turntable 
In Modern Surroundings 














table is mounted is raised about 
three feet higher than the rest of 
the showroom, where three addi- 
tional cars can be shown. Gen- 
eral offices and a reeeption desk 
form an ell at the end of the 
room, 

Walls of the showroom are fin- 
ished in light mahogany panelling, 
and painted areas are a two-tone 
green. Fluorescent tubing has been 
worked into bull’s-eye light fixtures, 
with the “spokes” of the design 
holding 16 spotlights which can be 
focused on the cars. 

Winthrop, which has been in 
business 32 years, had been in its 
old location since 1937, George W. 
Miller, one of the founding part- 
ners, is president. Vice-president is 
Arnold Reading, who resigned in 
1945 as northwest regional man- 
ager of DeSoto-Plymouth in Seat- 
tle to buy an interest in Winthrop. 

Miller said Winthrop’s recent 
appointment as MoPar distribu- 
tors made more space imperative. 

The parts business was moved to 

a new location, 424 St. Helens, 

and the new-car business was 

then moved to its present loca- 
tion, 

The three floors of the building 
have more than 30,000 square feet 
of space, Miller said. One floor be- 
low the main showroom is an aux- 
iliary showroom and the body shop 
is on the third level. 

Ramps from the main street level 
reach the second-floor service area, 
while a wide court gives access to 
the body shop. 


Miami’s Dealers 
Eye End of Free 


Pickup Service 


MIAMI.— As a direct result of 
the clinics conducted during the 
NADA convention here in January, 
Miami automobile dealers are tak- 
ing a long look at the free pickup 
and delivery service. 

After considerable discussion at 
the monthly meeting of the Miami 
Automobile Dealers Assn., Presi- 
dent Bob McGahey directed that a 
poll of all dealers be made to de- 
termine whether to discontinue 
the pickups, impose a_ service 
charge of $1 or $2, or continue to 
assume the costs. 

Opinion was divided as to im- 
posing the service charge, but most 
comments indicated that pickup 
and delivery would not be aban- 
doned, But there were some lifted 
eyebrows when one dealer re- 
ported his costs for this service 
ran around $10,000 a year and an- 
other put it at $18,000. It was ap- 
parent some of the dealers had 
not made a breakdown of their 
figures. 

“I don’t think any dealer objects 
to picking up a car and returning 
it to the owner for a substantial 
repair job,” McGahey said. “But 
when you have to send a motor- 
cycle 10 or 12 miles to bring the 
car in, and that far to return it, 
it surely doesn’t pay if it is only 
a minor job.” 

Several dealers expressed the 
opinion that such customers would 
not object to a nominal pickup fee. 

It was indicated that all dealers 
would go along with not advertis- 
ing free pickups, even if the 
service is not discontinued. 


Jaguar Cars Get Trophy 


For Showing in Race 

LONDON. — Jaguar cars have 
received the Ferodo Trophy for 
1953. 

The trophy, inaugurated last 
July for the outstanding contri- 
bution of the year to motor racing, 
was awarded to mark the success 
of Jaguars in last year’s Le Mans 
24-hour race, in which a Jaguar 
team finished first, second and 
fourth. 

The winning car established an 
international record by covering 
2,534 miles at an average speed 
of 105.85 miles per hour. 


Moak Is Service Chief 
Lewis-Day Motors, Inc., McComb, 
Miss., has appointed Cliff Moak as 
service manager, 
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Today’s Competition 


Unlike Any 


of Past 


To return of full-blown competition to the auto industry 
has brought many headaches. 

True, the aspirin tablets that were once taken to 
counteract a steel shortage are no longer needed. Except for 
nickel, materials are in good supply. 


Supplier strikes haven’t 
been a problem for several 


months. The brother-in-law 
who used to drive auto executives 
crazy trying to get delivery of a 
new car for his friends has, thank- 
fully, disappeared. 

Nevertheless, Detroit still has 
its troubles. As one official put it, 
“The headache is still there. 
What’s more, it probably hurts 
more than any I had during the 
postwar period.” He was speak- 
ing, of course, of the headache 
generated by the return of a 
fiercely competitive sales situa- 
tion, the like of which hasn’t 
been seen, if at all, for many, 
many years. 

The automobile industry has 
always complimented itself on its 
ability. to compete. Publicly, auto 
executives are prone to say: “Our 
industry has always thrived on 


competition.” Or: “We welcome 
the return of free competition.” 
~ * * 


Independents Wonder 


NFORTUNATELY, say the in- 

dependent producers, the new 
competition isn’t like the old. Com- 
pletely dominating the competitive 
picture today, they say, is the 
Ford-Chevrolet sales struggle. 


While the market is expected to 
improve during March and April, 
some of the independent producers 
are wondering whether their share 
of the industry’s sales will show a 
proportionate improvement. 


It is an oversimplification of 
the problem to say that only the 
strong should survive. Indepen- 
dent car producers, it is argued, 
have made a fine and important 
contribution to the industry. If 
they have done nothing else, say 
their friends, they have kept the 
Washington monopoly sniffers 
out of Detroit. The auto industry 
thus far, they point out, has 
never had to face a Washington 
witchhunt. It is doubtful, say 
these observers, if this record 
could be maintained very long 
after the disappearance of the 
independent producers. 


There are many signs that show 
the clearly individualistic action of 
the automobile industry these days. 
For example, the annual auto show 
has not been revived, despite con- 
siderable agitation, particularly by 
the independents, for such a show. 

Now that General Motors has 
established its Motorama as a na- 
tional event, it may be difficult to 
find a formula that will satisfy 
everyone concerned. GM has ex- 
pressed a willingness to participate 
in an industrywide show, but if the 
price of participation would be the 
end of Motorama, GM may under- 
standably find it difficult to go 


along. 
* * x 


Friendships Fade 


HERE are other indications of 

taut nerves in Detroit. Friendly 
conversation between competitors 
has diminished. Where there was 
once fairly free exchange of pro- 
cessing and engineering informa- 
tion, some car producers have now 
labeled certain development areas, 
in effect, “top secret,” and the in- 
terchange has stopped. 

While this has not been an 
alarming trend up to now, it is 
a significant change. For this rea- 
son, the exchange of technical in- 
formation through the Society of 
Automotive Engineers becomes 
—_ more important to the indus- 
ry. 

GM _ stepped out alone on its 


KSM Chest Described 
MERCHANTVILLE, N.J. — A 
specification sheet offered by KSM 
Products, Inc., Merchantville 8, N.J., 
describes a new portable steel chest 
designed to hold a complete set of 

KSM stud-welding equipment. 


better-roads program. Projects 
on which the entire auto industry 
cooperates are becoming less fre- 
quent and less important. 

Competition is back with the 
automobile industry, all right, but 
there are many thoughtful De- 
troiters who are genuinely con- 
cerned about the form this new 
competition is taking. 

One of the best recent stories 
about competition concerns a met- 
als supplier who is currently suing 
one of the major car producers, 
charging patent infringement. An- 
other metals supplier, a vigorous 


This is Philadel 


competitor, was asked why the 
auto firm should use his material 
in preference to that of his rival. 
He shot back, “Well, for one rea- 
son, we’re not suing you.” 

* * * 


Industrial Dust Problem 


NEW YORK.—Bulletin A-939, re- 
leased by the Air Appliance division 
of U.S. Hoffman Machinery Corp., 
105 Fourth Ave., New York, N. Y., 
analyzes the costly problem of in- 
dustrial dust and describes a com- 
plete line of vacuum cleaning equip- 
ment designed to combat it. 


* * * 
New Pallet Truck 

NEW YORK.—A pallet truck de- 
signed for both light and heavy 
loads has been introduced by Pali- 
ton, Inc., 40 W. Twenty-ninth St., 
New York 1, N. Y. It is stated that 
a five-inch lift is accomplished by 
a hydraulic pump, while lowering 
is done at a controlled speed. The 
trucks are marketed in 2,600 and 
4,000- pound capacities with fork 
widths of 20% and 27 inches. Over- 
loading is prevented by a relief 
valve. 


* 7” o 
Layout Film 
OAKMONT, Pa. — An adhesive- 
backed diazo-type film for plant 








Planning Basic Materials Parley— 


Meeting in New York to plan a program for the second Basic Materials Conference, 
to be held at the International Amphitheater in Chicago May 17-20, was a committee 
of scientists, researchers and design engineers. From left are R. A. Wenneker, of 
McDonnell Aircraft Corp., St. Louis; Fred Boshoven, of Lear, Inc., Grand Rapids, 
Mich.; R. R. Gutteridge, of Minneapolis-Honeywell Regulator Co., Minneapolis, and 
O. J. Feorene, of Eastman Kodak Co., Rochester, N. Y. 











layout projects is being offered by 
Repro-Templets, Inc., Oakmont, Pa. 
The film is said to produce a solid 
black line, as well as a graded tone 
image, in direct positive from trac- 
ings, drawings or templets. Also of- 


fered is a %-inch continuous film 
graph sheet which is printed from 
an engraved cylinder on 0.0075-inch 
acetate film base, and is said to be 
accurate to 0.005 inches per running 
foot. 
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Philadelphia, famed for Independence Hall, ice cream, the 
Main Line—and much more—is making a name for itself 


in many new directions. 


Today, Philadelphia is 


this giant new air terminal, the 


most modern in the nation . . . new steel mills and hundreds 
of other industries, going full blast . . . new homes, dotting 
last year’s fields. Big things are happening all over the 
14-county Greater Philadelphia Market. 


Today, as yesterday, Philadelphia is millions of ambitious 
people, most of whom own their homes and are here to stay. 
Once sold on your product, they'll buy it again and again. 
The Evening and Sunday Bulletin serves this growing 
Market, reflecting the character, needs and interests of the 
busy, prosperous people of the entire region. 

The Bulletin is Philadelphia’s favorite newspaper. Every- 
where, Philadelphians buy it, read it, trust it and respond 


to its advertising. 


The Bulletin is Philadelphia. 


In Philadelphia nearly everybody 
reads The Bulletin 


Advertising Offices: Philadelphia, Filbert and Juniper Streets; New York, 
285 Madison Ave.; Chicago, 620 N. Michigan Ave. Representatives: Sawyer 
Ferguson Walker Company in Detroit * Atlanta * Los Angeles * San Francisco 
































































Peterson Signs Mercury Franchise— 


Donald P. Peterson (seated, left), president of Peterson Mercury, Inc., Minneapolis, 
i signs the Mercury franchise for his firm. Seated beside him is N. J. Mitchell, district 
sales manager. Standing: Oscar W. Peterson, secretary-treasurer of the firm; W. J. 
St. Onge, Mercury sales manager, and J. R. Larason, assistant district sales manager. 








Vogel Names Sullivan 


Jerry Sullivan has been placed in | ing department of Les Vogel Chev- 
charge of the used-car recondition- | rolet, San Francisco. 
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EXCLUSIVE 
WHEEL-BOLT 
LOCK ON! 


Here is the revolutionary wire wheel disc the entire 
country is looking at! Designed for the ultramodern 
styling of today’s automobiles, Cello Wire Wheel Discs 
give sports car distinction at a fraction of the cost of real 
wire wheels. 


TESTED AND APPROVED) 
Cello Wire Wheel Discs are the ONLY wire wheel discs 














road tested and approved by several of the country’s 
leading automobile manufacturers. 


The Cello Wire Wheel Disc, containing 48 real chrome 
plated stainless steel wire spokes, is equal in every respect 
to the “original equipment” offered by major car manu- 
facturers. 
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By Bethune Jones 


Legislative Correspondent 


Roundup from State Capitals... 


ah egisla tion Affecting wtih Industry 


ee a legislative and judicial attention to laws 
affecting labor relations is reported from many state 
capitals, with indications that such issues will assume far 
broader significance next year when the lawmaking bodies 
of a greater number of states convene. Action thus far is 


featured by the revival of in-¢ 


state lawmakers again may be shed- 


terest in so-called “right-to- 
work” laws, and banning the 
closed shop and other forms of 
compulsory unionism. With the ex- 
ception of the enactment of such a 
measure in Alabama last year, this 
form of legislation had been get- 


ting a chilly reception in state leg- |; 
islatures since 1947—the last year| 


in which there was widespread 
adoption of union restrictive laws 
in the states. 

One of several indications that 





Bethune Jones 


Featuring Wire Wheel Discs for: 


Oldsmobile Cadillac 
Ford Packard 
Chevrolet Mercury 


WITH EXCLUSIVE WHEEL-BOLT LOCK ON 


ding their reluc- 
tance to deal with 
controversial la- 
bor relations 
issues was the 
recent enactment 
in Mississippi of 
a right - to - work 
law, providing 
that no person 
shall be denied 
employment _ be- 
cause of affilia- 
tion or lack of it 


TESTED AND APPROVED BY MAJOR AUTOMOBILE MANUFACTURERS 








Hudson 
Willys 
Kaiser 


Wheel-bolt lock on is the outstanding new development 
by Cello which practically eliminates theft of dises. Each 
disc is firmly attached to the bolt circle of the wheel and is 
held by the same bolts that hold the wheel. This prevents 
petty thievery, rattling or loss due to centrifugal force 


when driving. 


CELLO WIRE WHEEL DISCS FEATURE Automotive styling and 
engineering * 48 real wire spokes « stainless steel with chrome 
finish ¢ wheel-bolt lock on * removable hub cap « proper wheel 
balance ¢ custom made and fitted « tested and approved 
on various car manufacturers’ proving grounds - original 
equipment as used by various car manufacturers * enhances 
appecrance of car. 


For further information regarding Cello Wire Wheel Disc Distributorships, Jobbers or Dealers—write ... 










WIRE WHEEL DIVISION 
EAST BOSTON 28, MASS. 


with a labor union. The new Mis- 
sissippi law provides for damages 
to be collected from employers who 
refuse to give jobs because of 
union ties of applicants. 

Although not applying to con- 
tracts in force at the time of its 
passage, the law will be applic- 
able to new contracts and to re- 
newals of existing bargaining 
pacts. 

Meanwhile, a similar right - to - 
work bill, backed by Gov. James 
Byrnes, was halfway through the 
South Carolina Legislature. A Ken- 
tucky bill of this type got an un- 
favorable committee report, how- 
ever, while little enthusiasm was 
raised by such a proposal in New 
Jersey. 

But reports from Louisiana indi- 
cate a right-to-work bill will have 
strong backing there when the Leg- 
islature convenes in May, and prep- 
arations are made to seek such a 
measure in Kansas next year. 

am = = 

Virginia Eyes Revision 

BILL was introduced in Vir- 

ginia to tighten up the State’s 
present right-to-work law by pro- 
hibiting agreements which provide 
for union or non-union shops, or 
which permit discrimination or in- 
terference with anyone in the con- 
duct of his business because of an 
open-shop policy. 

Mississippi’s enactment of a right- 
to-work law brought to 15 the num- 
ber of states with such laws. Be- 
sides Virginia they are Alabama, 
Arizona, Arkansas, Florida, Georgia, 
Iowa, Nebraska, Nevada, North 
Carolina, North Dakota, South Da- 
kota, Tennessee and Texas. 


In other developments, a bill to 
require unions maintaining wel- 
fare funds to submit annual re- 
ports was halfway through the 
New York Legislature. Another 
New York proposal would em- 

(Continued on Page 65, Col. 1) 


7 Dealer Groups 
In Ohio Pick 
1954 Officers 


COLUMBUS, O. — Seven auto 
dealer groups in Ohio have elected 
officers for 1954. 

The Ashtabula County Automo- 
bile Dealers Assn. named William 
Pearson, of Ashtabula, president; 
Russell A, Kent, of Geneva, vice- 
president, and David L. Haskell, of 
Ashtabula, secretary-treasurer. 
Trustees named were Frank Childs, 
Don Ellis, Maurice Jones, Ted 
Blair, Jim Martin and Stan Nizen. 

The Marietta Automobile Dealers 
named Miles Williamson, president; 
Francis W. Summers, vice-pres- 
ident, and Milton Taylor, secretary- 
treasurer. 

The Columbus Automobile Deal- 
ers Assn. elected Richard R. Roden- 
fels, president; Herman L. Marte, 
vice-president; Willard C. Ewart, 
treasurer, and Noble P. Kerns, sec- 
retary. John B. Barton was re- 
elected executive secretary - man- 
ager. 

The Lima Allen County Automo- 
bile Dealers Assn, named Lynn D. 
Timmerman, president; Paul 
Schneider, vice-president; Harry 
Morin, secretary-treasurer, and L 
W. Mannon, executive secretary- 
manager. 

The Youngstown Automobile 
Merchants Assn. picked Robert J. 
Hanna as president; Wayne Bar- 
rett, lst vice-president; Julius Mol- 
nar, 2nd vice-president; Fred G 
Evans, secretary-treasurer, and 
Robert J. Hanna, Wayne Barrett, 
Bill Dunn, Les Donnell and Alec 
Molenske, trustees. 

The Hardin County Automobile 
Dealers Assn, elected C. R. Sum- 
merfield as president; A. C. Wentz, 
vice - president, and C. J. Aldrich, 
secretary-treasurer. 

The Cleveland Automobile Deal- 
ers Assn. selected James Berry as 
president; Walter Grabski, 1st vice- 
president; R. R. Stratton, 2nd vice- 
president; Ray Koepke, treasurer. 
and R. Earl Burrows, secretary- 
manager. 
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icremerve WASHINGTON 
Construction Spending 


Reaches New Peak 





By William Ullman 


Washington Correspondent 


1 national economic situation took on a brighter look 
last week when the Government disclosed that new con- 
struction expenditures in February reached a record high. 
The monthly reports issued by the Department of Labor 
and the Department of Commerce included these details: 


Total construction outlay 
in February was $2.3 billion, 
or 1 percent more than for 
the same month last year, the pre- 
vious record. 

Spending on construction in the 
first two months of this year totaled 
almost $5 billion, or 2 percent more 
than the first two months of 1953. 
After allowance for seasonal fac- 
tors, the reports said, this was a 
spending rate of more than $36 bil- 
lion a year. 

If construction spending con- 


© ——-_-- 
tinues at this rate and does reach 
$36 billion in 
1954, the reports 
noted, it will 
surpass the pre- 
vious record of 
nearly $35 bil- 
lion established 
in 1953. 
Outlays for pub- 
lic schools, hos- 





and water facil- 
ities rose in Feb- 


William Ullman 
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ruary, instead of taking the cus-| sponsoring agency would have to| used for spending and waste ir 


tomary downturn, the report said, 
while spending for private resi- 
dential building, highway construc- 
tion and most types of private, non- 
residential building declined less 
than is usual for this month. 
* + * 

PWA-Type Project 
[_BOmL ATION to begin a $6.5 

billion Federal-local public 
works program to provide jobs in 
the current economic downturn was 
introduced in the House last week 
by Rep. Augustine Kelley, Pennsyl- 
vania Democrat. 

The Kelley measure would set up 
a program modeled after the PWA 
layout of the late 1930s, but keyed 
to the objectives of the Employ- 
ment Act of 1946, the author said. 

“With unemployment more than 

three million,” said Kelley, “the 
time to argue over whether it’s a 
recession or adjustment has gone 
by. There is no sense in waiting 
until the April reports on Febru- 
ary unemployment. The time to 
act is now.” 

The Kelley bill would authorize 
Federal grants of up to $3 billion 


pitals and sewer|to states or their subdivisions to 


cover 45 percent of the cost of in- 
dividual projects. The state or local 





provide the other 55 percent. 
Kelley, who comes from a coal 
mining area which has been hard 
hit by recession, said he chose PWA 
as a model “because it was one of 
the most successful combinations of 
useful job opportunities and useful 
construction we ever had in the 
field of Government assistance.” 
+ aa * 


Roads Bill Lauded 


HE ROADS measure handed to 

the House last week for con- 
sideration is “the best highway 
construction bill ever presented to 
Congress and the American people,” 
according to Rep. Charles Halleck, 
Indiana Republican and House ma- 
jority leader. 

“I expect to see it pass,” he 
added, “since it contains some of 
the most sensible provisions ever 
presented in legislation of this type. 
The bill assures at long last that 
the authority to build the kind of 
roads the states and counties want 
and can afford will be granted.” 

Said Halleck in a prepared state- 
ment: 

“This bill puts an end to the 
decades of fund diversion—funds 
collected under the two-cent-a- 
gallon gasoline tax that were 


help your customers 
keep 


the power you sell 


You will render a real service to those 


who buy cars from you if you tell them 


the facts about today’s motor oils, and 
how to keep the power they bought. 





Ls As you know, HD oils 

with additives are rec- 
ommended for most 
of today’s new cars. As a result, there has 
been a tremendous amount of advertising, 


with claims and confusion, about various 
brands of HD oils. 


Here is something we are sure you know: 
there are good HD oils and there are HD 
oils that aren't so good. The brand you 
recommend to your customers can make a 
big difference in the way their cars perform. 


That's why we think it's important to 
remember this: additives can be added to 
any oil. To very good oil. To very poor oil. 


The quality of the basic oil is what 
determines the quality of the 
lubrication a motor gets. 





So we hope you will tell your customers 
the same thing we are reminding millions of 
motorists about in our advertising this year: 


Today’s BEST oils 
start with 
Nature’s BEST crude 


Oil from the Pennsylvania Grade Crude 
Region has long been famous for its out- 
standing natural toughness. That's why 
Pennsylvania Motor Oils that are fortified 
by carefully selected additives are today’s 


BEST HD oils...a 
sound recommenda- 
tion for all of your 
customers, and one 
they will understand. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION - Oil City, Pennsylvania 


sae 
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an 


‘PEMRTT. Vesta GRADE CHRE Om 4550CU TIER 
‘TAO MARS MERLE TERED © PATENT OFFICE 


We are telling the plain truth about today’s motor oils to the millions of motorists who read : 
Saturday Evening Post, Collier's, Time, Newsweek, Holiday, Country Gentleman, Progressive Farmer and Successful Farming. 





other fields. 


“As much as 50 percent of the 
gasoline tax money has been di- 
verted in the past. This bill wiil 
restore to our farm areas, our com- 
munities and our states almost the 
entire amount collected by such 
taxation, for the building of roads 
and highways.” 

= * s 


More For Highways 

ENATOR HOMER FERGUSON, 

Michigan Republican, has intro- 
duced what has been termed a 
“bold action” aid-to-highways bill 
calling for the spending of $4.4 
billion of Federal money on road 
construction during the two years 
starting July 1, 1955. 

The Ferguson bill would increase 
funds for highway construction 
within States, but the largest item 
—$900 million each year—would be 
earmarked for the interstate high- 
way system linking different sec- 
tions of the country. 

The measure calls for spending 
nearly three times the amount 
contained in the highways bill 
reported to the House. 

Ferguson called his measure the 
first installment on a 15-year pro- 
gram to meet the Nation’s highway 
needs listed in the President’s eco- 
nomic report and set at $35 billion. 

* * 7 


Byrd Pushes Economy 


E other Democrats are co- 
operating with Senator Walter 
George, Georgia Democrat, in his 
efforts to boost personal income-tax 
exemptions, Senator Harry F. Byrd 
Virginia Democrat, continues along 
his familiar line of seeking spend- 
ing ‘economy. 

Byrd, who in New Deal days was 
dubbed “the watchdog of the 
Treasury,” again last week called 
on the Republicans to make good 
President Ejisenhower’s “cardinal 
campaign promise to balance the 
budget.” 

Byrd admitted that the Fisen- 
hower budget is “a relatively 
tight budget” but he declared it 
can be balanced. 

In short, his program calls for 
cuts of less than 5 percent of the 
$65.6 billion expenditure total in 
the budget. But, it might be well 
to keep in mind that 5 percent of 
$65.6 billion is a lot of dough and 
would mean chopping off a lot of 
things the President thinks neces- 
sary. 


Private Parking 


ye enterprise in Washing- 
ton is setting an example for 
many major growing cities in its 
efforts to relieve downtown park- 
ing problem. While public officials 
grope and stumble, private funds 
are at work building parking cen- 
ters which help both business and 
motorists. 


* > a 


New AAA Home 


ICE-PRESIDENT Richard Nix- 
on officially dedicated the new 
headquarters building of the Amer- 
ican Automobile Assn. here last 


week. 
x 7 . 


Employment Reports 

"= Department of Labor last 
week began making monthly 

analytical reports on the agency’s 

data concerning employment and 

unemployment. 

Secretary of Labor James Mit- 
chell said this new service to labor. 
industry, and the general public 
was inaugurated in response to re- 
quests from a number of sources, 
and is in accord with the recom- 
mendation of the Congressional 
Joint Committee on the Economic 
Report that information on this 
subject be brought together and 
analyzed in one regularly published 
statement. 

The new report presents the 
highlights of the Department of 
Labor’s various statistical series, 
with a brief interpretation of what 
the data mean in terms of employ- 
ment and unemployment develop- 


ments. 
. * * 


Uniform Signals 


EP. CECIL HARDEN, Indiana 

Republican, has introduced in 
the House a bill calling for a s.’s- 
tem of turning, starting and st»p- 
ping signals for the operation of 
motor vehicles, and a system of 
highway signs to be uniform 
throughout the U. 8. 
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Most Trucks Called Too Noisy 


CHICAGO.—Ninety-eight percent 
of the trucks on the West Coast 
and 50 percent in the Midwest are 
too noisy, says D. B. Callaway, 
sound supervisor at the Armour 
Research Foundation of the Illinois 
Institute of Technology. 

To combat the exhaust noise 
problem, an acoustics researcher 
(Callaway), an engine manu- 
facturer, a truck manufacturer, a 
muffler manufacturer and a 
truck operator presented papers 
at a Society of Automotive Engi- 
neers national transportation 
meeting in Chicago. 

Discussing the results of the 
newest methods of measuring and 
evaluating truck noises, Callaway 
said it is safe to say that any truck 
that makes more than three times 
as much exhaust noise as a speed- 
ing automobile is too noisy. 

If this assumption is accepted, 
Callaway said, then 98 percent of 
the trucks on the West Coast and 
50 percent of the trucks in the 
Midwest are making too much 
noise. 

Solving this problem would not 
pose an unreasonable economic 
hardship on truckers, Callaway de- 
clared, because “controlled tests on 
the 280-horsepower Buda diesel in- 
dicate that large trucks can be 
silenced to suitable levels with 
commercially available, reasonably 
inexpensive, serviceable mufflers.” 

Callaway’s information on truck 
noises was gathered through the 
use of frequency-analyzing 
equipment in conjunction with a 
sound level meter, plus human 
listening tests. 

The listening tests consisted of 
reproducing recorded truck ex- 
haust noises over an audio 
system before a group of persons 
who categorized the sounds in six 
different groups, depending on 
their loudness, 


Results of these tests showed a 
surprisingly close correlation with 
the findings of the frequency- 
analyzing equipment. Earlier, audio 
measuring devices were considered 
failures because this correlation 
was always lacking. 

Recordings of the exhaust noises 
were made with a microphone and 
@ magnetic wire recorder from 100 
trucks climbing a 5 percent grade 
on Route 66, about 20 miles south- 
west of Chicago, and a similar 





In the Hopper 


Proposed legislation which would 
have permitted auto passengers to 
prove only simple, rather than 
gross, negligence to collect dam- 
ages from a driver has been killed 
by the Virginia Senate’s Courts of 
Justice Committee. 

The bill previously had keen 
passed by the House. Opponents of 
the measure said it would force 
an increase in insurance rates. 

* * x 
Virginia Gas-Tax Boost 
Faces Dim Prospects 

The fate of a proposed half- 
cent increase in tne Virginia 
gasoline tax last week rested in 
the hands of a legislative tinance 
subcommittee. 

The measure, which had been 
sponsored by Gov. Stanley, failed 
in the State Senate and was saved 
from death only when its spon- 
sors sent it back to committee. 
Prospects for passage in the fu- 
ture are dim, the sponsors said. 

oB * “ 
Va. Bill Seeks Prime Lien 
On Car for Accident Victims 

A bill to give victims or auto 
accidents a prime lien on the vehi- 
cle has been introduced in the Vir- 
ginia Legislature. 

Under the bill, the survivor of a 
person killed in a car accident 
would get the lien on his behalf. 
An out-of-state vehicle killing or 
injuring a person could not be re- 
moved from the state without post- 
ing of a bond equal to the value of 
the vehicle, 
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Mufflers Can Solve Problem, SAE Told... 


grade on _ several representative 
West Coast routes. 

Other tests, Callaway reported, 
were made on an engine test stand 
at the checking facilities of Con- 
solidated Freightways, Inc., Port- 
land, Ore. 

As a solution to the problem, he 
suggested that reasonable noise 
standards be set, adequate labora- 
tory measurements on mufflers be 
made and then somebody be au- 


Shelby County Dealers 


Name Wentz as Chief 


SIDNEY, O. — William Wentz 
(Chevrolet) has been elected pres- 
ident of the Shelby County Dealers 
Assn. Other officers are George 
Stamm (Chrysler), vice - president; 
Ohmer Dillon (Hudson), secretary, 
and J. A. Wagner jr. (Ford), treas- 
urer. 

Named trustees of the association 
are Edward Haas, Wilmar Francis, 
Chester Buirley, Wilbur Langhorst 
and Robert Wagner. 





thorized to insure that each truck 
be equipped with a suitable muffler. 


Callaway also explained that 
highway tests and standing noise 
tests can be used to measure the 
other noises, besides exhaust 
noises, made by a commercial 
vehicle, 


It was also stated that when ex- 
haust noises are reduced the extra 
noises not apparent at present 
will be much greater than most 
people imagine. 

M. L. Fast, test engineering 
supervisor at Cummins Engine Co., 
Columbus, O., defined exhaust 
noise as “the pressure wave set 
up by the sudden release of high- 
pressure gas by the opening of the 
exhaust valves.” 


“This pressure wave,” he con- 
tinued, “has a very sharp front and 
is thus capable of exciting all parts 
of the exhaust system regardless 
of their own natural frequency. 
These pressure waves occur at all 





we.” 3 






The 1859 Ricketts steam-driven 
auto had three wheels and 
weighed 2% tons. 





operating speeds and loads, the 
amplitude being, of course, princi- 
pally affected by load.” 

Fast said that the pressure 
waves will also be transmitted 
to the atmosphere through the 
walls of the exhaust manifold, 
exhaust pipe and muffler. This is 


29 


usually called “shell noise” and is 
due to the forced vibration of 
these parts, he added. 


He reported that the problem is 
to reduce the engine roar as much 
as possible and still allow the easy 
escape of back pressures which 
greatly cut down the efficiency of 
an engine. 

Back pressure inhibits efficiency 
by increasing the engine’s friction 
horsepower and by increasing the 
temperatures of the incoming air, 
thereby reducing the amount of 
air available for engine combustion. 

Supercharged engines are less af- 
fected by back pressure, Fast com- 


; mented. 


Speaking to the group, B. F. 


Jones, chief engineer for the Auto- 


car division of White Motor Co., 
Ardmore, Pa., blamed truck drivers 
for much of the noises which have 
become such a public relations 
problem to the industry. 


“Impatient drivers. who per- 
sistently gun their vehicles with 
resultant exhaust roar form the 
basis for much of the complaints 
registered,” he said. “It has be- 
come quite a habit for drivers, as 
well as operators, to knock out 
the baffle plates in a muffler on a 


(Continued on Page 61, Col. 1) 
























Tew WIDER, MASSIVE 


RUB RAILS 


The new, flanged, 
heavy Rub Rails 
do more than add 
good looks to 
Oneida Safety 
School Bus Body 
—they add a dou- 
ble measure of pro- 
tection in today’s 
heavy traffic. 





WRITE TODAY 


By wrifing to your neorest distributor or 
Oneida direct, you con secure 
ee and prices for the new 
ida ‘54 Safety School Bus body to 
fit your chassis. The many new features 
that hove been incorporated will con- 
vince you of its RE-FIRE SALES 
ACTION. 


For increased profits in school bus sales add the selling 
features of the new '54 ONEIDA body to those of your 
own chassis. From the famous “Cradle of Steel” founda- 
tion to the sleekly-designed interior the ONEIDA is spe- 
cifically equipped for student transportation on a new 


high level. 


The new Rub Rails, shown at left, are only one of 
ONEIDA’S sales features. A few of the many others are: 


V/ More spaciously designed windows 


/ Jumbo-rounded full coverage bumpers 


/ Full six feet of headroom 


ONEIDA is outstanding in many other details of safety, 
comfort, appearance, and economy of operation. It is 
a fitting—and profitable—school bus body to comple- 


ment your chassis. 


SCHOOL SALE‘ 


BUS 
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ONEIDA PRODUCTS CORPORATION 
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A back porch message to John Orr Young, 

Gordon Ackland, Julian Brodie, Sherman Ellis, 
Kirk Greiner, Neat Hathaway, Hal James, 
Grayson Lathrop, John Upton and 


391 other advertising natives* 


Aas 


“WAITING FOR THE 6:12'' BY HARDIE GRAMATKY, WESTPORT ARTIST 
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* John Orr Young says that more advertising men make their homes in the Westport-Fairfield, Conn. area, than any place of 
comparable size in the United States. The temptation was too much for us. We just had to talk to these people through their 
hometown papers, and we did... via the Westporter-Herald and the Fairfield County Fair. The ad is reproduced on these 

two pages. We hope it will be equally interesting to you... whether you live in Westport or Winnetka, Bryn Mawr or 

Beverly Hills. 
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To you, John, first, because you started it all. You said, 
remember, that more advertising people live in the West- 
port-F airfield area than in any of comparable size in the 
United States. All right, we’re taking you at your word, 
and dropping this note by your milk bottles. 


To all of you, the advertising “400”—well, you simply 
ought to know more about Nation’s Business, if for no 
other reason than so many businessmen in Westport, 
Greenwich, Darien, Fairfield, New Canaan, Stratford 
and thereabouts, buy it and read it. We’re sure you must 
know many of them. They’re your neighbors. You see 
them at church. Some are local big wheels—bank presi- 
dents, heads of hometown businesses, town officials. Some 
you see on the train every day. You serve on the local 
school board with them. Work on charity drives. The 
hospital committee. They’re all pretty active people. 


There are probably more Nation’s Business readers 
right in your own backyard than you’d ever guess... 
because more executives everywhere read NB than read 
any: other business magazine. Almost 800,000. And 
735,000 of them pay to get it—$18 for three years. The 
others get it as part of their companies’ dues to the U. S. 
Chamber of Commerce. Nation’s Business serves big 
business, small business, all business . . . wherever busi- 


ness is being done. 


Been doing pretty well lately, too, and you ought to 
know about that. March issue, just out, is the biggest 
since 1946. You won’t remember the figures (because 
advertising men never do) but we’re up 15% this quar- 
ter over a year ago, and that was up over the year before, 
and the year before that, ditto. That’s better than some 
of the other good books in our busy field. 


What you will remember, however— if you'll only do 
it—is what and who are in this March issue we are so 
un-modest about . . . if you'll just pick up your copy, 
and read it. If we’ve been mailing it to you at the office, 
maybe you’d prefer to get it at home. It’s good home 
reading—because, first off, it’s a monthly and doesn’t 


rush you into reading it. Then, too, it’s comfortable to 
read. If “We Are Wasting Our Urban Wealth” on 
Page 32 isn’t your cup of tea, try the story on the fan- 
tastic business of “Rain Making” on Page 64. If you 
put “Indiana’s Revolt” on Page 23 aside for later ref- 
erence, skip further front in the book to Felix Morley 
or Ed Folliard or R. L. Duffus, and relax. There’s a 
balance here, to suit not only your needs but your moods. 


We warn you, if you do open Nation’s Business and read 
it, it will just sneak up and sell you on itself as a top 
drawer advertising medium before you know it. 


Come to think of it, it’s a rare magazine that can get 
men like C. L. Allen, President of Aetna Insurance; 
David Kennedy, President of Kentile; E. C. Ware- 
heim, President of Commercial Credit; Melvin Baker, 
Board Chairman of National Gypsum; Robert Morse, 
President of Fairbanks-Morse; Paul Neff, Chief Execu- 
tive of the Missouri-Pacific (and we'll gladly send you 
a long list of others if you’d like) to say, “I read Nation’s 
Business. My company advertises in Nation’s Business.” 


The new NB is fresh as a scrubbed youngster a second 
out of the tub... modernly illustrated, edited with a wise 
hand, handsomely dressed, well printed. Written to be 
read and enjoyed—and used, we should emphasize. 


its latent power is startling. A page a month in it for 
a year multiplies out to 9,600,000 mass advertising im- 
pressions on the richest market in the world—American 
business. Just wait till more buyers start discovering that. 


You ought to know Nation’s Business better. And like 
we said—once you open it and read it, you’re a done duck. 
You'll want to advertise in it! 


Nation’s Business 


a magazine for businessmen, Washington 6, D.C. 
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Affecting Factories and Dealers... 
Auto Advertising 


By Marty Whitmyer 
Staff Writer 

General Motors again in 1953 
topped all other auto manufacturers 
in magazine, radio, television and 
newspaper supplement advertising, 
according to the Publishers Infor- 
mation Bureau. 

GM’s expenditure, $30,383,839, 
was $10,621,875 over 1952 and 
helped push the corporation into 
second place among the top 100 
advertisers in the nation, It was 
fourth in 1952 with an expendi- 
ture of $19,761,964. 

The figures are based on measure- 
ments of 90 general magazines, six 
farm publications, four radio net- 
works, four television networks, and 
the First 3 Market Group, New 
Y.ork Herald Tribune edition of 
This Week magazine, New York 
Mirror magazine, New York Times 
magazine, and Puck—The Comic 
Weekly in addition to the Amer- 
ican Weekly, Parade and This Week 
magazine. 

The highest amount of GM’s 
budget went for magazine adver- 
tising. Out of a total of $18,473,543 
spent in this medium, $16,697,808 
went for general magazine adver- 
tising and $1,775,735 for farm pub- 
lications. 

Next largest amount, $7,867,628, 
went for television, while radio and 
newspaper sections received $2,591,- 
513 and $1,451,155, respectively. 

Chrysler Corp., second highest 
automotive advertiser, finished in 
lith place among the top 100 with 
an expenditure of $13,063,183 — 
nearly $5 million over 1952. 

Chrysler also spent most of its 
budget on magazine advertising— 
$7,350,013 for general magazine pro- 
motions and $577,628 for farm pub- 
lications, for a total of $7,927,641. 
Television received $3,006,792, while 
newspaper sections picked up $1,- 
223,745 and radio, $905,005. 

Ford Motor Co, finished 13th 
with an expenditure of $12,261,603, 
an increase of nearly $8 million 
over 1952, General magazines got 
the largest amount, $5,967,592, 
while television was a close sec- 
ond with $4,300,274. 

Newspaper sections picked up 
the third largest amount of the 
Ford budget with $1,403,540, while 
farm publications drew $389,428. 
Radio was last with $200,769. 

Kaiser Motor Corp. placed 32nd 
with an expenditure of $4,883,138. 
Unlike other auto manufacturers, 
however, Kaiser gave the majority 
of its budget to radio, Outlay for 
this medium was $2,264,835, as com- 
pared with $1,360,279 for general 
magazines; $179,225 for farm publi- 
cations; $688,049 for television, and 
$390,750 for newspaper sections. 

Nash-Kelvinator finished in 58th 
place with an expenditure of $3,215,- 
886. Here again, general magazines 
received the biggest share of the 
budget with contracts totaling $2,- 
695,306. Other expenditures were: 
Newspaper sections, $331,610; tele- 
vision, $110,950, and farm publica- 
tions, $78,020. Radio received noth- 
ing from Nash-Kelvinator during 
1953. 

Studebaker, which placed 94th, 
spent only $1,777,204 for advertis- 
ing in 1953, and general maga- 
zines got the biggest share of 
that — $1,343,512. The remainder 
was divided up between farm 
publications—$361,790—a nd_ tele- 
vision—$71,902. Radio and news- 
paper sections received nothing 
in 19653. ‘ 

Packard, which finished in 96th 

place, spent $1,744,178. Here again, 
the biggest amount went to general 
magazines. That medium received 
$1,159,552, while radio received 
$472,622; television, $112,004, and 
farm publications and newspaper 
sections, nothing. 

Hudson was not listed among the 
top 100. 


ah ” + 

Newspapers Eye Dealers 

Newspapers should resell their 
local auto dealers the idea that 
“daily newspapers are worth their 
salt,” according to Carl M. Gillespie, 
advertising director of the Johns- 
town (Pa.) Tribune-Democrat. 

Speaking before the joint ad- 
vertising conference of the Inter- 
state Advertising Managers Assn. 
and the Pennsylvania Newspaper 
Publishers Assn. at Harrisburg, 
Gillespie said: “We should make 


more contacts with our local deal- 
ers, Automobiles can best be sold 
local-market by local-market.” 
Reminding his colleagues that 
television is aggressive with local 
auto dealers, he said that “we are 
letting a lot of the business go by 
default by not making the calls.” 
* + * 


Goodall Names Agency 


Goodall Fabrics, Inc., has ap- 
pointed Anderson & Cairns, Inc., as 
its advertising agency, according to 
Elmer Ward jr., ad director. 

* * * 


Harrington Heads TAB 


Ralph Harrington, advertising 
manager of General Tire & Rubber 
Co., Akron, has been elected pres- 
ident of Traffic Audit Bureau, Inc. 

The bureau is sponsored jointly 
by the Assn. of National Adver- 
tisers, the American Assn. of Ad- 
vertising Agencies, and the Outdoor 
Advertising Assn. It sets the stand- 


culation. 
* + * 


Chrysler Ads Depicted 


The Chrysler division has sent 
its dealers a booklet depicting 
advertisements that will run in 
national magazines during the 
first quarter. 

Among the magazines are Sat- 
urday Evening Post, New Yorker, 
U. 8. News & World Report, 
Newsweek, Vogue, Harper’s Ba- 
zaar, Town & Country, Better 
Homes & Gardens, Junior League 
magazine, D.A.C. News, Time, 
American Weekly, House Beauti- 
ful, Sunset, House & Garden, 
Holiday, Fortune and Look. 

x * * 


Nation’s Business Ups Ads 


Nation’s Business reports that 
advertising lineage for the first 
quarter shows an increase of 15 
percent over the same period last 
year. 

The March issue contains more 
advertising lineage than any since 
1946, the magazine said. 


* * * 


Rheem Goes to Coast 
The account of the Rheem Mfg. 


ards of measurement and authen-|Co. will be transferred from the 
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the NAPA Seal. 
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tication of outdoor advertising cir-| New York offices of Campbell- 


Ewald to the Los Angeles offices 
following transfer of the Rheem 
national advertising department to 
South Gate, Calif. 

Fred C. Gallagher, account exec- 
utive on Rheem in the Campbell- 
Ewald New York offices, has been 
transferred to the Los Angeles of- 
fices to service the account. 

* * * 


New Military Magazine 
A new monthly magazine, The 


Military Market—designed to cover | | 
purchasing and business aspects of | | 


the armed forces — is now being 
published by Army Times Publish- 
ing Co. 

The new magazine will have an 
initial guaranteed circulation of 
15,000. Its predecessor, the Coopera- 
tor, will be continued as a separate 
section of the new magazine. 

* * a” 


Times-Herald Sales Club 


A new kind of “One-A-Day Club” 
has been started by the Washing- 
ton Times-Herald, reports Sam Hill, 
advertising director. Charter mem- 
bers include the retail advertising 
manager, George W. Burch, and the 
19 retail advertising salesmen, who 

(Continued on Page 59, Col. 1) 


ness, and more profit. 


parallel in the automotive service industry. 


NATIONALLY ADVERTISED 
BRANDS 





People prefer the products they learn 
to know and trust through advertising. 
The genuine quality of the famous 
brands shown at the left is doubly as- 
sured by the makers’ integrity and 


Freedom Talk-— 


Henry Ford Il, chairman of the 1954 
Crusade for Freedom, broadcasts to Radio 
Free Europe from the Ford Rotunda in 
Dearborn on the occasion of the arrival 
of the Freedom Tank, in which several 
Czechs escaped to freedom. 


In HA more than ever before 


Your N-A-P-A Jobber 


The greatest automotive service market in history is just ahead 
- « - Competition for the car owner’s service dollar is growing 
more intense . . . But, as always, the shop that improves its 
selling—operates efficiently—and saves time in parts pro- 
curement—is the shop that will win more friends, more busi- 


To help you make the most of this great opportunity, your NAPA Jobber 
offers you a combination of service and selling advantages without 


As a source of supply, your NAPA Jobber can save you time, and 

lots of it. He has ready for you the great majority of the parts you may 

' need, not for just ove, but for a// makes of cars and trucks; not for just 
the late models, but for older models as well. Practical stock control 

made possible by NAPA warehouse distribution, is responsible. Your 


POST AND COLLIER’S 
ADVERTISING 


Sas 





NAPA’s national magazine advertis- 
ing, with more than 8,000,000 circu- 
lation is constantly promoting to car 
owners the maintenance services you 
perform, and the genuine economy 
realized by using the finest parts. 
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On the Financial Front .. . 
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But 36 of 1909’s Giants 


281, compared with $3,558,440 for 
1952. 

The total volume of loans and 
discounts acquired by PF in 1953 
was $408,122,853. In 1952 the volume 
was $431,517,112. The decrease in 


common, payable March 24 to 
stockholders of record March 10. 
The board also declared the regu- 
lar quarterly dividend of $1.31% a 
share on the 5% preferred stock, 
payable Apr. 1 to stockholders of 
record March 17, 


S ft e I 0 0 os a —— i a 
ill Among Top a reduction “hap 7 nancing. fpr ae 
National Cash Register Stewart-Warner 


LY 36 of this country’s lead- 

ing 100 corporations in 1909 

are still in that category, according 

to a study conducted by the New 
York Stock Exchange. 

Some have been absorbed by 

other companies, some no longer 


Jones & Laughlin, National Bis- 
cuit. 


National Distillers, National 
Lead, Phelps Dodge, Pittsburgh 
Consolidation Coal, Pittsburgh 
Plate Glass, Pullman, Republic 
Steel, Singer Mfg., Sears, Standard 


A net income of $11,088,000 for 
1953 has been reported by National 
Cash Register Co., Dayton. This in- 
come is 9 percent higher than that 
of 1952. Sales totaled $260,913,000, 
compared with $226,555,000 the pre- 
vious year. 





Reports Decline 


Stewart - Warner Corp.,. Chicago, 
reports a net income of $4,081,000 
for 1953, a decrease of $153,000 
from the 1952 income. Sales 
amounted to $128,798,000, compared 


Orne and = a ~— out | Oil of New Jersey, Swift, Texas ae =2 with $122,552,000 the preceding 
of business, was said. Co., Tide Water Associated Oil, ° year. 
The market's publication, the| United Fruit, U. S. Rubber, U. S. White Motor Sales The firm explained that while 


Exchange, has listed the 36 surviv- 
ing giants as follows: 
* * + 
LLIED CHEMICAL, Allis-Chal- 
mers, American Can, American 
Car & Foundry, American Smelt- 
ing & Refining, American To- 
bacco. | 
Anaconda Copper, Armour, 
Bethlehem Steel, Borden, E. I. 
duPont de Nemours, Eastman 
Kodak, General Electric, Inter- 
national Harvester, International 
Nickel, International Paper, 


Steel, Western Electric and West- 
inghouse Electric. 
* + * 


Pacific Finance Profit Sets 
Record at $4,106,281 


Pacific Finance Corporation last 
year exceeded all previous net- 
income records to establish the 
highest figure in the company’s 33- 
year history, according to Maxwell 
C. King, president. 


Net income for 1953 was $4,106,- 


Hit Alltime High 


Sales of White Motor Co., Cleve- 
land, last year totaled $167,384,914, 
an alltime high. 


In a preliminary report to the 
board, President Robert Black said 
volume last year was 12.7 percent 
greater than in 1952. Included in 
the figure were sales of the Auto- 
ear division since acquisition of 
that company. Even without the 
addition of Autocar, White sales 


“Let’s go in and look ’em over. 
They don’t have to know I’m not 
going to buy.” 


would have set a record, Black 
said. 

Black reported that net income 
for 1953 was equal to $6.20 a share 
on common, compared with $4.44 
the preceding year. 

Directors declared a quarterly 
dividend of 62% cents a share on 


is a good man to know! 


NAPA Jobber can replenish his stock overnight—or obtain the seldom: 
needed parts no jobber can afford to stock—from his nearby NAPA 
Warehouse. There’s no waiting for “shipment from the Factory.” 


The finest parts and supplies that money can buy make a real contribu: 


tion to smooth, efficient shop operations, as well as customer satisfac: 


tion. And NAPA distributes only parts which equal or surpass in quality, 


the parts they replace. The same parts, in many cases, are specified by 


car manufacturers as original equipment. In every case, the lines which 


bear the NAPA Seal are recognized by automotive engineers as meeting 


the highest standards of quality. 


You can sell with confidence, because you can be sure of the service you 
will get from your NAPA Jobber, and the quality of the parts he stocks. 
He has at his command all the resources, facilities and experience of a 


great national organization, devoted to the sole purpose of serving your 
needs well. The better you know him, the more it will profit you. 


Striking three-color posters are a 
constant and forceful reminder to your 


AND FOR YOUR OWN SHOP 








National Automotive Parts Association, Detroit, 
in behalf of the thousands of independent 





JOBBERS 


business in the first half of 1953 
was exceptionally good, the end of 
hostilities in Korea brought about 
a reduction of military expen- 
ditures, contributing to the decline 


in income. 
ed * ok 


F. L. Jacobs Earnings Reach 


$602,286 for 6 Months 


Frank E, Howard, board chair- 
man of F. L. Jacobs Co., has an- 
nounced that for the six months 
ended Jan. 31, the company’s net 
profit was $602,286, or 94 cents a 
common share, No provision for 
taxes has been made because of 
carry-forward losses, he said. 

For the comparable period a year 
ago, before realignment of its man- 
agement, the Detroit automotive 
parts manufacturer incurred a net 
loss of $299,743, or a deficit of 47 
cents a share. 

The company reported that gross 
sales for the first half of its 1954 
fiscal year were $13,887,183, com- 
pared with $12,527,696 the previous 
year. 





Resolute Reeenees Lists 
Four Records for 1953 


Resolute Insurance Co., Hartford, 
Conn., has reported new records in 
profits and earned premiums for 
1953. Assets and surplus to policy- 
holders were also at new highs at 
the year’s end, the company said. 

Admitted assets rose to $21,374.- 
712, an increase of $716,136 over 
1952. Earned premiums were $17,- 
324,313, topping the 1952 figure by 
$643,322 

Total underwriting expenses, in- 
cluding losses incurred, were $16,- 
322,889. The earned premiums ex- 
ceeded this by $1,001,424. which was 
the company’s underwriting profit. 
Surplus to policyholders reached a 
record $3,643,952. 


Commercial Credit Income 
Sets Mark at $23.8 Million 


Commercial Credit Co. reports 
that its consolidated net income in 
1953 was $23,847.991,. largest in the 
firm’s 42-vear historv. Earnings in 
1952 were $19,814,307. 

The income figure covered activ- 
ities of Commercial Credit’s finance, 
insurance and manufacturing com- 
panies. 


| 
| 
| 





- * x 
Associates Investment 


Enjoys Record Income 


Associates Investment Co. of 
| South Bend. one of the nation’s 
| leading auto finance comnanies, has 
reported its second successive bil- 
lion-dollar year and a 15 percent 
increase in consolidated net earn- 
ings for 1953. 

The firm’s finance business totaled 
a record $1.129.574.104. up slightly 
from the preceding vear’s $1,128,- 
377,191. Consolidated net income 
after taxes was $13.504.062. another 
record. comnared with 1952’s total 
of $11,737,463. 


x * * 


Goodvear’s Sales Top Billion 


For Third Consecutive Year 


For the third vear in a row. sales 
of Goodvear Tire & Rubber Co. ex- 
ceeded the billion-dollar mark in 
1953 to reach an alltime high of 
$1.210,508,783, P. W. Litchfield, board 
chairman, has announced. 


Net earnings also established a 
new high for the third consecutive 
year. Consolidated net income of 
$49,323,167 represented an increase 
of 26.4 percent over 1952 net income 
of $39,009,866. 





customers of services they need. They 
focus the power of NAPA's advertis- 
ing right into your shop, to back up 
your own selling efforts. 


Last vear’s sales were 6.3 percent 
ahead of the previous high mark of 
$1,138,403,608, set in 1952. Income 4 
per dollar of sales improved to 4.1 
percent against 3.4 percent in the 
previous year. 


who supply the automotive repair trade from 
coast-to-coast with these*—and many other— 
nationally advertised brands of quality auto- 
motive parts and supplies. 
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GM Ej scting Illinois Training Center— 


Cerem vies marking the beginning of construction of a General Motors training 
center fc. mechanics were held in Hinsdale, Ill. Attending the groundbreaking are 
(from left), Hugh Arnold, assistant general manager of Argonaut Realty Division; 
Warren Peel, Chicago, Chevrolet regional manager; J. F. Fitzgerald, Chicago, regional 
public relations manager; Myrle St. Aubin, director of GM's service section; J. E. 
Robert, general manager of the Chicago Cadillac branch; K. J. Parish, Chevrolet city 
manager for Chicago's north side; J. S. Hudgens, Chicago, Buick zone manager; W. 
O. Lampe, Chicago, Oldsmobile regional manager; H. G. Messer, Chicago, Chevrolet 
zone manager; Otis Ward, Chicago, Pontiac assistant zone manager, and George 
Faller, Chicago, United Motors Service zone manager. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 
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NEW YORK.—A 32-page report, 
“This We Believe About Educa- 
tion,” containing the findings of a 
committee of educators and indus- 
trialists who made a two-year study 
of controversial education issues, 
has been released by the National 
Assn. of Manufacturers, Public In- 
formation Division, 14 W. Forty- 
Ninth St., New York 20, N. Y. 


* * * 


Chevrolet Fleet Grows 


INDIANAPOLIS.—A fleet of ten 
1954 Chevrolets has been added to 


the 55 already operated by Red| 


Cab, Inc., in rental service at Weir 
Cook Municipal Airport. Red Cab 
also operates more than 300 taxis 
in Indianapolis, 80 percent of 
which are Chevrolets. 

* * % 


Airlenco Buys Firm 


MANSFIELD, O.—Airlenco, Inc., 


has taken over Air-Line Engineer- 
ing Co. and will produce the same 
equipment with some additions to 
the line. Officers of the firm are T. 
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New DUCO Primer Surfacer gives you 
fast, trouble-free, more UNIFORM jobs. 


DUCO Primer Surfacer offers these six big improvements to make your 


refinish jobs easier . . . save you money: 


BE FOXY— 


GREAT ADHESION AND FLEXIBILITY . . . It resists chipping, peeling or flak- 


ing, even under the worst conditions. 


REMARKABLE STABILITY .. . Less settling, both reduced and unreduced, 


means better, more uniform jobs. 


EASIER SANDING .. . Primer Surfacer sands wet or dry 30 minutes after 


application. 


HIGH-COLOR HOLD-OUT .. . It helps give a rich, smooth gloss to top coats. 
ECONOMY . . . Primer Surfacer contains high solids that fill file marks 


and pits quickly with less material. 


DUCO Primer Surfacer is the best! Try it today ... and you'll use it 


on every job. 


GU POND 


Rts. v5 vat. OFF 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


Du Pont Refinishing M 


E. |. du Pont de Nemours & Co. (Inc.), 
Refinish Sales, Wilmington, Delaware. 


WATCH YOUR PROFITS JUMP 
witH BUCO primeR SURFACER 


een 


Et. 


CHEMICALLY ENGINEERED TO DO THE JOB BETTER 





News in Brief 








J. Farquhar, president and sales 
manager, and C. N. Walter, secre- 
tary-treasurer and production man- 
ager. 

* * + 


Denver Receipts Up 

DENVER.—Cash receipts of the 
Denver motor vehicle license de- 
partment for 1953 were more than 
7 percent over the previous year, 
according to Maldon V. Adcock, 
director. Receipts amounted to $3,- 
387,182, compared with $3,162,106 in 
95 .. 


* * * 


Thermoset to Build 


LINDSAY, Ont. — Thermoset 
Plastics, Ltd., Dorion, Que., will 
build a factory here. Among prod- 
ucts to be manufactured will be 
plastic knuckles, elbows, etc., for 


cars. 
* * 


New Bookkeeping Machine 


DAYTON, O.—A low-cost book- 
keeping machine designed for the 
small businessman has been an- 


nounced here by the National| 














Cash Register Co, Called the 158, 
the new machine is expected to ac- 
celerate the current trend toward 
mechanization of the nation’: 
smaller offices, the company said. I‘ 
also can be used for special appli- 
cations in larger concerns. 
* * + 


Reliance to Enlarge Plant 


CLEVELAND.—Reliance Electric 
& Engineering Co., manufacturer 
of electric motors and power drives 
for industry, has placed contracts 
for a new plant addition to its Ash- 
tabula (O.) division, according to J. 
W. Corey, president. The building 
will be a single-story, 90,000-square- 
foot structure. 

* * * 


Bakelite Polyester Data 


NEW YORK.—Information about 
formulations and properties of 
Bakelite polyester resins and their 
use in the manufacture of rein- 
forced plastic structures is pre- 
sented in a revised edition of “Bake- 
lite Polyester Resins for Reinforced 
Plastics,” published by Bakelite Co., 
a division of union Carbide & Car- 
bon Corp., 260 Madison Ave., New 
York 16, N. Y. The booklet is des- 
ignated as L-10. 


* * * 


Loading Ramp Data 


CLEVELAND. — A brochure on 
hydraulic adjustable loading ramps 
has been released by Rowe Meth- 
ods, Inc., 2534 Detroit Ave., Cleve- 
land 13, O. 


+ * * 


Balcrank Rep Named 


CINCINNATI. — Balcrank, Inc., 
has appointed Autoquip Corp., Inc., 
2219 W. Monroe St., Chicago, as dis- 
tributor of its lubricating equip- 
ment in the Chicago area. 

ok * * 


Grayson Plant Started 


LONG BEACH, Calif. — Ground 
has been broken here for a 237,000- 
square-foot plant to house the 
Grayson controls division of Robert- 
shaw-Fulton Controls Co. The divi- 
sion now is located in Lynwood, 
Calif. Robertshaw-Fulton manufac- 
tures temperature and pressure 
control devices. 

* ” * 


Ford Furnace Rekindled 


DEARBORN. — The Henry. Ford 
II, one of three blast furnaces used 
in steelmaking operations at Ford 
Motor Co.’s Rouge plant, has been 
placed back in service after a four- 
month shutdown for repairs. Re- 
turn of the furnace to production 
increases to 3,000 tons of pig iron 
the combined daily capacity of the 
three furnaces. 

*~ * 


Robertshaw-Fulton Rep 


GREENSBURG, Pa.—Robert- 
shaw-Fulton Controls Co. has ap- 
pointed Joseph C. McCarthy, of 
Toronto, as Canadian sales repre- 
sentative for the company’s Robert- 
shaw thermostat, American thermo- 
stat and Grayson divisions. 

oo * * 


Milwaukee Meter Profit 
MILWAUKEE. — Up to the end 
of 1953, Milwaukee’s 4,900 parking 
meters had given the City a total 
income of $1,099,360 in four years. 
Maintenance collections from the 


{meters cost $386,854, leaving a net 





aterials 


| high-capacity metals 
| lightweight precision parts are de- 
| scribed in a brochure, “Twigg Can 
|Do It,” 


profit of $712,506. In 1953, collec- 
tions amounted to $422,330. 
« * * 
New Signs in Washington 
OLYMPIA, Wash. — New stop 


| signs on all state highways, county 
| roads and city streets in Washing- 
|ton will have a red background 


with the word “Stop” in white, 
according to William A. Buggee, 
director of highways for the State 
Highway Commission. 

* * * 


U. S. Truck Opens Terminal 


LANSING.—U. S. Truck Co., Inc., 
has opened a new office and termi- 
nal here at 612 E. Hazel St. The 
dock has 11 doors and utilizes a 
sawtooth design for rapid spotting 
of trailers. Fork trucks handle the 
palletized freight. 


* * * 


Metalworking Booklet 


BRAZIL, Ind. — Advanced meta!- 
working techniques and facilities 
for fabricating and machining 
into strong, 


published by Twigg In- 
dustries, Inc., Brazil, Ind. 












CHICAGO. — Power steering will 
enable trucks of the future to carry 
a greater payload, according to S. 
G. Johnson, International Harves- 
ter Co.,'Fort Wayne, Ind. 

Johnson’s report was one of 
three papers on truck steering 
which were presented before the 

Society of Automotive Engineers. 

He pointed out that most con- 
ventional truck-tractors do not 
carry the maximum allowable 
weight on the front axle. Johnson 
continued: 


“Any increase (on the front axle 


payload) is looked upon with dis- 
favor by the driver since, from his 
point of view, it is steering effort 
that limits the front axle load.” 
He cautioned that the front axle 
load, for reasons of safety, should 
not exceed the amount that could 
be controlled mechanically in an 
emergency, should the power fail. 
Johnson explained, “A thorough 
investigation of rearrangement of 
the major units such as cab, 
engine and front axle, indicates 


Canada’s Officials ; 
Turn Back on 
Highway Control 


OTTAWA.—Despite a high court 
judgment that the Canadian Gov- 
ernment alone has jurisdiction over 
international and _interprovincial 
motor traffic, the Government has 
announced a “turnabout” by call- 


How to Boost Payloads 


IH Official Points Out How Power Steering 
Increases Truck Capacities 


ing a provincial highway ministers’ | 


conference to enable the provinces 
to continue controlling all traffic. 

In view of the Government’s 
long legal fight to gain such con- 
trol over international and inter- 
provincial highways, this decision 
has caused widespread surprise in 
transportation circles. 

However, a spokesman for the 
Canadian Trucking Assns. has 
welcomed the news, adding that 


this gives hope that control over | 


all trucking will continue to be) 


| 


administered by provincial boards. | 
Transport Minister Chevrier| 


pointed out that it would not be 
in the public interest for Canada 
to have two kinds of boards, one 
controlling provincial traffic, and 
another controlling international 
and interprovincial traffic. 


Many believe that the Canadian | 
Government can hand over control | 


of the highways to provincial au- 


thorities by merely relinquishing | 


its jurisdiction. This has been done 
in other fields by an act of Parli- 
ament. 


Sales Masters 
Studebaker Forms Clubs 


For Top Sellers 

SOUTH BEND. — Two honorary 
clubs in which only salesmen are 
eligible for membership have been 
organized by Studebaker. 

C. K. Whittaker, sales vice-pres- 
ident, formed the clubs as honorary 
fraternities for salesmen who have 
“proved themselves masters in the 
art of selling.” 

“A force of hard-hitting, produc- 
tive salesmen is the backbone of 
any successful dealership,” Whit- 
taker said in announcing the clubs. 
“The achievements of leaders in 
this most important profession de- 
serve utmost recognition.” 

Known as the Century Club and 
the Star Honor Club, salesmen be- 
come eligible for membership when | 
they have sold the equivalent of 100 | 
new cars and 50 new cars, respec- | 
tively, within a calendar year. For 
each additional year in which they | 
qualify, a diamond will be added to 
the member's lapel insignia. | 

As an additional honor to pros- 
pective charter members, Whit- | 
taker is offering “appointment” | 
wrist watches to the three salesmen 
in each branch who earn the most | 
qualifying points during March. 


Calif. Foreign-Car Firm 


Bill Blanchard and Jack Newton | 
have formed a partnership to sell | 
foreign cars in Oroville, Calif. Si- | 
erra Motors Co. is the firm name. 


that the desired distribution can- 
not be attained without having a 
certain amount of chassis weight 
overhang the front axle, thereby 
increasing the front axle load 
and, at the same time, decreas- 
ing the chassis weight of the rear 
axle.” 

T. H. Thomas, of the automotive 
|department of Bendix Aviation 
| Corp., South Bend, Ind., stated that 
|power steering on trucks makes 
|driving easier in at least two re- 
| spects: 
| 1. The effort required to steer 
|the vehicle, under conditions when 


'that effort would be maximum 
| with manual steering, is reduced. 
|In other words, greater force can 
be mustered for steering purposes 


if it is needed. 


2. The reduction in energy re- 
quired to steer a truck permits the 


|driver to grip the wheel in a more 
|relaxed manner 
|energies toward more alert per- 


and direct his 
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ception of changing road conditions 
rather than having them absorbed 
in keeping nerves and muscles 
tense. 
“Power steering must not only 
reduce the physical force re- 
| quired of the driver for steering 
| the vehicle,” Thomas continued, 
| “but it must insure the absolute 
| maximum in responsiveness and 
natural operation.” 


| He said that unless these proper- 
| ties are included in the mechanism, 
;it may be just as difficult, men- 
| tally, for the driver to handle the 
| truck as it was before power steer- 
ing was incorporated, 


Thomas declared that power 
| steering on trucks is still develop- 
ing and there is considerable dif- 
|ference of opinion on which 
| features are most meritorious, 
| In his paper, James H. Booth, 
| of Thompson Products, Inc., 

traced the development of steer- 
| ing systems from the horsedrawn 
| cart to the modern vehicle. 
He also discussed the steering 
|arrangements and ball suspension 
| possibilities for commercial vehi- 


“> 





New Nash Dealer— 


Gerald P. Fisher (left), general manager 
of Clark-Lindsay Motor Co., Spokane, re- 
ceives a Nash franchise in the presence 
of Paul W. Pursley, zone manager. The 
firm was purchased by Dr. J. C. Lindsay, 
former partner in the Clark-Lindsay deal- 


cles, 

Step by step, Booth described the 
evolution of separately pivoting 
wheels, ball sockets and the caster 
and camber properties in wheels. 


ership. 
The AUTOMOTIVE NEWS ALMANAC is 

a year-long friend. Use it often for statis- 

tics, buyer information and personnel data. 





ONLY ALEMITE HAS THE 


35 


66 U. C. Schemes 


Book Describes Dealers’ 


Sales Methods 

PELHAM, N. Y.—Sixty-six used- 
car sales plans are outlined in a 
brochure published by H. K. Simon 
Co. 

The book includes articles tell- 
ing how an Alabama dealer put up 
a sign that brought 3,000 custom- 
ers into his lot in five days; how a 
postcard resulted in the sale of 700 
cars for one western dealer and 
how a series of unusual classified 
ads costing about $3 each increased 
a Michigan firm’s sales sixfold in 
two years. 


“Hundreds of new ideas are tried 
every year,” said Simon, “but few 
succeed. Only a handful go over 
big. These are the cream of the 
crop; the business-stimulating, ac- 
tion - inspiring, sales -producing 
plans that consistently win cus- 
tomers.” To back this claim, the 
Simo.n company offers a 90-day 
guarantee of increased business or 
money back. 


The price of the manual is $4.95. 
Copies may be ordered from H. K. 
Simon Co., 48 Fifth Ave., Pelham, 
N. Y 


WHEEL BALANCER 10 DO A COMPLETE JOB 






Here’s the exclusive 
“DUAL RANGE” 
METER 
that sells on sight! 


On this exclusive “Dual Range” Meter your custo- 
mers can actually see that their car needs wheel 
balancing. Then when the job is done, the meter 
offers visual proof that it 
A big advantage! 






@Jobs move out faster with these Specialized Hand 
Guns for steering gears, water pumps, universal 
joints, wet clutches, etc. Handy, handsome, grey- 
enameled rack adds to the shop’s appearance — 
keeps guns always at hand. 


eThis rack of tools is a “must” in any well- 
equipped lubrication department. Includes: Force 
feed oiler, Spring Lubriclamp, Swivel adapter, Re- 
lief adapter, Extension adapter, Dyn-O-Mite Gun, 
and Fitting Replacement Tools. 


«RIGHT ON THE CAR! 


ancing! And a single job earns.y 


out the need for new tires. 


Attract new customers! By 


i Sig 


become new customers! 


Keep ‘em coming back! You're protecting 


The Alemite Electronic Wheel Balancer sp 
all of it, on the car, at speeds up to 100 m.p 





has been done properly. 


a single operator can : 
net *18** a day! 


8 out of 10 cars on the road today need wheel bal- 


ou $4.72. You can easily 


turn out 4 to 8 jobs a day! But that’s not all! 


Sell more tires! You get a wonderful chance to point 


You sell more tires — 


make more money on rotating tires. 


offering this essential 


service you make new friends fast! When you tell the 
safety story behind wheel balancing, point out how im- 
portant it is— to regular customers — they tell people who 


your customers’ invest- 


ment. Tell ’em—tires will wear up to 30% longer when wheels 
are properly balanced with the Alemite Electronic Wheel Balancer! 


ins the wheel assembly, 
-h. Detects and corrects 


both up and down and side to side vibrations as small as 2/1000ths 
of an inch. Thus, wheel, tire, brake drum, rim, hub cap are all 
balanced as a unit — quickly, efficiently, positively! 


A free demonstration proves how easy it is! Call your Alemite 
representative Topay! He’ll bring an Alemite Electronic Wheel 


Balancer to your shop. Prove to you on your own car how easy it 


is to put wheels in balance fast the Alemite 







ALEMITE 
SPECIALIZED 
HAND GUNS 
AND 
LUBRICATION 
TOOLS STEW ART 


WAARKEAR 


Aaa 


SY 


ALEM 


REG U.S.PAT OFF 





mi 


fie 





1826 Diversey Parkway, Chicago 14, Illinois 


If you aren’t, you're 


way. And he'll see to it 


that you get the big, complete, hard-selling, sales promotion pack- 
age that makes sure you cash in on this big market — that ties you 
in with Alemite’s big national ad campaign. It’s FREE! 


ITE 


Are you cashing 
in with CD-2? 





ssing a bet, be- 


cause here is the fastest grow- 
ing item in the automotive 


ld! CD-2 concentrate is 


the Alemite Oil Additive that 
cleans engines, gives better 
performance—money back 
guarantee by Alemite! 
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By Antonio Giordano 
Staff Correspondent 
OME. — (UTPS) — Italy’s vehicle 
output reached an alltime high 
during 1953. 

According to official statistics 
just released, last year’s produc- 
tion amounted to 174,294 vehicles, 
against 138,446 in 1952 and 145,553 
in 19651, 

Last year’s turnout was more 
than double that of 1949 and 126 
percent more than the prewar year 
of 1937. 

: * + 
Exports Rise 19% 
F 1953’s total, cars accounted for 
142,847 units, compared with 
113,653 in 1952 and 119,267 in 1951. 

Italian exports of motor vehicles 
in 1953 reached 31,506 units, against 
26,460 units in 1952, an increase of 





L. A. Dealers Welcome K.C. Colleagues— 


Auto News from Italy 


"53 Output Hits Alltime High of 174,294 Units; 
Russian, Polish Cars Slated for Show 


were Germany, with 5,658 units; 
Switzerland, 4,255; Sweden, 3,197; 
Bel- 
gium, 1,895; Holland, 1,702, and 


Austria, 2,940; Spain, 2,111; 
Denmark, 965. 
+ 


Turin Show 


* * 


I= IS forecast that the 1954 Turin 
Automobile Exhibition will show 
several interesting versions of the 
Fiat and the Lancia with diesel en- 


gines in place of benzine engines. 

Also slated for the Turin ex- 
hibition are Polish and Russian 
automobiles. However, negoti- 
ations between the executive com- 
mittee of the show and the Mos- 
cow Government have not been 
completed. 


Italian business quarters are 








dustry is likely to support such pro- 
: - * = 


New Italian Sports Car 
To Be Sold in U. S. 


VIENNA, Austria.—(UTPS)—Of 
the two sports-car races held on 
international levels in this young 
1954 racing season, Switzerland’s 
De Graffenried won both in his 
newly developed Maserati, while 
the first world champion -race in 
the Grand Prix class—held in the 
Argentine—also was won by a Ma- 
serati. 

The two-liter Maserati will be 
built in a series of 80 vehicles 
during 1954 — mostly for sale in 
the U.S. 

The De Graffenried-piloted car 
has the same frame, suspension 
system and, generally speaking, the 
same engine as the 1953 grand prix 
model. The changes in the engine 
were necessitated by the sports 
code, which says that 80-octane 
gasoline must be burned in sports 
car engines (thus reducing com- 

pression from the Grand Prix model 


pressing the Foreign Trade Minis- 





Two former Kansas City dealers, who purchased a Pontiac dealership in Los Angeles, 
were given a welcoming party by a number of Los Angeles dealers in the patio of 
Bill Froelich (Ford). Standing (from left) are Roger Erickson, Froelich, Stan Brown, Herb 
Kincaid and the two honored guests, Stanley Walker and Mitch McClure. In front are 
Spencer Honig, NADA director, and Ted Wessen (Buick). 


19 percent. Of the exported vehicles, 
cars numbered 30,616, against 25,819 
in 1952. 

Among the main foreign clients 






try to obtain a larger quota of free 
entries of foreign-built vehicles for 
the Turin show, but it does not ap- 
pear that the Italian automobile in- 











iS THE TOUGHEST AUTOMOTIVE 
ENGINE BEARING EVER DEVELOPED 




















The extraordinary toughness of Moraine-400 permits the use of shorter 
bearings ... permits automotive engineers to step up engine horsepower 
without increasing engine size. Crankshafts can be strengthened without 
being Jengthened—still carry greater piston loads! Space gained between 
bearings can be utilized for heavying-up crankarms. In short, with Mo- 
raine-400, bearing /ength ceases to be a limiting factor in engine design. 


The extreme toughness of the Moraine-400 is due to a new bearing 
metal, developed by General Motors-Moraine research over a ten-year 
period. This aluminum-base alloy, bonded to a steel back, has amazing 
toughness. Moraine-400 bearings operate satisfactorily on oil-hardened 
and Tocco-hardened shafts, and are outstandingly good in such qualities 
as embedability, conformability, and resistance to corrosion. 


Note: Moraine also makes the famous Moraine-100 bearings—now 
used as original equipment on many of the nation’s finest cars and trucks. 


DIVISION OF GENERAL MOTORS CORPORATION, DAYTON, OHIO 





of 14:1 to the sports type’s 8.75:1, 
for alcohol burning is out in the 
fully bodied class). 

While the alcohol-consuming en- 
gine turned out 190 horsepower at 
7,500 revolutions per minute, to 
push the 1,628-pound vehicle (with 
all fuel and the driver aboard) to 
a top speed of about 165 miles per 
hour, the sports-type engine yields 
160 horsepower at 6,500 rpm. Top 
speed for this sports version is 140 
mph. For a short period, prototypes 
have been driven up to 150 mph. 

The general outlay of the en- 
gine has been retained. It is a 
straight six-cylinder powerplant, 
with two overhead camshafts, two 
sparkplugs per cylinder, and two 
different ignition systems, (one 
driven at the front right edge of 
the cylinder block off the crank- 
shaft, and a second ignition set- 
up operating from the rear end 
of the left overhead camshaft). 

The body is a two-seater road- 
ster; very low, with four humps in 
the body to leave room for the 
wheels. 

The car’s racing-type bucket seats 
are covered with red or black 
leather. Leg room, hip room, and 
position of the driver and passen- 
ger are most comfortable. 

The first Maseratis are expected 
to hit American soil this summer. 
While no price has been set, it 
probably will be in the $6,000-class. 


New Ford Guide 
Traces Service 


For Car Owners 


DEARBORN.—Ford owners have 
a silent new friend in dealership 
service and parts departments 
throughout the country, according 
to D. C. Burdette, parts and 
service sales manager of the Ford 
division. 

The “friend” is an 18-by-26-inch 
easel containing two special bind- 
ers. One binder presents classified 
information on parts for Ford cars 
and trucks, and the other explains 
in detail the service procedures 
followed by mechanics to maintain 
or repair vehicles. 

Detailed illustrations show how 
parts are constructed, and how 
thev should be installed. 

“This new helper cannot be com- 
pared to anything in the auto- 
motive industry, because nothing 
like it has existed before,” Bur- 
dette said. “It is the result of many 
months of planning and research, 
with the sole idea of creating a 
practical device to help customers 
and to train service and parts 
salesmen in dealerships.” 

The guide is divided into 10 
sections, covering selection and in- 
stallation of ignition, fuel, cooling. 
brake, steering, clutch and trans- 
mission, rear axle, and protective 
parts. 

Ford owners will find the books 
in most parts or service de- 
partments or in customer waiting 
rooms, Burdette said. 


Woodward Seeks Office 


Walter A. Woodward, Laconia 
(N.H.) auto dealer, has announced 
that he will be a candidate for his 
third full term on the Board of 
County Commissioners in the fal! 
elections. He was first named to 
the commissionership by Superior 
Court in 1950 to fill a vacancy, and 
is now clerk of the board. 


© 


Sess 


@ 
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ervice Management 


Backshop 


{ Regular Monthly Section for Those Who Maintain 


.. + by Jack Weed 


IHE LATEST AAA Bulletin to its 
contract garages contains, in a 
“sell” paragraph, some information 
on the worth of service to any re- 
pair shop that may be of consider- 
able value to car and truck dealers. 
The bulletin says that “at the 
close of 1953 there were 4,263,539 
members of AAA and that a recent 
survey shows that these members 
spent an average of $302.40 during 
the year on automobile mainte- 
nance and repairs and service up- 
keep. This is an increase from the 
$287.12 found in the same survey of 
1951 customers. 

In its “sell” to garage owners, 
the AAA followed with the state- 
ment that there is an average of 
228 members per service station. 
Thus each contract garage should 
do $68,947.20 worth of repair busi- 
ness with the AAA members in 
its area alone, 

If each customer for an AAA- 
contract garage is worth $302.40 in 
repair and maintenance services, 
then it is safe to estimate that each 
service customer to a franchised 
dealer, who relies on that dealer for 
all of his service and maintenance 
work, should be worth practically 
double that amount. 


Not only should the auto dealer 
profit from the actual work and 
sale of parts, but he should get an 
additional profit from the sale of 
accessories as well. 

* * * 


Plus Advantage 


i pw GREATEST profit, however, 
should come to the dealer’s ve- 
hicle sales department, both used 
and new, due to the increased good- 
will the dealer was able to create 
and hold among his vehicle cus- 
tomers and owners of his make of 
ear residing in his normal service 
area. 

Why so many dealers entirely 
overlook this tremendous plus ad- 
vantage to the satisfactory opera- 
tion of the service department, is 
hard to understand. 

Yet only the other day a road 
man was telling me of a dealer 
selling an indepedent make of car 
in Buffalo, who had fired all of 





his service personnel and decided 
to operate without any service 
department, 

Of course, the factory quickly dis- 
abused this dealer’s mind on that 
score and he reluctantly took back 
a minimum number of employes 
just to satisfy the car factory road 
man. It’s a cinch, however, that 
with this attitude toward service, 
his department will be of little 
value to the owners of his make of 
car in his area. 


So many dealers seem to think 
that they are selling an expendable 
“buyer-be-aware” item when they 
sell new cars, especially on a vol- 


ume basis. 
7 * * 


Good Management? 
ALL know that automobiles 
and trucks are not bought with 
any “expendable” idea in the mind 
of the purchaser, When one lays 
out the important money that one 
has to plank down on the desk for 
either a new or good used vehicle 
today, the buyer in most instances 
does so with the fervent prayer 
(Continued on Page 39, Col. 3) 
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High-Output Engines Challenge Trade .. . 





Valve Wear Rises 


OMPLAINTS from the field of ;impact each time the cam raises|evitable part of the price of prog- 


increased cam-shaft lobe and 
valve-riser wear—as well as excess 
carbon deposits in the combustion 
chambers of the new high-compres- 
sion, valve-in-head engines — have 
become so widespread that a com- 
plete morning session of the SAE 
meeting held March 2-4 in the Hotel 
Statler, Detroit, was given over to 
papers and a discussion on the sub- 
ject. 

A check of complaints from 
many different sources seems to 
indicate that while the problem 
is more or less general with these 
high-output engines, neither en- 
gineers nor service executives 
have found a cure-all for the 
problem. 


Instead, it seems to boil down to 
each maker endeavoring to find 
some method of minimizing the 
trouble as it relates to his particu- 
lar engine design and use of certain 
materials in its construction. 

> « 6 


a the problem seems 
to stem from the increased 
pressures that are exerted to ac- 
complish higher speeds in the high- 
compression engines. Increased load 
has been given to valve springs 
which, in addition to the higher lift 
cams, produces considerably more 





Laying Plans for Service Show— 


The joint operating committee of the Automotive Service Industries show and 
conference in Chicago, Dec. 8-10, has decided to set aside a section of the available 
space for conference-type booths. Members are (from left), Frank G. Stewart, chairman; 
Ruth Hall; A. E. Keough; C. P. Brewster; James C. Parker; J. M. McClure; Joe Fischer; 
W. J. Menghini; E. A. Henderson; C. S. Rogers; C. O. Kleinsmith; Don H. Teetor; Hub 
Erickson jr., and B. G. Closs, vice-chairman. The committee was set up by the Motor 
and Equipment Wholesalers Assn., the Motor and Equipment Manufacturers Assn. and 


the National Standard Parts Assn. 


the valve lifter. 


This in turn, say the engineers, 
creates a much greater impact on 
the surfaces of both cam and 
lifter face, with the result that 
many oils do not have sufficient 
body to stay on this sensitive 
wear spot and either scuffing, 
spalling or excessive wear on 
either the lifter face, cam face or 
both occurred. 


The wear appears to be different 
according to the material used in 
the construction of the valve lifters. 
In the papers presented before the 
SAE, three prevailing materials 
were compared: Cast iron, steel and 
hardenable iron. 

Oil refiners, aware of the prob- 
lem, have endeavored to make oils 
that will resist these greatly in- 
creased pressures. In the case of 
practically all of the engines being 
sold today, some few oils seem to 
give maximum relief to each make 
of engine. 

* * + 
Bu according to the engineers 
at the factories, no one oil has 
thus far been developed that will 
produce a solution for all high-com- 
pression engines. 


According to these engineers, 
oils with one heavy-duty EP ad- 
ditive that will give relief to an 
engine equipped with steel lifters 
may be poison to an engine with 
cast-iron lifters and produce pit- 
ting and erosion in a compara- 
tively short running time. 

It is thought that perhaps the 
prediction of a well known engineer 
with one of the major oil com- 
panies, made approximately a year 
ago, is coming true today—with a 
vengeance. 

This engineer said: “The 8.5 to 1 
compression ratio of this engine 
fills us at once with admiration and 
concern; admiration for the strides 
in engine development which justify 
placing such a compression ratio in 
the hands of the general public; 
concern over whether the petroleum 
products which our industry makes 
—and will be able to make in the 
forseeable future—will be entirely 
satisfactory.” 

* ~ 7 
E WENT ON: “Our misgivings 
do not reflect defeat. They 
merely recognize troubles as an in- 


Stock-Car Race Puts Brakes to Shame 


model stock-car race at Daytona, better than another, perhaps, but | banks to be retired from competi- 


By Sam Sampson 
Staff Writer 
HAT brakes are still the indus- 
try’s No. 1 safety problem—and 
the weakest link in the passenger- 
car chain — was glaringly empha- 
sized at the NASCAR 160-mile late- 


Beach, Fla. 

Brake failure is no phenomenon 
of a particular make, seemingly, 
but is a trouble point for the 
whole industry. There are degrees 
to which one maker’s brake is 


RESULTS OF BRAKE FLUID CHECKS 


Total brands of brake fluid tested 


1950 1953 


30 


Total conforming to SAE heavy-duty 


specifications 


Total conforming to SAE moderate-duty 


specifications 


Undesirable fluids containing between 
50% and 95% of isopropyl alcohol 4 


Fluid not conforming to any of the above 


15 


Percentage of undesirable fluids being 


sold on open market 


Eprror’s Note: Chrysler Corp. engineering department has made 
it a practice to buy and analyze every brand of brake fluid offered 
for sale on the Detroit market. This is the complete report of the 
last three tests. As compared to the partially completed test pub- 
lished nearly a year ago, fluids meeting heavy-duty specifications 
gained two, and those meeting moderate-duty specifications gained 


five. 





at Daytona Beach all brakes ap- 
parently failed before the race 
was over. 

There are those who say that it 
is not fair to judge brakes by per- 
formance on the track—that the 
stock car is over-tortured during 
such a contest—but one point re- 
mains eminent: 

Brake failure appeared first and 
most frequently. While most of the 
drivers still had the necessary auto 
ingredients to win a race at the 
halfway mark, some of the drivers 
had lost their brakes entirely and 
others were obviously nursing them 
along carefully to save something 
for emergency use. 

. . » * 

FOr THE most part, engines, 

chassis, bodies, front-end as- 
semblies, wheels, drive trains, tires, 
fuels and drivers stood up well. 
Only one car lost a wheel, a few 
went out with hot engines, one went 
out with fuel pump trouble and a 
few battered up against the sand 


tion. 

The front wheel brakes on one 
car locked while coming into the 
south turn at high speed, and the 
car flipped end over end and out 
of the race, The driver was un- 
hurt, 

The general performance of 
brakes at Daytona adds weight to a 
recent report issued by the Assn. of 
Casualty and Surety Companies on 
accident causes. 

“The heart of the mechanical- 
defect accident problem,” the report 
said, “was found to be brakes. Ac- 
cidents due to defective brakes con- 
tributed, for 1950, to more than 40 
percent of all mechanical - defect 
accidents. 

“It is apparent that this type of 
accident is increasing at a more 
rapid rate than any other type. Tire 

(Continued on Page 38, Col. 1) 
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ress.” 

All engine design engineers 
recognize the seriousness of the - 
present problem as to cam-face 
wear, valve wear, erosion and ex- 
cess accumulation of flaky car- 
bons in the combustion chamber, 
and are diligently working on a 
solution to the problem as far as 
their particular products are con- 
cerned. 

But only one factory has endeav- 
ored to meet the problem as it faces 
the dealer and, through the dealer, 
the owner, by sending out a dealer 
bulletin on this subject. : 

In this bulletin the manufacturer 
outlines the problem and advises 
the dealer, if he or any of his cus- 
tomers have trouble either from ex- 
cessive cam or lifter wear or from 
excessive carbon in the combustion 
chamber, to “obtain from their oil 
suppliers, and to recommend to 
their owners, only the crankcase 
oils that have proven, in recent use 
and in current models, to be satis- 
factoy in minimizing combustion 

chamber deposits and that give ade- 
quate protection against wear.” 

The bulletin also suggests that 

(Continued on Page 40, Col. 1) 


Chrysler Official 
Lauds Aims of 


Service Society 


By Ed Brown 
Staff Correspondent 
W YORK.—Maurice Rice, re- 
gional service manager of the 
Central Service division of Chrysler 
Corp., addressing the Society of 
Automotive Service Managers, 
praised the organization for its 
aims and pointed to the need for a 
school to train service managers. 


Rice said dealers too often ap- 
point’ service managers without 
carefully considering the basic in- 
gredients required by a man in 
that position. 

Thus, when managerial functions 
are required, the mechanic, pro- 
moted to service manager, often is 
in a quandary, unable to cope with 
his problem, Rice said. 

* * * 


Arr aeerces the organization 
envisioned by SASM, and the 
functions and services it now per- 
forms for its members, will go a 
long way toward filling the chasm 
which has existed in the past, Rice 
observed. 


Rice also remarked that the 
service manager and his end of 
the business are the backbone of 
the new-car dealership. As such, 
he said, they require specialized 
skills, which can best be aug- 
mented through the dissemination 
of information as outlined by the 
founders of the society. 

Rice said that someday the or- 
ganization would be national in 
scope, performing for its members 
the same kind of services NADA 
now provides for dealers. 

Max Ramel, president of the so- 
ciety, described Rice’s statements as 
the most gratifying he had ever 
heard. 






* * * 


At PRESENT, membership con- 

sists of 250 service managers 
from the New York metropolitan 
area, with inquiries arriving from 
around the country relative to set- 
ting up chapters, 

Since reactivation in June, 1953 
(it was formed 12 years ago), the 
society is said to have proven its 

(Continued on Page 41. Col. 1) 
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All Makes Provide Trouble .. . 


AUTO 


Stock-Car Race Puts 
Brakes to Shame 


(Continued from Page 37) 


and engine failure accidents were 
found to be next most frequent, but 
each of these occur only about one- 
fifth as frequently as brake acci- 
dents.” 
e * > 

yg tal a@ year ago, AUTOMOTIVE 

News ran a series of articles 
pointing out that brake mainte- 
nance, as well as the quality of re- 
placement brake parts, was declin- 
ing. One out of every three brake 
fluids on the market did not meet 
SAE specifications. Much the same 
condition was true for brake lin- 
ings—greater amounts of inferior 
brake linings were available at cut- 
rate prices. 

Thirdly, the turning down of 
brake drums, a common practice 
in brake reconditioning, was left 
entirely up to the judgment of the 
mechanic, There were no stand- 
ards to warn of dangerously thin 
drums. 

Since that time, the following 
comments on the brake market 
were received in a late survey by 
Automotive News: 

2. 2 c 
1 Minnesota has passed a law re- 

* quiring that all brake fluids 
sold in the state after July 1, 1953, 

meet the approval of the. State 
highway commissioner. A similar 
bill is now pending in Virginia, and 
it is expected that it will pass 
easily. Other states will consider 
comparable measures in the near 
future, it is expected, due to the 
rising number of accidents chalked 
up to brake failure. 

2. A movement is under way 
to establish some performance 
standards for brake linings. A 
study of the problem is being car- 
ried on by SAE, The National 
Committee on U niform Traffic 
Laws and Ordinances has also 
appointed a subcommittee which 
is expected to propose new and 
more realistic vehicle stopping 
distances or brake requirements. 
The . subcommittee will study a 
brake report soon to be released 
by the Bureau of Public Roads. 

8. Brake bonders say there has 
been very little change in the flood 
of inferior brake linings, being of- 
fered at cut prices. 

4. Jobbers say the franchised car 
dealer is perhaps the largest user 
of inferior brake linings today, 
especially those offering brake re- 
lining jobs as service specials at a 


low price. 
» * 


The makers of quality linings | 


S are putting on merchandising 
campaigns at meetings of dealer 
and service managers. Some job- 
bers say the campaign is paying off 
in increased sales of better linings. 

6. The service managers group 
of the Automobile Manufacturers 
Assn. recently passed a recom- 
mendation on how far brake 
drums could be turned down 
safely, and the recommendation 
is being circulated widely. 

The problem of setting up stan- 
dards for brake linings is a difficult 
one, engineers say. Brake linings 
are chosen and recommended by 
the car maker to meet certain per- 
formance standards for that car, 
and in most cases, there is little 
similarity in materials and com- 
position. 

* a + 

os the SAE is reluctant to lay 

down material and composition 
requirements for all brake linings. 
However, there is a study being 
carried on by the SAE on perfor- 
mance standards for brake linings. 
Ford and Chrysler already have 
rigid standards based on panic 
stops. 

In talking to several brake 


Shoppers Prefer ’53s 


“The price of this new model is 
too high,” says the general man- 
ager for one of the larger inde- 
pendent dealerships in the Detroit 
area. 

“The leftover '53s sre easy to get 


_ rid of compared to the new models. 
' People look at the price tag and 


ask: ‘How much is that ’53 on the 
lot?’” 





bonders and dealers, Automotive 
News found that many of the 
jobbers currently are making 
little effort to sell quality linings. 
They complain that it costs too 
many sales to talk quality linings 
in the face of lower-priced ma- 
terials. : 

Dealers say that jobbers are talk- 
ing about price—and nothing else. 
In far too many cases, dealers 
think that one lining is as good as 
another. 

A Detroit bonder, who does a 
large business in bonding for dealer 
replacement orders, said that more 
franchised dealers are now using 
cheap linings than a year ago. Many 
of the dealers are using the cheaper 
materials in brake relining jobs as 
service specials. All in all, bonders 


Lincoln Sales Managers Meet in New York— 


Merchandising plans for Lincoln were the main topic of discussion at a session 
held by the eastern region of Lincoln-Mercury in New York. Among those attending 
were (from left around the table), Fred S. Grant, Boston Lincoln sales manager; Stur- 
giss M. Fay, Philadelphia Lincoln sales manager; Tom N. McDowell, eastern sales 
promotion manager; Joseph F. Abely, Boston district sales manager; William B. Grete, 
Philadelphia district sales manager; Henry B. Daniels, assistant general sales manager 
for Lincoln; Joseph G. Lewis, eastern sales manager; Richard S. Boutelle; New York 
district sales manager; Major H. M. Cunningham, Washington district sales manager; 
Jack L. Hurlburt, New York Lincoln sales manager; Murray H. Hayward, eastern ad- 
ministrative assistant, and Carl A. Bromley, Washington Lincoln sales manager. 





say, there is more low quality lin- 
ings being used now than there 
was a year ago. 
* + * 
[—— jobbers maintain that the 
companies they represent have 


been putting forth considerable 
merchandising effort on quality 
linings and that sales of better lin- 
ings have increased during the 
year. 


Most of the makers of quality 





You can 


linings, however, have been forced 
te place a lower-priced line on 
the market to meet the “fast- 
dollar” makers of inferior lining. 

Several said they thought the fu- 
ture would see the fly-by-nighters 
forced out of business, and better 
linings would once again take a 
proper position in the industry. 
But how many lives will be lost 
before this happens? . 

There is much more that can be 
done on the subject of turning down 
drums, engineers say, but this is a 
service problem that must be 
handled on a service basis. At least 
some thinking has been done dur- 
ing the last year, and drum and 
wheel manufacturers are readying 
a program to bring more attention 
to brake safety. 

The service managers’ group of 
AMA recently passed a recommen- 
dation that is being circulated to 
dealers. 

“Worn brake drums on present- 
model passenger cars,” the state- 
ment reads, “should not be rema- 
chined where the result would be 
an increase in the inside diameter 
of the brake drum of more than .06 
inches. In the case of Lincoln and 
Mercury cars prior to 1952, and 
Ford cars prior to 1949, the limita- 
tion is .03 inches.” 





Du Pont program ties in with dealer’s needs. . . 
helps make anti-freeze season easier, more profitable! 


Since the anti-freeze business is strictly an 
autumn business, Du Pont has tailored its 
whole anti-freeze sales program to make the 
selling of anti-freeze more convenient, more 
profitable for you next fall. 

“‘Anti-Freeze Week”’ has been set up and is 
promoted each year, nationally and locally, to 
help you reduce the fall anti-freeze hassle by 
encouraging motorists to install anti-freeze 
early. Each fall, it helps prevent anti-freeze 
“rushes”’ that come with the first cold snap 
and result in loss of time, tempers, customers 
and money to you. 

Du Pont has also established a nation-wide 
distributor organization that enables you to 


order your anti-freeze early, but defer delivery 
until fall. As a result, you needn’t tie up 
money in an anti-freeze inventory during 
spring or summer. You save valuable storage 
space that can be utilized for fast-moving 
summer items. Then, in the fall, you receive 
only the amounts you require—so you can’t 
get stuck with a big carry-over inventory. 

This is the Du Pont program . . . planned 
to help you sell more anti-freeze, more profit- 
ably. All you have to do is reserve your 
‘“‘Zerone”’ and ‘‘Zerex’” now—so Du Pont can 
put its production and distribution facilities 
to work to serve you promptly, efficiently, 
dependably. 


Only “‘ZERONE:’ and ‘‘ZEREX:’ offer all these built-in sales advantages 


When you order ‘“‘Zerone”’ and ‘‘Zerex,’’ you 
assure your customers of the finest anti-freeze 
products available. ‘“‘Zerone’’ and ‘‘Zerex’’ 
contain an exclusive additive—a non-sepa- 
rating, chemical rust inhibitor which: 1) Pre- 
vents continued rust formation in the cooling 


system; 2) Has unequaled reserve alkalinity 
to neutralize destructive cooling system acids 
as they are formed; 3) Has detergent action 
which prevents already present rust particles 
from adhering to walls and clogging cooling 
system. 


AND REMEMBER—WITH DU PONT YOU'RE PROTECTED ON PRICE! 














i 
| 
' 
' 
j 


Harrisburg Firm Opens Service Center— 





Backshop . . . 





By Jack Weed 


(Continued from Page 37) 


that his dealer will keep his vehicle 
running properly and that the 
dealer will take care of him if he 
gets into any trouble. 


There is no question in my mind 
but that by far the greatest cause 
of dealer illwill in the country to- 
day is that not enough dealers step 
up to the obligations of their selling 
franchise from the service view- 
point. 

Or to put it on the positive, 
because so many dealers either 
willfully or because they don’t 
know what their service opera- 
tion should and can do, ignore 
management in this particular 
phase of their business. 

And in most cases, these are the 
dealers who actually lose money in 
their service operation. 


glaring need in all of the dealers’ 
present operation, 
* * + 


It?s Now Acute 


A DEALER’s service problems are 
more acute right now than at 
any time since the end of the last 
war. His need for a large satisfied 
customer following has been, and is 
still, accentuated by the competi- 
tion in vehicle selling that every 
dealer is well aware of. His need to 
make money in every department 
of his business was never more 
realistic. 

Yet so few dealers seem to realize 
that a good customer buys from 
him and that he has to buy his 
sales from the stranger. 

Good service reactions are just as 
simple as that. 


7 


39 


of gross profit to sales in 1953 over 
1952 and dropped from an average 
of 61.3 percentage of service ab- 
sorption in 1952 to 57.9 percent in 
1953—which seems to indicate that 
even less management was in evi- 
dence: in the service department 
operation when sales conditions on 
vehicles dictated that more atten- 
tion should have been given this 
department. 
+ * * 


The Wrong Angle 


AND: IN comparison with the 
AAA gross of $302.40 per cus- 
tomer, the NADA figures indicate 
that each customer of the vehicle 
dealer was worth an average of 
$774 in service sales. 


In a story on a current service 
trouble, elsewhere in this issue, 
one dealer is reported as saying 
that all his service department is 
trying to do is to get their vehicle 
customers past the warranty pe- 
riod on the trouble, so that the 
customer will have to bear the 
entire cost of the repair instead 


Harrisburg Buick Co., Harrisburg, Pa., which recently completed a third of a 
century in business, has opened a new service center and supplementary display 


of the dealer and his factory step- 
ping up to an obligation they as- 
sumed with that customer, when 
they sold him that car. 


The owner has confidence in 
the dealer who takes care of his 
car properly, and has little con- 


The need for good management 
in the operation of a retail vehicle 


room. Departments include a separate body and paint shop, a used-car display, dealership was never at a higher 


reconditioning and new-car service, and a seat-cover and upholstery unit, according 


to Ross S. Jennings, general manager. 





premium than it is today. The need 
for good management behind that 
“wailing wall” is perhaps the most 


tleverything but the profits! 
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DU PONT ““ZERONE”... 
America’s economy anti- 
freeze buy. 


DU PONT “ZEREX”... 
the outstanding one-shot 
winter-long anti-freeze. 
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fidence in the dealer who doesn’t. 
Yet NADA reports that its mem- 
bers lost .02 percent in percentage 


Reserve your anti-freeze 
d let Du Pont 
uarantee delivery. .. 


The Du Pont plan is designed to fit your convenience. It permits 
you to reserve your “‘Zerone”’ and ‘“‘Zerex”’ now, and take de- 
livery as you need it—there’s no need to load up in advance 


Du Pont’s unexcelled, coast-to-coast distributor organization 
guarantees prompt, dependable delivery from your local source 
—whenever and however you want it. 


you need it 


Whether you need Du Pont anti-freeze by the case or carload 
. .. prefer it in quarts, gallons or drums. . 
you need it—if you reserve it now. 


. you'll get it when 


BETTER THINGS FOR BETTER LIVING 


.-» THROUGH CHEMISTRY 





Why should a dealer be so short- 
sighted that he thinks he can retain 
goodwill for the product and him- 
self by sidestepping his responsi- 
bility ? 

The answer to that one is one 
that we no doubt will never know. 


Service Charts 
Available for 
1954 Models 


CHICAGO. —A new series of 
charts, for the rapid location of 
service points on 1954, has been 
published by Chek-Chart Corp., 33 
E. Congress Parkway, Chicago 5, 
Til. 

The charts include miniature car 
outlines for each make of car. Lo- 
cations are given for the gas tank 
fill, radiator drains, battery, crank- 
case fill, hood release, oil filter and 
cylinder block drains. 

Another tabulation lists the 
manufacturers’ recommendations 
for crankcase, transmission and dif- 
ferential lubricants by type and 
capacity. 

Cooling system, gas tank and 
automatic transmission capacities 
are also given. 

The charts are intended as sub- 
stitute aids for servicing new cars 
until the 1954 Chek-Chart Lubrica- 
tion Guides are available. 


Catalog Published 
To Aid Jobbers 


CHICAGO.—The Motor & Equip- 





|ment Wholesalers Assn. has spon- 
sored the publication of an “auto- 


motive necessories” catalog for job- 
bers. It was originally produced by 
Foster Auto Supply Co., Denver. 


A sales tool for wholesalers, the 


|catalog has a heavy, attractive 


cover and room for a wide variety 
of listings of manufacturers’ lines. 

The listings are “tailor-made” at 
the selection of the wholesaler to 
display to best advantage the prod- 
ucts he handles, Nothing need to be 
used in the catalog except the 
products sold by the jobber using it. 


Ford Career 


Groves Celebrates 42 Years 


Of Service to Firm 


KANSAS CITY.—Ira B. Groves, 
southwestern regional sales man- 
ager for the Ford division, last week 
marked his 42nd 
year with Ford 
Motor Co. 

Groves joined 
Ford in St. Louis 
in 1912. He later 
was transferred 
to Los Angeles, 
where he served 
in production, 
stock and service 
departments. He 
was promoted to 
Atlanta branch 
manager in 1924. 

From 1929 until 1940 he served as 
branch manager in San Francisco; 
Long Beach, Calif., and St. Louis. 
He become branch manager in Kan- 
sas City in 1940, and in 1945 was 
appointed to his present position. 





Ira B. Groves 
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High-Output Engines Challenge Trade . . . 
Valve-Wear Complaints Rise 


(Continued from Page 37) 


the dealer contact the local petro- 

leum companies’ representatives 

and go over the problem with them. 
aa * * 


THs may be a “will-o-the-wisp” 
endeavor, if the dealer is really 
serious in getting any worthwhile 
information. This is evidenced by 
questions asked 14 different oil 
company technical men in an area, 
well away from Detroit, by one of 
the engineers contacted in this 
paper’s research on the pfoblem. 


As this engineer found “To put 
40,000 words into a few sentences, 
a general reply to my inquiry 
could be profiled by stating that 
“such conditions couldn’t develop 
with the use of our fuels or lubri- 
cants in your engine, but we know 
that the condition is serious in 
the field. If you will use X brand 
super octane gasoline and our X 
brand HD all-purpose motor oil, 
grade 5W-20W, you'll be all set. It 
might be a good idea to have any 


dirty engine cleaned out first with 
our brand X super-solvent, and 
then stay with our products to 
avoid those conditions.” 

In other words, each of the so- 
called technical men in the field, 
when asked about the problems 
outlined in the bulletin, gave a 
“sales” reply rather than a reply 
based on technical knowhow. 

And startling enough, two of the 
three papers presented at the SAE 


Boston Jobbers Organize 
‘Car Care’ Parley Apr. 12 


BOSTON. —A trade meeting on 
car service will be held Apr. 12 in 
the Mechanics Bldg., here under 
sponsorship of 35 members of the 
Greater Boston Automotive Whole- 
salers Assn. 

The meeting will have as its 
theme, “Care Will Save Your Car.” 
It is reported that 16 similar “care” 
meetings to date had a total attend- 
ance of 53,800 visitors. 





This is interest 


session on this problem indicated 
that the wear factor was higher 
when oils of the 5W-10W and 5W- 
20W grade were used than when 
the oils were straight 10W or 20W. 

The indication seemed to be that 
while these new oils might have a 
beneficial bearing on the carbon 
content problem they did not have 
a high enough content of anti-wear 
elements to withstand the high im- 
pact stresses of the cam and lifter. 

* * + 
OING further to the retail gaso- 
line and oil dispensers of the 
oil refiners, it was found that they 
knew little if anything that might 
aid an owner that was experiencing 
this wear trouble. 

In the contact with car dealers 
the following verbatim answers 
seem to indicate that the auto fac- 
tories have done little to condition 
the average car dealer to the prob- 
lem, and what his factory is recom- 
mending as a solution. 

These answers are indicative of 
those received, Car dealer A said, 


Hudson Charts Selling Campaign— 





George R. Browder (right), Hudson's director of advertising and merchandising, 
outlines spring sales plans at a Detroit meeting of divisional, zone and merchandising 
managers. Seated at the speaker's table (from left) are Wright Palmer, sales training; 
Roy Chapin jr., assistant sales manager; C. A. J. Hadley, sales manager; N. K. Van- 


Derzee, sales vice-president, and Herb Levis, used-car manager. 


“We just hope to keep them run- 
ning past the guarantee period.” 
Dealer B said, “We are replacing 
lifters at anywhere from 1,000 to 
7,500 miles.” Dealer C said, “We 
replaced one camshaft at 95 miles 


This is ENTHUSIASM! 





The American Weekly creates ENTHUSIASM * 


If you'd like to steamroller competition, get into The AMERICAN WEEKLY 


to get the coverage that pays off! This red-hot Sunday magazine 


carries your message to 20% or more of the families 


THE 


AMERICAN WEEKLY, 


in the 783 major markets where sales leadership is won or lost! 


Dhe 
AMERICANWEEKLY 
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* ENTHUSIASM is interest raised to the buying pitch! 


STREET, 


NEW YORK 


7. N. Y. 


with lobes worn away and we 
must have replaced about 20 so 
far on our 1954 jobs.” 

Dealer D probably hit one impor- 
tant nail on the head when he said, 
“The service traveler doesn’t have 
any information for us. He just ap- 
proves our AF‘A’s and tells us to 
watch for bulletins.” 


Dealer F is floundering but doing 
the best he knows how: “We set 
the timing back about six degrees 
at the 2,000-mile checkup to keep 
them from complaining about spark 
knock.” Dealer G was a little pessi- 
mistic (or was he?): “We've got 
valves hanging up before we deliver 
them new.” 

* * > 

Lip ees only the factory service 

departments of each car manu- 
facturer has the solution to the best 
relief for that particular engine at 
the present time, some things of a 
general nature seem to apply to all 
engines having this type of trouble. 


Valves that drag in the guides 
overload the face of the lifter 
that much more — and in many 
cases may be just the extra load 
that brings on the erosion prob- 
lem, Thus it behooves every dealer 
experiencing this ty pe of wear 
problem to have his servicemen 
closely follow valve sticking, and 
gum and varnish conditions in the 
valve train, and to recommend 
that the owner have them freed 
up at the earliest opportunity once 
a slight letdown in power is 
noticed. 

When it becomes necessary to re- 
place a cam or a lifter, always re- 
place, at the same time, any lifters 
that show even the slightest abra- 
sion or sign of wear or replace the 
camshaft if lifters need to be re- 
placed. 

Engineers claim that the phos- 
phorous compounds added by some 
oil refiners to make their lubricants 
more resistant to high impact are 
causing much of the etching and 
pitting in lifters made of iron be- 
cause they produce a sulphorous 
acid condition. 

So, until the engineers work out 
the complete solution to the prob- 
lem, the best the dealer can do for 
himself, and primarily for his cus- 
tomers, is to make certain the oils 
he uses are the best for his type 
and make of engine—regardless of 
cost. 


Army Finds Fault 
With Tank Drives 
Produced by GM 


WASHINGTON. — Transmissions 
in about 6,450 medium tanks deliv- 
ered to the Army and Nationa! 
Guard by General Motors are being 
taken apart for correction of faulty 
assemblies in some of them, accord- 
ing to a Pentagon spokesman. 

Damage to transmissions had been 
found in “three or four” tanks, it 
was said. 

Investigation revealed that screws 
in the assembling process at the 
Allison division of GM had come 
loose because they were not prop- 
erly fastened, he said. 

The repairs are being done in tlic 
field. The spokesman said the que:- 
tion of who should pay for the 
work—the Army or Allison—is b: - 
ing studied. Allison officials decline ! 
to comment. 

The transmissions are used 
M-47 and M-48 tanks. 
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Stresses Need for Schools .. . 





Chrysler Official Hails 


Service Groups’ Aims 


(Continued from Page 37) 


value to dealers and service man- 
agers. More than a dozen men have 
been placed with dealers, and per- 
sonnel placement will be a regular 
service of the society. 

Clinics have been held, much 
on the order of NADA clinics, but 
for service personnel only, to 
guide them in the more difficult 
phases of their work. 

One dealer called on the society 
to help him realign the work loads, 

space problems and personnel prob- 
lems of his service department. The 
result, it is said, has been a 75 per- 
cent increase in his service capac- 
ity. 

All State Insurance Co. called 
upon the society recently to address 
275 of its claims adjusters on prob- 
lems encountered in the new ball- 
joint suspension systems and power- 
steering units. 

* + * 

" performs a two-fold service 

in itself, said Vince Lombardi, 
first vice-president. It acquaints the 
adjuster with the problems of the 
service department, making for 
more equitable adjustments, while 
cementing relations between the 
dealer’s representative and the in- 
surance companies. 

This in turn has opened up 
avenues for agreement on such 
diverse subjects as discounts and 
customer labor rate charges on 
insurance jobs, which is one of 
the projects the society will tackle 
in the near future. 

Ramel emphasized that when a 
service manager is placed, the or- 
ganization in no way attempts to 
set remuneration between the dealer 
and his new manager. This is a 
matter between the two men only. 
And the by-laws, it was stressed, 
forbid any union affiliation of any 
kind. 


of o ~ 
Y THE dissemination of infor- 
mation relative to safety work, 
the society hopes to help cut the 
high accident figures. 
The society also hopes that all 





Cars to Enjoy 
Floral Setting in 
Auto-Lite Show 


NEW YORK.—Spring and sum- 
mer in all their color and fragrance 
will burst out at the Waldorf- 
Astoria here Apr. 6-11. 

All alive and in full bloom, 10,000 
wild plants, shrubs, bushes and 
trees. will be set up in the hotel’s 
grand ballroom and adjacent areas. 

This “preview” of spring and 
summer will be part of the third 
annual “Easter Parade of Stars” 
auto show in which 10 car manu- 
facturers will present latest models. 
The show is sponsored by Electric 
Auto-Lite Co. 

Five hundred different varieties 
of native flora—from lacy ferns to 
towering trees—will make up the 
display. All will be shown in their 
natural settings as a reminder to 
motorists of the splendors of 
nature to be seen along the 
nation’s highways. 

Typical of the 35 groupings of 
flora will be a beech and maple 
forest with its bright dogwoods, its 
dainty trillium, its ferns and its 
blue liverwort. 

Other exhibits will be con- 
structed as rolling hillsides, shaded 
glens, semi-desert regions and 
lush semi-tropical areas. 

The vegetation for the display, 
now being gathered in several 
greenhouses in the New York area 
from all over the country, will be 
carefully brought to full bloom in 
time for the show. 

Sixty truckloads will be set up 
in the 30 hours preceding the open- 
ing of the doors Apr. 6. That eve- 
ning at 9:30 over the CBS-TV net- 
work, viewers all over the country 
will see one of the world’s most 
famous hotels transformed into a 
floral setting for sleek shiny new 
cars. 

The display will be set up by 
Dr. Edmund Gunther, world 
authority on American wild flora. 







factories will send service repre- 
sentatives to their meetings in an 
effort to clarify problems which 
might be peculiar to an individual 
make. In return, SASM will put 
its facilities at the availability of 
factories for schools and meet- 
ings in an effort to bring wider 
understanding of service solu- 
tions. 

Ramel said that one of the basic 
precepts of the society is to train 
service managers for the future. 


Another lively service is main- 
tained through questions mailed to 
the group’s office at 66 Court St., 
Brooklyn, N. Y. When out-of-state 
members have a problem which de- 
fies solution, they can write to the 
society and be assured of an expert 
answer, Ramel said. 








Sons Pay Tribute to Spicer— 


Dr. Robert T. Spicer (right), dean of the medical school of the University of Miami, 
and Wilfred C. Spicer, employed at Spicer Mfg. plant in Toledo, stand before a 
portrait of their father, Clarence W. Spicer, who is credited with designing 50 years 
ago the first commercially practical universal joint for automotive vehicles. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 
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ICC Urged to Stay 
Truck-Rail Service 


To Clear Issues 


WASHINGTON.—The Interstate 
Commerce Commission last. week 
was asked by the American Truck- 
ing Assns, to stay any action de- 
signed to inaugurate or expand 
rail-trailer “piggyback” operations 
until legal issues are decided by 
the ICC after formal hearings, 


Responding to a notice that the 
ICC contemplated fixing rules for 
rail-trailer service, ATA said: “It 
is respectfully suggested that the 
formulation of proposed rules can- 
not logically precede the determina- 
tion of the questions of law pre- 
sented in this proceeding.” 


The proceedings were initiated 
by a petition of’ New York, New 
Haven & Hartford Railroad Co. 
requesting determination of certain 
legal questions. 

ATA suggested that ICC schedule 
a pre-hearing conference “to de- 
termine the issues and matters 
that need be considered at the for- 
mal hearing.” 





A wheel’s work is never done 


Rolling or at rest . .. wheels have to take all kinds of stresses and strains, 


both expected and unexpected, under a bewildering variety of brutal hauling 


and loading conditions. 


Analyzing these stresses and strains ... and engineering wheels to withstand 


them with an extra margin of safety has been the business of Kelsey-Hayes for 


more than 45 years. That’s why manufacturers who keep American industry 


and the American people on the go look to Kelsey-Hayes for leadership in 


wheels. Kelsey-Hayes Wheel Company, Detroit 32, Michigan. 





ELSEY @HAYES 


World’s Largest Producer of Passenger Car Wheels 
WHEELS @ BRAKES © HUBS © BRAKE DRUMS @ SPECIAL PARTS FOR ALL INDUSTRY 
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ELAX .. 
Again.” 

There’s the slogan which might 
well be adopted by those cigaret 
manufacturers who have just or- 
ganized a Tobacco Research Com- 
mittee to study “all phases of to- 
bacco use and health.” After they 
have applied its injunction to them- 
selves, they could use it in the ad- 
vertising to those 160 million Amer- 
icans who consumed 420 billion 
cigarets in 1953. The slogan’s not 
copyrighted, although it presents 
the only legitimate reason for 
smoking. - 

Now that they have accepted 
the onus by defending smoking 
against incipient cancer, they 
might have the “survey” and the 
“research” men (who, of course 


. And Capture Poise 
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will be paid for the job) find out 
why tuberculosis deaths have de- 
creased just as fast as smoking 
has increased. Who knows? The 
doctors admit they don’t. It may 
be a panacea for that dread 
disease, 


Anyway, ‘the manufacturers got 
scared when the sale of cigarets be- 
gan falling off, and they played 


Tight into the hands of the opposi- 


tion when they fell for the well- 
publicized propaganda that smok- 
ing cigarets had something to do 
with the development of lung can- 
cer. 

* * * 


Apology Needed 


MAxBe it does, Nobody knows. 
And it’s going to take many 
months of research to even ap- 
proximate an answer. Eighteen 
months is the closest guess. In the 
meantime everybody will have to 
apologize before lighting a “pill” 
(Good Lofd, such stupidity . 
and among men who are supposed 
to know what people are thinking). 


Every intelligent, honest doctor 
can give you the names of a 
score of things that are likely to 
encourage cancer—EXCEPT to- 
bacco—including ultraviolet light, 
emanations from radioactive ma- 





Anthony a Packard Dealer for 50 Years— 


On the occasion of his 50th anniversary as a Packard dealer, Earle C. Anthony 
(second from left), pioneer auto distributor and salesman, was honored in Los Angeles 

by industrial and entertainment leaders. With him (from left), are Hugh J. Ferry, chair- 
;| man of Packard; Anthony; James J. Nance, Packard president, and Jean Hersholt, 
stage and radio star. 





| terials, compounds of arsenic, 


| are important: Diet, medicinal 
chromium, nickel and beryllium, | 
| 


materials, cosmetics, habits, 
customs, climate and various con- 
taminants of air, water, soil and 
foodstuffs. For some researchers 


asbestos, tar, pitch, crude oils 
and greases from petroleum and 
benzol derivities. Other factors 


50 YEARS OF SPECIALIZING GIVE DITZLER 
iTS EXCLUSIVE 
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DITZLER RIP-RAP 
OFFERS YOU THESE 
3 GREAT FEATURES 


Unusually high solid content with more 
film-forming materials gives maximum 
filling—fewer coats are needed. 


Unequalled adhesion contributes to 
durability of finish and keeps paint 
jobs looking better longer. 


Superior hold-out assures the uniform 
appearance and maximum lustre of 
finishing coat. 


Available in dark gray, neutral gray, 
red oxide and white. 
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VERY DITZLER PRODUCT is the best that more than 
half a century devoted exclusively to the making 
of fine automotive finishes can produce. 





@ Ditzler began by making fine japan colors for carriages. 
These finishes were used on many af the earliest auto- 
mobiles. As these vehicles evolved into the modern 
motorcar, Ditzler contributed to its improvement by 
developing and perfecting more attractive and longer- 
lived finishes. These coatings are now used in varying 
quantities by most of today’s manufacturers of motor 
cars, trucks and buses. This acceptance was earned the 
hard way—by consistently dependable performance. 


@ Today, Ditzler’s complete line includes everything 
needed to make an automotive vehicle look better 
longer. That’s why so many paint shops use Ditzler 
Finishes exclusively. They know these superior finishes 
do the job more efficiently, more economically and with 
greater satisfaction to the car owner. 


DITZLER COLOR DIVISION, PITTSBURGH PLATE GLASS COMPANY 


Detroit 4, Michigan 
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this evidence is enough to con- 
demn cigarets. For others, the 
evidence is not enough. 

Now, you can see what a man- 
size job that tobacco Research 
Committee has on its hands. And 
when the research results are ready 

.. well... who believes anything 
the advertiser says when he is do- 
ing « job of special pleading for 
his own business? 

Now, I s’pose you want the 
truth, and it has nothin’ to do with 
cancer . . . just the falling off in 
the sales of what my mother used 


to call “coffin nails.” 
» + +e 


Butts, Grog 


oo American people are going 
through an unprecedented 
period of “self-analysis” of their 
|personal habits, expenditures, il- 
lusions. It’s all very healthy but 
no one wants to admit that the 
world has changed a particle, The 
guy who is making $50,000 a year 
is bragging about cutting $250 a 
year off his budget by cutting off 
cigarets. 
Yet the poor bum on Sixth Ave. 
gets a big kick when you restore 
| his ego by handing him a cigaret. 
| The woman you always re- 
member on Christmas prefers 
| nothing but king size (the old 
| style cigarets are not like those 
| the rich Mrs. Whoosit uses). 
| As for myself, who has been 
|smoking cigarets for nigh onto 60 
years, I’ve begun to worry just 
an “eensie teensie” bit about the 
danger of cancer. “I s’pose I could 
write just as well if I cut out that 
“nasty habit” but I haven’t quit yet. 
| Besides, it only costs me the price 
|of two packs a day. (Gosh, I used 
to spend that before I quit drinkin’ 
years ago and when I was well 
known among advertising men at 
the more exclusive bars.) So, you 
see, it wouldn’t bother me if the 
liquor industry began research to 
find out about “all phases of liquor 
use and health.” 


Pipe Smokers Safe 


HE American Cancer Society 

has checked back into the 

| scientific literature for the first 

| studies linking tobacco and cancer. 

The studies were made by German, 

Scandinavian, Japanese and French 
investigators. 

In 1928 the American Medical 

| Assn, found that tars from pipe 

tobacco did not produce cancer. 

The Germans found that tobacco 
| tars could “be effective in a 

person with a special disposition 

toward cancer, Scientific reports, 
| linking smoking with cancer, 
| have been appearing in the medi- 

cal journals for more than 30 

years and in the public press for 

10 years. 

Yet, the evidence linking smok- 
| ing with cancer is not conclusive. 
| Research on human subjects takes 
a long time. Smokers want to know 
the hazards in their habit and no 
one can give a decision now—say 
the scientists. 
| P.S. What would a woman with 
| beautiful hands do if she couldn’t 
|display them? Wish some manu- 
facturer would show us a picture 
(candid, yuh know) telling us what 
| brand Emily Post prefers. “Relax 
land Capture Poise Again.” That’s 
| the nuts of the subject. 


Ford Completes 
Turbine Lab 


DEARBORN. — Completion of a 
gas-turbine engine test laboratory 
at the Ford Research and Engi- 
neering Center here was announced 
last week by Earle S. MacPherson, 
engineering vice-president of Ford 
Motor Co. 

The Pilot Gas Turbine Labora- 
tory will test gas-turbine engines 
now being developed by Ford as 
possible power units for future 
motor vehicles. 

It is a one-story, windowless 
building made of brick, concrete 
and aluminum. Shaped like 
cross, ‘it houses three test cel!s 
| and a machinery room, all juttins 
from a central control roon 
Technicians will conduct test wor! 
by remote control from the centr 
control room. They will loo 
through wall ports made of thick 
layers of bulletproof glass. 





Blaze Levels Vaughn’s 


Fire destroyed the sales and ser’ - 
ice building of Vaughan Motor C 
Bonham, Tex., destroying one ne 
and eight used cars. 
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Lawsuits Affecting Dealers... 


Court D 


By Leo T. Parker 
Attorney at Law 
SE to a higher court 
decision, if an automobile col- 
lides with an animal on a highway 
the animal’s owner is responsible 
for the damages. 

In Summers v. Parker, 259 P. 
(2d) 59, it was disclosed that a 
cow escaped from a pasture and 
lay down on a highway. 

A car owned by a dealer collided 
with the cow, seriously injuring the 
driver and damaging the automo- 
bile. The higher court held the 
owner of the cow liable, saying: 

“A cattle owner who negligently 
fails to keep his cattle from stray- 
ing upon a highway may be held 
liable in damages arising from a 
collision with his livestock even at 
a point where the highway is un- 
fenced, in open range country.” 

* ¥ * 


Title Transferred 


| preter sniyd higher courts consist- 
ently hold that if a debtor 
transfers title of his automobile to 
his wife, the creditor may sue and 
get possession of the automobile. 

For instance, in Maguire v. 
Corbett, 259 Pac, (2d) 507, it was 
shown that Corbett owed Maguire | 
several thousand dollars. 

A year later Corbett was married. 
He bought a Pontiac, the purchase 
price being paid out of his earn- 
ings. The car was registered in the 
names of “E. J. Corbett and/or 
Marilyn Corbett.” 

+ aa 
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Proceedings Begun 
[A= Maguire started legal pro- | 

ceedings against Corbett to col- 
lect the old debt. Then Corbett had 
the registration of the Pontiac 
changed, deleting his name. 


The wife later purchased an ¢ FINEST in 
outmmebie for gern at Proft-thre Showmanship. 
shored hte tne ot te ¢ FINEST in 
had an execution issued and Profit-from-Appearance ... 
e FINEST in 


Dexheimer Names 
Nominating Body 
For Ky. Dealers 


LOUISVILLE.—Paul Dexheimer, 
president of the Kentucky Automo- 
bile Dealers Assn., has named a}! 
committee for the nomination of | 
candidates for the KADA board of | 
directors. 

Members of the committee, one 
from each congressional district, 
are Bob White (first district), Ful- 
ton; “Scotty” McGaw (second), 
Madisonville; J. A. Dishman (third), | 
Louisville; C. E. Brents (fourth), | 
Lebanon; Ed Simon (fifth), New- 
port; Si Minter (sixth), Richmond; 
E. Bruce Walters (seventh), Pike- 
ville, and D. H. Disney (eighth), | 
Cumberland. | 

This committee will select 16 





ecisions 


levied on the Oldsmobile in the 

possession of the wife. 

Notwithstanding these _ trans- 
actions the court held that the 
Oldsmobile could be sold to satisfy 
the debts Corbett owed Maguire. 
The court said: 

“While it is true that the levy 
was made on the Oldsmobile which 
at all times after its purchase stood 
in Mrs. Corbett’s name, still the 
antecedent facts and circumstances 


were all before the court.” 
* * * 


Junk Dealer’s Rights 
CCASIONALLY, a lawyer is 
asked: Is a state, county or city 

law valid which requires an auto- 

mobile junk dealer to conduct his 


true experiences of two “BEAR” Shops 


is WHEEL ALINEMENT 
at itt FINEST! 


¢ FINEST in Clarity... 
¢ FINEST in Versatility... 


prove that the... 


Profit-making Convenience... 


business inside a closed building? 
Last month a higher court an- 
swered this question in the affirm- 
ative. 


In People v. Sevel, 261 Pac. (2d) 
359, a county ordinance was liti- 
gated which provides that it is 
unlawful to maintain a junk yard 
in the county unless it is main- 
tained within an enclosed build- 
ing or upon premises enclosed by 
a solid fence at least six feet 
high. 

An automobile junk dealer con- 
tended that the ordinance violates 
his constitutional right to conduct 
a lawful business. 

In subsequent litigation the court 
held the ordinance valid and en- 
forceable, saying: 


“We find nothing which violates 
the defendant’s constitutional right 
to conduct his lawful business. Such 
regulation is but a reasonable re- 
straint in the interest of the pub- 
lic safety and general welfare.” 


Berridge Motor Gets Nash Franchise— 
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A new Nash dealership, Berridge Motor Sales, has been opened in Mount Clemens, 
Mich. B. G. Berridge is president. The building includes 11,100 square feet of show- 


room and service floor space. 














Wheel Balancer. Of their Telaliner, they say: ‘‘We have found that i 
the ‘BEAR’ Telaliner has much customer appeal, helps to simplify 
explanations to the car owner, and is a most excellent merchan- 
diser. It has also added to our net profit in saving time required 
in alinement adjustments.” \ 


TELALINER ADDS TO NET ALINEMENT PROFITS! 


Forman & Robinson, Philadelphia, Pa., feature this complete 
“Bear” Service, including (left to right) Super Frame and Aline- 
ment Service, Telaliner, Front-End Correction Service and “36” 


nominees, two from each district. 
One candidate from each district 
will be elected to a three-year term | 
on the board by KADA members | 
in his district. 
Winning candidates will serve | 
with the past president, the NADA 
director and 16 holdover directors. 
§ The new board will meet at the | 
Kentucky Hotel, Louisville, Apr. 20 

to elect new association officers, 







RESULTS SPEAK LOUDER THAN WORDS! | 


These two experiences show what Telaliner can do for your 
BUSINESS, too. Telaliner is truly the finest step forward your 
business can take right now... it represents the crowning 
climax to a complete ‘“‘Bear’”’ Service. Telaliner enhances the 
Profit-Power of all ‘‘Bear’’ Services . .. Alinement, Balanc- 
ing, Balantruing, Frame Straightening . . . it is the finishing 
touch to make all these services easier to sell and bring in 
more-profits-per-job by speeding up alinement work. Tela- 
liner is available in combination with all “‘Bear’’ Services. 
See your “Bear” Jobber for complete Telaliner Facts and 
Figures, including his convenient “‘pay-as-you-earn” plan. If 
you prefer, write us for complete catalog of ‘‘Bear’’ Equip- 
ment. Bear Mfg. Co., Dept. A-14, Rock Island, IIl. 


‘BEAR. 


COMPLETE SAFETY SERVICE 


Royal Triton Sets 


Sales Promotion 


LOS ANGELES, — A sales-pro- 
motion plan for car and truck 
dealers selling Royal Triton oil has | 
been announced by C. Haines Fin- 
nell, manager of the eastern con- 
tinental territory of Union Oil Co. 
of California. 
The Royal Triton Plan will be 

controlled by Nu Orm. A series of 
meetings to introduce the program 
will be held shortly in west coast | 
cities. It will be introduced in the | 
east later. 





ONE TELALINER BROUGHT IN ENOUGH 
BUSINESS FOR TWO! 


Forrest’s Frame and Axle Service, Boulder, Colo., now 
has two Telaliners; the reason: “‘In July 1952 I saw a 
demonstration of the Telaliner and decided to buy one 
as it seemed a great time saver and I thought it would 
pay for itself in additional number of jobs we could turn 
out. It not only lived up to my expectations as a time 
saver, but to my surprise, proved to be such.a fine mer- 
chandiser that I decided I would have to have a second 
one. The new Telaliner was installed in July, 1953.” 





Hogan Expanding 
Hogan Pontiac-Buick, Ltd., To- 
&  ronto, is enlarging its quarters with 
a one-story service garage and of- 
fices, including paint storage and 
spray booth, washrooms, stockroom 
2nd lunchroom, 
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Parts are on the move over the counter of Joan Neff and Donald Mausette, Bryner Chevrolet, Jenkintown, Pa. 
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| getting those extra sales,” 


say parts managers, 
when Philadelphia Chevrolet dealers promote with Gia 


HEN THE 23 MEMBERS of the Philadelphia Chevrolet Dealers Asso- 

W ciation wanted to step up sales of counter and wholesale parts, 

they teamed up with LIFE. Here are some typical reactions from the 
men behind the parts eounters: 

[ ie DSS, decal cccergscaceics 

sass (GG 


Sie , 


“ 

, . 4 j 

| | | == Be 

j =e ae} Mthette ts . 

t ie ‘ ZA Acie Now Ae | 

i ] a. .. MUED WEATHER 

' P . - ie 
z 


tt ih 


: bg $ PEs 
‘ > - he 
ei 
r 7! Sy 
Parts Manager John Conroy, Duff Brown Chevrolet, says: 
“We displayed genuine Chevrolet parts with the LIFE adver- 
tisements—and it really attracted the service-minded car 
owners. This is a long step toward getting those extra sales.” 
Notice how effectively LIFE tie-ins were used in Duff Brown’s 
window display. 






j Parts Manager Jack News, Erwin Chevrolet, says: “Using 
LIFE advertisements makes sense at Erwin’s. We like to remind 

[-OERUINE-UNCRUEEY our traffic that it’s here that they can keep their Chevrolets 

~ saan appearance tal genuine.” Ad reprints and “Advertised-in-LIFE” stickers added 

important selling messages to Erwin’s peg-board parts display. 


No wonder LIFE is such a powerful selling force. LIFE gets to the most 

prospects! 
Every single week, an issue of LIFE comes into 11,880,000 households 

(including 8,720,000 car-owning households)—or one in every four in 

the U.S.* And over the course of 13 issues, the LIFE audience grows 

until it includes 25,640,000 households—or 3 out of every 5 in the U.S.* 





No wonder Chevrolet schedules its ““Keep Your Chevrolet Genuine” 


Parts ManagerJohn Desmond, Central Chevrolet, says: “The campaign exclusively in LIFE. 

Chevrolet parts advertisements in LIFE help us—because they 

tell the Philadelphia market that their Chevrolet dealer is *Source: A Study of the Household Accumulative Audience of LIFE (1952), by Alfred Politz 
100% behind them.” Here reprints of LIFE ads serve as back- Research, Inc. A LIFE-reading household is one in which one or more members aged 20 or over 


drops for displays of actual parts. reads one or more of 13 issues. 


An industry as big as yours ee 
First in circulation 


needs a magazine as big as... 
First in readership 


ey ll 


First in advertising 





9 Rockefeller Plaza, New York 20, N. Y. 
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Ford Breaks Ground for Arizona Track— , 


Earle S. MacPherson, engineering vice-president (second from right), accepts a 
historic mining shovel from J. C. Brandenburg, Arizona prospector, prior to a ground- 
breaking ceremony for the new Ford Motor Co. testing ground near Kingman, Ariz. 
From left are P. H. Pretz, chief vehicle test engineer; R. F. Kohr, executive chief test 
engineer; Brandenburg; Vic Hopeman, assistant chief vehicle test engineer; Martin 





Ahlene, supervisor of the Ford test section in Phoenix, Ariz.; MacPherson, and State 
Senator Earle Cook. 
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Stevenson Sells Chevrolet Dealership 


Paes 


Chevrolet Co., Sheffield, Ala., to Chevrolet dealer in Moulton, Ala. 
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Bud Miller, Monrovia (Calif.) 
Ford dealer and owner of Bud Mil- 
ler’s Motorport, has been installed 
as vice-president of the Monrovia 
Chamber of Commerce. 

* * os 


Cohen, Quinn Get Deal 


Arthur C. Cohen and Leonard G. 
Quinn have purchased Barnard 
Sales, Inc, (Studebaker), 2010 E. 
Main St, Columbus, O. and 
changed the name to Terry Motors, 


Inc. 
* + * 


Tenn. Burglars Caught 


A trio of burglars, in a safecrack- 
ing attempt at Mills Motor Co. 
(Chrysler - Plymouth), Kingsport, 
Tenn., was arrested by City police. 
There had been a number of break- 
ins at local dealerships in the past 
several months. 

* 


* 
C. of C. Honors 
The Greater Little Rock (Ark.) 


Helmbeck 


| Chamber of Commerce has honored 
R. B. Stevenson has sold S. & M.| Thomas Smith, who has been a} 
| Co, (Dodge-Plymouth), Little Rock, 


Ed Helmbeck, of Sadler-Ross Motor 











Doings 


for “outstanding sales records in 
1953.” Awards were presented to 
Helmbeck and 23 other salesmen in 
various fields at a dinner in the 
Hotel Marion. 


* * 


Stolz Elected President 


Of St. Louis K-W Dealers 

St. Louis Kaiser-Willys dealers 
have elected William J. Stolz as 
president of their association. 


Clyde Ferguson was named vice- 
president; Dale Jung, treasurer, 
and W. Behle, secretary. The board 
of directors consists of A. M. Clark, 
Clayton Fraker and Frank Nickl. 


* * + 

Dad, Son End Competition, 
Merge in South Bend 

A father-and-son merger has 
been completed in South Bend 
with Modern Motors, Inc. (De- 
Soto-Plymouth) and Ben Medow, 
Inc. (Dodge - Plymouth) consoli- 
dating their operations. 


Harold Medow, son of Ben 
Medow and president of Modern 



















els SHOCK REPAIR 
~~ ADDS TO LABOR GROSS— 
Socony-Vacuum will help train your 


lubrication men to find extra business like this 
for your other service departments! 
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It will pay you handsomely to take full advantage of 
Socony-Vacuum’s lubrication training program. It in- 
cludes training centers, a staff of experienced instructors 


and salesmen to train your men on the job. 


Your men learn proper lubrication techniques, with em- 
phasis on the make of car you sell . . . how to point out 
the need for parts and services to your customers. 


Result to you: high absorption ratio, more customer con- 


tacts, satisfied car owners. 


ONLY SOCONY-VACUUM OFFERS ALL THREE: 


® America’s Favorites —Mobilgas and Mobiloil 
® World’s Greatest Lubrication Experience 


SOCONY-VACUUM Ol! COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 








Motors, said the combined firm, 
which will be known as Ben 
Medow, Inc., will handle only the 
Dodge-Plymouth line. 

Ben and Harold Medow form a 
father-and-son team which has 
been in business together or in 
competition since 1940. Harold, 
who began working for his father 
14 years ago, opened Modern 
Motors in 1946. Ben has been in 
the automobile business for 33 
years and has operated the 
Dodge-Plymouth dealership since 


Studebaker Gives 
Franchises to 6 
New Dealerships 
| 


Studebaker has franchised six 
new dealerships. 
are: 

Terry Motors, Inc., Columbus, 
O., with Arthur C. Cohen as presi- 
dent in partnership with Leonard 
G. 


The dealerships 


. Quinn. 

Foster Motor Sales, Altoona, Pa., 
owned by Thomas M. Shute. 

Bishop & Spreisterbach Motors, 
Mansfield, O., formed by Jack 
Spreisterbach and Alan A. Bishop. 

Robert’s Auto Sales, Inc., Che- 
pachet, R. I. Irving Kotler is presi- 
dent and secretary and Carl C. 
DiRobbio 
treasurer. 

McDonald Motors, Inc., Villa 
Park, Ill. John C. McDonald is 
president and treasurer. 

Harrisburg Automobile Co., Inc., 
Harrisburg, Pa. William P. Hain is 
president and treasurer. 


is vice-president and 


= s + 
Yeggs Get $3,500 Loot 
In Two Paducah Raids 


Safecrackers visited two Paducah 
(Ky.) dealerships one night and es- 
caped with cash estimated at $3,500 
to $4,000. 

Looted were Peters Motor Co. 
and Farrington Motor Co. It is be- 
lieved that the Peters safe yielded 
between $2,000 and $2,500 and the 

| Farrington safe about $1,500. 
j * * * 


Westcott Ups Eberhardt 


| 

Milton M. Eberhardt has been 
appointed vice-president of West- 
cott Motors, Inc. (DeSoto - Plym- 
outh), Buffalo. 


* * * 
Federal Baltimore Truck 


Named Reo Distributor 


Appointment of Federal Balti- 
more Truck Co., Inc., Baltimore 
distributor for Reo has been an- 
nounced by A. L. Struble, truck 
sales vice-president of Reo. 

The firm, at 2801 Sisson St., is 
headed by William G. Nicodemus, 
who serves as president, general 
manager and director of sales, and 
his brother, C. Ralph Nicodemus, 
who is in charge of service opera- 


tions. 


* x ® 


McWhorter Appointed 


J. C. McWhorter jr. has been 
named general manager of Rhodes- 
Walker Chevrolet Co., South Char- 
leston, W. Va. For the past several 
years he had been a Chevrolet 
dealer in Pennsboro, W. Va. Earlier, 
he was with General Motors. 


* * * 


Fire Hits Crocket’s 


The paint shop of Crocket Auto 
Sales Co., Beaumont, Tex., has been 
damaged by fire. 

* ” ° 


Bank Names Dunlap 


Philip S. Dunlap, Concord (N.H.) 
;}auto dealer, has been named a 
| board member of New Hampshire 

Savings Bank Corp. 
a we * 


Allen Buys Into Firm 


| Ernest Allen has purchased a 
| one-third interest in Vance-Wilson 
Motor Co. (Ford), Hodgenville, Ky., 
|from J. R. Marcum, Hodgenville. 
| Other members of the firm are R. 
|\K. Vance jr. and D. R. Wilson. 
| Allen will be sales manager. 
} 7 o . 


Smithfield (N. C.) Dealership 
Hit by $55,000 Blaze 

Fire of undetermined origin swept 
| through the plant of Buies Motors, 
Ine. (Lincoln-Mercury), Smithfield, 
N.C., destroying 10 cars, including 
six new ones. 

Henry Salisbury, manager of the 
| firm, estimated the loss at approxi- 

(Continued on Page 47, Col. 1) 
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Ellett Motor Co., former Hudson 
dealership now handling Diamond 
T trucks. 

Cooper has managed Presbyterian 
Hospital, run a postoffice and can- 
teen at Veterans Hospital here, and 
held, and still holds, livestock in- 


mately $55,000, partly covered by | vice-president, announced. Succeed-|terests. At one time or another 


insurance, 

The showroom, business office 
and a garage addition to the rear 
of the establishment suffered only 
smoke damage. - 

* +. > | 


C of C Picks Stewart 


L. A. Stewart, Mt. Vernon (Wash.) 
auto dealer, has been elected presi- 
dent of the Mt. Vernon Chamber 
of Commerce. 

+. * * 


Gatter Sells to School 
Gatter Chevrolet Co., Naches, 
Wash., has been awarded a con- 
tract to supply a new car to the 
Yakima County schoo] superinten- 
dent’s office. 
+ * * 


Caldwell Heads Club 
Edwin Caldwell jr., Caldwell Mo- 
tors (Ford), West Warwick, R.I, 
has been elected president of the 
Narragansett Sports Car Club. 
a - a 


Schweitzer Takes Packard 


In Nebraska Capital 
K, E. Schweitzer, formerly a 
Chevrolet dealer, has opened a 
new Packard dealership, Packard 
of Lincoln, Inc., Lincoln, Nebr. 
Vice-president in the new firm 
is Myron K, Potts. Jimmy Delb is 
sales manager. 
a * 7 | 


Cator Heads Sales 


Bob Cator has been appointed | 
sales manager of Penton-Coker | 
Motor Co, (Packard), Birmingham, 
Ala. He has been in the auto busi- 
ness for 30 years. 

e ~~ * 
Jenkins Joins Grady 

M. C. Jenkins has joined Grady 
Motors, Inc. (Lincoln-Mercury), | 
Bethesda, Md., as general manager | 
and partner. 

= 


| 
} 
} 


Blair Anniversary 


Blair Motor Co., of Suffolk, Va., 
has celebrated its 25th anniversary. | 
It was founded by Gordon Blair, | 
who in 1938 joined with J. F. Briggs 
and J. C. Harry jr. in purchasing 
the Chevrolet dealership in Frank- 
lin, Va. 

The same partnership bought the 
Edenton (N.C.) Chevrolet dealer- 
ship in 1945, and Blair Motor was 
put under its wing in 1947, 

> a a 


Luby to Spend $250,000 | 
On Miami Shop Expansion 

Sam Luby, head of Luby Chevro- 
let Co., Miami, has announced plans 
for a’ new and larger service de- 
partment. The new building will 
cost about $250,000. 

Luby also owns and operates two 
other Chevrolet dealerships, one in 
Baltimore and one in Forest Hills, 
py 


* * * 


Stonesifer Sells Deals 


D. J. Stonesifer has sold his 
Chevrolet dealership in East Liver- 
pool, O., to Glenn R. Donaldson, and 
Ideal Chevrolet Co. in Wellsville, O., 
to A. J. Dalrymple. The men had 
served as managers of the dealer- 
ships. 


* * * 


Buffington Promotion 


Buffington Chevrolet, 650 E. Fifth 
Ave., Gary, Ind., is featuring a pic- 
ture of its parts and service per- 
sonnel, with the reminder that this 
group represents more than 500 
years of automotive service experi- 


ence and know-how. 
* * ” 


Businessmen Elect Givens 


Tad Givens of Rhodes-Walker | 
Chevrolet, South Charleston, W. 
Va., has been elected treasurer of | 
the South Charleston Business 


Mens Assn. 
7 * + 


Reaves Adds Firm 


Charles Reaves, owner of 
Reaves Motors (Chrysler-Dodge), 
Wagner, 8S.D., has purchased 
Lake Andes Motors (Chrysler- 
Dodge), Lake Andes, 8.D., from 
D. W. Beemer. 


a 
New Job for 


* 


Weidenbach 


Walter W. Weidenbach has been 
appointed manager of Brost Motors, | 
Ine.’s usde-car lot at Main and /| 
Masten, Buffalo, Robert F. Brost, | 


ing him as used-car manager at the 
firm’s main showroom is Clayton F. 
Weihrich. 


* * * 


-~Muldonian Advances 


Cooper has sold these cars: Willys- 
Overland, Reo, Studebaker, Chevro- 
let, Hudson, Paige, Graham-Paige, 
DeSoto, Plymouth, Marmon, Pierce- 
Arrow, Nash, Ford, Mercury, Lin- 


Edward E. Muldonian has been coln, Hupp, Chalmers and Haines. 


promoted to manager of the fleet 
and used-car sales department of 
James E. Mahoney, Inc., Worcester, 
Mass., according to James E. Ma- 
honey, president. 

+ + * 


Rings Twice 


x * * 


Griebel Names Moser 
Dick Moser has been appointed 
used-car sales manager for Griebel 
Motors, 814 Light St., Baltimore. 
+ + * 
Safecrackers Fail 
Safecrackers who tried to open 


Cooper Gets Distributorship |the safe of Downtown Chevrolet 


—For U.S. Mail 
ALBUQUERQUE, N.M. — Hugh 
P. Cooper, Roswell (N.M.) dealer, 
has taken over a $2 million “distri- 
butorship”—he’s now the postmas- 
ter for Albuquerque. 


Co., Atlanta, failed to reach the 

main money compartment. They 

also failed in an attempt to rob the 

safe of Crane Auto Parts, Atlanta. 
* * + 


Providence Dealerships 


Cooper, who says he believe he’s Among Brown Benefactors 


“handled them all” since he became 


Four Providence automobile deal- 


a Saxon dealer in 1914 in Albuquer-|erships are included in a list of 
que, will continue as part owner of! Rhode Island business firms and 
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cylinder heads 
resurfaced, 
cylinders rebored 
and wet honed 


valve seats 
replaced, new 
valves and 
guides installed Sam 


new highest 
quality piston 
rings 


connecting rods 
matched, 
crankshaft balanced 
centered and 
reground 
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NAPA Checkup Drive— 


Mechanical checkup, oil changes and 
tuneups are the aim of a campaign started 
by the National Automotive Parts Assn. 
Posters will be distributed by jobbers. 





other benefactors who have made 
possible 27 corporation scholarships 
at Brown University. 

Full cost scholarships, each pro- 
viding the annual tuition of $790 for 


47 
one student, plus $460 to cover the 
university’s overhead on his educa- 
tion, were contributed by Capitol 
Cadillac Co., Elliott Lincoln Mer- 
cury Co., and Union Mercury Co. In 
addition, the university announced 
a contribution for genera] purposes 
from Howard & Lewis Motor Sales, ° 
Inc. (Ford). 


* * 


Cox Gets City Job 


Paul A, Cox, former automobile 
dealer in Morganton, N.C., has 
been appointed stock clerk in the 
community’s new $80,000 warehouse. 

+ * + 


DeSoto Deal Assigned 
Clayton Motors, Inc., Clayton, 
Mo., has been designated a DeSoto- 
Plymouth dealership. Sidney T. 
Euston is president, and G. E. Lies- 
mann, secretary-treasurer. 
* + * 


Coburn Expects New Home 
To Be Completed by March 
The new $260,000 home of Coburn 
Chevrolet Co., 535 S. Illinois, In- 
dianapolis, is expected to be com- 


pleted by March 1, according to 
Harry Sidrow, owner. 


The building will afford the deal- 
(Continued on Page 48, Col. 3) 
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ership 26,000 square feet of space 
for sales and service, Combined 
floor space, including the truck cen- 
ter, will total 50,000 square feet. 
Sidrow said the present new-car 
sales and service outlet at 550 Meri- 
dian St. will be retained for a pe- 
riod after the opening of the new 
building. 
* * * 
Chrysler Cites Ontario 
Ontario Automobile Co., Ltd. 
(Chrysler-Plymouth-Fargo), Toron- 
to, for the fifth consecutive year 
has received a Chrysler Corp. 
certificate of merit. 
a oa 





+ 


Maine Dealership ‘Drives Home’ Its Sales Point— 


A decorative innovation—showing a car to the customer in a homelike setting— 
has been adopted by Cave Ford Corp., Bethesda, Md. The entire back wall of the 
showroom is built in the form of a suburban rambler. It is 80 feet wide and is|to, has been appointed a Hillman 
complete with picture window, patio, summer house and garage. Doors lead to the | dealership. 
firm’s executive offices. The “front yard” is a spacious area which accommodates * ¢ #8 
eight cars. It is covered with asphalt tile simulating walks, driveways and grass areas. Nebel on City Committee 
I cal ction lcescesisttanoces seeped etl inh enhance 


Harmon Nebel, of Nebel Motors 
Co. (Cadillac-Oldsmobile), Jefferson 
City, Mo., has been appointed to 
the seven-member executive com- 


Toronto Firm Gets Hillman 
Car Sales & Service, Ltd., Toron- 


James Incorporated 


Bob James Motors, 222 8S. Woos-| corporated by Robert S. James, 
ter Ave., Dover, O., has been in-| Ruth James and Fred L, Syler. 






No tools, no bolts, no clamps 


Send coupon for specifications 


GENERAL OFFICES ° 
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| Berger Manufacturing Division 
“SA le | 1094 Belden Avenue, Canton 5, Ohio 
he do Le an 4 | I am interested in more information on 
FEC PRR IR PROPER | 
| (C0 Plan-O-Graf Service 
Your local Berger representative offers an exclusive parts | a nae a 
department “Plan-O-Graf” service. With the ‘“Plan-O-Graf”’ | 
system, he scientifically lays out your department to bring | Firm 
all pafts into true sequence with your factory stocklist. He | 
furnishes the factory-approved economical Berger standard | Address 
steel units you need, and handles all installation details. 
é coupon for more information. : NR ee a a 


(C0 Flexi-Bilt Parts Bins with Quick Easy Shelf Adjustment 


Doings 


(Continued from Page 47) 


mittee of the Greater Jefferson City 
Committee, which has charge of 
city planning projects and surveys. 


+ * * 


Stark Opens U. C. Lot 


Dick Stark (Ford), Orland, Calif., 
has opened a used-car lot across 
the highway from his new-car 
showroom, ee Su 


MacLean Adds 2 to Staff 
Allan MacLean, president of An- 
geles Motors (Chrysler-Plymouth), 
Los Angeles, has announced the ap- 
pointment of Dalton Wright as di- 
rector of sales, and Jack Ott as 
general sales manager. 
* +. + 


Dr. Lindsay Sole Owner 


Of Spokane Nash Deal 
Ownership of Clark-Lindsay Mo- 
tors (Nash), Spokane, has been ac- 
quired by Dr. J. Colin Lindsay, of 
Ritzville, Wash. 
Dr. Lindsay was formerly part 
owner of the business, which was 


New BERGER Fiexi-Bilt Parts Bins 


NEVER 
BECOME 
OBSOLETE 


Exclusive Quick Easy Shelf Adjustment 
Allows Complete Rearrangement... 


IN SECONDS! 


It’s the newest timesaver in automotive merchandis- 
ing. It’s Berger’s factory-approved Flexi-Bilt Parts Bin 
with exclusive Quick Easy Shelf Adjustment. To 
rearrange shelves, just lift... pull out . . . reposition. 


required. Bins cannot 


become obsolete. You quickly change them to conform 
with new parts storage requirements. Boltless bin 
dividers simply slip into place. Strong, rigid, all-steel 
construction. For every automotive parts department. 


and prices. 


REPUBLIC STEEL CORPORATION 
Berger Manufacturing Division 
1094 Belden Avenue, Canton 5, Ohio 
CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N.Y. 


ee ee oe ee 


known as Kaufman Nash Co, until 
it was purchased by Dr. Lindsay 
and A. H. Clark last year. The firm 
name will be retained for the 
present. 

+ + * 


Vevea to Sell DeSotos 


Vevea Implement Co. has been 
named a DeSoto dealership in Prior 
Lake, Minn. Lawrence 8S. Vevea is 
the dealer. 


* * * 


Jensen Given Buick Deal 


Jenson Bros, Buick has been 
granted a franchise in Spooner, 
Wis. Harold V. Jensen is the dealer. 

+ * * 


Charbonneau Gets Buick 


Charbonneau Fridley Buick has 
been named a dealership in Dickin- 
son, N. D. H. J, Charbonneau is the 
dealer. 


Man ot the Year 


South Carolina Dealer Caudle 
Cited by Jaycees 

H. A, Caudle, Ford dealer in Mc- 
Cormick, S. C., has been named 
“Young Man of the Year” of Mc- 
Cormick County on the basis of 
outstanding service in varied com- 
munity activities. 

This selection was made for the 
Junior Chamber of Commerce 
chapter by a group of McCormick 


businessmen, 
* * ” 


Dodge-Plymouth for Benson 


Midway Service has been ap- 
pointed a Dodge-Plymouth dealer- 
ship in Grand Marais, Minn. Sher- 
man Benson is the dealer. 


Buick Deal for Tangen 


Bernie Tangen, Inc., is the new 
Buick dealership in Kasson, Minn. 
B. M. Tangen is the dealer. 

” 2 


Graham Ups McDonald 


J. E. McDonald has been named 
sales manager of Frank Graham 
Co. (Lincoln-Mercury), 600 W. 
Peachtree St., Atlanta. McDonald 
has been with Graham four years. 

* + 


Nortell-Edinin Gets Deal 


Nortell-Edinin, Inc., 715 S. Fifth 
Ave. Maywood, Ill, has been 
— a Dodge- Plymouth fran- 
chise. 


Newton Nash Sold 


Newton Nash Co., Newton, Kans., 
has been purchased by Gene and 
Merle Walton, brothers, from 
Charles Blaylock. The Walton bro- 
thers have been in the sales and 
service departments of automotive 


firms for 28 years... 
*« * * 


Wilflax Opens Lot 
Wilflax Motors (Chrysler - Plym- 
outh), Baltimore, has opened a 


used-car lot. 
* = * 


Fick in New Home 


Rudy Fick Ford Sales has opened 
its new headquarters at 2800 E. 
Main St., Columbus, O. It formerly 
was located at 817 E. Main St. Ed- 
ward Engstrom is general manager 


of the company. 
= of a 


Charter for Cherry Point 


Cherry Point Motor Co., Inc., 
Havelock, N.C., has been organized 
to deal in all kinds of motor ve- 
hicles. Principals are J. E. Tucker, 
New Bern; James R, Whitford and 
— Whitford jr., both of Vance- 

ro, 


* * * 


Cox Appoints Ritter 


Cox Motor Co, (Ford), Rock Hill, 
S.C., has announced the appoint- 
ment of Scott Ritter jr. as general 
manager. He succeeds J. L. Quim- 
iner jr.. who has joined another 
dealership. 


Twin City Gets Charter 


Twin City Motor Co., Inc., Bates- 
burg, S.C., has been granted a 
charter to buy, sell and trade new 
and used automobiles, parts anc 
other automotive service. Listed as 
president of the new corporation i- 
Woodrow H. Taylor. 

* a 


Harris Acquires Interest 


Of Sauer in Ford Deal 
Charles J. Harris has acquire: 
the interest of Leonard C, Sauer i! 
Harris-Sauer, Inc. (Ford), Erie, Ps 
Sauer has accepted the pres! 
(Continued on Page 49, Col. 1) 
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dency and general managership of 
Schaffer’s Bakeries in Michigan, 
comprising six corporations. 

He was with the bakery firm 
prior to is entry into the auto 
business in 1946, when he and Har- 
ris purchased Hendricks Motor Co. 
(Ford), Erie. In 1950 Harris and 
Sauer bought the Robert Y. Burns 
dealership and combined the city’s 
two Ford dealerships into one. 

* = + 


Auto Dealer Nominated 


For Illinois Primary 
vid F. Mallett, an auto dealer 
in Collinsville, IIL, since 1932, is 
backed by the Illinois Democratic 
State Central Committee for state 
treasurer in the April primary. 
Mallett is not expected to en- 
counter major opposition in the 
primary. He lives in East St. 
Louis. 


+ . * 


Lewerenz Gets IH Deal 

Victor Lewerenz, Herington, Kans., 
is the new dealer for International 
Harvester Co, in the Emporia 
(Kans.) territory. He has leased 
the building at 520 Constitution 
from Marion T. Coolidge, former 
International dealer. 

- a * 


Krueger Joins Youree 
Robert Youree, of Youree Motor 
(Oldsmobile-GMC), Twin Falls, has 
announced the appointment of Ern- 
est Krueger as service manager. 
Krueger was formerly with Gore 
Motor, Twin Falls. ‘ 


Chessher Gets Willys 
Chessher Packard Co, has been 
appointed San Antonio distributor 
for the Willys Motor Co., it was 
announced by Harry E, Foulkred, 
general manager of the firm, 
7” . ” 


Simons Incorporated 
Simons Cadillac, Dayton, O., has 
been incorporated by Ray Simons, 
Robert J. Simons and Philip R. 
Becker. 


Cyrus Motors Sold 


To Nelson Brothers 

Cyrus Motors, Inc. (Oldsmobile- 
GMC), Iola, Kans., has been sold to 
Howard a Nelson and Milton H. 
Nelson, brothers of LaHarpe, Kans, 
The new firm is known as Nelson 
Motors, Inc. 

The dealership was opened in 
1940 by L. R. Cyrus. W. H, Thomas- 
son, who joined Cyrus about two 
years ago, is also associated with 
the new firm, 

* * * 


Long Island Dealership 


Takes Ford Franchise 

Bonded Auto Sales, Inc., 97-71 
Queens Blvd., Forest Hills, Long 
Island, has obtained a Ford fran- 
chise. 

President of the firm is Alvin 
Herman, The Herman family has 
been in the auto business for 33 
years. eas 


McClure Incorporated 
McClure Motor Co., Inc., El Do- 
rado, Kans., has been incorporated 
at $150,000. John William McClure 
was named resident agent. 
+ * a 


Yeggs Rob Crowley 

A safe containing $2,999 in cash 
was carted. away from Crowley 
Chevrolet Co., Providence, by burg- 
lars who used a company-owned 
station wagon to transport the 
strongbox. 

- . 


Desha Motor Sold 
J. J. Adams, of Dumas, Ark., has 
sold Desha Motor Co. (Dodge-Plym- 
outh) to J, M. Matthews. 
+ ” +e 


Pounds Names Overstreet 


A. ©. Overstreet has been ap- 
pointed used-car manager for 
Pounds Motor Co., Midville, Ga. 

+ * = 


Section of Paper Devoted 
To Utszinger Opening 
A “grand opening” celebration 
has been held at the newly com- 
pleted building of Utzinger Chev- 
rolet Co. (Cadillac - Oldsmobile - 
Chevrolet) in Rock Springs, Wyo. 
One entire section of the Rock 


Springs Daily Rocket was used to 
call attention to the event. The 
firm, which is also marking its 28th 
birthday, is headed by Robert L. 
Utzinger. 


* * * 


Roxburghs Team Up 


Roxburgh Motors, Toronto, has 
been appointed a dealer for Dodge 
and DeSoto. Andrew Roxburgh, 
with more than 22 years’ experience 
with Dodge and DeSoto, and his 


son, J. William Roxburgh, have 


formed the new partnership. 


* * * 


Pontiac Firm Chartered 


Peterman Pontiac, Inc., Hanover, 
Pa., has been incorporated by the 
State. Incorporators are Jonathan 
H. Peterman, Margaret E. Peter- 
man and Pauline A. Hoffacker, all 
of Hanover. 

+” + + 


Baltimore Chevrolet Dealers 


Elect Anderson President 

A. D. Anderson, president of An- 
derson Chevrolet, Inc., Baltimore, 
who has been connected with Chev- 


rolet for 35 years, has been elected 


For Standout 


PLEXIGLAS is a trademark, Reg. U.S. Pat. Off. and other principal 


Identification 


PLEXIGLAS 


countries in the Western Hemisphere. 


Canadian Distributor: Crystal Glass & Plastics, Ltd., 130 Queen's Quay 


at Jarvis Street, Toronto, Ontario, Canada. 


president of the Baltimore Chevro- 
let Dealers Assn. 

Other officers are Leslie Legum, 
vice-president, and C, Lamar Cres- 
well sr., secretary-treasurer. 

+ * * 


Ind. Firm Changes 

Miller & Anderson, Inc., Misha- 
waka, Ind., has become Andy An- 
derson Motors, Inc, (Chrysler-Plym- 
outh), with Kermit R. Fitz as sales 
manager, E. D. Henderson as serv- 
ice manager and F. E. Hamman as 
parts manager. 
* * * 


Award for Albertson 
W. H. Albertson, owner of the 


49 


ship in Culver City, Calif., has re- 
ceived a community service award 
from the Community Chest. 


* * * 
Davidson Opens Lot 
‘ Davidson Motors, Ine. (Dodge- 
Plymouth), Cleveland, has opened 
a used-car lot. Ralph Weatherhold 
will head the new operation. 
* * * 


Oliver Retires from Firm, 


Sells Stock to 4 Employes 
Charles A. Oliver, president of 
Schuyler Auto Corp, (Studebaker), 
Albany, since 1939, has announced 
his retirement from active manage- 

(Continued on Page 70, Col. 3) 


Albertson Bros. Oldsmobile dealer- 


Here’s the way to call attention 
to your showroom and make it a 
standout along automobile row— 
use signs made of PLEXIGLAS 
acrylic plastic. 


Note how effectively these trans- 
lucent signs, lighted from behind, 
identify the names of cars and 
dealers. They have excellent, 
broad-stroke legibility; powerful 
impact without glare; colorful 
appearance without confusion. 
And they look just as well 
in daytime. 


In addition, they are durable— 
because PiexicLas is highly 
resistant to weather, breakage, 
and discoloration. Design possi- 
bilities are unlimited, from three- 
dimensional letters to luminous 
backgrounds and large reproduc- 
tions of familiar trademarks. 


PLEXIGLAS will give your signs full 

sales power, day and night. We will 

be glad to send you our illustrated 

brochure, “PLexicLas—the Out- 

door Plastic—for Signs”’, and the 

names of qualified producers of 
. such signs in your vicinity. 


ROHM & HAAS 


COMPANY 


WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


Representatives in principal foreign countries 
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_ O’Daniel Gives Advice 
pOn Safety Work Setup 


By Gerhardt Neumann 
Staff Writer 

oe that adequate train- 
ing of young people in driving 

is the key to greater safety on the 
highways, J. E. 

O’Daniel, owner of 

O’Daniel Ranes, 

Inc, (Oldsmobile), 

Evansville, Ind., 

was instrumental 

in raising the 

number of Indi- 

ana high schools 

participating in 

this program from 

50 to more than 

. 400, 

a. F. O’Daniel President of 
the Indiana Automobile Dealers 
Assn. in 1946 and chairman of the 
Inter - Industry Highway Safety 
Committee for Indiana for four 


motive News in recognition of 
his services to the safety cause. 

O’Daniel served a four-year term 
on the NADA public relations com- 
mittee, a good part of whose work 
also has been devoted to safety. 

* * * 

N THE course of his work, O’- 

Daniel has arrived at certain 
ideas of what ought to be done to 
handle safety efforts as efficiently 
as possible. 

Himself the donor of training 
cars to local high schools, he feels 
that the time has arrived for 
schools to purchase driver training 
cars and operate them as a part of 
their normal budget. Such cars, he 
declares, should be requisite in all 
high schools. 

But he also knows that the 
training of young drivers is not 
enough to make the highways 


years, O’Daniel has been awarded | safe for travel. 


Besides more adequate highways, 


he advocates stricter enforcement 
of traffic laws and more stringent 
license laws, in the hope that the 
driver will consider his license a 
privilege rather than a piece of 
paper. 


* * * 
= believes, on the basis 
of his experience, that for the 
organization of safety campaigns a 
small committee of competent men 





interested in safety should be 


selected. 

To do its job properly, it must 
seek complete cooperation of po- 
lice, government units and schools 
before the campaign gets under 
way. 

Its public relations, he believes, 
should be handled by someone who 
has a good background in public 
relations work. 


Jan. Death Toll 
Identical to Last 
Year’s at 2,900 


The nation’s traffic death toll in 
January was 2,900, the same as a 
year ago, according to the National 
Safety Council. 

The breakdown shows that traffic 
deaths in cities declined 14 percent 
over the year, but deaths in rural 
areas increased 5 percent. 

Reductions in traffic deaths were 
reported from 26 states. Delaware 
was leading with an 80 percent de- 
crease, while Illinois with 3 percent 
showed the smallest decrease. 

Of 491 cities reporting for Jan- 
uary, 345 had no traffic deaths. The 
three largest among them were 





deliver EXTRA thousands 


. More than two million 
Eaton Axles in trucks today. 


trouble-free miles 


Eaton 2-Speeds provide power and speed for quicker full-load trips, 
at lower cost per mile. Drivers easily select the ratio best suited 
to road and load, reducing stress and wear, adding thousands of 
miles to vehicle life. Eaton 2-Speeds make trucks worth more—in 
use, and when traded-in. 


EATON 


S 


of lower. 


———— AXLE DIVISION 


MANUFACTURING 


CLEVELAND, 


COMPANY 


OHIO 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves ° Tappets * Hydraulic Valve Lifters Valve Seat Inserts © Jet 


Engine Parts * Rotor Pumps * Motor Truck Axles * Permanent Mold Gray Iron Castings * Heater Defroster Units » Snap Rings 
Springtites e Spring Washers Cold Drawn Steel* Stampings® Leaf and Coil Springs* Dynamatic Drives, Brakes, Dynamometers 


Norfolk, Va.; Des Moines, 
Hartford, Conn. 
* 


and 


* . 


Modern Traffic Code 
Urged in New York 


Representatives of New York 
State safety groups, meeting in Al- 
bany, were told that the present 
vehicle and traffic law was “an out- 
dated jungle of confusion.” 

Senator Seymour Halpern, chair- 
man of the Joint Legislative Com- 
mittee on Motor Vehicle Problems 
said a uniform vehicle code pro- 
posed by his committee was the 
first step toward modernization of 
the law. 

William H. Keeler, Rochester, 
chairman of the legislative commit- 
tee of the New York State Federa- 
tion of Community Safety Organiz- 
ations, outlined ways safety groups 
could organize support for the legis- 
lation in their towns. 


Bay State Defends 
Its Demerit Plan 


Auto accidents in Massachusetts 
have been “astoundingly” reduced 
by the new highway demerit plan, 
Registrar Rudolph F. King said in 
the face of protests by truck driv- 
ers and firemen that demerits 
should not be assessed against them 
for infractions occurring on the job. 

He said that despite hazardous 
winter road conditions thus far this 
year, fatal accidents were down 
about 50 percent. 

Representatives of commercial ve- 
hicle operators protested that the 
demerit system saddles them with 
an unfair burden since, unlike driv- 
ers of pleasure cars, they must 
drive in inclement weather and 
cannot pick their routes. 

The registrar has ruled that pub- 
lic employes found to have caused 
an accident while driving on their 
jobs be given personal demerits. 

= * * 


H & S Shorts 


Rhode Island teen-agers will hold 
roadeo competitions in May and 
June . The Twin Falls (Id.) 
Junior Chamber of Commerce of- 
fers weekly awards for safe drivers. 


Southern California highway 
deaths last year totaled 1,998, or 14 
fewer than the year before. 


June 1 is the deadline for ap- 
plying for grant -in-aid awards 
for the 1954-55 traffic police ad- 
ministration training program 
conducted by the Traffic Institute 
of Northwestern University, 
Evanston, Il. 

The Colorado Legislature has ap- 
proved a gross ton-mile tax on 
trucks on the basis of weight plus 
payload . . . The commission on 
intergovernmental relations of the 
National Highway Users Confer- 
ence, under the chairmanship of 
Clarence Manion, has launched a 
five-state study to determine the 
impact of Federal-aid programs on 
state and local governments. 


$100,000 Blaze Wrecks 


Scott Chevrolet Sales 


Scott Chevrolet Sales, Inc., 
Orange, Va., was gutted by fire 
with a loss estimated at $100,000, 
including 12 vehicles, six of them 
new cars. 

E. W. Scott, owner, said the 
flames spread so swiftly through 
the one-story plant in downtown 
Orange that nothing was saved. 
Slightly damaged by heat was an 
adjoining firm, Orange Motor Co. 





Automatic Fork Truck— 


Gas-powered fork trucks in 3,000 tc 
5,000 pounds capacities are now availabi« 
with Hydratork drive, according to Clar! 
Equipment Co., Battle Creek, Mich. Orig 
inally designed for trucks up to 7,000 
pounds capacity, this smaller version 
makes it possible to operate a gas-pow 
ered fork truck with three controls: acce'- 
erator, brake pedal and forward-reverse 
selector lever. 
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States Busy with Financing, Construction Plans... 


Toll Bridge Projects Mushroom 


AN INCREASINGLY important 
role for toll bridge financing 
and construction is forecast by these 
development: 

ArKANsAS—State Highway Direc- 
tor Herbert Eldridge announced re- 
tention of New York engineering 
firm for a survey of the proposed 
Greater Little Rock expressway 
and third bridge over the Arkansas 
River. 

Cost of the project is estimated 
at $40 million, of which about 
$11 million would come from Fed- 
eral and State funds and the bal- 
ance from other sources. 

CauirorNia — Revised plans are 
draftéd for another bridge across 
San Francisco Bay to meet objec- 
tions raised by the Army to orig- 
inal plans. 

F.Lorwa—The State Improvement 
Commission’s filing late last year 
of suits to validate bond issues 
totaling $15,200,000 for construction 
of bridges at Sarasota, Stuart and 
near Bradenton marked the final 
step before borrowing funds to fi- 
nance the projects. 

In another bridge development, 
Florida was advised that anticipated 
toll revenues would be insufficient 
to pay off the estimated $11,500,000 
cost of the proposed third bridge 
across Tampa Bay. 

* * x 

— A—tThe Mississippi Riv- 

er Bridge Authority filed a new 
application with the Army Corps of 
Engineers for a permit to construct 
a cantilever-type bridge with a 
1,575-foot central span that would 
cross the river from Algiers to New 
Orleans. 

Massachusetts—A second tun- 
nel to East Boston will have to 
be provided within five to eight 
years, State Public Works Com- 
missioner John A. Volpe pre- 
dicted in urging the House Ways 
and Means Committe to restore 
$500,000 to his budget so that 
plans for the tube may be com- 
pleted. 

MicHiGAN—Way for an early con- 
struction of a five-mile toll bridge 
linking Michigan’s upper and lower 
peninsulas at the Straits of Mack- 
inac was cleared when the State 
Supreme Court upheld the constitu- 
tionality of a $99,800,000 revenue 
bond issue to finance the project. 

Construction will start when the 
straits channel is clear of ice, prob- 
ably in April. The bridge can be 
built in four years and ready for 
traffic by November, 1957. 

Contracts for more than 90 per- 
cent of the bridge construction were 
awarded by the authority last year. 

MississipPi—Halfway through the 
Mississippi Legislature was a bill 
to permit the Highway Commission 
to spend $15,000 for surveys of a 
proposed $7,500,000 toll bridge across 
the Mississippi River between 
Clarksdale and Helena, Ark. A sim- 
ilar amount will be contributed by 
Arkansas for the surveys. 

* *” * 


[SOURT Kansas City officials 
and engineers are moving to- 
ward an early summer start on 
construction of the City’s projected 
airport bridge over the Missouri 
River. ' 

The cost of the span and the 
highway, estimated at $11,400,000, 
will be paid by toll charges, which 
are expected to be 10 cents for each 
car and slightly higher for trucks. 

MontTana— A toll bridge across 
the Missouri River near its junction 
with Armells Creek is expected to 
be completed within four years at 
a cost approximating $1 million. 

The State Highway Commission 
announced it expected the survey 
to be completed not later than 

May 31, with contracts to be let 
within a year thereafter. 

The bridge will be the only Mis- 
souri River crossing between Fort 
Benton and Wolf Point, the longest 
now unbridged stretch of a major 
river in the U. S. 

New York—Scheduled for com- 
pletion by late fall is a $750,000 
study being sponsored by the Port 
of New York Authority and the 
Triborough Bridge and Tunnel Au- 
thority to determine the feasibility 
of arterial projects and related ap- 
proach systems in New York City. 

Proposed projects to be studied 
include construction of a bridge be- 
tween Brooklyn and Staten Island; 
a lower level of the George Wash- 


ington Bridge; a Hudson River 
bridge between W. 125th St. and 
the Fort Lee-Cliffside Park area 
of New Jersey; a lower Manhattan 
expressway linking the Holland 
Tunnel with the Manhattan and 
Williamsburg bridges, and a mid- 


Twin Falls Auto Dealers 


Asked to Stage Show 


TWIN FALLS, Id.—A Merchants 
Bureau committee has been ap- 
pointed to ask this city’s auto 
dealers to present an auto show 
in connection with the celebration 
of the 50th anniversary of the 
founding of the town. 








Manhattan expressway across 
Thirtieth St. to connect with the 
Lincoln and Queens-Midtown Tun- 
nels. 


Orecon—A bond issue to finance 
a new Morriston St. bridge in Port- 
land will be submitted to Multno- 
mah County voters at the May 21 
primary election. The proposed six- 
lane, high-level span would cost an 
estimated $12,100,000. 


Vircinu—A move may be made 
next summer to market a $90 mil- 
lion bond issue to finance a toll 
bridge-tunnel linking Norfolk and 
Newport News, and to retire $19 
million of bonds previously issued 
for ferry service across the roads. 


STEEL-venr’ 9-WAY ACTION DOES Ir, 


EXTRA OIL-CARRYING CAPACITY 


puts more oil on cylinder walls 
on the up stroke —for extra 
lubrication. 


EXTRA OIL-DRAINING CAPACITY 


lets excess oil drain back into 
the crankcase —this controls oil 


pumping. 





Colonial Motors Gives Away Cash— 


William Gilbertson (right), sales representative of Colonial Motors, Inc. (Chrysler- 
Plymouth), Burlington, Vt., presents a check for $1,000 to Carl J. Williams and his 
wife and daughter for winning a contest sponsored by the firm. Each of the con- 
testants qualified by purchasing a car at Colonial during a 30-month period, and 
competed by making purchases at Colonial's gas station or service department. 













Two-way oil control permits the right amount of oil to 
circulate the split-second it’s needed to protect vital fric- 
tion zones. The Steel-Vent is designed to meter a generous 
amount of lubrication up to the compression ring wear 
zone—holding wear to the absolute minimum. 

And Steel-Vents can’t clog—with every stroke of the 
piston, Steel-Vents flush away all carbon deposits. You'll 
never see a clogged Steel-Vent. 

In hundreds of thousands of re-ring, re-bore and. re- 
sleeve installations, Hastings Steel-Vent Piston Rings have 
proved they stop oil pumping and check cylinder wear. 


HASTINGS MANUFACTURING COMPANY - HASTINGS, MICHIGAN 
HASTINGS LTD., TORONTO 


Piston Rings, Casite, Caslube, Drout, Oil Filters, Spark Plugs 


STEEL-VENT PISTON RINGS 
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General Turns Auto Dealer— 


Maj.-Gen. L. W. T. Waller jr. (seated at left), of the Marine Corps Reserve, receives 
@ sales agreement from William B. Grete, Philadelphia district sales manager for 
Lincoln-Mercury, setting up a new dealership at Jenkintown, Pa. Standing (from left), 
are Anthony Geiges, general manager of the firm, and Howard J. Hupfer, assistant 
district sales manager. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 
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By James D. Woolf 
Special Correspondent 

NE of the most unusual adver- 
tisements I have ever read ap- 
peared on Page 55 of the Jan. 2 
issue if the Saturday Evening Post. 
Signed by Roberts Dairy Co., of 
Omaha, this half-page ad an- 
nounces Vadall, a new substitute 
for butter that is made entirely 
from dairy products. Three im- 
portant consumer benefits are 
promised in the display-type sub- 
heading: (1) Costs a family of four 
less than eight cents a day; (2) 
contains four times as much calci- 
um, protein and other food value 
as country-fresh milk; (3) fortified 

with Vitamins A and D. 

Even though you are probably 
not in the food business, I think 
this advertisement will interest 
you. Whatever it is that you sell 
—beer or building blocks, auto- 
mobiles or appliances, office sup- 
plies or outboard motors, radio 
sets or restaurant equipment— 


X 
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In Chicago, it takes 2— 
to get the lion’s share 


No single daily newspaper reaches 
even half your Chicago-area pros- 
pects. It takes Two. For greatest 
unduplicated coverage, one must 


be the... 


CHICAGO 


SUN-TIMES 


211 W. Wacker Drive, Chicago * 250 Park Avenue, N. Y. 


READERSHIP CONCENTRATED WHERE MOST OF THE BUYING IS DONE 


s\ 
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Salesense in Advertising 


Tested Ideas for Small Business 


your advertising problem is iden- 








triumph of science,” or that it is 


tical with Vadall’s in one vital |a “masterpiece of flavor,” or that 


respect, namely: 
Your promised benefits must be 
BELIEVED by the consumer. 


Advertising that is not credible, 
or only half-credible, cannot pos- 
sibly make sales for you in suf- 
ficient volume to be profitable. 

Moreover, aside from the ques- 
tion of immediate sales, incredible 
advertising claims can never pay 
off for you on a long-haul prestige 
basis. 

* * + 


Power of Understatement 
AT interests me immensely is 
how the Vadall advertisement 
sets about achieving credibility and 
reader confidence. 

It appears that the copy was 
written by J. Gordon Roberts, 
whom I take to be the president 
of the company. He miakes no 
claim that Vadall is a “miracle,” 
is “amazing” or a “stupendous 
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it represents “perfection.” 

Quite the contrary. Evidently 
Mr. Roberts believes the average 
reader won’t swallow such super- 
claims. So he tries for credibility 
by disclaiming perfection, He 
owns up candidly to several 
shortcomings of Vadall. Note this 
paragraph of copy: 

“Although butterfat must of 
course be significantly reduced in 
such a product, the new product 
shall be produced ... in such a 
way to taste much like butter.” 

He might have said, or implied 
with sly words, that Vadall tastes 
exactly like butter, or even better 
than butter, or that it offers the 
consumer an amazingly superb 
taste treat. But Mr, Roberts did 
no such thing. Even the most sus- 
picious reader will sense that Mr. 
Roberts is not trying to fool him. 
Note further this paragraph: 

“Its disadvantages are that it will 
not melt down as well as butter be- 
cause of its content of minerals, 
proteins and other constituents of 
milk, so vital to health.” 


© * 7 
Inspiring Confidence 
HAT honest confession, it seems 
to me, lowers the reader’s guard 
and lays him wide open for ready 
acceptance of the implied health 
claim at the end of the sentence. 

Although the copy promises a 
cost of less than eight cents a day 
for a family of four, Mr. Roberts 
is careful not to exaggerate the 
economy claim. He admits frankly 
that Vadall is more expensive than 
vegetable fats, as follows: ~ 

“And, although the price can be 
reduced drastically below that of 
butter, the price may not be re- 
duced to that of vegetable fat. 
It simply costs more money to 
harvest a crop from a cow 
to harvest a crop directly from 
the soil.” 

Finally, he does not predict boast- 
fully that the public will find Vadall 
acceptable. Note the subtle infer- 
ence in the following paragraph 
that perhaps the consumer will not 
like the product: 

“We feel that the new spread 
should accomplish both a saving 
to the consumer and a protection 
to the producer, provided that the 
public shall find the product ac- 


ceptable.” 
* * * 


Big Boost Holds Sway 


I BELIEVE firmly that the pia- 
nissimo tone of the Vadall copy 
—its restraint, its lack of bombast 
—contributes greatly to its credibil- 
ity. I cannot understand why so 
many advertisers, both local and 
national, are so blind to the power 
of understatement. 

Advertising media reek with 
the Big Boast: The Rug Mart, 
of New York, advertises a pre- 
inventory Sale of “amazing val- 
ues” that is “Vast ... Spectacular 
- « « Overwhelming.” Hathaway’s, 
also of New York, tells the read- 
er that its foam latex mattress 
is “world-famous.” 

In one issue of one newspaper I 
find 11 advertisers who assert nois- 
ily that their products are the 
greatest, or the best, or the most 
famous. 

Each of my readers will have to 
decide for himself whether he 
thinks the Vadall ad is an effective 
piece of salesmanship in print. 

I have no idea, of course, whether 
Vadall is destined for success or 
failure. In this article, I am simply 
calling attention to Mr. Roberts’ 
technique for achieving credibility. 
It is most refreshing. 


Hickey Takes Over Space 


Becker Formerly Used 


Stark Hickey, Inc. (Ford), of De- 
troit, has expanded its facilities to 
include an adjacent property for- 
merly occupied by Becker Motors 
(Kaiser-Willys), according to Ed- 
ward 8S. Shoener, Hickey genera! 
manager. 

The newly-acquired property in- 
cludes a showroom, which Hicke} 
is now using to display trucks, anc 
a service department, currently be 
ing used as a new-car “get-ready’ 
department. 








All Over the Nation G 
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States Discuss Means 
To Facilitate Parking 


Sa and prospective devel- 
opments with respect to the fi- 
nancing and construction of addi- 
tional off-street parking facilities, 
as reported from state capitals and 
municipalities throughout the coun- 
try, include the following: 


Arizona— Enactment of legisla- 
tion authorizing cities to acquire 
land by condemnation for off-street 
parking purposes will be sought by 
the State Municipal League. 

Delaware — Reports from Wil- 
mington indicate that construc- 
tion work on the city’s first off- 
street parking facility, expected 
to cost some $3,500,000 won’t get 
under way before spring. 

Ittinois — Chicago has acquired 
all property necessary to construct 
four of its major parking facilities 
at a cost of $2,407,500, or $214,000 
below engineers’ estimates. 

Backed by $50,600,000 of revenue 
bonding authority, with $22,600,000 
of such bonds already sold, the 
Chicago program calls for 17 park- 
ing sites on which the city intends 
to build 10 structures. 

InpiaNa—Plans of the Indianap- 
olis Off-Street Parking Commis- 
sion for the construction of an 850- 
car garage are being plagued by 
legal complications. 

In another Indianapolis parking 
development, City Councilman 
Glenn W. Radel suggested for the 
City Board of Public Safety’s con- 
sideration a plan for locating city 
parking lots in residential areas. 
Shoppers would be permitted to 
park their vehicles at such lots for 
a nickel and use public transit fa- 
cilities to reach the downtown 
area. 

* . = 

ASSACHUSETTS—A bill to per- 

1¥E mit the use of municipal funds 
to facilitate the construction of a 
$12 million garage beneath Boston 
Common was filed for consideration 
by the 1954 Massachusetts Legisla- 
ture. 

The bill would enable the city to 
use municipal funds to invite bids 
for construction and operation of 
the garage. 

Missouri—Kansas City is await- 
ing bids for construction of a 
three-level underground parking 
garage at an estimated cost of 
$3,600,000, including financing ex- 
penses. Space for 1.200 cars will 
be included in the development. 

New Jersey—Awaiting action by 
the Newark City Commission is an 
offer of $300,000 for a city-owned 
parking lot opposite the Pennsyl- 
vania Railroad Station. Louis Spie- 
gel, a Newark lawyer who made 
the proposal, said his client had 
plans to construct a $1 million 
business building and parking ga- 
rage for 700 cars on the property 
if he could acquire it from the 
city. 

Onto—Final design for the first 
municipal parking garage in Col- 
umbus calls for a_ building to 
park 577 cars. There will be five 
floors with two escalators, two 
elevators and three stairways. 

es: 8 


ENNSYLVANIA—The Philadel- 
phia Parking Authority re- 
cently dedicated its first parking 
garage on Rittenhouse Sauare. 
Constructed at a cost of $2,500,000. 
the five-level structure with park- 
ing facilities for 500 cars is located 
on the north side of Walnut St., 
between Eighteenth and Nine- 
teenth Streets, facing the square. 
The second public garage, now 
under construction, is scheduled for 
completion in March, and also 
will have a 500-car capacity. The 
authority also has plans for a 
third garage, to be constructed on 
the south side of Arch St., between 
Ninth and Tenth Streets. 
Rhode Island—Providence city 


B. C. Jobbing House Sold 


VANCOUVER, B.C. — Bearing 
Supply House, Ltd., a pioneer in 
the automotive jobbing business in 
British Columbia, has been sold, 
according to W. S. McOuat, founder. 
New president of the company is 
Laurence A. Cavanaugh, who also 
heads Motor Car Supply Co. of 
Canada, Ltd., Calgary. 





















officials announced plans to pro- 
ceed with preparations for a 
downtown garage. The structure 
will be city-built unless a plan 
of public-private cooperation can 
be worked out. 

TENNESSEE — Memphis has aban- 
doned the idea of an underground 
parking garage because of inability 
to find a suitable builder-operator. 

The city’s decision was expected 
to clear the way for construction by 
private capital of a parking facility. 

Texas—A five-man committee of 
Dallas dowrfitown businessmen has 
been named by Mayor R. L. Thorn- 
ton sr., at the direction of the City 
Council, to study the parking prob- 
lem in the central business dis- 
trict and recommend corrective 
measures. 

The downtown Dallas area is es- 
timated to be several thousand 


Now General Motors ushers in the “‘Autronic 
Age” of night driving safety—with the first 
completely automatic headlight control! On 
the highway after dark, the amazing new 
Autronic-Eye automatically dims your lights 
when an oncoming car approaches. Keeps 
them dim until all traffic passes. Brings them 
back to bright—automatically! See this latest 
electronic safety device in action. Ask your 
Cadillac, Oldsmobile, Pontiac or Chevrolet 


dealer for an Autronic-Eye demonstration. * 


GUIDE LAMP DIVISION 
General Motors Corporation « Anderson, Indiana 


uy 





Kuehlthan a Nash Dealer 25 Years— 


Dick Kuehlthan sr. (second from left), partner in Motor inn, Superior, Wis., receives 
a 25-year award from R. L. Tuckwell, Nash assistant zone manager, in commemoration 
of the dealership's silver anniversary. With them are Dick Kuehithan jr. (left); Gust 


Erdmann (center), a partner, and B. 


spaces short in off-street parking 
facilities. A 1951 survey estimated 
that the approximately 15,000 ga- 
rage and parking lot spaces exist- 
ing then was about 5,000 spaces 
short of the need, A recent check 
showed a gain of more than 3,000 
spaces to 18,043 since the 1951 
count, but in the meantime the 


©. Campbell jr. (right), district manager. 


number of automobiles has in- 
creased greatly. 
*> * *# 
bere my report submitted 
to the Richmond City Council 
by a 21-member citizens’ committee 
recommended creation of a five- 
man parking authority. 
The 1954 legislature will be asked 
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to enact legislation for such a 
Richmond authority. 


WasHIneTon—A committee of the 
Seattle City Council has recom- 
mended that operation of the 
city-owned parking lots adjacent to 
the Civic Auditorium be turned 
over to a single operator if a 
suitable bid could be obtained. 


Wisconsin—Expenditure of half 
a million dollars of Milwaukee 
city funds to buy or improve six 
off-street parking lots was re- 
commended by the Milwaukee 
City Council’s building-grounds fi- 
nance committees. 

Milwaukee’s hopes of obtaining 
new parking buildings were set 
back through the failure last fall 
of a holdover session of the Legis- 
lature to override Gov. Walter 
Kohler’s veto of a bill that would 
have permitted municipalities to 
acquire land by condemnation for 
parking structures containing of- 
fices and stores. 

The legislation had been sought 
by Milwaukee to make privately- 
built parking garages on city-owned 
land sound ventures. Rentals from 
the store and office space in the 
parking structures would have 
been used to aid in paying off rev- 
enue bonds for the projects. 


AUTRON|G- EYE === 
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Lloyd A. Johnson, board chair- 
man and president of National Mo- 
tor Bearing Co., Inc., Redwood City, 
Calif., has announced the appoint- 
ment of Alf E. Werolin, formerly 
vice - president for administration 
and planning, to the post of vice- 
president and general manager. 

Werolin will be charged with car- 
rying out the firm’s long-range 
policies. Department executives who 
have in the past reported to John- 
son in his capacity as general man- 
ager will now report to Werolin. 

* * * 


Transportation Society 


Elects Detroit Officers 


The newly formed Detroit chap- 
ter of Delta Nu Alpha, transporta- 
tion fraternity, has elected the fol- 
lowing officers: 


President, Ray Williamson, Kel- 
sey Hayes Wheel Co.; first vice- 
president, Clyde Sandell, Sante Fe 
Railroad; second vice-president, 
William Erb, Fisher Body Co.; sec- 
retary, Duncan L. Cain, Red Star 
Transit Co.; treasurer Leroy 
| Schultz, Dearborn Motors Co.; his- 


Oldsmobile Club at Annual Dinner— 

Dr. John O. Christianson (left), superintendent of the University of Minnesota school 
of agriculture, was the speaker at the annual dinner meeting of Oldsmobile’s Quarter 
Century Club in Lansing. At the table with Dr. Christianson are (reading clockwise), 
T. C. Downey, works manager; Bessie McCree, secretary-treasurer of the club; Emil 


J. Rost, 47-year Oldsmobile employe; W. J. Mahoney, personnel director; S. E. 
Skinner, vice-president of General Motors; J. F. Wolfram, Oldsmobile general man- 
ager, and G. R. Jones, general sales manager. More than 1,000 persons attended the 


dinner. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Séction. Others are profiting from AU TIOMOTIVE tan ws W vANT ADS! Are you? 
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Floor space of a service bay has only two dimensions . . . length and width. Install 


a GLOBE ‘‘Frame-Kontact’” HOIST and you immediately add a third dimension .. . 
a Profit Dimension . . . which makes this floor space pay dividends. The 
car goes UP for easy accessibility to underside parts. . . the mechanic stands UP 
for better, faster work . . . and service profits go UP on every job from lubrication 
to major overhauls, 





No other Hoist can match the Profit Dimension you get in a GLOBE “‘Frame-Kontact” 
HOIST: (a) wide open accessibility, (b) relaxed suspensions and easy penetration of 
lubricant to wear points, (c) fast, easy car handling ability... no projecting pads 
and minimum need for adapters, and (d) neat, orderly floor space provided by flat, 
floor-hugging contact members. 


GLOBE. “‘Frame-Kontact” HOISTS are available in both single post and 2 post types. | 
In addition, Globe offers you the world’s most complete line of Auto and heavy duty ae 
Truck Hoists for every service requirement. 


WRITE TODAY FOR COMPLETE DETAILS ABOUT GLOBE HOISTS 


*Trade Mark Reg. U. S. Pat. Off. 


* Globe “Frame-Kontact” Hoists 
are made under one or more 


of the following U.S. Patents: 
2593630 — 2593635 — 2654443. 


pending. 
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(PROFIT DIMENSION) 


Other U.S. & Foreign Patents 
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torian, Walter Faubel, Michigan 
Express, Inc., and directors, Peter 
Batarak, Great Lakes Steel Co.; 
Walter Vukin, Freuhauf Trailer 
Co., and John Graham, Transporta- 
tion Service Corp. 


+ * * 
White Motor Names Young 
Fla. Wholesale Manager 


N. L. Young has been named 
Florida wholesale manager for 
White Motor Co., according to C. 
|B. Cowan, vice-president in charge 
of Southern region sales. Young 
will make his headquarters in Jack- 
| sonville. 

He succeeds Norman Carlson 


ager for White in Louisville. 


* * x 


Civic Duties for Macarty 

F. L. Macarty, Denver district 
sales manager for Lincoln-Mercury, 
has been elected chairman of Ford 
Motor Co.’s Denver Community Re- 
lations Committee. He succeeds J. 
M. Murphy, Denver district sales 
|manager for the Ford division. 
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GLOBE HOIST COMPANY 
E. MERMAID LANE AT QUEEN ST., PHILA. 18, PA. 
PLANTS: DES MOINES ¢ 
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| who has been named branch man- | 
president of the firm. Rauen has 


Other committee members include | 


M. C. Boone, E, H. Hollingsworth, 
W. A. Little, L. J. Van Horn, J. A 
Lundquist and L. V. Durbin. 

* 7 * 


Seiberling Reassigns 


Fouche and Walbeck 


J. A. Fouche has been appointed 
assistant general sales manager 
of Seiberling Rubber Co., Akron, 
according to Vice-President L. M. 
Seiberling. 

Fouche had been manager of 
advertising and merchandising. 
He is succeeded in that position 
by John J. Walbeck, formerly 
manager of passenger tire sales. 

+ * * 
Rauen Now Vice-President 


Of U. S. Spring & Bumper 


Patrick T. Rauen, secretary of 
U. S. Spring & Bumper Co., Los 
Angeles, has been elected a vice- 


been engaged in various phases of 


|the company’s manufacturing and 


sales activities. 
* * * 


American Brake Shoe Boosts 


Osborne, Simpson, Beecken 

The export division of American 
Brake Shoe Co. has announced the 
appointment of Harold C. Osborne 
| aS Manager of industrial equipment 
| sales, Robert Beecken as manager 
of railway product sales, and 
| Franklin M. Simpson as manager 
| of automotive equipment sales. 





All formerly were representatives 
|in the export division. 
* * ok 


Prendergast Named 


Robert T. Prendergast has been 
| named assistant Chicago zone man- 
|}ager for Nash, succeeding R. L. 
| Martinson. Prendergast has been 
| used-car manager in the Chicago 


zone for two years. 
Bg # * 


Group Picks Morrison 


Sam Morrison, president of Mor- 
rison Steel Products, Buffalo, has 
| been elected second vice-president 
|of the Pressed Metal Institute, a 
national association of the metal 
stamping industry. 

Bs * 


* 


Davidson Promoted 


John M. Davidson has been ap- 
| pointed assistant sales manager of 
| the metal processing department of 
| Pennsylvania Salt Mfg. Co., Phila- 
|delphia. He formerly was_ super- 

visor for Pennsalt cleaners. 
* * * 


Palmer Retires 


Ralph L. Palmer, buyer of rub- 
ber parts in Lincoln-Mercury’s pur- 
| chasing department, was honored 
| by business friends prior to his re- 
| tirement after 30 years with Ford 
| Motor Co. 


* * 


Buick Names Hobbs 


William M. Hobbs has been ap- 
pointed Buick service representa- 
| tive with headquarters at Chico, 
| Calif., according to Russell K. Ken- 
| dall, San Francisco zone manager. 
| Hobbs succeeds E. W. Fogelquist, 
'who has become the parts and ac- 
| cessories representative for the San 
| Francisco and Portland (Ore.) 


| zones. 
* * * 


Kimberly Promoted 


| Ned P. Kimberly has been named 
| district sales manager of the Cleve- 
land area for the fiber glass di- 
vision of Libbey-Owens-Ford Glass 
Co., according to C. F. Hegg, gen- 
eral sales manager. Kimberly had 
| been a sales representative in the 


| Cleveland district. 
| * * * 


Szymanowits Promoted 


Raymond Szymanowitz has been 
appointed executive vice-president 
of Acheson Industries, Inc. Szy- 
manowitz formerly was vice-presi- 
dent. 


* * * 


Dobie Names Johnson 


Allan L. Johnson has been named 
agent for Dobie Co. in the north- 
central Ohio territory. Dobie 
specializes in dealer sales and 
service promotion. 

* * * 


Romans Joins Eaton Mfg.: 


To Inspect Firm’s Plants 

Howard J. McGinn, president of 
Eaton Mfg. Co., Cleveland, has an- 
nounced the appointment of John 
F. Romans to the central staff of 
the corporation. 

Romans’ initial assignment 
(Continued on Page 55, Col. 1) 


will 
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include an inspection of all capital 
equipment, methods and processing 
of the 15 Eaton plants in Ohio, 
Michigan, Wisconsin and Ontario. 

Romans formerly was director of 
engineering and manufacturing for 
Motch & Merryweather Machinery 
Co. 


+ * * 


General Tire Post Filled 


Calvin M. Bolster, who retired 
Jan. 1 as a rear admiral in charge 
of naval research, has been named 
coordinator of development of Gen- 
eral Tire & Rubber Co. Bolster will 
have his headquarters at the com- 
pany’s Akron office. 

ab * + 
Curtis Boosts Hecker 

Curtis Mfg. Co. of St. Louis, has 
announced the election of Harvard 
K. Hecker as engineering vice- 
president. He formerly was product | 
design engineer. 

+ 








* * 


2 Regional Business Chiefs 


Appointed by Dodge 

Dodge has appointed two re- 
gional business managers, Frank 
G. Braun in the Cleveland region | 
and Sheldon D, Clark in the | 
Dallas region. | 

Braun formerly was a district | 
manager in the Detroit region, 
while Clark was a district man- 
ager in the Dallas region. 

ok - * 


Fisher Body Ups Bates 


Appointment of Guy J. Bates as 
manager of the Fisher Body plant 
in Cleveland has been announced 
by J. E. Goodman, general manager 
of the General Motors body-building 
division. Bates, formerly assistant 
manager of the plant, succeeds E. 
J. Gleason, who retired. 

od * a 


Reo Names Leasing Chief 


For Alabama, Mississippi 

Appointment of Samuel M. Booth 
as regional truck leasing manager 
for Alabama and Mississippi has 
been announced by Eldridge W. 
Reese, vice-president of Reo Truck 
Leasing, Inc., a subsidiary of Reo 
Motors, Inc. 

Booth joined Reo last July. 

* * * 


Frey Retires as Director 
Of APIs Marketing Division 

Dr. John W. Frey has retired 
as director of the division of mar- 
keting of the American Petroleum | 
Institute and has been succeeded 
by Adam J. Rumoshosky, Frey 
will continue to serve as a con- 
sultant. 

Frey joined the Institute in | 
February, 1947. He had been an | 
author, educator, historian and 
public service official. He came to 
the Institute from the Govern- 
ment, where he had been special 
assistant to the director of the 
oil and gas division of the In- 
terior Department. 

Rumoshosky is a veteran em- 
ploye of the Institute, having 
spent 17 years with the American 
Petroleum Industries Committee 
before his appointment as the 
marketing division’s associate di- 
rector last fall. 





Hydraulic Press Mewes 


2 Sales Engineers 

Appointment of Harry R. Chase | 
and Raymond L. Moreland as sales 
engineers has been announced by | 
Hydraulic Press Mfg. Co., Mount} 
Gilead, O. 

Chase formerly was associated | 
with U.S. Gypsum Co., while More- 
land was a product development 
engineer for Ward Products Corp. | 





* * * 
Chevrolet Ups Ryan 
Appointment of John P. Ryan as 
traffic manager of the Chevrolet 
engine and stamping plants in| 
Flint has been announced by W. R. | 
Lynch, traffic director of the| 
company. Replacing Ryan as as- 
sistant traffic manager of Flint 
manufacturing is R. S. Stilley, 
formerly in the Flint traffic de- 
partment. 
* * 


Anderson Promoted 


Appointment of Daniel W. An- 
derson as head of the systems and 
internal auditing department of 
Stewart-Warner Corp. has been an- 





nounced by Wilfred Reetz, corpo- 
ration controller. Anderson joined 
Stewart-Warner in 1949 as an inter- 


nal auditor. 
Ea ~*~ 


Mackenzie, Hartford Named 


Dunlop Vice-Presidents 


Glenn H. Crawford, executive 
vice-president of Dunlop Tire & 
Rubber Corp., has announced two 
top-level appointments at the 
company’s Buffalo plant. Lawrence 
D. Hartford and Robert C. Mack- 
enzie have been elected sales vice- 


| presidents. 


Hartford formerly was tire sales 
| manager, and Mackenzie was as- 


sistant treasurer. 
Ed co 


Bingham-Herbrand Selects 


3 New Board Members 


The directors of Bingham-Her- 
| brand Corp., Toledo, have an- 





| Parsons jr. as chairman of. the | 





board, and the election of three 
new directors. 

Elected were Robert G, Landers, 
president of Landers Corp.; Rich- 
ard C. Heymann sr., president of 
Ohio Plate Glass Co., and Lee Wil- 
son, chairman of Lee Wilson Engi- 
neering Co. 


Keller, Freriks and Robinson 


Upped by Rinshed-Mason 


Rinshed - Mason Co., Detroit, 
manufacturer of automotive paint 
finishes, has announced the follow- 
ing promotions: 

Paul J. Keller has been ap- 
pointed chief chemical engineer of 
the Detroit plant, as well as the 
Anaheim (Calif.) and Windsor 
(Ontario) subsidiaries. Roger D. 
Freriks has been appointed factory 
manager of the Detroit 
Howard H. Robinson jr. has been 
appointed assistant factory man- 
ager. 

a ea 


Col. Rockwell Appointed 


To New Pa. Commission 


Col. Willard F. Rockwell, chair- | ~ 





Co. and Rockwell Spring & Axle 


plant. | 








se ram eo anes 
SS 


SS are Serer) an eee 


Fram Promotion— 


April will be “Clean Oil Month" for 
Fram Corp., maker of filters. A widespread 


| newspaper, magazine and television adver- 





55 


Re- 


sion on Intergovernmental 
lations, 

Rockwell is one of three Pitts- 
burghers on the 22-member com- 
mission, which was established by 
Gov. John S. Fine “for immediate 
study and recommendations on 
existing overlapping and _ dupli- 
cating functions of Federal and 
State government.” 

* * + 


F. L. Jacobs Elects Noonan 


To Treasurer’s Post 


Dermott Noonan has been elected 
treasurer of F. L, Jacobs Co., De- 
troit automotive parts maker, it 
is announced by Frank E, Howard, 
chairman of the board. 

Noonan became associated with 
Jacobs in January, 1953, as a con- 
sultant with Touche, Niven, Bailey 
& Smart, certified public ac- 
countant firm. He joined the Jacobs 
organization in July. 

* * 


* 


Parker Gets MEWA Seat 


tising campaign is planned in order to| On ASI Show Committee 


help auto dealers, service stations and 
garages make ¢ consumers “‘oil-conscious.” 
Co., has been appointed to the new- 
ly formed Pennsylvania Commis- 


James C. Parker, president of 
Motor Parts & Supply Co., Mobile, 
Ala., and a former president of 
the Motor & Equipment Whole- 

(Continued on Page 56, Col. 3) 
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Dallas L-M Dealers Name Ad Committee— 


R. O. Bennett (second from right), Lubbock, Tex., has been elected chairman of the 
advertising committee of the Dallas Lincoln-Mercury Dealers. In front row (from left), 
are G. D. Nicolson, Fort Worth, treasurer; Carl Sewell, Dallas, outgoing chairman; 
J. F. Giles jr., district sales manager; Bennett and Irving W. DeRidder, Atlanta. Back 
row: Truman Jones, Big Spring; Orson McDonald, Wichita Falls, outgoing treasurer; 
Cliff Peck, Dallas; Fritz Triplett, Sherman, and Hal Holsonbake, Greenville. 


McClure Promoted 


Harry B. McClure has been: pro- 
moted from executive vice-president 
to president of Carbide & Carbon 
Chemicals Co., a division of Union 
Carbide & Carbon Corp., New York. 
McClure succeeds Dr. J. G. David- 


son, who becomes chairman of Car- 
bide & Carbon Chemicals and a 
member of the appropriations com- 
mittee of Union Carbide. Davidson 
also is a vice-president of Union 
Carbide. 


Mark Twain Said It: 


Auto Personnel 


(Continued from Page 55) 


salers Assn., has been appointed 
to the Automotive Service In- 
dustries show committee, suc- 
ceeding Frank K, Meyer, of 
Joseph F, Meyer Co., Houston. 
Besides Parker the MEWA con- 
tingent on the committee, in- 
cludes Frank G. Stewart, 
Standard Automotive Supply Co., 
Washington; Erle A, Henderson, 
Henderson Bros. Inc., Sacra- 
mento, Calif., and John M. Mc- 
Clure, Minneapolis Iron Store, 
Minneapolis. 


°K + * 


Ford Motor Forms Sections 


For Security, Transportation 


Reorganization of Ford Motor 
Co.’s security and communications 
department into two new depart- 
ments has been announced by Mel 
B. Lindquist, general industrial re- 
lations manager. 

William H. Corrigan, formerly 
supervisor of plant security, has 
been appointed manager of the new 


security department, and Harold E. 


Wiegand, former supervisor of 
communications, has been named 
manager of the communications 
and transportation services depart- 
ment, 


Meanwhile, L. M. Corrigan jr., 
William H. Corrigan’s brother, 
has been appointed supervisor of 
plant protection, fire prevention 
and security for the Ford division’s 
16 assembly plants and 25 parts 
depots. He formerly was manager 
of the security and communications 
department of Ford Motor Co.’s 
aircraft engine division in Chicago. 

* * * 


Corbett, Boyd Switch 


Jobs in Ford Sales 


The appointment of Walter J. 
Corbett as Salt Lake City district 
sales manager has been an- 
nounced by L. W. Smead, Ford 
division general sales manager. 
Corbett formerly was manager of 
the used vehicle department of 
the western region. 


K. L. Boyd, former Salt Lake 
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Here, then, unvarnished and uo-ulstered, is the 
fact about New Car Advertising in Chicago daily 
newspapers in 1953 (Source: Media Records) 
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Since the start of new car production after the war... 
automobile manufacturers each year have placed more 
new car advertising in the Chicago Daily News than 
in any other Chicago daily newspaper. 
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City district sales maanger, has 
been transferred to the western 
region as used vehicle sales man- 
ager. 

*” * * 


Lee Rubber Increases 


Membership of Board 

Stockholders of Lee Rubber & 
Tire Corp. have voted to increase 
the board of directors from nine to 
11 members. 

A. A, Garthwaite, president, said 
E. E. Leach, a vice-president of the 
corporation, and W. F. Hinder- 
scheid, a vice-president of the sales 
subsidiary, Lee Tire & Rubber Co. 
of New York, Inc., would hold the 
two new seats. 

* 


MacLeod, Houpt Promoted 


In Willard Battery Sales 


Appointment of Burt A. MacLeod 
and W. D. Houpt as field sales 
managers in the executive depart- 
ment of Willard Storage Battery 
Co. has been announced by David 
A. Coulter, director of sales and ad- 
vertising. 

Both will be based at the firm’s 
main office in Cleveland, and will 
have charge of coordinating the 
sales activities of all five sales re- 
gions as a part of the company’s 
domestic sales-expansion program, 
Coulter said. 

MacLeod previously was Cincin- 
nati district manager, while Houpt 
was Kansas City district manager. 

* + * 


Standard Ups Henry 


Promotion of James M. Henry to 
director of purchases for Standard 
Products Co., Cleveland, has been 
announced by R. E. McIntyre, ex- 
ecutive vice-president. Raymond C. 
Zook was named to succeed Henry 
as manager of the Gaylord (Mich.) 
division of Standard Products. 

* > * 


Mrs. Young Appointed 


Appointment of Peggy Young as 
sales representative in New York 
City for Cappel, MacDonald & Co., 
has been announced by Elton F. 
MacDonald, president of the Day- 
ton (O.) sales-incentive firm. Mrs. 
Young has worked four years in 
Cappel, MacDonald’s New York 


sales office. 
* a = 


Weaver, Manring Named 
By Goodrich Chemical 


P. J. Weaver has been named 
manager of B. F. Goodrich Chem- 
ical Co.’s sales development labora- 
tories at Avon Lake, O., and W. E. 
Manring has been appointed to suc- 
ceed him as technical service man- 
ager of the plastic materials sales 
department in Cleveland. 

Manring formerly was a product 
engineer in the company’s Cleve- 
land headquarters. 

* a * 


Herrick Succeeds Swartz 


As AMA Traffic Chairman 


C. R. Herrick, director of traffic 
of Packard, has been elected chair- 
man of the traffic committee of the 
Automobile Manufacturers Assn. 

He succeeds Elmer Swartz, gen- 
eral traffic manager of Nash-Kel- 
vinator Corp. 

* 


* * 


TenEyck and O’Brien Elected 


As Soss Vice-Presidents 


Samuel Soss, president of Soss 
Mfg. Co., Detroit, makers of auto- 
mobile hinges, announced the elec- 
tion of Andrew TenEyck as sales 
vice-president and John A. O’Brien 
as manufacturing vice-president. 

TenEyck has been with the com- 
pany for 35 years, and O’Brien for 
32 years. 


x * * 


Amercian Body & Trailer 


Names Hankinson, Barrett 


American Body & Trailer, Inc 
Oklahoma City, has appointed A. J. 
Hankinson as fleet sales vice-presi- 
dent, according to R. R. King, pres- 
ident. Hankinson has been with the 
firm 18 years. 

Cliff Barrett, former assistant 
manager, has been promoted to 
general manager of the firm’s Okla- 
homa City manufacturing plant. 

* * * 


U. S. Rubber Names Smith, 


Reeves to New Posts 


Herbert D. Smith has been ap- 
pointed manager of oil marketer 
sales for the tire division of U.S 
Rubber, Detroit, according to W. O 
Green, sales manager. Smith re- 
places Lawler B. Reeves who ha: 

(Continued on Page 57, Col. 1) 
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(Continued from Page 56) 


been named special assistant to the 
president. 

Smith has been with U.S. Rubber 
for eight years, having started in 
car dealer sales in Detroit. His 
latest post was manager of oil mar- 


keter sales of dealer brands. 
+ x + 


Gray Joins Stanley 
Clarry Gray, formerly sales man- 
ager of Toledo Motor Sales, has 
been appointed head of the truck 
rental. division of Stanley Drive 
Yourself System, Inc., Montreal. 
* * * 


Quaker Selects Kenny 

Appointment of C, L. Kenny as 
manager of products of Quaker 
Rubber Corp., division of H. K. 
Porter Co., Inc., Philadelphia, has 
been announcged by G. A, Dauphi- 
nais, general manager. Kenny 
formerly was manager of the 
horizontal braided hose de- 
partment, 

ok + + 


Permatex Names Hean 


William C. Hean, production man- 
ager for 10 years of the Permatex 
chemical company’s main plant in 
Brooklyn, N. Y., has been named 
general manager of the new Kan- 
sas City (Kans.) plant, according 
to C. A. Benoit jr., president. 

* * * 


Dana Ups Lewis, Burkhalter 
To Top Engineering Posts 

Appointment of Robert P. Lewis 
as director of engineering and Ro- 
bert R. Burkhalter as executive 
engineer has been announced by 
J. E, Martin, president of Dana 
Corp. 

Lewis, who has been with the 
company since 1928, was chief engi- 
neer of the axle division from 1930 
until 1947, when he was made ex- 
ecutive engineer, Burkhalter, who 
joined the engineering staff in 1929, 
was promoted to assistant execu- 
tive engineer last August. 

* cS cd 
Virginia Appoints Lamb 
As Motor Vehiele Head 
Chester H, Lamb, acting State 
motor vehicle commissioner in 

Virginia for a year, has assumed 

full title to the post. 

He started with his depart- 

ment in 1924, 

* *€ cd 


Warren Associates to Go 


Into Automotive Field 

Warren Associates & Co., New 
York, which has specialized in 
management and investment in the 
petroleum products field, has 
opened new headquarters at 220 E. 
Forty-Second St., New York. 

According to Warren Alpert, ex- 
ecutive head of the firm, the com- 
pany -will branch out into widely 
diversified industries, including the 
automotive field. 

ok * 


. 


* 
Aluminum Group Renames 
Rhodes, Davis, White 

NEW YORK.— Members of The 
Aluminum Assn, have renamed the 
following officers for 1954: D, A. 
Rhodes, of Kaiser Aluminum & 
Chemical Corp., president; Arthur 
V. Davis, Aluminum Co. of Amer- 
ica, board chairman, and Donald 
M. White, secretary and treasurer. 

Re-elected vice-presidents were 
S. D. Den Uyl, of Bohn Aluminum 
& Brass Corp.; Raymond Deutsch, 
Monarch Aluminum Mfg. Co. and 
R. P. Stranahan, of Stranahan Foil 
Co. 


* * * 


Walker Adds 10 to Staff 


Of Wholesale Force 


John L. Engels, vice-president 
of Walker Mfg. Co., Racine, Wis., 
has announced the addition of 10 
men to the wholesale sales force. 

In the southeastern area, Wil- 
liam A, Saunders jr. will cover 
North and South Carolina while 
Charles C. Smith and E. R. Evans 
jr. will make their headquarters 
at the district office in Atlanta. 

Robert F. Smith has been added 
to the sales staff in the New York 
office, and Clifton L Monroe jr. 
has been assigned to the eastern 
New York area. In the east cen- 
tral district, Charles Seaman will 
serve upper central New York 
State. 

In the Pacific northwest area, V. 


R. Collins will cover Oregon. Paul 
J. Collingsworth and Paul L. 
Houghtling have joined the staff 
of the southwest district. Collings- 
worth will make his headquarters 
at Dallas and Houghtling will 
cover the San Antonio area, 
* + + 


Price Battery Promotes 


Greene to Export Chief 

Allan R. Greene has been ap- 
pointed export manager of Price 
Battery Corp., Philadelphia, and its 
affiliates, Lyons Storage Battery Co. 
and Witherbee Storage Battery Co. 

Greene had served several years 
as assistant export manager. 

* * * 


Ford Appoints Manager 


For Ypsilanti Parts Plant 


Mark Kaiander has been appoint- 
ed manager of Ford Motor Co.’s 
parts plant at Ypsilanti, Mich, 

Kaiander formerly was manager 
of the parts and equipment manu- 
facturing division’s production pro- 
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gramming and control department. 
He joined Ford in 1928 as an as- 
sembler. 


+ +. * 
Brueggen Marks 40th 

His: 40th year with American 
Brake Shoe Co. is being celebrated 
by Andrew J, Brueggen, vice-pres- 
ident and comptroller of the Amer- 
ican Brakeblok division. Brueggen 
received a service pin and com- 
memorative watch. 
* * * 


Evans Names Lawrence 


D. B. Lawrence has been named 
assistant sales manager of Evans 
Products Co.’s heating and venti- 
lating division in Plymouth, Mich. 
The division makes bus and truck 
heaters, 

* + * 


Noe Heads Vehicle Accounts 


For Auto-Lite Spark Plug 


Dan A. Noe has been appointed 
manager of vehicle accounts in the 
spark plug division of Electric 
Auto-Lite Co., according to L, B. 
O’Loughlin, sales manager. 

Noe replaces Fred Vanzo, who 
was named manager of the spark 
plug central gga with head- 
quarters in Chicag 

Prior to his pesnent assignment, 


TELEPHONE 
VALLEY 42-7900 


Want to know 


where you're going 
all the time? 


Then, here’s 
a letter written 
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ALLOWANCE 
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“Brown’s junk yard?” “What’s 
it worth today?” 





Noe was territory representative in 
Sioux Falls, S.D.; special repre- 
sentative in Minneapolis, and dis- 
trict manager in the eastern divi- 
sion. - 

* * 


Stokes Shifts Rayher 


Walter E. Rayher has been 
transferred from the Philadelphia 
to the New York district office of 


Underwood Corporation 
2424 West Grand Boulevard 


Detroit 8, 


Gentlemen: 


to the operations o. 
which we installed a year ago. 


Michigan 


57 


F.. J. Stokes Machine Co., Philadel- 


phia, as senior sales engineer, ac- 
cording to J. C. Coleman, district 
manager, 

? a . 


Autocar Selects Ramsey 


As Parts Service Chief 

J. Arthur Ramsey has been 
named parts service manager for 
the Autocar division of White Mo- 
tor Co., Ardmore, Pa. Formerly he 


;| was assistant government con- 


tracts supervisor. 
* +o * 


Richardson, Bartholomew 


Promoted by Aluminum, Lid. 


H. H. Richardson and Dana T. 
Bartholomew have been elected to 
the board of directors of Aluminum, 
Ltd., and have been appointed vice- 
presidents of the company, accord- 
ing to Nathanael V. Davis, presi- 
dent. The board accepted the res- 
ignations of Dr. Earl Blough, and 
George O. Morgan, who are retir- 
ing. 

Richardson is chief technical of- 
ficer for Aluminum, Ltd., and presi- 
dent of Aluminum Laboratories, 
Ltd. Bartholomew is chief financial 
officer for Aluminum, Ltd. 





It gives me a os deal of pleasure to express our feelings as 
our Underwood Sundstrand Accounting Machine 


We are selling approximately 300 new units and 400 used cars 
a year, plus ae an average of 700 repair orders per month. 
a 


Prior to the instal 
Machine our office staff of three girls found it. ve 
up to date on their various accounts and furnis 


with da 


for you! 


My office manager, Miss Mary Ro 
books and give me Sr esapiete Balance 


daily control of the entire operation. 
put the General Ledger and all of the other accounting records on 
the machine, with the exception of the payroll 
irls, and we have no difficulty in keeping 

ie machine has eliminated the possibility of 


the full time of three 
our accounts current. 
error almost completely. 


tion of the Underwood Sundstrand Accounting 


difficult to 
the writer 


Now we find that having 


we do not require 


nkamp, is able to close her 
heet and Profit and Loss 


Statement sooner, after the close of the month, than was deavibie 


prior to the installation of the accounting machine. 


All in all 


we feel that the machine has done everything you told us it would. 


We sincerely recommend the Underwood Sundstrand Accounting 
Machine to any automobile dealer who is interested in knowing where 
he is going all of the time. 


ASK 


Be sure to read the above letter. 

The Underwood Sundstrand Automobile Dealers 
Machine and System, a tried and proved method used 
by car dealers from coast to coast, will keep you going 
in the right direction with: 


e daily operating and management controls in min- 


utes. 


each month .. 


.. not hours 


e completed financial statements the FIRST of 
.in hours... 


not days 


e lowest operating costs for today’s highly com- 


petitive markets 
So simplify and save with Sundstrand.. 


. the ma- 


chine and system that pays for itself in a very short 
time. Send the coupon today for complete details. 


Underwood Corporation 


Accounting Machines . 


Typewriters. . 


One Park Avenue 
New York 16,N.Y. 


; Carbon Paper... 


. Adding Machines . 
Ribbons 


Underwood Limited 
Toronto 1, Canada 


Sales and Service Everywhere 


truly, 


L. G, Davis 
President 


THE MAN WHO 


Mr. L. G. Davis, President of Grosse 


Point Packard, Inc., Detroit, Mich- 
igan, and Miss Mary. Roggenkamp, 
Office Manager, getting up-to-the- 
second figure-facts from their 
Underwood Sundstrand 
Accounting Machine. 
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George Glaser Writes .. . 


Auto Letters from Europe 


By George L. Glaser 
European Correspondent 

RANKFURT, Germany. — West- 
_ ern Germany’s car production 
in 1953 showed a 22.6 percent in- 
crease over the previous year, Ex- 
ports likewise were up 39 percent. 
Statistics also reveal that ap- 
proximately 1.2 million Germans 
are earning their livelihood in the 
automotive field. 

A feeling of confidence seems 
to pervade western Germany, 
generally speaking. It is noted, 
for instance, that a good many 
dealers are planning or building 
modern service stations, 

The firm of Fleischhauer of 
Aachen, which handles Volkswagen, 
has built a pillarless hall whose 
construction prevents drafts from 
. entering the shop but permits an 
open entrance and exit in all kinds 
of weather. This is done by the use 
of a curtain of warm air. 

The shop is soundproof, and the 
floor is covered with steel plates 
which are immune to oil, gas and 


dirt and can be washed easily with 
water without becoming slippery. 
* * * 


Museum on Wheels 


ORTH mentioning is the travel- 

ing museum and technical in- 
stitute of BV-Aral, one of the larg- 
est German gasoline firms which in 
1953 did more than $250 million 
worth of business. 

When the truck and trailer are 
parked parallel, their sidewalls 
move out and form an exhibit space 
between the two vehicles. On dis- 
play are the models of famous cars 


Lustur-Seal Corp. Moves 


Into Enlarged Building 


JACKSON, Mich. Lustur-Seal 
Corp. has moved to larger quar- 
ters. The firm manufactures auto 
polish and cleaner. 

The new plant is three times 
the size of the former plant and 
has both inside and outside truck 
loading docks as well as a railway 
siding. 


and demonstrations of gasoline pro- 
duction and distribution. 

One of the table models shows 
a replica of Karl Benz’ first three- 
wheeled car. His firm later 
merged with Daimler and is now 
known as Mercedes-Benz, 

Magirus-Deutz, which specializes 
in air-cooled diesel engines, has 
come out with a bus chassis with 
far forward control and V-6 or V-8 
diesel engine in the rear and with 
a pushbutton-shifted ZF Media 
transmission. 

The steering apparatus is near 
the front axle, while the steering 
column is far out in front. The 
movement is transmitted through 
gearing and a small propeller shaft 
to the actual steering unit. This de- 
velopment proves that a warmed-up 
air-cooled engine can be submerged 
immediately into cold water with- 
out suffering any damage. 

cd * * 


New Volkswagen Out 


LOYD of Bremen is now offering 


a small, low-priced car with a 


‘In our lubrication department 


yore 


‘We'll never regret installing Lincoln 


Overhead Lubreels and other equipment in 


our recently expanded lubricating department. 


“In just a short period of time, this Lincoln 


equipment has started paying off. By speeding 


up service, it has helped us increase 


lubricating volume. A more profitable 


operation is a natural result. 


‘In addition to boosting profits, our Lincoln 


bubricating equipment has helped the morale 


of the boys in the shop. They sure enjoy the 


easy-handling efficiency built-in by Lincoln.’ 


| Museum on Wheels .. . New Style— 


BYV-Aral, a German gasoline firm, sends out this truck and trailer combination as 
a traveling museum showing the development of the automobile, with special em 
phasis on gasoline processes. When the two units are parked parallel, one wall on 
each can be moved out to form extra exhibit space. 


* * A 
two-cylinder engine, The former 
plywood body has been changed to 
steel, with the exception of the roof. 

Ford of Cologne offers a two- 


; speed planetary-geared rear end in 
| its new 4-2-ton truck. 


Volkswagen’s 1954 version shows 
an increase in horsepower from 25 
to 30. Greater intake valves are 
used, manifolds improved and a 


nf Ze means Lincoln Tz” 


‘Reminder To Help You Sell More 


Service Needs 


* Just write for it! 


aa the most trustworthy name in lubricating equipment 


! 


+ + * 


vacuum-controlled ignition advance 
has been added. 

Other new features are eight in- 
stead of six leaves in the front 
springing system, a bigger genera- 
tor, easier access to the master 
brake cylinder, rubberfoam rim seat 
upholstery, better upholstery fabrics 
and starting with ignition key. 

ca oe * 


Observations in France 


= French developments also 
must be listed. 

Gendron Bros.’ latest vertical 
crankshaft regrinder features a 
very small grinding wheel. The firm 
|claims that less bedding of shafts 
|}is needed. when worked on in a 
vertical position. 
| Citroen has purchased the Mathis 
plant in Kehl on the German bor- 


1 
| 
} 
| 
| 
| 2g 
| 
| 
| 


| 


| 


Mercedes Diesel— 


| The Mercedes 180 is equipped with a 
| diesel engine. The car is said to run 34 
| miles on a gallon of fuel oil. 

i = * * * 

| der, where the two-Chevaux Citroen 
| will be produced. It features a two- 
cylinder air-cooled motor and front- 
wheel drive. 

Simca now is mailing refund 
checks to every purchaser who 
| bought a car within a certain pe- 

riod before the prices were re- 
duced. It has proved very good 
advertising. 

A General Motors dealer in Bor- 
|deaux, Pigeon, has introduced a 
|system facilitating mechanics’ 
| work, He runs two overhead wires 
|through the entire length of the 
| shop. Wooden sticks with metal 
|} hooks on the end can be placed 
;over any spot of the wires and 
jlamps are plugged in where the 
| light is needed. This system avoids 
|the use of long wire cords. 

j oa of * 


Crankshaft Regrinder— 


Gendron Bros. has developed this ver- 
tical crankshaft regrinder. The firm says a 
crankshaft requires less bedding when 
worked on in a vertical position. 

















Affecting Factories and Dealers... 
Auto Advertising 


(Continued from Page 32) 


set a record for bringing in new 
business in 1953. 

Members of the club have re- 
ceived wrist watches in recognition 
of the more than 260 new retail ad- 


vertising contracts signed last year. 
oa * * 


Theater Takes Ford Films 


A. V. Cauger Film Service, Inc., 
Independence (Mo.) advertising 
film distributor, announces that it 
has booked the first Cinemascope 
advertising films to be shown in 
any commercial theater. 

They are sponsored by Ferguson- 
Olander and Price Auto Service, 
Ford dealers of Wichita, and fea- 
ture the 1954 Fords. The films will 
be screened at Wichita’s Fox Miller | 
Theater. 

* ca * | 
TV Commercials Assailed 

Television commercials today 
do not serve the “public interest, 
convenience and necessity” as 
stipulated by the Federal Com- 
munications Commission, accord- 
ing to a survey conducted by 
Edward L. Bernays, public rela- 
tions counsel. 

The majority of the 111 educa- 
tional, religious, business and 
civic leaders answering Bernays’ 
questionnaire attacked the com- 
mercials on the grounds that they 
“infuriate, bore, irritate, deceive 
the public and destroy their own | 
value.” The critics thought the | 
cure should come through self- | 
regulation in the television and | 
advertising industries, the survey | 
showed. 

* * * } 
Willys Promotes Jeep 

An intensive advertising campaign 
designed to increase the reputation 
of the Jeep and other Willys four- 
wheel-drive vehicles has been initi- 
ated by Willys Motors, Inc., Charles 
A. Watson, vice-president of Willys- 
Overland Export Corp., announced. 

A two-page advertisement featur- 
ing Willys vehicles appeared in 
February issues of Time magazine’s 
Latin-American, Atlantic and Pa- 
cific editions and others will appear 
subsequently in Life International, 
Life En Espanol, McGraw-Hill Di- 
gest, La Hacienda, A. Fazenda, and 
Transporte Moderno and the Paris 
Herald Tribune. 

* 


* * 


Data on Market Sources 

Geyer Advertising, Inc., has pub- 
lished a 30-page annotated bibliog- 
raphy entitled “Current Sources of 
Information for Market Research.” 

It includes current statistical 
compilations, handbooks, and 
checklists useful in gaining access 
to more detailed information. 

ok Eg cs 


Pathfinder Circulation Up 

With the February issue, Path- 
finder, hit an alltime high circula- 
tion of 1,500,000. This is an increase 
of 300,000 over the guarantee ef- 
fective throughout 1953. 

When Pathfinder was purchased 
by Farm Journal in 1953, it had a 
circulation of 400,000. 

* * 


Ba 


Cody Joins Parade 


Appointment of Burns Cody to 
Parade magazine’s Detroit sales 
staff has been announced by Jay 
Hammen, Detroit manager. 

Cody’s background includes ex- 
perience in automotive advertising 
with Chrysler Corp., Ross Roy, J. 
Walter Thompson and Young & | 
Rubicam. 


* * *& 
American’s Revenue Up 
Advertising linage is up 10 per- 
cent and advertising income is up 
15 percent for American magazine’s 
first quarter, compared with the 
Same period in 1953, according to 
E. R. Chenoweth, ad manager. 





* * * 


Ford Adds PR Office: 


Ford Motor Co. has opened a new 
public relations office in Cleveland. 
Headquarters for the north central 
area, the office will cover six states 
and include the Buffalo, Cleveland, 
Pittsburgh, Cincinnati and Louis- 
ville sales districts. 

Richard Paulson, who formerly 
headed the Chicago office, is in 
charge of the new headquarters. 
Other staff members are Hayes 


Holmes, assistant manager, and 


Arthur Garner. 
* * * 


Drehr Gets Account 


Monroe F. Drehr, Inc., has been 
named to handle the American 
Magazine advertising account, ac- 
cording to John W. McPherrin, 
publisher. 

* * * 
Cassino Joins Army Times 

Jay A. Cassino, former Defense 
Department chief of information 
for industrial services, has joined 





Army Times Publishing Co., | 
Washington, as managing editor 
of Military Market and Times Co- 
operator. This is a new monthly 
magazine covering military pur- 
chasing activities, post exchange, 
commissary and club retail func- 
tions, and those selling to the 
services. 

LaMonte F. Davis, business ed- 
itor of the Times weekly news- 
papers and managing editor of 





for the 
BIG loads! 






STRAIGHT | 
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Navy Times, is editor. Larry 8. 
Lynch, editor of the original Co- 
operator, continues as associate 
editor of Military Market. 

* * th 


Heckethorn Promotion 
The control factor will be empha- 


gram for the Columbus shock ab- 
sorbers by Heckethorn Mfg. and 
Supply Co., Littleton, Colo. 

John Hamill, advertising and 
sales manager, told sales represen- 
tatives at their annual sales con- 
ference in Denver that the control 
factor, insuring safety and com- 
fort for the motorist, is the big 
point for this year. 

Consumer ads will point out that 
shocks do wear out and that worn- 
out shocks are dangerous. 

* * + 
Record AC Campaign 

The AC Spark Plug division of 
General Motors is returning to the 
outdoor advertising medium next 
month after an absence of 17 years. 
The division announced that 24- 
sheet posters will be used in a 
nationwide campaign extending 
through the spring, summer and 
fall. 

D. P. Brother & Co., Detroit, is 
the agency. 

The campaign is the largest ever 
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to be released by this advertiser, 
according to Outdoor Advertising, 
Inc., national sales representative 
for the medium. 

* * k 
Speer Takes New Post 


Richard A. Speer, former assistant 


| Sized in the 1954 advertising pro-|to the advertising manager at 


Dodge, has joined the Detroit sales 
staff of O’Mara 
& Ormsbee, Inc., 
newspaper repre- 
sentatives. 

Prior to joining 
Dodge, Speer was 
a sales represent- 
ative of Under- 
wood Corp. in 
New York. 

A native of 
Stamford, Conn., 
he was graduated 
from Amherst 
College, Amherst, Conn., and served 
for two years with the Army in 
Europe. 


R. A, Speer 


* * ok 


Names 

Matthew J. Bride jr, has joined 
the Woman’s Home Companion 
advertising sales staff. He formerly 
was with Ideal Publishing. 


Gerald Clarke has been appointed 


to the Woman’s Home Companion 





neered 


BARREL | TAPER 


promotion department. He formerly 
was with Remington Rand, Inc, 


William W. Hersey, formerly 
northeast regional public relations 
manager for the Ford division in 
New York, has been transferred to 
Boston to direct Ford Motor Co.’s 
new staff public relations office 
there. 


Rollin A. Etter and Kenneth H. 
Van Tassel have been named to 
American Magazine’s western sales 
staff at Chicago. 

They will work under the direc- 
tion of Donald F. Mikkelsen, re- 
cently promoted to western ad 
manager from his former post as 
Pacific coast representative. 


M. Peter Franceschi has joined 
Geyer Advertising, Inc., as man- 
ager of creative production, Fran- 
ceschi resigned as president of the 
Foote, Cone & Belding international 
division to take his new post. 


Henry H. Fanz, 49, research man- 
ager for the Philadelphia Inquirer 
for the past 12 years, died Jan. 1 
in Jefferson Hospital, Philadelphia. 


Jack Phillips has joined the staff 
of MacManus, John & Adams, Inc., 
Bloomfield Hills (Mich.) ad agency, 
as a vice-president, 









The value of a heavy-duty truck depends on its 


ability to “stand up” under the big loads—to take 


punishment with a minimum of maintenance. 


And that’s why Hyatt Roller Bearings have long been 


the top choice of leading truck manufacturers— 


for Hyatts are engineered and built for the big loads! 


In differentials, rear wheels, pinions, transmissions, 


steering gears and other vital positions, Hyatt 


Roller Bearings are performance-proved to have 


longer life at peak efficiency—reducing costs as they 


reduce friction. If you aren’t already profiting 


through the use of Hyatts, investigate the advantages 


of Hy-Load and Barrel Bearings for all automotive 


applications. Write to Hyatt Bearings Division, 


General Motors Corporation, Detroit, Michigan. 





BRAKE SAFETY SWITCH —The device 
sounds a horn if the brake fails suddenly. 
The switch is placed under the brake 
pedal. When the brakes fail or adjustment 
becomes dangerously low, the pedal de- 
presses the contact points, sounding the 
horn. Rite-O-Way Products Co., 17886 
Hull St., Detroit 3, Mich. 

S's © 


Steel-Fused Ceramic Offered 
For Shop Renovations 


A ceramic-on-steel tile designed 
for resurfacing of walls is now 
available from Porcelain Enamel 
Products Corp., Rehoboth, Mass. 

The material, called Veos, is por- 
celain-fused to steel and is guar- 
anteed against cracking, crazing or 
fading. It is available in various 
colors in eight-inch squares. 


* * * 


FLEXIBLE LINE—The Fits-All is a metal 
braid line which duplicates most oil, 
grease, vacuum and oil filter line installa- 
tions on cars, buses and trucks. It is said 
to simplify replacements for Purolator, 
Fram, AC, Wix and Walker, plus other 
oil filter lines. Available are 13 standard 
lengths ranging from nine to 32 inches. 
E. Edelmann & Co., 2332 Logan Bivd., 
Chicago 47, Ill. 

ae 


Van Cleef Offers New Line 


Of Plastic Tape in 8 Colors 


A new line of Vinyl plastic tapes 
has been introduced by the Van 
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battery killer—strikes at the frame- 
work of a battery grid, corroding it 
and destroying the grid’s utility as 
a current conductor, the company 
points out. 


SERVICE LADDER—The Kant-Tip ladder 
is designed for use in body shops and 
parts departments. Elimination of back 
legs brings the worker close to the job. It 
folds up when not in yse. D. O. Kepler, 
34 Reed St., Marcellvs, nN. Y. 


Leg Rest Said to Relieve 


Motorist of Fatigue 


A leg rest called Co-Pilot is said 
to increase driving comfort and 
give the driver the stretchout 
needed on long drives. It fits prac- 
tically all cars, 

The device is manufactured by 
Schetzer Mfg. Co., Goodland, Kans. 

+ * * 


Cleef division of Johns - Manville, | § 
7800 Woodlawn Ave., Chicago 19,| 77 


Ti. 

The tape is available in eight 
colors — red, green, blue, yellow, 
white, black, gold and silver. It is 
used in colored wire electronic as- 
semblies as well as for indexing, 
packing or decorating. 


* * * 


EXHAUST COUPLERS—The straight tube 
coupler brings together and makes a joint, 
with clamps, of any two pieces of straight 
or formed tubing, eliminating the need for 
a circular butt weld. The flexible coupler 
makes it possible to prepare a flex joint 
in advance, then replace on trucks on a 
unit exchange basis rather than on an 
individual custom-made basis. Both cov- 
plers are made in 4, 3% and 3-inch sizes. 
Western Piping & Engineering Co., Inc., 
123 Kansas St., San Francisco, Calif. 

* * * 


Willard Cites Value of Metalex 


As Battery Grid Protection 

Willard Storage Battery Co., 246 
EB. 13ist St., Cleveland, O., claims 
that Metalex, a grid metal, offers 
151 percent more protection against 
overcharging than other grid met- 
als. 


Overcharging—called the No. 1 


HEATER DISPLAY—A display with a 
shelf-arrangement that permits featuring 
two heaters is offered free to distributors. 
HaDees Heater division of Gabriel Co., 
Rockford, Ill. 


Chafing Dish Included 
In Fram Promotion Kit 


Fram Corp., Providence 16, R, L., 
is now offering its dealers a pro- 
motion kit of 24 Fram C-4 filter 
cartridges and a Master, Craftsmen 
copper and brass chafing dish, com- 
plete with cooking fuel and recipe 
book. : 

The promotion is being accompa- 
nied by a nationwide magazine, 
newspaper, television and billboard 
advertising program, 

* + x 


TRAVEL WALLET—The Travel-Master is 
a glove compartment wallett, 9 by 5% 
inches folded, which holds maps, license, 
registration, pencil and other travel items. 
Made of vinyl plastic, it can be stamped 
with the car dealer's name if he uses it 
as a “giveaway.” Travel Master Co., 130 
W. 42nd St., New York 18, N. Y. 


AUTOGRAM KEY—Three and four-sided 
revolving racks allow for the display of 
several items, including metal initials, 
monograms and crests. Shown is an Auto- 
gram key and key ring combination avail- 
able with 13 crests. Singna-Craft, Inc., 292 
Fifth Ave., New York, N. Y. 

* * 


Auto Insurance Manual 
Available to Dealers 


The new Auto Insurance Under- 
writers Manual seeks a different 
approach to the finance problem of 
dealers, finance companies and 
banks, 


The manual also deals with pub- 
lic relation problems and devotes 
other sections to the sales, ac- 
counting and credit problems of 
the insurance agent. It sells for 
$32.50 and is distributed by North- 
west Insurance News, Henry Bldg., 
Portland 4, Ore. 


CLEANING DEVICE—The Sponge-Mitt 
is said to make car washing faster and 
easier. It does not hold abrasive grit and 
dust and fits hands snugly, according to 
Buxbaum Co., 1260 Seventh St., Canton 
12, O. 

* * e 


Warehouse Distributors 


Publish Directory 

The Automotive Warehouse Dis- 
tributors Assn., 6314 Brookside 
Plaza, Kansas City, Mo., has pub- 
lished a directory which presents a 
rundown of all products handled 
by each member of the association, 
plus a cross-reference indexed by 
manufacturers of those products. 


More than 300 manufacturers ap- 
pear in the 64-page directory, listed 
as suppliers to association mem- 
bers. 


be 


MUFFLER CAMPAIGN—This is the first 
of the promotional pieces to be sent to 
Maremont dealers in a four-step sales 
campaign this year. It consists of a wall 
streamer with an attached order blank. 
Maremont Automotive Products, Inc., 1600 
$. Ashland St., Chicago 8, Ill. 


ALIGNMENT DATA—Available from Bee- 
Line Co., Davenport, la., is a booklet com- 
piling factory information on front-end 
alignment, adjusting and rebuilding. It 
also includes specifications on ball-joint 
wheel suspensions. 

ee 


Martin-Senour Supplies 


Foreign-Car Colors 


Many of the difficulties encoun- 
tered in supplying foreign car 
colors to American motorists have 
been solved by Martin-Senour Co., 
2520 S. Quarry St., Chicago. 

The firm announces that its 
Synthol Custom Color mixing ma- 
chine can match most colors for 
Hillman, Humber, Jaguar, MG and 


Sunbeam-Talbot cars. 
* * + 


KENT-MOORE 
SPECIAL SERVICE TOOLS 


Se 
TELUS 


with Medel Applications for... 
OLDSMOBILE - CADILLAC - PONTIAC - LINCOLN - NASH 


HYDRA-MATIC DATA—A 12-page book- 
let describes the entire line of Hydra- 
Matic transmission service tools. It is avail- 
able free from Kent-Moore Organization, 
Inc., 5-105 General Motors Bidg., Detroit 
2, Mich. 
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Processed Paper Allows 


Copies Without Carbon 


A paper which provides multiple 
copies of business forms without 
the use of carbon inserts has been 
announced by National Cash Regis- 
ter Co., Dayton 9, O. 

The treated paper utilizes the 
reaction of a colorless chemical 
coating with a clay-like material. 
The material, called NCR Paper, 
permits seven copies on an electric 
typewriter and four handwritten 
copies. 


BAND SAW—Model 524 Porta-Band Saw 
is an electrical metal-cutting band saw 
which weighs only 16 pounds and is 
scarcely larger than a hand hack saw, 
but 15 times faster, according to the 
maker. The band speed is 240 surface 
feet per minute under load, which is de- 
scribed as midway between the ideal 
speeds for ferrous and nonferrous metals. 
Porter-Cable Machine Co., 33 Exchange 
St., Syracuse 8, N. Y. 


COOLING-SYSTEM CLEANER — Heavy- 
Duty Deluxe Model 500-S is made of 
stainless steel; Deluxe Model 500-W is 
housed in a baked white enamel cabinet, 
and Portable Model 500-P is said to enable 
the dealer to offer complete cooling sys- 
tem service with a minimum investment. 
The models are redesigned with a new 
air-operated sliding valve assembly, ex- 
haust tube and improved solution-saving 
vent tank. Choldun Mfg. Corp., 331 East 
St., New Haven, Conn. 
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Coffing Publishes Bulletin 


On 17 Electric Hoist Models 


A six-page bulletin on Coffing 
Quik-Lift electric hoists gives data 
on performance and safety features, 
construction, and specifications and 
dimensions of all 17 models. Capac- 
ity ranges from 500 to 4,000 pounds. 

Copies are available from Coffing 
Hoist Co., Danville, Ill. 


* * * 


FENDER SHIELD — Stock No. C-71 re- 
places Chevrolet Part No. 986782 on 1953- 
54 Chevrolets. Construction is of highly 
polished stainless steel, according to J & 
H Sales Co., 75 E. Wacker Drive, Chicago 
1, Wh 

x + » 


Convertible-Top Raiser 
Offered by Techniflex 

An automatic convertible-top 
raiser, called Stormatic, has been 


announced by Techniflex Corp., 
Port Jervis, N.Y. 


Priced at $39.95 retail, plus in- 
stallation, the device automatically 
raises the top of a convertible when 
rain or snow falls on the activating 
grid, Techniflex says. 
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* * 


PNEUMATIC END LIFT —By lifting the 
back end of the car, the Bay-Lift brings 
the front into such easy range that the 
hood can be repaired without even being 
removed, it is claimed. The lift raises 
either end of the car 50 inches in 10 
seconds, says Bay Mfg. Co., Torrance, 
Calif. 

2 « 


Tire Chains Marketed 
By Virginia Concern 

Tire chains designed for easy in- 
stallation are being offered by Kon- 
veen-yunt Chain Co., 1406 Cherokee 
Rd., Richmond 25, Va. 

The steel chains are said to stand 
2,000 pounds of pull. According tc 
the maker, they fit all cars, except 
Buick. The chains are packed ir 
sets of four to a box, or 12 boxe: 
to a case. 
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At SAE Gathering 


(Continued from Page 29) 


mistaken supposition that in- 
creased horsepower at the road 
wheels would result.” 

Jones said much can be accom- 
plished toward the partial elimi- 
nation of truck exhaust noise if an 
engine is equipped with a com- 
patible muffler. He elaborated: 


“A great many poor installations 
have resulted from not seeing that 
the muffler design, volume and ex- 
haust pipe size result in a smooth, 
regular exhaust. In other words, 
each type of engine has a charac- 
teristic sound pattern, and the ex- 
haust system should be synchro- 
nized with this pattern, to obtain 
acceptable noise levels.” 

Jones explained that muffler 
size is one of the biggest “bug- 
bears” in the situation. Legal 
limitations on truck length and 
width do not give the manu- 

facturer sufficient room for the 
muffler which, he feels is neces- 
sary. Weight, of course, is also a 
large factor, he added. 


Jones reported many manu- 
facturers are cognizant of the 
problem and that a definite trend 
is indicated that could lead to a 
solution. 

GMC Truck & Coach, after two 
years of research, has produced an 
exhaust system which is said to 
render noises inoffensive. 

The muffler system is called 
“Silent Power” and is standard 
equipment on all new GMC trucks. 
It is a reverse-flow system, larger 
than many units and more rigid 
because of the use of heavier metal. 


Other companies concerned about 
truck noises are International Har- 
vester Co.. Mack Motor Truck 
Corp., Peterbilt Motors Co., Dia- 
mond T Motor Car Co., Brockway 
Motor Co., Kenworth Motor Truck 
Corp., Reo Motors, Inc., and White 
Motor Co. 

Jones said the larger mufflers 
needed to cope with the lower noise 
levels will necessarily be more cost- 
ly and should be manufactured 
from more durable materials. 

A paper by C. E. Nelson, of 
Nelson Muffler Corp., Stoughton, 
Wis., discussed the causes and 
cures of commercial vehicle ex- 
haust noise. 

In describing the muffler manu- 
facturer’s problems, Nelson re- 
marked that exhaust gas leaves the 
engine cylinder at about 50 pounds 
per square inch above atmosphere 
and this pressure must be reduced 
to approximately .00001 of one 
pound per square inch, to keep it 
from being objectionable. And this, 


Atlanta Dealers 
Offer Bargains 


On °53 Models 


ATLANTA.—In an effort to clear 
out remaining stocks of 1953 
models, Atlanta new-car dealers 
are purchasing large advertising 
space in local newspapers and of- 
fering unusual values. 

New '53 Hudsons, with savings 
up to $750 on Jets, Wasps and 
Hornets, all extras included in the 
marked prices, are being offered 
by J. W. Goldsmith. 

Atlanta Kaiser-Willys Co. is of- 
fering a “once in-a-lifetime op- 
portunity” to purchase a few re- 
maining ’53 Kaisers at “unheard- 
of low prices.” 

Atlanta Packard Motors is ad- 
vertising: “Clean Sweep. All brand 
new ’53 Packards must go. We 
have just purchased from the 
factory an additional large quan- 
tity of 53 Packards and Clippers 
at greatly reduced prices. We are 
in a position to offer the biggest 






automobile bargain in Packard 
history.” 
Hub Motor Co. says, “Now is 


the time to get the deal you want 
and the terms you want. We trade 
for anything.” Their entire stock 
of ’53 Ford trucks and cars is 
priced at 15 to 20 percent discount. 

“All reasonable offers will be ac- 
cepted,” states Hix Green Buick 
Co. in its attempt to clear out 
1958 models. 





he added, must be done without 
loss of horsepower. 


He said that the structural 
problems relating to vibration, heat 
and corrosion must also be con- 
sidered in making a new muffler. 


Then, Nelson cracked, a manu- 
facturer, after solving all these 
problems, is apt to discover that a 
competitor has run off with all the 
business with an inferior product, 
but one that was considerably 
—— and good enough to get 
y. 

Nelson observed that there is 
considerable agitation for anti- 
noise laws but that most laws 
would prove ineffective due to 
the technical difficulties in 
measuring acceptable limits of 
noise. 

He said that the job of quieting 





Tests have shown that a car 
that will go 21 miles on a gallon 
of gas when traveling 20 to 40 
miles per hour, will get only 16 
miles per gallon at 60 miles per 
hour and a mere nine miles at 
80 miles. 





truck exhausts was no different 
than that of a car. 

Richard L. Hardgrove, of Liberty 
Highway Co., Toledo, told SAE 
members that the trucking in- 
dustry, through the American 





Trucking Assn., has been seeking 
an answer to noisy mufflers for 
four years, and that, apparently 
there is no solution yet. 

He reported the plight of one 
fleet owner who purchased 100 new 
trucks, only to remove the mufflers 
a few months later and replace 
them with one he designed. 

Hardgrove said the general 
picture on replacement mufflers is 
even worse than the original 
equipment story. 

Vendors of replacement muf- 
flers usually stress either low 
back pressure or heavy-duty con- 
struction or both, he said, The 
low back-pressure muffler is 
usually a “gutless wonder” with 
a very high noise level, he 
charged, while the heavy - duty 
muffler is usually heavy and 
noisy. 

He stated that a few muffler 
manufacturers are trying to turn 
out a suitable product, but that 
too many of them are still pushing 
the “gutless cans.” 

Hardgrove said some muffler 
makers have told him that truck 
manufacturers are very reluctant 
to pay a couple of dollars more for 
a superior muffler and _ usually 
order the inferior one. 
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Service Gontrol 


offers you 


100% to 200% Absorption 


We will personally discuss 
with you the problems of 
your shop, the corrective 
measures that must be 
taken. Train your entire 
shop personnel, guarantee 
to increase your customer 
paid labor sales or you owe 
us nothing. As manufac- 


turers, we offer you direct, 


equipment designed for 
this purpose alone, havin 
the highest known stand. 

of quality, in two complete 
packages, for the large 
dealer or smaller service 
department. Our program 
meets and goes beyond the 
requirements of all major 
factories. Write us today 
and we will arrange an ap- 
pointment with a man that 
will not waste your time. 


a 1 
SERVICE CONTROL SYSTEM 


1112 South Wabash Avenue 
Dept. AN-82, Chicago 5, Illinois 











“KNOW-HOW “adds a profitable new twist 


to your business... 


No matter what the job, no matter what make or model of 
car, your servicemen will find the best, quickest way to do it 





FRE 


This giant, 376-page manual is 
yours for the asking—along with 


dozens of other sales and service aids— 


when you sell Pure Oil lubricants. 


Be sure with Pure 





Sales Offices located in more than 500 cities, including: 

Minneapolis @ Madison @ Chicago @ Columbus, O. @ Detroit 

Toledo @Cleveland @ Memphis @ Norfolk @ Charlotte @ Birmingham 
Atlanta @ Pensacola @ Jacksonville @ Miami 


in the exclusive Pure Oil Service Manual. 
photos show how to handle every service job from cleaning 
windshields to filling automatic transmissions. 
““under hood, under chassis’’ charts show where and how to 
lubricate every car on the street. 

This valuable, copyrighted manual helps turn your serv- 
icemen into service experts—makes the servicing of any 
model quick, sure, profitable. Why not take a look at it and 


For Sure, Profitable Service 'Know-How,”’ Get 
The FREE Pure Oil Service Manual—Helps 
Turn Your Servicemen Into Service Experts 


Step-by-step 


Unique, 


see for yourself how it can help your service business! Call 
your local Pure Oil office or mail the coupon today. 


This offer must be limited to areas 
where Pure Oil products are sold. 





like to inspect your Service Manual and get 
details on all the helps you offer car dealers who sell 
Pure Oil lubricants. 


I ee re ee er ene meme een 
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Morcombe Buick Opens New Building— 


A new sales and service building houses Morcombe Buick, Plymouth, Ind. The ad- 
joining used-car lot is 100 by 140 feet. B. W. Morcombe, president of the firm, has 


been in the auto business since 1928. 


AKRON.—Seiberling Rubber Co. 
will acquire land at Newcomers- 
town, O., about 60 miles south of 
here, for a new plant site, accord- 
ing ta H. P. Schrank, vice-presi- 
dent in charge of production. 

He said that a one-story plant 
will be built on the land, a 12-acre 
tract located on the eastern edge 
of the city. 

Schrank did not reveal what will 





Seiberling Buys New Plant Site 


CONVERT 


be manufactured in the new plant, 
but said the plant is designed for 
a product “not in Seiberling’s 
regular lines,” and added that 
there are no plans to move tire 
and tube production to Newcomers- 
town. 

Schrank said the company hopes 
to be in operation in the new plant 
“about midsummer of 1954.” 








HARRISBURG, Pa. — (UTPS) — 
Only one of more than 5,000 auto- 
mobile dealers licensed in Pennsyl- 
vania last year under the so-called 
“anti-gyp” law lost his license for 
irregularities, it has been reported 
by James M. Robb, of the State 
Banking Department. 

The department reported that 
5,385 automobile dealers were li- 
censed in 19583 under the law 
regulating auto installment sales. 


In addition, 676 banks and finance 
companies, as well as 20 collector- 
repossessors, were authorized to 
underwrite automobile installment 
sales. 

Robb said 247,000 sales contracts 
of 3,434 dealers and 232 finance 
companies and banks were exam- 
ined in 1953 by the department’s 
field agents resulting in the return 
of $20,815 in overcharges to ear 
buyers. 

The department also investi- 


Dealer ‘Gyps’ Are Rare 


Only One Among 5,385 Operators Lost License 
Under Pennsylvania Law 








fide” complaints. He said the de- 
partment negotiated with dealers 
for the return of money or credit 
totaling $2,400. 

While the department’s agents 
turn up hundreds of violations an- 
nually, Robb pointed out many 
errors are caused by “sloppy opera- 
tion.” Dealers not violating the law 
deliberately are sent citations and 
required to acknowledge via letter 
that they will correct the violation. 

Robb said that only 12 licenses 
have been revoked and four sus- 
pended since the law went into 
effect in 1947. 


Under the law, licensed dealers 
are restricted to the following 
finance charges: A maximum of 6 
percent annually on new cars, 9 
percent on cars one or two years 
old, and 12 percent for older mod- 
els. The law further requires 
dealers to itemize service and in- 
surance charges. 


gated, what Robb called, 61 “bona Although the statute was passed 








hoists are 





CUSTOMIZED FOR ALL-ROUND FARM DUTY! 


@ Light weight hoist 

@ Low mounting height 

@ Easily mounted by dealer 
or customer 


Here’s the good news! 


Farm Conversion Hoist. 


PF-33 is designed to make any 3/4 or 1 ton truck into 
a dump truck. It’s equipped with P.T.O., has a 40° dump- 


Converto PF-33 hoists are custom- 
ized — actually designed on the job and thoroughly tested 
in the farm market. Now farmers get additional uses from 
their trucks and far longer service from the new PF-33 


@ Full 40° dumping angie 
@ Mounted on any type body 


ing angle, load capacity up to 5 tons, and can dump any 


load in less than 10 seconds. 


priced right to buy and to sell. 


Get the complete story on the PF-33 Customized Hoists 
for additional profits on every new truck sale. Converto’s 
PF-33 conversion hoist has been designed and engineered 
to meet the vast needs of the farmer for a low cost dump 
truck. It is a light weight, dual arm, direct lift hoist. 


What's more, the PF-33 is 













Write for complete 
free catalog 









to protect purchasers, Robb said, 
“it has taken the stigma away from 
dealers and has given the public 
faith in them.” 

Many dealers, he added, refer 
buyers to the department when 
they think “they’re not getting a 
fair shake.” 

Applicants for licenses are under 
$5,000 bond to assure adherence to 
the law. 


5 Texas Dealers 


Named Advisers 
To NADA Groups 


AUSTIN, Tex.—Five Texas deal- 
ers have been appointed to the ad- 
visory councils of five NADA com- 
mittees, according to Thomas F. 
Abbott jr., regional vice-president. 

Kenneth Kellam, Fort Worth, 
was named to the council on public 
relations; Floyd Randel, Wichita 
Falls, to the council on business 
management; John Nash, Austin, 
to the council on sales and mer- 
chandising; Frank Gillman, Hous- 
ton, to the council on personnel 
relations, and E. J. Pennington, 
president of the Texas Automotive 
Dealers Assn., to the council on na- 
tional affairs. 


Rumsey Mfg. Ups 
Packard Claim 


BUFFALO. — Attorneys for the 
bankrupt Rumsey Mfg. Corp., of 
Seneca Falls, N. Y., have asked 
Federal Court to add $188,000 to a 
$256,996 judgment against Packard. 

Rumsey won the judgment Jan. 
3, 1952, on claims filed by the 
Seneca Falls plant for work per- 
formed and materials purchased on 
subcontracts let by Packard. 

Packard canceled the contracts 
for manifolds, camshafts and other 
parts for Rolls-Royce airplane 
engines at the end of World War 
II. 

Attorneys contend that Rumsey, 
which recovered $95,000 in a simi- 
lar suit against U. S. Hoffman Ma- 
chine Co., of Syracuse, is entitled 
to additional compensation from 
Packard. 


Korean Car 
Red Radio Predicts Auto 


Within 3 Years 


PANMUNJOM.—(UTPS)—North 
Korea’s first automobile plant will 
begin production by 1957, with an 
initial goal of 6,000 units, Radio 
Peiping has announced. 

Czechoslovakian technicians are 
now in North Korea to expedite 
completion of the factory. 

The Red radio did not disclose 
what type of automotive vehicle 
would be manufactured. 

A plant now under construction 
in Communist China, after which 
the Korean plant is to be modeled, 
is reportedly turning out Russian 
jeeps. 

Radio Peiping stated that the 
North Korean factory was started 
during the war in December, 1951, 
and could now “produce 40 differ- 
ent kinds of automotive parts.” 


Automotive-Cable Maker 
Hit by FTC for Pricing 


WASHINGTON. — The Federal 
Trade Commission has ordered 
the Whitaker Cable Corp., Kansas 
City, to stop discriminatory pricing 
practices in the sale, for replace- 
ment purposes, of automotive cable 
products and related items under 
an initial decision entered by FTC 
Hearing Examiner Earl Kolb. 

This, it was noted, is not a final 
decision of the commission. Under 
the FTC rules, the hearing ex- 
aminer’s decision may be appealed, 
stayed or docketed for review. 

The order would forbid Whitaker 
to sell automotive cable products 
and related items of like grade and 
quality for replacement purposes 
to any purchaser at prices higher 
than those charged other purchas- 
ers who compete in their resale 
and distribution. 


Dresser Promoted 

Lloyd Dresser, associated for 33 
years with Buick sales and service 
in Spokane, has been promoted to 
the sales department of Kauffman 
Buick after serving as new-car 
service manager, according to Clay- 
ton D. Kauffman, sales manager. 
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Car Terms Detailed ... 





Credit Firms See Busy Year 


CHICAGO. — Recession talk finds 
little place among firms granting 
consumer credit, says the American 
Finance Conference in its publica- 
tion, Time Sales Financing. 

The magazine discussed a sur- 
vey of 392 financial institutions 
conducted by the National Re- 
search Bureau, Inc. The re- 
searchers found that about 90 
percent of the group anticipated 
1954 credit volume would be the 
same as, or greater than, that 
extended during 1953. 

But even when they predicted 
better business for themselves in 
1954, some credit granters said that 
general business may be somewhat 
lower. 

Some 85.7 percent of the firms 
said that in 1954 credit must be ex- 
tended on an individual basis and 
each consumer’s case must be 
weighed carefully. 

Rising delinquencies were cited 
as the overwhelming problem in the 
consumer credit field. 

Of the 392 firms contacted, 77 
dealt in new-car paper. Of the 77, 
some 63 reported they hold to 
one-third down and 24 months. 
Nine said they go to one-third 
down and 30 months and five re- 
ported more liberal terms. 


The maturity is apt to be ex- 


New-Rubber Use 
Shows Gain of 
4.9 Pct. in Month 


NEW YORK. — New-rubber con- 
sumption in the U.S. during Jan- 
uary amounted to 97,747 long tons, 
4.97 percent above December’s con- 
sumption of 93,116 long tons, ac- 
cording to the Rubber Manufac- 
turers Assn. 

Natural- rubber consumption in 
January increased to 47,265 tons, 
11.58 percent above the December 
consumption of 42,361 tons. The 
natural-rubber proportion of total 
new rubber used rose to 48.35 per- 
cent, compared with 45.49 percent 
during December. 

Synthetic-rubber use declined 0.54 
percent in January to 50,482 tons, 
compared with 50,755 tons of all 
types of synthetic rubber consumed 
during December. 

Consumption of reclaimed rubber 
by the industry was estimated at 
19,481 long tons, 0.92 percent above 
December consumption of 19,304 
tons. 


Goodrich Constructing 


Phoenix Warehouse 


PHOENIX. —A new warehouse 
and office building to serve as Ari- 
zona headquarters for the B. F. 
Goodrich tire and equipment divi- 
sion is nearing completion here. It 
is slated for occupancy by April. 


Tires and tubes of all types and 
sizes formerly warehoused in Los 
Angeles for Arizona will be stocked 
in the new building. 





Money's Worth— 


Some time ago, Arthur Hartenstein, 11, 
of Los Angeles, mailed 30 cents to B. F. 
Goodrich, asking for some information 
about rubber. Instead of the usual reply, 
the firm invited Arthur to lunch at its Los 
Angeles plant and showed him around. 
Then he received an armful of booklets 
and pieces of raw rubber for his class- 
mates. With him are L. T. Greiner (left), 
Pacific zone manager’ for replacement tire 
sales, and W. C. Ruble, plant personnel 
manager. 


tended if the downpayment is in- 
creased, the magazine said. Thus, a 
granter with one-third down and 
24-month terms may go up to 30 
or 36 months if the downpayment 
is raised to 40 or 50 percent. 


In used cars, virtually every 
credit firm has its own separate 
schedule of terms. However, 67 of 
86 firms said they have a one-third- 
down minimum when it comes to 
used cars not older than 1948 
models. 


With cars older than that, the 
magazine said, the downpayment 
requirement is apt to rise to 40 per- 
cent. Two companies said they ac- 
cept 25 percent down on one or 
two-year-old cars. 

With these 86 firms, 33 reported 
a maximum time limit of 24 months; 
four hold to 21 months, 39 set a 
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been doing in the immediate past.” 


limit of 18 months, three stop at 
15 months and seven said 12 months 
was the top. 

However, they usually allow the 
maximum time limit only on ’52s 
or ’538s. After that, the maturity 
limit is cut quickly by most credit 
granters. Prewar cars are financed 
virtually on a personal-loan basis, 
if at all. 

“Credit rating, not collateral, is 
our biggest factor,” one firm said. 
That seems to be the general 
opinon in the credit field on older 
cars, the magazine said. 

Significantly, one credit granter 
was quoted as saying: 

“We think the long used-car price 
slide is coming to an end. Maybe 
we can afford to take a few more 
chanees in this field than we have 
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Spark Plug Trophy— 

Jack Rutherford (left), Palm Beach (Fia.) 
sportsman, receives the Champion Spark 
Plug trophy from James Lewis, Champion 
vice-president, during Speed Week in Day- 
tona Beach, Fla., for clocking the highest 
speed on the program's first day in an 
Italian Ferrari. Rutherford set a record of 
136.03 miles an hour in the event, spon- 
sored by the National Assn. for Stock Car 
Auto Racing. 
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5 Dealers Named 
To NADA Council 


For Illinois 


SPRINGFIELD, Ill. — Harry B. 
Craycroft, NADA director for 
Illinois, has named five dealers to 
the newly organized NADA ad- 
visory council for the state. 

The appointees and their duties 
are: 

C. Dan Bopp (Nash), Decatur, 
public relations; H. Wilson Graff 
(Pontiac), Springfield, business 
management; L. R. Barham (Ford), 
Harrisburg, laws and regulations; 
Earle E. Bitzer (Dodge-Plymouth), 
East St. Louis, personnel relations, 
and Glen W. Travis (Cadillac- 
Pontiac), Peoria, sales and mer- 
chandising. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
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Just one of thousands of painters who have found the 
answer to quick enamel-quality spotting is Ralph Guillen, 
of B & H Motors, San Francisco De Soto-Plymouth dealer. 
He says: “The Acme Pro-Flex Way is the one quicker, easier 
way to spot-in enamel.” Here’s why it’s your best way. 


Recommended by Leading Manufacturers 
of Cars Finished in Baked Enamel 


Here is the proven answer to your matching and 
time problems on those enamel spot and touch-up 
jobs! You want speed, but you want enamel 
durability, too. Acme Pro-Flex gives you both, 
plus good matches—right out of the 

factory packages. 


HERE’S THE REASON: Acme Pro-Flex is a 
combination lacquer and synthetic finish. That 
means it has the same weathering characteristics 
as baked enamel with the drying features of lacquer. 
Leading manufacturers of enamel-finished cars 
recommend Pro-Flex for faster enamel spotting. 


It’s lacquer-easy to work with, but you get a 
high gloss with very little rubbing or polishing. 


Remember—when you’re on the spot for speed, 
spot-in enamel with Pro-Flex. Call in 
your Acme jobber right now. 


ACME QUALITY PAINTS, INC. 
DETROIT 11, MICHIGAN 


AUTOMOTIVE 
FINISHES 
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Output, Inventories Drop .. . 


Car-Tire Shipments 
Rise 27% in Month 





’ 


NEW YORK. Manufacturers 
shipments of car tires during Jan- 
uary increased 27.94 percent over 
December, amounting to 5,985,913 
units, compared with 4,678,671, ac- 
cording to the Rubber Manufac- 
turers Assn. 


Car-tire production during 
January was down 2.8 percent, 
the association said, totaling 5,- 


DeSoto Creates 


Region at Frisco 


DETROIT. — DeSoto has created 
a new regional sales area, bringing 
its total across the 
country to 19, 
it was announced 
last week by J. B. 
Wagstaff, sales 
vice-president. 

The new region’s 
headquarters are 
in San Francisco. 
It will direct De- 
Soto sales opera- 
tions in northern 

= California, Utah, 
T. L, McManus Nevada, a section 
of southern Idaho, and western 
Wyoming. 

Appointed regional manager was 
T. L. McManus, who had served 
as manager of the Syracuse region 
since 1945. 

Prior to formation of the San 
Francisco region, area coverage 
was shared by the Los Angeles and 


251,403 units, compared with 5,- 
405,748 in December. 


As a result of the heavier ship- 
ments, inventories of car tires Jan. 
31 were down 5.86 percent to 12,- 
279,042 units from the 13,043,713 on 
hand Dec. 31. 


Shipments of truck and bus tires 
in January totaled 1,015,749 tires, 
an increase of ‘2.82 percent over 
December, when 987,900 tires were 
shipped, the report said. Production 
was 1,048,082, down 2.52 percent 
from December’s figure of 1,075,- 
215. 

Inventories at the end of Jan- 
uary were 2,697,796 tires, changed 
but little from Dec. 31 when 2,- 
676,230 truck and bus tires were 
on hand. 

Shipments of car inner tubes 
jumped to 6,833,997 units in Jan- 
uary, a gain of 47.77 percent over 
December’s shipments of 4,624,903. 
Production for January was 5,395,- 
155 units, an increase of 19.03 per- 
cent over December, when 4,532,718 
units were produced. Month-end 
inventories of 10,107,488 tubes were 
12.59 percent below the Dec. 31 
total of 11,563,721. 


Lebanon (Ind.) Show 
To Run March 25-27 


LEBANON, Ind. — The third 
annual Boone County Home and 
Auto Show will be held March 25- 
27 in the Lebanon Armory under 
the sponsorship of the Junior 
Chamber of Commerce. 





Two-Ton Truck Powered by V-8— 


A high-compression V-8 engine powers the 1954 Studebaker heavy-duty two-ton 
truck. Along with increased horsepower is a standard four-speed synchromesh trans- 
mission. Four different wheelbases are offered. The truck has riding comfort, spacious 
cab interiors and driving ease. Nine different body colors are available. 


* * * 


* * * 





Studebaker’s 54. Trucks 


Features Include New Styling and V-8 Engine 
For Heavier-Duty Vehicles 


SOUTH BEND. — New styling, 
new cab and chassis features and a 


speed synchromesh transmission as 
standard on all two-ton models and 


V-8 power plant for the heavier-| optional at extra cost on all others. 


duty vehicles have been announced 
by Studebaker for its 1954 trucks. 
The firm earlier this month had 


The heavy-duty transmission 
which was formerly available at 
extra cost on the 1%-ton models is 


revealed price reductions of as| now standard on those models. 


much as $80 on certain models. 


The new truck series, ranging 
from the half-ton pickup to the 
heavy-duty two-ton unit, includes 
five basic models. Gross vehicle 
ratings range from 4,600 to 16,000 
pounds. 

The 1% and 2-ton trucks are 
available with either the V-8 power 
plant or the six-cylinder Power 
Plus engine. Also offered is a four- 


BRING YOUR ALIGNMENT 
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A new wheelbase has been added 
to the one-ton series. The 3R14 one- 
ton truck will have a 131-inch 
wheelbase, nine-foot body, and 
gross vehicle rating of 9,500 pounds. 

Three different power plants are 
available: The six-cylinder Econ-O- 
Miser and Power Plus engines for 
the lighter models, and the V-8 
power plant or the Power Plus en- 
gine for the 1% and two-ton models. 
A compression ratio of 7.5 to 1 is 
standard for the Econ-O-Miser and 
V-8 power plants, with 7 to 1 stand- 
ard for the Power Plus engine. 

Wheelbase range from 112 to 
195 inches. Half-ton and %-ton 
models are available with wheel- 
bases of 112 and 122 inches, re- 
spectively; one-ton models are of- 
fered with wheelbases of either 
121 or 131 inches, and 1%-ton and 
two-ton models with wheelbases 
of 131, 155, 171 or 195 inches. 

Eye appeal, comfort and riding 
ease also are emphasized. Colors 
are as gay and sprightly as those 
on cars. Cab interiors are color- 
matched to harmonize with exterior 


* * 7 


hues. There are nine different body 
color options. 

Exterior changes include a new 
grille, headlamp and bumper as- 
sembly. 

One-piece windshields provide ful! 
forward visibility. 

Dual-acting coil-and-jack spring 
seat cushions give seats greater 
comfort. Seats accommodate thre« 
persons, Dual window wings and 
foot-operated floor ventilators as 
sure ventilation. 

The new %, % and one-ton 
models powered by the Econ-O- 

Miser are designated as the 3R5, 
3R10, and 3R15, respectively. The 
same models powered by the 
Power Plus are known as the 
8R6, 3R11 and 8R14, The 1%-ton 
model equipped with Power Plus 
is designated as the 3R16, and the 
two-ton model with the same en- 
gine as the 8R17. The 1%-ton 
model with V-8 engine is known 
as the 3R28, and the two-ton 
truck with V-8 engine is the 3R38. 

Three-speed synchromesh trans- 
mission is standard, with overdrive 
transmission optional at extra cost 
on the % and %-ton models (3R5, 
3R6, 3R10, and 3R11). Four-speed 
transmission is standard on the 

one-ton (3R14 and 3R15). Heavy- 
duty four-speed transmission is 
standard on the 1%-ton models 
(3R16 and 3R28). Four-speed syn- 
chromesh transmission is standard 
on all two-ton models (3R17 and 
3R38) and available at extra cost on 
any of the others. 

An exclusive feature claimed for 
the %-ton truck lies in the under- 
slung rear spring leaves which con- 
tribute to low loading height. Two- 
stage rear springs also are offered 
optionally for the %-ton truck. 

All one-ton 3R14 and 3R15 mod- 
els are equipped with self-energiz- 

ing brakes and hypoid rear axles 
with ratios of 5.14 or 5.83, 

Frame strength of the 54 models 
is described as sturdy. Direct 
bumper - to- frame mountings with 
“wing” braces provide added pro- 
tection for the front ends of the 
heavier models. Alligator - jaw 
mounted box-section cross-members 
and massive front K-members on 
all models give increased strength. 

The new models retain the “lift- 
the-hood” accessibility which per- 
mits easy access to engine, ignition 
or instrument panel wiring when 
servicing is needed. 

Studebaker officials say that more 
than 90 percent of all trucking 
needs fall within the haulage ca- 
pacities represented by the new 
models. 





"54 Models Include Exterior Changes— 


One-piece windshields and new grilles, headlamp and bumper assemblies are 
among the exterior changes for Studebaker'’s 1954 trucks. Two different six-cylinder 
power plants are available for the 2, %4, and one-ton models, and a V-8 engine 
or the six-cylinder Power Plus engine for the 1% and two-ton series. Shown is the 
half-ton pickup truck, with three-speed synchromesh transmission as standard, and 
four-speed synchromesh or overdrive transmission optional. 








Most Workers 


Use Cars 


To Get to and from Jobs 


WASHINGTON.—A series of re- 
cent studies in six states in cooper- 
ation with the U. S. Bureau of 
Public Roads shows that 85 percent 
of workers living 10 or more miles 
from their jobs now depend on cars 
for transport. 

By excluding persons for whom 
no travel at all was involved be- 
tween residence and place of 
work, it was found that 63 per- 
cent of all employed persons 
depended on cars to get to and 
from work, whether they had to 
travel less than a mile or more 
than 20 miles. 

Where the distance was less than 
a@ mile, more than half walked, but 
43 percent used cars. 

The pattern of car use is pretty 


much the same in the United States 
and Canada. Both Canadians and 
their cousins in the U. S. show 
strong preferences for use of their 
automobiles in getting to work or 
help them in their work. 

Both list shopping as the sec- 
ond most important use of the 
family car. The only substantia! 
difference between the tw< 
peoples is the greater use to 
which cars are used to transport 
people to schools in the United 
States. 

Another survey shows that 80 of 
every 100 car trips are for less then 
10 miles, despite the facet that 69 <f 
100 vacation trips in cars are for 
100 miles or more. 
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Legislative Roundup 





(Continued from Page 26) 


power the state industrial com- 
missioner to prohibit strikes af- 
fecting the public interest during 
a 30-day cooling-off period. 

A bill introduced in Virginia 
would prohibit international labor 
unions from “doing business” in 
Virginia if they refuse to give a 
charter to a local union upon a 
petition of at least 25 members. 

Bills introduced in Kentucky in- 
cluded a measure to amend the 
State motor carrier act so as to 
permit drivers of contract and 
common carrier trucks to refuse 
to cross picket lines. Another pro- 
posal there would give the State 
a “Little Wagner Act,” empower- 
ing the State commissioner of in- 
dustrial relations to order and con- 
duct union representation elections 
and certify results. 

Gov. Christian Herter called for 
modification of a Massachusetts law 
empowering the governor to seize 
industries essential to public health 
and safety in case of strikes. He 
would permit a moderator named 
by the governor to attempt concili- 
ation during a 15-day period, rather 
than limit him to trying to per- 
suade both sides to arbitrate. 


* * 


* 
Court Rulings on Labor 
NEW state court rulings in the 

labor relations field include a 
Virginia Supreme Court decision 
upholding that State’s public utility 
anti-strike law. A lower court in 
Oregon held that a section of a 
1953 State law restricting picketing 
“is clearly unconstitutional.” 

The Arkansas Supreme Court held 
that labor unions may not picket 
to enforce unlawful demands. It 
ruled in one case that picketing to 
force a breach of contract was an 
unlawful purpose, and in another 
case that picketing to force accept- 
ance of a closed-shop agreement, in 
violation of the state constitutional 
ban against compulsory unionism, 
must be prohibited. 

A bill increasing maximum un- 
employment compensation bene- 
fits from $22 to $25 a week, and 
cutting employer tax contribu- 
tions to the unemployed fund by 
some $2 million, was enacted in 
Virginia. Bills to liberalize such 
benefits also were introduced in 
Michigan, New Jersey, New York 
and Rhode Island, while higher 
compensation was proposed in 
Michigan, New Jersey and New 
York. 


New York lawmakers enacted a 
bill increasing maximum weekly 
workmen’s compensation benefits 
from $32 to $36, with proposals to 
liberalize the benefit provisions of 
such laws also introduced in Massa- 
chusetts, New Jersey, Rhode Island 
and Virginia. 

Also enacted in New York was a 
bill boosting from $30 to $33 the 
maximum weekly benefits under 
the state’s cash sickness disability 
program, which is designed to pro- 
tect workers from loss of wages 
due to non-occupational injury or 


sickness. 
* * x 


Truck Tax in Colorado 
i THE field of highway-user tax- 
ation and highway financing, 
Colorado imposed a gross ton-mile 
tax on trucks expected to yield 
about $4 million in additional an- 
nual revenue, and referred to the 
voters in November a proposal to 
highway building. 

The truck tax bill, besides pro- 
viding for a 1.5-mill gross ton-mile 
tax, also provides for a truck and 
trailer registration fee scale rang- 
ing from $12.60 to as high as $762.50. 

Killed by a Virginia legislative 
committee were bills proposing a 
new weight-distance tax on trucks, 
higher weight and length limits 
and abolition of the State’s policy 
of tax reciprocity for out-of-state 
truckers. 

Turned down by Kentucky 
truckers was Gov. Lawrence 
Wetherby’s plan to support pro- 
posed legislation to increase truck 
weight limits from 42,000 to 56,800 
pounds, provided the move was 
accompanied by a new weight- 
distance tax on heavy trucks and 


limitation of tax reciprocity to 
the basic registration fee. 

Gov. Frank Lausche of Ohio has 
pointed out that his State is par- 
ticularly interested in the forth- 
coming Washington meeting of gov- 
ernors because some states have 
canceled truck license reciprocity 
with Ohio and several! others 
threatened to follow suit in retalia- 





Lakes Car Shipments 
To Get Late Start 


BUFFALO. — Indications are 
that the automobile shipping 
season on the Great Lakes will 
get off to a later start this 
season than last year. First sail- 
ings are expected about Apr. 1. 

Neither Nicholson Transit Co. 
nor the Ranahan-McCarthy line 
anticipates early operation of 
their auto carriers, usually 
among the first vessels to sail 
after navigation opens. 
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Another satisfied customer leaves Rice’s in a “like-new” car. 
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tion against Ohio’s controversial 
axle-mile tax. 
* * * 


N. Y. Seeks Gas Tax Boost 


PROPOSED New York State 

bond issue of $500 million to 
$750 million, supported by a two- 
cent increase in the state gasoline 
tax rate, was favored by the Tem- 
porary State Commission on High- 
way Finance, 

Pending in the Michigan Legisla- 
ture was a proposal to submit to 
the voters in November a constitu- 
tional amendment authorizing the 
issuance of up to $500 million in 
bonds for State highway improve- 
ments. 

New toll financing developments 
include approval of a _ resolution 
empowering the Colorado Highway 
Commission to issue $16 million in 
bonds to finance construction of a 
toll tunnel through the Continental 
Divide. 

An Administration bill in New 
York would remove the present $500 
million ceiling on borrowing power 
of the New York Thruway Author- 
ity, so it can complete the New 
York-to-Buffalo toll superhighway. 

A Virginia bill would create a 
State Turnpike Authority, empow- 
ered to finance, build, maintain and 
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Spratt Takes Buffalo as Tradein— 


Talking with C. C. Acor, a rancher living near Cheyenne, Wyo., Ivan Sprott, owner 
of Trail Motors (Dodge-Plymouth), Cheyenne, found that Acor was in the morket for 
a used car. Not having enough money to make the deal, Acor said he would trode 
one of his 17 young buffalo along with an older cor. Spratt agreed and is keeping 
the animal at Acor's ranch for six weeks. After that, he said, he moy sell # te o 
zoo or a park. 
operate a toll superhighway across|West Virginia and contemplated 
southwest Virginia to tie in with | North Carolina toll highway facili- 
the turnpike being constructed in | ties. 








DeVilbiss paint shop turns out a 


finished job every half hour! 


Production-line methods help Rice’s 


cut costs, increase volume and profits 


That gleaming, refinished sedan is emerging from a “production 
line” at the Rice Auto Painting Corporation, Hempstead, L.I., N.Y. 

Two freshly painted cars roll off the line every hour at Rice’s, and 
volume is so great that painting goes on day and night in two shifts, 
six days a week. Cars — prepared for painting in the repair depart- 
ment — are spray painted in a DeVilbiss Spray Booth, then dried in 
a DeVilbiss Traveling Infrared Oven; each step takes slightly less 


than 30 minutes. 


Thanks to DeVilbiss equipment, this paint shop is so efficient 
that paint jobs are done profitably for as little as $69.00 — and quality 
is so outstanding that other repair shops find it desirable to have Rice 
handle their paint work! Operators prefer DeVilbiss equipment 


because of its light weight and easy handling. 


If this sounds like the kind of painting operation you'd like to have, 
get in touch with your DeVilbiss Jobber; let him help you to more 
profits with DeVilbiss Spray Guns, Compressors, Hose and Connec- 


tions, Spray Booths and Ovens. 


THE DEVILBISS COMPANY 


Santa Clara, Calif. « 


Toledo, Ohio . 
Barrie, Ontario °* 


London, England 





Painting and baking take place in full view of passers-by 
—a traffic stopper thot attracts many new prospects. 





Cars are prepared for painting in the spacious body shop. 
Volume production is the keynote here, with production-line 


timing. 





Filter doors and a thoroughly sealed all-metal booth pro- 
vide dust protection for flawless factory quality finishes. 





In Rice's efficient shop, every car is oven boked while 
the next car in line is being sprayed. 


FOR BETTER SERVICE, BUY 


DeViLBISS 





BRANCH OFFICES AND DISTRIBUTORS IN PRINCIPAL CITIES THROUGHOUT THE UNITED STATES, CANADA AND THE WORLD 
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Used-Car Auction Prices 





Market Trend 


The overall average price of wholesale used cars rose again last 
week—the second week in a row, according to Automotive News’ index. 

The gain of $9 was the largest for the year, except the week when 
’46 models were dropped from the index and ’54s were added. 

The strengthening was noted all through the market except for 
58s, which dropped $20, and ’47s, which declined $1. 

The gains were: ’52s, up $31; ’54s, up $20; 50s, up $17; ’51s, up $8; 
48s, up $8, and ‘49s, up $4. 

Last week the ratio of sales to offerings was 72 percent. That was 
topped only in the week of Jan. 25 when the ratio was 75 percent. 
At nine representative auctions last week, there were 1,302 cars put 
on the block and 949 knocked down. 

Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


DENVER $2,745*. ‘51 (62) 4-dr., $1,900*, $1,865*. 

’50 (62) 4-dr., $1,750*. 
(Denver Auto Auction, Sale every Sun- | cop#@YROLET — ’54 Bel Air sport coupe, 
day and Monday. Prices are for sales of $2,175*, $2,170*; 4-dr., $1,930*, $1,885; 


2-dr., $1,815*, $1,810*,. $1,805, 2 at $1,- 


ch 1, 
Vem, 26 and March ) 770; (210) Handyman, $2,030; club coupe, 


(Market very strong — price slightly $1,775; 4-dr., $1,750; %-ton pickup, $1,- 
up.) 380, $1,310. '53 Bel Air 2-dr., $1,585, 
BUICK—’ 54 Century Riviera 2-dr., $3,000*; $1,565; 4-dr., $1,575, $1,550; (210) sport 


Super Riviera 2-dr., $2,970*, $2.905*. °53 
Super Riviera 2-dr., $2,130*, $2,000*, $1,- 


coupe, $1,540. 
CHRYSLER—’'54 NY sedan, $3,100*; Wind- 


810°; Special 2-dr., $1,415, $1,410. "52| sor Newport, $2,750. ’53 Windsor 4-dr., 
Super conv., $1,285*. $1,760*. ’52 NY 4-dr., $1,345* (ps). '51 
CADILLAC—’54 (64) 4-dr., $5,530* (ps). Windsor 4-dr., $855. '50 Windsor 4-dr., 


"53 (62) 4-dr., $3,190*. "52 (62) coupe, $795*, $705*. 


ut Sy 
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double offset 


BOXOCKETS! 


OVER A WIDE, wide range of jobs 
no other type of wrench can match 
Snap-on Boxockets for handiness, 
speed, safety! They swiftly handle 
jobs where sockets can’t be used— 
slip into recesses and over protruding 
bolts. The deeply offset, angled heads 
give you knuckle-saving clearance. 
The double hex openings completely 
encircle the nut—grip securely on all 
six corners—can’t slip—can’t spread 
—need only Aalf the turning space 
in tight spots. You can take a new 
grip with only a 30° handle swing! 

Boxocket advantages can contribute 
to any mechanic’s earning power— 
that’s why’Snap-on offers them in a 
wide selection of types and sizes— 
Standard and Heavy Duty—Dwarf and 
Midget—15% Angle and Combina- 
tion. Let your Snap-on Man show you 
the next time he calls! Ask him for 
the free Snap-on catalog, or write 


SNAP-ON TOOLS CORPORATION 


8082-C 28th Avenue ; Kenosha, Wisconsin 





eg at 2 


5 wrenches, %’’to1” 


Fis 


6 wrenches, %’ta 14” 
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DeSOTO 
(ps). 
DODGE—’51 Diplomat, $825*; Wayfarer 2- 


‘52 Fire Dome 4-dr., $1,325* 


dr., $615*; %-ton pickup, $500. ‘50 
Coronet 4-dr., §$490*. ‘49 Wayfarer se- 
dan, $320. 


FORD — '54 Country Squire, $2,600*; (8) 
Country Sedan, 3 at $2,475; Victoria, $2,- 
315, $2,230, $2,205, $2,190, $2,185; Ranch 
Wagon, $2,295; 2-dr., $2,080*, $2,065, 
$1,915; 4-dr., $2,005; Crest 4-dr., $2,- 
125*, $2,100; Custom (6) 4-dr., $1,840. 

HUDSON—’51 Pacemaker 4-dr., $570. '50 
Commodore (8) club coupe, $505. 


KAISER—’51 4-dr., $545, $495. 


LINCOLN—’'54 Capri coupe, $3,715* (ps). 
‘53 Cosmopolitan 4-dr., $2,400*. ’52 Cos- 
mopolitan 4-dr., $1,705*; Capri 4-dr., $1,- 
405°. 

MERCURY—’'54 Sun Valley, $2,735*; conv., 
$2,675*; Custom sport coupe, $2,520*; 2- 
dr., $2,325*; Monterey sport coupe, $2,- 
605*; 4-dr., $2,500*. '53 Monterey 4-dr., 


$1,875". 

NASH—’50 4-dr., $590*. 

OLDSMOBILE — ‘54 (88) 4-dr., $2,900* 
(ps), $2,700*. °53 (98) 4-dr., $2,230°%; 
(88) 2-dr., $1,860*, $1,840*. ’52 (88) 
Holiday, $1,750*; 4-dr., $1,450*; 2-dr., 
$1,255*. 


PACKARD—’52 4-dr., $935. ’50 2-dr., $490. 

PLYMOUTH—’54 Savoy club coupe, $1,720. 
’53 Suburban, $1,525. '52 Cambridge club 
coupe, $820. '51 Belvedere, $740, $715. 
’50 Deluxe 2-dr., $390. 

PONTIAC—'54 Star Chief conv., $2,250*; 
Chieftain (8) 4-dr., $2,285*. ’53 Catalina, 
$2,045*, $1,890; (8) 2-dr., $1,525*. ’52 
(8) 2-dr., $1,275*, $1,210*; 4-dr., $1,105*. 

STUDEBAKER—’52 Commander Hardtop, 
$1,060*; 4-dr., $845. ’°51 Land Cruiser 4- 
dr., $560; Commander 4-dr., $535. '50 


%-ton pickup, $265. '49 Commander club 
coupe, $295. 


1954 


Average Used-Car Prices 


(Compiled by Automotive News) 





on 1954 models added to 
tabulation; prices on ‘46s dropped. 

(The above figures are averages of used-car auction prices, all make, 
and models, carried regularly in Automotive News.) 


* Prices 


WILLYS—’53 Aero Eagle, $1,130. ’52 2-dr., 
$500. '49 Jeep 4x4, $545. 

MISCELLANEOUS — 
$280. "52 GMC %-ton pickup, $640. 


ALBANY, N. Y. 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of March 1.) 
(Today’s market kept pace with last 
week, The offerings were of much better 
quality. Sold 115 cars out of 135 offer- 
ings.) 
BUICK—’54 Super Riviera 2-dr., 
4-dr., $2,929* (ps). '53 Special 


$2,910*; 
Riviera 
































NEW CHEVROLET AND PONTIAC “SPECIALS” 
Real time savers and money makers for 
many operations on Chevrolets and Pontiacs. 
Ask your Snap-on Man to show you. 


Eccaal 


11 wrenches, %’t01'4” 


18 watdian, %"101%" *" 


"51 Henry J 2-dr., | 






$a, 
| 































Mar. 1954 Feb Jan, 

Model To Date 1954 1954 | as 

1954. $2,212 $2,148" ee 
1953. 1,556 1,583 $174 FL 
1952. 1,070 1,053 gy |g OE 
1951... 7188 772 yl 4 
1950. 584 569 gq | DOD 
1949. 431 422 ig vor 
1948... 284 273 288 Cu 
1947... 241 222 ule 
1946............ + init f 

$1: 

Overall —_ ————-)— s 8 cor 

Average 896 - “4 

ag $ $ 880* § Gy wan 

4-¢ 

2 | 

NASI 

"49 

2-dr., $1,865*. "52 Special 4-dr., gigy « 
| *51 Super Riviera 2-dr., $1,100*; PLY! 
conv., $1,120*; Special 4-dr., $1,035%: Rye °48 
Riviera 2-dr., $1,100*. '50 Super 4 § PON 
$800*; 2-dr., $650*; Special 4-dr., $7 4-¢ 
$535*; Super Riviera 2-dr., $800*, “GE 2-< 
Super 4-dr., $490*; 2-dr., $560, STU) 

CADILLAC—'’54 (62) club coupe, $4,394 WIL 
(ps). ’52 (60) special 4-dr., $3,000* (py 
"49 (60) special 4-dr., $1,010*, '47 i, 
2-dr., $660. 

CHEVROLET — '53 (210) 4-dr., $1,5%% (C 
$1,370, $1,340; 2-dr., $1,235. ’52 SL pM Tues 
luxe 4-dr., $1,110*, 3 at $1,050* hi. @ 
020*; 2-dr., $1,030°; SL Special 4dr, 18 tect 
at $960; Bel Air 2-dr., $1,035*, *57 ] 
Deluxe 2-dr., $820; SL Deluxe 2% ae 
$860*; 4-dr., $900*; Bel Air 2-dr,, gos BUI 
50 FL Deluxe 2-dr., $535; SL Dp $2, 
conv, $510°; 4-dr., $630; 2-dr., $650, . 

Deluxe 2-dr., $440; -t i 
$270. ‘ot. AE oe 

CHRYSLER—'52 Windsor club coupe, 9.4 54 
060*. °50 Windsor 4-dr., $750*, 5 4 

DeSOTO—'52 Custom club coupe, $1.04 % 
50 Custom 4-dr., $735*. CAD 

DODGE—’51 Coronet (6) conv., $750*; cb 55: 
coupe, $910*; Meadowbrook 4-dr., $79 § CHE 
*50 Meadowbrook 4-dr., $550. '49 Mew™ SL 
owbrook 4-dr., $650. °47 Custom 4d. 51 
$180*. ’46 Custom 4-dr., $300, $200, § $7 

FORD—’54 Custom (8) 4-dr., $1,800*; Cys Iw 
tom (6) 2-dr:, $1,700*. '53 Main (§)4§ FI 
dr., $1,260; Main (6) 4-dr., $1,280, q)  c0 
Custom (8) 2-dr., 2 at $1,100; 2 at gi-f . se 
090; 4-dr., $1,170*; Main (8) 2-dr,, if dr. 
000. ’51 Custom (6) 2-dr., $820*, %§ CHR 
Custom (8) 2-dr., $600*; club Des¢ 
$650; (6) station wagon, $510. 49 Gy§ Cu 
tom (6) 2-dr., $350; club coupe, §3%,) DOD 
Custom (8) 2-dr., $390. '48 (8) eto Me 
panel, $200; 2-ton platform, $280, 4) FOR 
Super Deluxe (6) 2-dr., $125. 001 

HUDSON—’47 2-dr., $100. $6 

KAISER—’49 Deluxe. 4-dr., $180. Cu 

LINCOLN—’53 Capri 4-dr., $2,470*. (6 

MERCURY — ’51 4-dr., $910*. ‘50 statiog UP 
wagon, $625. De 

NASH—’52 Rambler Country Club, $655*, § LIN¢ 

OLDSMOBILE—’51 (88) 2-dr., $800%; 4§ MER 
dr., $1,260*. ’50 (98) 4-dr., $880*, $eg0,—  °0l 
$790*, $760*; (88) 4-dr., $700*. ’48 (jg NAS 
conv., $265. '47 (76) 4-dr., $280. ‘51 

PACKARD—’49 4-dr., $300. '48 4-dr., $i, § St 

PLYMOUTH—’54 Beivedere 4-dr., $1,910" § OLD 
Savoy 2-dr., $1,650; Piaza club coup 7a 
$1,580. ’53 Cranbrook 4-dr., $1,225. a). $7 
Cranbrook 4-dr., $850; suburban, 1,0 § PAC 
’51 Cranbrook 4-dr., $730. ’49 Special De § PLY: 
luxe 4-dr., $530. °48 Special Deluxe 4-ér,§ $1, 
$330, $155. Cr 

PONTIAC—’ 54 Chieftain (8) conv., $2,660.) PON 
53 Chieftain (8) 4-dr., $1,700%. ‘my 5S 
Chieftain Deluxe (8) 4-dr., $1,330°, f-§ © 
300*; Catalina, $1,525*; 2-dr., $1,021. sig CR 
Chieftain Deluxe (8) 2-dr., $940*. STU 



















Chieftain (8) Catalina, $790*. 
STUDEBAKER ’50 Commander cony, 
$635*; Champion 2-dr., $330. °49 Cham 
pion 4-dr., $250*. 
WILLYS—’50 station wagon, $540. 
MISCELLANEOUS ’50 Frazer 4-d, 


$490°, 
MINNEAPOLIS 


(Minneapolis Auto Auction, Sale eve 
Monday. Prices are for sale of March 1) 
(Market good. More buyers than am 

Sold 54 cars out of 66 offerings.) 

BUICK—’50 PM conv., $815*; Super t 
dr., $645*, $530. ’47 Special 2-dr., $2 
’46 Super 4-dr., $230. 

CADILLAC—’48 (62) 4-dr., $760*. 

CHEVROLET—’53 (210) 2-dr., 2 at $1.2 
"51 SL Deluxe 4-dr., $850*. °50 SL Dt 
Luxe 4-dr., $675*, '49 SL Deluxe #@ 
$490. °48 FM 4-dr., $295. '46 FM i 
tionwagon, $155. 

CHRYSLER—’52 Windsor 4-dr., $1.1 
’49 Windsor 4-dr., $455*. 

DODGE—’51 Coronet (6) 4-dr., $60 
Wayfarer 2-dr., $570*. '50 Coronet 4, 
$585*. 

FORD—’53 Crest (8) Victoria, $1,6% 
’52 Main (8) 2-dr., $925, $905. '51 Gi 
tom (8) 2-dr., $8i0*, $775, $675; G& 
tom (6) 2-dr., $610. ’50 Custom (6)# 
dr., $550. °49 Custom (6) 2-dr., 
$410, $405, $350. '47 (8) 2-dr., $220, 
2-dr., 2 at $145. 

HUDSON—’51 Commodore 4-dr., $510% 

LINCOLN—’49 Cosmopolitan sport sedi 
385 


$385. f 
MERCURY—'51 Custom 4-dr., $850°. # 
Custom 4-dr., $300*. 
NASH—’50 (600) 4-dr., $375 
OLDSMOBILE—’51 (98) 4-dr., 
PACKARD—’49 Clipper 4-dr., 
Clipper 4-dr., $260*. 


1,050". 
510, #8 


PLYMOUTH—'52 Cranbrook 4-dr., 7 
club coupe, $865. °49 Special Deluxé 
dr., $370. °47 Deluxe 4-dr., $235, 9% 
46 Deluxe 4-dr., $180. : 

PONTIAC—’53 Chieftain (5) conv. 4 
800*. ’51 Chieftain (8) 4-dr., 


Deluxe 4-dr., 2 at $200. 4 
STUDEBAKER—’53 Commander 4-dr., 
335*.. 51 Champion Custom 2-df., 
MISCELLANEOUS—'51 Henry J Dem 
(6) 2-dr., $400*. '51 Frazer Special 
dr., $505 


BROWNWOOD, TEX. 


= 


(Southwest Car Auction. “ale every 3s 
day. Prices are for sale of ‘areh 1.) 

(Clean units strong, retail ap 
picking up. Weather good. Sold % (T 
out of 203 offerings.) da 
BUICK—’50 Super 2-dr., 50. > rr 
CHEVROLET — °53 %-ton pickup, acd Bu 

(210) 2-dr., $1,000, '52 SL Delt per 

dr., $710, $700, $635; -ton picket $1, 

$710. 51 Bel Air coupe, $745, ss $1, 

Deluxe 4-dr., $480, $455. ‘50 SL DOS @ 7 
(Continued on Page Col. 1) 







pe), 
62, 


r= 


- 


SSSR eP Pa F FETE F FF Fe 


oe 


GF geitet FRPBaxr sn SS 


f 


Be F 


Gee es = Fees 


Axe 


xR? 








(Continued from Page 66) 
dr., $950*, $800*, $750*. '50 Super Rivi- 


$482, $382, '49 < $370, 
’ $285; ‘%4-ton pickup, $325, $305, 
e. 8. FL 4-dr., $197, $127. 

2-dr., $182, $175, $156. 
ConYSLER '50 Windsor 4-dr., $580. 
*52 Deluxe Carry-All sedan, $910. 


’ juxe 4-dr., $295. 
a naar Coronet 4-dr., $600, °47 club 


235. 
coupe, $22". 4-ton pickup, $295. ’5i 


$635, $505. ’50 Custom 


a-dr., $475, 
47 


Custom (8) 4-dr., 


-dr., $397, $330, '49 (6) 2-dr., 
g “yak $340, 2 at $255; 4-dr., $172, 
$127, '47 2-dr., $247, $125, $257. '46 
conv., $170, $127. '42 club coupe, $110. 
40 2-dr., $120. : 
MERCURY 51 4-dr., $690, $572. '50 


4-dr., $625, $555, $450. 49 2-dr., $365, 
2 at $355, $285. ‘46 4-dr., $175. 


NASH—’51 Statesman 4-dr., $490, $410. 
49 2-dr., $108. 
oLDSMOBILE— "50 (88) 4-dr., $450, $577, 
$260; 2-dr., $105 


OUTH—'49 Deluxe 2-dr., $287, $270. 
ap Deluxe 2-dr., $250. ~ 
poNTIAC—'51 Catalina, $935. ‘50 (8) 

4-dr., $447. 49 (6) 2-dr., $360. '47 (6) 
2-dr., $147. ‘ 
sTUDEBAKER—'48 Champion 4-dr., $242. 
WILLYS—’48 %-ton pickup, $217. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of March 2.) 


(Market still good, Prices steady with 
last week. Sold 98 cars out of 135 offer- 


ings.) 

BUICK—’53 Super coupe Riviera, $2,120", 
$2,100*; 4-dr., $2,000*. ’52 Special 4-dr., 
$1,190*. °51 Super 2-dr., $1,000*, $895; 
j-dr. $1,005*; Special 4-dr., $920. 
Super 4-dr., $730*, $675; coupe Riviera, 
$1,045*, $855*; Special 4-dr., $695, $690. 
‘47 Super sedanet, $143. '46 Super se- 
danet, $175; 2-dr., $130. 


CADILLAC—’53 (62) coupe deVille, $3,- 
555%; 4-dr., $3,220* (ps). 

CHEVROLET—'53 (210) 2-dr., $1,210. '52 
SL Deluxe 4-dr., $1,000*, $970*, $875. 
51 -SL Deluxe 4-dr., $810, $795, $750, 
$710; 2-dr., $805, $770, $725. '50 SL De- 
luxe 4-dr., $630, $580; 2-dr., $575. '49 
FL Deluxe 4-dr., $480; 2-dr., $435; club 
coupe, $445. "48 FL 4-dr., $225; Aero- 
sedan, $285. "47 FM conv., $155. '46 4- 

” dr, $215. 

CHRYSLER—’46 NY 2-dr., 
DeSOTO — '52 Custom 4-dr., 
Custom club coupe, $185. 
DODGE—’53 Coronet (8) 4-dr., $1,305. '51 

Meadowbrook 4-dr., $500. 

’52 Custom (8) 2-dr., $1,070*, $1,- 
000; Main (8) 2-dr., $850; %-ton pickup, 
$660. ’51 Custom (8) 2-dr., $775. °50 
Custom (8) 2-dr., $665, $525; Custom 
(6) 2-dr., $495; 4-dr., $300; %-ton pick- 
up, $375. ’°49 Custom (6) 2-dr., $425. '46 
Deluxe 2-dr., $100. 

LINCOLN—’49 club coupe, $205. 

MERCURY — '51 4-dr., $845°*. 
coupe, $655, $410. 

NASH—’54 Rambler Custom 4-dr., $1,610*. 
‘Sl Statesman Super 4-dr., $650. ‘50 
Staterman Super 4-dr., $360. 

OLDSMOBILE—’53 Super (88) 4-dr., $1,- 
740*. °50 (88) sedanet, $810*; 4-dr., 
$715*. '47 (6) sedanet, $160. 

PACKARD— 49 4-dr., $385. 

PLYMOUTH — '54 Cranbrook Belvedere, 
$1,705; Savoy 4-dr., $1,560, $1,550. ‘51 
Cranbrook Belvedere 2-dr., $775. 

PONTIAC—’53 Chieftain (8) conv., §$1,- 
880*; 2-dr., $1,600*. 52 (6) 2-dr., $600; 
Chieftain (8) 4-dr., $1,275*, $1,200*. ’51 
Chieftain (8) 2-dr.. $950*, $905*. '49 (8) 
sedanet, $550*. 

STUDEBAKER—’'52 Champion 2-dr., $795. 


FARGO, N. D. 


(Tri-State Auciion Co, Sale every Thurs- 
day. Prices are for sale of Mar. 4.) 


(Market exceptionally good. Cars sell- 
ing $50 to $100 higher on clean and 
sharp units, Sold 77 cars out of 89 
offerings.) 5 
BUICK—'53 Super Riviera 2-dr., $1,805*; 
RM 4-dr., $1,795*; Special 2-dr., $1,- 
‘a "50 RM 4-dr., $715*; Special 4-dr., 


$160. 


$1,170. °47 


"50 club 


90. 

CADILLAC—’'51 (62) 4-dr., $2,000*. °49 
(62) 4-dr. $975". 

CHEVROLET—'53 Bel Air 4-dr., $1,685*, 
$1,535. °52 %-ton - pickup, $825. 
SL Deluxe 4-dr., $755*, $645, $625*; 
SL Special 4-dr., $680, $635, $620; %- 
ton pickup, $550. ‘49 SL Deluxe 4-dr., 

, $520. 48 SL Deluxe 4-dr., $320. 

CHRYSLER—'50 Royal club coupe, $725. 
47 Windsor Traveler, $325*. 

DODGE—'51 Meadowbrook 4-dr., $595. '49 
Coronet 4-dr. $445*. 

— '53 Custom (8) Country Sedan, 
+; 4-dr., $1,500*; 2-dr., $1,450; 

m (6) 2-dr., 2 at $1,300, '52 
Custom (8) 2-dr., $1,050, $1,035*, $1,- 
020°. ’51 Custom’ (8) 4-dr., $790, $750, 
$735, $720; Deluxe 2-dr., $725, $650, 
$625, $615; Deluxe 4-dr., $630. "49 %- 
ton pickup, $5.5. 

TEDSON—'4i Commodore 4-dr., $345. 

COLN—'47 Custom 4-dr., $125. 
car —48 club coupe, $355. 

NASH—'49° Statesman 4-dr 

OLDSMOBILE A 
50 (76) 4-dr. 


"46 2- 


$370. 

"52 (98) 4-dr., $1,505*. 
$680*; (88) 4-dr., $760*. 

myMOUTH - "53 Cambridge club coupe, 

= $1,190. °52 Concord Suburban, 

; 100; Cambriage 4-dr., $785, $760. ’50 

pecial Deluxe 4-dr., $500, $490; 2-dr., 





on $475. ‘49 Special Deluxe 4-dr., 
$275, $410. 46 Special Deluxe 4-dr., 
PaeAo — ‘53 Chieftain (8) 4-dr., $1,- 
Mey ‘ce, Chieftain (8) 4-dr., $1,145*. 
“ Chieftain (8) 4-dr., $950*, $725; 
sigs $920". 50 Chieftain (8) 4-dr., 
m¢ $690" $685; 2-dr., $660. '49 
10 S080", '46 SL club coupe, 
MUDEBAKER ‘52 Commander 4-dr., 
. *50 Champion 4-dr., $455. 

S—’'47 % - 

aos plekup International % 


VALDOSTA, GA. 


(Tom Hewi: Auto Auction, Sale every 

ma, Extces e for sale of Feb, 26.) 

225 Cars out of 311.) 

Sux 's3 RM. 4-dr., $1,990* (ps); Su- 
pees $1,990*; Special 2-dr., $1,485, 
Spee. 52 S_ceial Riviera 2-dr., $1,300, 
a: 4-cr., $1,200*; RM 4-dr., §$1,- 
- ‘Bl Super 4-dr., $995*; Special 4- 


era 2-dr., $750. 

CADILLAG—’52 (62) 4-dr., $2,336". 
(60) 4-dr., $2,110*; (62) coupe, $1,0 
’49 (61) 4-dr., $895". 

CHEVROLET—’54 Bel Air sport coupe, 

2-dr., $1,860*, $1,755*; 4-dr., 
$1,825*, $1,820*; (210) 4-dr., 

(150) 4-dr., $1,595. °53 Bel Air 
2-dr., $1,435*; conv., $1,400*; (210) 4- 
dr., $1,410*; 2-dr., $1,350, $1,340, $1,- 
280. '52 Deluxe conv., $1,290*, $1,100; 
2-dr., $1,035*; Bel Air, $1,180*. '51 FL 
Deluxe 2-dr., 2 at $750*. 

CHRYSLER—’51 NY, $1,075. 
2-dr., $865. 

DeSOTO—’53 4-dr., $1,800*. 

DODGE—’54 Coronet (8) club coupe, $2,- 
200*. ’53 Coronet (8) 2-dr., $1,325; %- 


"51 


"50 Newport 


ton pickup, $550. ‘52 %-ton pickup, 
$480. 

FORD—’54 Custom (8) 4-dr., $1,810*; 
Main (8) 2-dr., $1,625*, $1,520*, '53 


Victoria, $1,500; Custom (8) 4-dr., $1,- 
410*; 2-dr., $1,375, $1,300. ‘52 Victoria, 
$1,150*; Custom (8) 2-dr., $1,125*, $1,- 
110*. ’51 Custom (8) 2-dr., $775*, $725, 
$710*; Custom (6) 4-dr., $510. '50 Cus- 
tom (6) 2-dr., $675, $550; conv., $540. 
HUDSON—’51 Hornet 2-dr., $700*. 
LINCOLN-—’50 4-dr., $350*. 
MERCURY—’54 Monterey 2-dr., $2,390*. 
*53 Monterey, $1,550*. '52 Custom 2-dr., 
$1,170; 4-dr., $1,050. "51 Custom 4-dr., 
$925, $810*; Monterey, $820. ’50 Mon- 
terey 2-dr., $675, $650. 
NASH—’53 stationwagon, $1,275. '52 coun- 
try club, $1,050; stationwagon, $825. 
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OLDSMOBILE—’54 Super (88) 4-dr., $2,- 
930* (ps). 53 Super (88) 4-dr., $2,025", 


$1,870* (ps). ‘52 (98) 4-dr., $1,590*; 
Super (88) 4-dr., $1,450*; (88) conv., 
$1,325*. ‘51 (88) coupe, $1,300; (98) 


sedan, $1,160". °50 (88) 4-dr., $750*. 
PACKARD—’53 Clipper, $1,600*.'’51 (200) 


$625*. 
PLYMOUTH-—-'54 Belvedere 4-dr., $1,665* 
(ps). °53 Suburban, $1,400; Cranbrook 


4edr., $1,225, $1,150. '52 Suburban, §$1,- 
100. 

PONTIAC—’54 Chieftain (8) 4-dr., $2,- 
175. ’53 Catalina, $1,910*; Chieftain (8) 
4-dr., . °52 Catalina, $1,360*; 
conv,, $1,270*. °51 Chieftain (8) 4-dr., 
$950*. '50 Catalina, $775*. 

STUDEBAKER—’53 Land Cruiser 4-dr., 
$1,000*. °52 Champion 2-dr., $682.50; 
Commander 2-dr., $475. 

WILLYS—’53 stationwagon, $1,035. ‘52 2- 
dr., $510. 


OAKLAND 


(Pollock's Used Car Auction. Sale every 
Wednesday. Prices are for sale of Mar. 3.) 
(Weather fine, prices stronger on all 
cars, Sold 131 cars out of 175 offerings.) 


BUICK — '54 Special 2-dr., $2,645*; RM 
Riviera, $3,410* (ps). '52 Special 4-dr., 
$1,205*. °51 Special Deluxe 4-dr., §$1,- 


120*. 50 Special 4-dr., $740*. '49 Super 
4-dr., $495. °48 2-dr., $285*. '47 Special 
conv., $275. '46 4-dr., $195, $170. 

CADILLAC—’54 (62) 4-dr., $4,935* (ps), 
$4,850*. ‘53 (62) club coupe, $3,745* 
(ps), ’52 (62) 4-dr., $2,500*. °'51 (62) 
coupe deVille, $2,235*. '50 (62) 4-dr., 
$1,680*. '49 (62) 4-dr., $1,020*; (61) 
2-dr., $1,125*. 

CHEVROLET—’54 Bel Air 4-dr., $1,920*. 


’53 (210) 4-dr., $1,375; club coupe, $1,-| DeSOTO — ’'52 Fire Dome 4-dr., 


355; (150) 2-dr., $1,500, $1,325. '52 %- 
ton panel, $1,300; SL Deluxe 4-dr., $930. 


*51 SL Special sport coupe, $860, $800; | DODGE—’5t Coronet club coupe, 


2-dr., $560. °50 %-ton pickup, $630, 





SMITH MOTOR CO. 
USED CAR LOT 


— 


he 


“Before I went into the busi- 
ness, I was told there’s a lot of 
money in automobiles. The report 
is right—THERE’S the money.” 


Hore? 





$580; SL Special business coupe, $655, 
$505; 4-dr., $690, $535. '49 SL Deluxe 
conv., $575. '°48 FM conv., $345; 4-dr., 
$375; 2-dr., $380. '47 %-ton panel, $310. 
"46 %-ton pickup, $250. ’41 conv., $100; 


pickup, $230. 
CHRYSLER — '51 Windsor club coupe, 
$995*. 
$1,360", 
$1,100*. °48 Deluxe 4-dr., $120. '46 De- 


luxe 4-dr., $225. 
$980"; 
%-ton pickup, $635. '50 Wayfarer 2-dr., 
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$415. '49 %-ton pickup, $320; 
sedan, $400. '48 Deluxe 4-dr., 
Custom club coupe, $235, $150. 


FORD—'54 (8) Victoria, $2,315*, $2,355", 


Wayfarer 
$295, ‘47 


$2,365*; 2-dr., $1,895; 4-dr., $2,100; 
Ranch Wagon, $2,405; station wagon, 
$2,330. °53 (8) Ranch Wagon, $1,655; 
Victoria, $1,695; 2-dr., $1,250. '52 (8) 
conv., $1,370; Victoria, $1,380*; (6) %- 
ton pickup, $740. ’51 (8) 2-dr., $775, 
$760, $695; Victoria, $1,095, $1,015*; 
conv., $690, $850; Custom (8) 4-dr., 


$785, $775; (6) %-ton pickup, $645; (8) 
%-ton pickup, $805. °50 (6) Country 
Squire, $795; 2-dr., $555, $490, $485; 
(8) 2-dr., $420. '49 (8) club coupe, $370; 


4-dr., $290; 2-dr., $345. 

HUDSON—’53 Hornet 2-dr., $1,575*. °49 
Commodore 2-dr., $205. ‘48 Super (6) 
4-dr., $310. 

KAISER—’51 4-dr., $600. 

LINCOLN—’54 Capri coupe, $4,025*. ‘53 


Capri coupe, $2,845*. °50 4-dr.. $735*. 
49 club coupe, $345; 4-dr., $370. ’48 
4-dr., $155. 
MERCURY—’54 Monterey coupe, $2,810", 


$2,860*, $2,310. '53 Monterey coupe, $2,- 
000; 4-dr., $1,735*. ’52 club coupe, $1,- 


565*. ‘51—conv., $805, $700*; station 
wagon, $1,075*. '50 club coupe, $795; 
4-dr., $665. '49 club coupe, $400; 4-dr., 


$530; conv., $265. ’46 conv., $195. 
NASH—’52 Rambler Suburban, $900. ‘51 
Rambler Suburban, $780; Statesman 4- 
dr., $670. ’50 Ambassador 4-dr., $390. 
’49 (600) 2-dr., $280. 
OLDSMOBILE — '54 (88) 4-dr., $2,995*, 
$2,900*; (98) 4-dr., $3,365*, °53 (88) 
Holiday, $2,500*. '52 (88) Holiday, $1,- 
715*; 4-dr., $1,595*. ’51 (98) 4-dr., $1,- 
130*, $1,105*; (88) Holiday, $1,360*. '50 


(98) 4-dr., $780; coupe, $775*; (88) 
coupe, $250. '49 (88) conv., $450; (76) 
club coupe, $595. '47 conv., $155; (98) 


2-dr., $300. '46 (78) 4-dr., $280. 
PLYMOUTH — ’52 Cranbrook club coupe, 


(Continued on Page 68, Col. 1) 









SEATTLE, WASH. 


“just completed a 4,000 mile trip from Newport News, Va., 
to Seattle, Wash., on one change of WOLF’s HEAD. The engine 
performance was smooth with added power.” 


This man is sold. If he were your customer, you’d have 
his steady oil change and service business month after 
month. And he’d steer plenty of friends your way. 


Brand loyalty is strong among users of WoLF’s HEAD 
Motor Oil. When you sell a customer once, WOLF’s 
* Heap keeps him sold. It provides richer, tougher, 
longer-lasting lubrication, and complete protection 


against power-robbing sludge and corrosive acids. 


Wotr’s Heap Motor Oil provides all three: 100% Pure 
Pennsylvania, Specially Refined and Scientifically For- 


tions. Write for a copy. 


tified to meet the requirements of all makes of cars and 


all types of service. Jt cleans as it lubricates! Sell 
Wo tr’s HEAD and no one will outsell you on quality! 


OlL CITY, PA. 


WOLF'S HEAD 


MOTOR OIL AND LUBES 


ees 


100% Pure Pennsylvania 
Scientifically Fortified 


Member, Penna. Grade 
Crude Oil Association ° 


FREEI «Guide to the Wea- 
ther’ Folder tells how to fore- 
cast weather by cloud forma- 


How would you 


like. 4 customer 
like this 7 


NEWPORT NEWS,VA. 





WOLF’S HEAD OIL REFINING CO., INC. 


NEW YORK 10, N. Y. 
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$1,025. ’°62 station wagon, $1,010; Cran- 
brook sedan, — $1,010. '50 Special 
Deluxe sedan, $610, $580, $565. °49 Spe- 
cial Deluxe sedan, $505. 

PONTIAO—’53 Chieftain (8) Catalina, $2,- 
030°. °61 Chieftain (8) sedan, $1,170; 
Catalina, $1,115. °50 SL (6) sedan, $570. 


250, 2 at $1,225; Custom (6) 4.dr 
200; Custom (6) 2-dr., $1,080; Yi, 
2-dr., $1,715*; Country sedan, $1 
"62 Custom (8) 2-dr., $895, $889, 
Custom (8) 2-dr., $800; Custom (6) 
dr., $600; station wagon, $825, ’59 
tom (8) elub coupe, $525; Custom 
2-dr,, $450, $480. '49 Custom (8) 


i 





Used-Car Auction Prices 




























ontinued from Page 67 4 ftain (8) sedan, 
ers re eruD ichaie (8) Se Domanier se $370, $355. 48 Custom (8) 4dr, 
$910, $900; Cranbrook 4-dr., $850, $800; , PACKARD—’52 (200) 4-dr., $920. '50 4-| Liner, $1,580. 46 Deluxe (8) club coupe, $180,” 
Cambridge 4-dr., $800; rar. 9000, "5 riviedoms 53 C memes Gl $1,190 WILLYS — ’'53 sedan, $860. ‘50 station MERCURY—’51 club coupe, $705. | 
1,000, °51 Cranbrook 2-dr., . *5O —’ ranbroo -dr., , 5 wagon, $560. , - 
Siem. dn. $430. "49 Deluxe 4-dr..| "52 Cranbrook 4-dr., $755; Cambridge 4- SaaERUNE ses ane iar.” Coa B 
og — 4-dr., $240, $235. ‘47 oe coupe, $720. '50 Deluxe DYER, IND Geatkousm ¢ Guy eeuae, ie, ‘ae on 
PONTIAC—'54 Chieftain (8) 4-dr., 2 at | PONTIAC — '51 Catalina, $1,015. ‘50 (6) (Dyer Auto Auction. Sale every Friday. brook 4-dr., $735. c 
$2,580*; 2-dr., $2,440*. '52 (8) Catalina, 4-dr., $625. '49 oo” $445. Prices are for sale of Feb, 26.) PONTIAC—'52 Chieftain (8) 4-dr., $129 
$1,535*, $1,505*. °51 (8) Catalina, $1,- | FRAZER—'49 4-dr., $265. ; 2-dr., $1,170*, $1,060. '51 Chie: 
tle A | omen - ioe a > a a ae 2-dr., $1,035. —a 
. . ’ pa = “* ’ , o 
coupe, $225: conv. 6700",,'40, (8) Slut) NN. PLAINFIELD, N. J. | "Wcrera soups #2.000%. ‘sd’ beper Riva STUDEBARER — (52 Champion (©) tal 0 
(8) station wagon, $225. '46 4-dr., $125. (Lebanon Auto Auction, Sale every Wed-| coupe, $1,430, $1,435*; RM 4-dr., $1,- A , coupe, Tulser 4p ' 
° 350* '51 Super 4-dr., $1,025*; RM 4-dr., ‘ $570; Commander 2-dr., $425. '50 Con & in | 
STUDEBAKER—’53 Commander 4-dr., $1,- | nesday. Prices are for sale of March 3.) oats pe: pas os a} nt \ mander conv., $400 
550°, $1,510°; coupe, $1,485. °51 Land (Heavy rain kept entries low but record |e gall Os «hae i le by fe F he \ a . ‘ 
Cruiser 4-dr., $700*, $675. '50 Champion percentage of cars entered sold at good oaeet $640*, $590; Super 4-dr., $4 , * 2 ‘e 
Te nt ear ee ae Ree ertine tenaeen Bod he cats out ot | CADILLAC—'S3 (62) 4-dr., $3,240° (ps). — Auctions in Brief — | |, 
ILLYS — ' 25. °51 — '52 (62) 4-dr., $2,355*. 51 coupe deVille, 
Einar Delivers, qaaee aT eatin Wauen, 94 offerings.) $2,315". 48 (62) 4-dr., $710°. MASON CITY, IA, ha 
$300. BUICK—’54 Super Riviera coupe, $2,950°; | OHEVROLET—'53 (210) 2-dr., $1,315, $1,- Lapiner Auction Co. Every W se! 
MISCELLANEOUS—’52 GMC \%-ton pick- Special sedan, $2,550*. '53 Super Riviera, 075; Bel Air 4-dr., $1,425. '52 SL Deluxe 2 ‘ (March 3). Activity exeellent, could m 
up, $795; Henry J 2-dr., $525. '51 GMC ia sehen Gee Riviera, $1,025. '49| 4-ar., Bean ae — seg “The boss isn’t feeling well to- i anne ovey —< Retail good. tu er! 
i - icku 600. °48 Frazer Manhat- M sedan, . $680, . E 5 eluxe 2-dr., 2 : ° 89 cars out o offerings. 
aoe at CADILLAC--’52 (62) sedan, $2,675°. $690, $726. °50 SL Deluxe 2-dr., $530; | 2@Y. He thinks it’s down in his aS hi 
. CHEVROLET—’54 Bel Air coupe, $1,760*. 4-dr., $565, 2 at $600*, $455; FL Deluxe| stomach, but I think it’s out in ce 
OMAHA 53 Bel Air Hardtop, $1,650; 2-dr., $1,-| 4-ar., $555. '49 SL Deluxe 2-dr., $465,| his used-car lot.” DANVILLE, VA. L 
450; (150) sedan, $1,150. '52 Bel Air, $475, $400. '48 FL Aerosedan, $115, $225. Danville Auto Auction. Sale every We. 
(Cliff Soderberg Auto Auction. Sale every $1,260; SL Deluxe sedan, $1,070, $1,060, '47 FL Aerosedan, $270. '46 SM 4-dr.. nesday. Activity at Mar. 3 sale good sale 
Monday. Prices are for sale of March 1.) $1,035. '51 SL Deluxe sedan, $820, $810;| $150. PACKARD—’50 4-dr., $555. $700 to $1,200 merchandise. New cars a» 
Bel Air, $1,050. '47 SL sedan, $320, $280. | CHRYSLER—’'48 Windsor 4-dr., $195. '46 ; , +, | hunting buyers. Clean used ca ers, 
(Market holding steady. Sold 55 cars , PLYMOUTH—’53 Cranbrook 4-dr., $1,240 & y Ts are heay 
46 SM sedan, $280. Windsor conv., $175. , in demand. Sold 43 cars out of 86 off will 
out of 104 offerings.) $ 5 ° Suburban, $1,375. °52 Cranbrook 4- dr. erings 
: i. 1 CHRYSLER — '52 Windsor Deluxe sedan, | DeSOTO—’51 Custom 4-dr., $735*. $795, $890, $870, $880, $855, $815. "51 * * * tof 
BUICK—’52 Super 4-dr., $1,305*; Specia $1,260. ’51 NY conv., $1,050. DODGE—'52 Wayfarer 2-dr., $620; Mea-| Gor nriage 4-dr., $710, $480.” 
2-dr., $1,185. "51 Super 4-dr., $1,005. '50 | nesoro —’52 Custom’ sedan, $1,120. °50|~ dowbrook 4-dr., $850*. '50 Coronet 4-dr., ‘50 Deluxe club’ coupe, $375, $560, $510 AKRON H 
RM Riviera 4-dr., $710. '47 RM 4-dr., Custom sedan, $635. $630°. $565. '48 Special Dauxe 4-6 $265 47 Akron Auto Auction. Every Th 
$165. 46 sedan, $225. DODGE — '53 Coronet (8) sedan, $1,370.| FORD — '53 Custom (6) 2-dr., $1,250;| Srocial Debio 4-de $260, $170, 46 De.| (Feb. 25.) Clean cars bringing gm ly | 
CADILLAC—’51 (62) 4-dr., $1,950*; coupe, ‘51 Meadowbrook sedan, $825. '47 Cus- Country sedan, $1,805*; Victoria 2-dr., luxe 4-dr.. $110 = F r prices. Sold 65 cars out of 96 offering gre: 
$1,900*. '50 (62) 4-dr., $1,620*. '49 (62) tom sedan, $210. $1,655, $1,645; Custom (8) 4-dr., $1,310, PONTIAC—’53 Chieftain Deluxe (8) 2-ar * * * 
4-dr., $1,065*. FORD—’54 Main (8) sedan, $1,780*, $1,- $1,250. '52 Custom (8) 2-dr., $1,010; %- $1 700*. 62 Catalina, $1,450*; Chieftain N. LITTLE ROCK, ARK. rest 
CHEVROLET—’53 Bel Air 2-dr., $1,450*. 650*; Custom (8) Country Sedan, §$2,- ton pickup, $725, $410; Victoria 2-dr., Deluxe (8) 4-ér $1.100* 51 Chieftain low 
’52 SL Deluxe 4-dr., $1,030; 2-dr., $955, 350°; Main (8) Ranch Wagon, $2,000. $1,275*; Main (6) 2-dr., $875*. ’51 Vie- Deluxe (8) 4-dr. $925, $835*, §785. °50 Arkansas Auto Auction. Every 
$910; SL Special 4-dr., $660. '51 SL De- "53 Main (8) sedan, $1,200. ’52 Victoria, toria 2-dr., $880*; Custom (8) 2-dr., Chieftain Deluxe (6) ante $630* 49 SL (March 2.) Sold x cars - of 82 offering: T 
luxe 4-dr., $760; 2-dr., $740. '50 ~ = $1,350; Custom (8) sedan, $1,220, $1,195. $700*, $825*, $615*, Sai owe (6) 2-dr., (8) 4-dr., $530* ze F celine 5 emt 
luxe 2-dr., $600. ‘49 SL Special 2-dr., ‘51 Custom (8) Victoria, $1,060, $925; $465, $475, $425, $460, $410. x aoe Ki MERID 
$490. °47 FM coupe, $335; Aerosedan, Deluxe (6) sedan, $470; Deluxe (8) se- | HUDSON—’50 Commodore (6) 4-dr., $420; cae", Gane? "51 iene ae au Tinnin Prove eet Aus 
$330, $225. dan, $710, $660. '50 Custom (8) sedan, Pacemaker 2-dr., $320. '49 Super (6) club $660; 2-dr. : $540*; Commander 4-dr.. (March 2.) Bidding more active on a% aute 
DeSOTO—’47 Deluxe sedan, $205. $665, $640, $635, $590. "49 Custom (8)| coupe, $290. $670*. °50 Land Cruiser 4-dr., $400*:| units, especially clean ones. Sold 74 o 
DODGE — '52 Wayfarer 2-dr., $745. ‘51 sedan, $490, $460. KAISER—’51 4-dr., $460. Champion 2-dr., $420° “a loft 169 offerings - in I 
Meadowbrook 4-dr., $715. LINCOLN — '53 Cosmopolitan sedan, $2,-| MERCURY—'’52 sport coupe, $1,340*. ’51 WILLYS—’52 Aero Wing 2-dr., $750* son 
FORD—’54 Victoria, $2,125*; %-ton pick- 300*. '50 Cosmopolitan sedan, $975. °49 4-dr., $760*, $860*. '50 club coupe, $650; HENRY J—’51 (6) 2-dr $275. F of 
up, $1,360. "51 (8) club coupe, $795. ‘50 conv., $430. 4-dr., $660. LASALLE—’40 4-dr $145 i 
Custom (8) 4-dr., $665; 2-dr., $600, $500. | MERCURY—’53 sedan, $1,610. '52 sedan, | NASH — ’52 Statesman 4-dr., $1,045*. ’50 DIAMOND-T—’39 Wrecker 2-dr., $295 wh 
‘49 Custom (8) 4-dr., $455; “ey can oris, eles at "51 sedan, $825. ’50 sedan, (600) re goon! ca ania: —. Fe 7 5000 DEALERS a ci 
"48 (8) sedan coupe, $345. °46 (6) 2-dr.. $725, $680, $650, $610. '49 sedan, $460. $290. ’ Ambassador 4-dr., $315* r 
$165. nar, $540. | Nag t@ta 895°. a Regie EBENSBURG, PA. : esiiiae Oe wd 
LINCOLN—’49 Cosmopolitan 2-dr., . I — ambler Country Club, $1,300. | OLDSMOBILE—’ 5: juper (88) 5 :* . SPECIFY “PERSONALIID 
MEROURY — ‘50 club coupe, $875; sport| °52 Rambler sedan, $620. 680", $1,325*, $1,605*, $1,355*, $1,220. eanne. Wikis oe oy ae df lassen at NAME PLATES 
sedan, $665. '49 club coupe, $400; sport | OLDSMOBILE—’51 (88) sedan, $1,130. ’50 50 (88) 4-dr., $785*, '$820*; (98) 4-dr., . - 
coupe, $395. (88) sedan, $990. ’49 (88) sedan, $620. $750*, $675*; (76) 4-dr., $570*. 49 (88) (Prices and demand good in spite of ASK FOR DETAILS 
OLDSMOBILE — 50 (88) 4-dr., $735. '49| °47 (76) sedan, $250. 4-dr., $485*; (76) 2-dr., $305*. 48 (78)| @dverse weather condition, Sold 37 cars 
(88) 4-dr., $610. PLYMOUTH—’53 Cambridge sedan, $1,070, 2-dr., $245*. °47 (78) 4-dr., $225*. out of 59 offerings.) sume so. coal 
BUICK — ’50 Super 4-dr., $380*; station 


wagon, $745*. °49 Super 4-dr., $550. °47 
Super 4-dr., $175. 


CADILLAC—’50 (62) 4-dr., $1,580". 


CHEVROLET—’52 SL Deluxe 2-dr., $935; 
4-dr., $1,050. ‘51 SL Deluxe station 
wagon, $850; 2-dr., $850*; 4-dr.. §770*; 
FL Deluxe 2-dr., $750. "50 SL Deluxe 
club coupe, $580. °49 FL Deluxe 2-dr., 
$555, '47 FM 2-dr., $270. 


FORD—’54 Victoria, $2,145*. '53 Custom 
(8) 4-dr., $1,350*; (8) Victoria, $1,575*. 
*62 Custom (8) 4-dr., $855. 51 Custom 
(6) 2-dr., $640*. °49 *(8) 2-dr., $440. 

HUDSON — ’51 Commodore (6) 4-dr., 
$700*. °50 4-dr., $435. 


LINCOLN—’51 Cosmopolitan 4-dr., $925*. 

MERCURY—’50 4-dr., $550*. 

NASH—’51 Super Statesman 4-dr., $595°*. 
’47 4-dr., $135*. 

PACKARD—’49 4-dr., $390*. 

PLYMOUTH—’54 Belvedere 4-dr., $1,810*, 
S; a ’50 Deluxe 2-dr., $500. ’49 4-dr., 


PONTIAC—’51 Chieftain Deluxe (8) Cata- 
lina, $1,000*, '50 Chieftain Deluxe (8) 
4-dr. $715*. °42 Sedanet, $155. 

STUDEBAKER—’52 %-ton pickup, $500. 
*47 Champion 4-dr., $250*. 





S8SE8 ,Feeeraes FESEES i S 


HORSEHEADS, N. Y. Use 
(Horsehtads Auto Auction. Sale every I 
Friday. Prices are for sale of March 5.) 
BUICK—’51 Special 4-dr., $950. ’50 Special larg 
4-dr., $755; 2-dr., $590*. in 
CHEVROLET — ’53 (210) 4-dr., $1,180; } 
(150) 4-dr., $1,180. '50 SL Deluxe 4- thei 
dr., $685, $670. ’49 SL Deluxe 4-dr., for motorists Pp 
$570; 2- dr., $490, $460; club coupe, $505. confid . You cannel | 
48 FM 4-dr., $340. '46 FL Aerosedan, ay te ie ndchield chen - 

$235. 
oe 50 Windsor 4-dr., $755; NY stop suddenly or when an accident occurs. heal 
<o., or0 Protect yourself and your family witt 


DODGE — "53 Coronet (8) 2-dr., $1,370. physical fatigue 
“49 Coronet (6) 4-dr., $490; Wayfarer a dione e new ai. The bedi 
-dr., $755. buckle, 
FORD—’54 Custom (8) 2-dr., $1,795. '53 maroon webbing, with aircraft type ® 
Custom (8) Victoria, $1,670. '52 Custom permanently anchored to the floor of your 
(8) 2-dr., $1,095; Main (8) sedan, $990. bus or. truck. 
’51 Custom (8) conv., $790. ’50 Custom 
(8) 4-dr., $605; Deluxe (6) sedan, $530. ee 
"49 Custom (8) 2-dr., $450; Custom (6) Y iiaso I 
sedan, $390. ’48 (8) conv., $300. ( epee 














The Dallas Morning News is the only MEROURY — '54 Morterey 4-dr., $2,200. 
bs : ’51 Monterey 2-dr., $1,020*; 4- dr., $835*. 
newspaper that effectively delivers the larger, ‘50 4-dr., $690. '49 2-dr., $530, $500. 
Dall Market 3Y ‘lion — —'50’ Statesman 4-dr., $465; 2-dr., 
72-county ee ae —— OLDSMOBILE—'53 Supt (88) tar, $2,- | 
i -billi 000* (ps); (88) 4-dr., $1,845", '49 (98) 
people with 4%4-billions to spend. 4-dr., $515*. "48 (98) 4-dr. $425, WOULD YOU SPEND j Un 
Wed ae eae ee 50 (8 , A 
PONT (8) 2-dr '50 (8) 
4-dr,, $800*. '47 (8) 4-dr,, $185. x desi 
STUDEBAKER—’50 Champion 4-dr., $450. 29.75 car 
MISCELLANEOUS — ‘51 Crosley ‘tation the 
165. e 
eee To Fill Your Showroo#) .. 
FLINT ° e Wa; 
(Flint Auto Auction. Sale every Wednes- and Lot with Liv Mai 





day. Prices are for sale of March 3.) crat 
(A good sale considering the blizzard. Prospects? acti 
Prices remained about the same as last 2 RD D06 the 
DALLAS’ LARGEST NEWSPAPER Sonia ek taser eae coupe gt sere, | OVF “PROFIT SHARING BI adn 
Circulation, 183,583— Sunday, 190,318 $1,970*; 4-dr., $1,975*, $1,850*; Special PLAN” is now doing this for ‘hur T 
(Publishers’ Statement: Sept. 30, 1953) ' 4dr. $1,716. 2 saver Havers pour, of ¢ 
$1, ; 4-dr., ° es juper era * 
$960. °50 Super 4-dr., $675; conv.| dreds of dealers in many citi F he 
More people BUY The News . . . more people READ The News... Coupe, $600; Special 2-dr., $590. 49 RM ' ond 1™ 
more people are INFLUENCED by The News than any other oa ee Write for Free Samples age 
North Texas newspaper. ONEVROLED 88 (210) » ome. $1,330. ape Details of this AMAZING PLAN 
cial 2-dr. +, 5720. "00 aL Deluxe 2-dr., 
0. '49 Aerosedan TIES 
popax "59 Coreuct (8) tar. $1,200. 32} SANZO SPECIALTIEe oP 
Meadowbrook 4-dr., $825. ‘50 Coronet Box 68-A nt 
CRESMER & WOODWARD, INC., National Representatives © New York © Chicago ¢ Detroit ¢ Atlanta © Los Angeles © San Francisco wun ae =. a End > o 
: : 63 Custom (8) 4-dr., $1,300°, 2 at $1,- ——e 
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Auto News from Britain 


Record Reached in 1953; Government Will Ask 
Greater Export Efforts in 1954 


RITISH auto production in 1953 
was a record, coming near to 
600,000. 

Commercial vehicle output is es- 
timated at 230,000, making a total 
of almost 830,000 units. The best 
production previously attained was 
in 198, when the total was 785,000. 

On the other hand, exports of 
cars have not been so high as in 
1952. In 1958, barely more than 
half the production went over- 
seas, but in 1952 there were Gov- 
ernment regulations requiring 
high car exports, and the per- 
centage was over 70. 

Last year saw a boom in home 
sales for British auto manufactur- 
ers, and there are signs that they 
will be asked by the Government 
to increase 1954 exports. 

However, exports increased great- 
ly toward the end of 1953, being 
greater in number than in the cor- 
responding months of 1952, but 
lower in value. 


There are several pointers to an 
emphasis on exports for 1954. 
Austin has linked up with two large 
auto service and distribution units 
in Rhodesia. Massey-Harris-Fergu- 
gon has made its first shipments 
of Ferguson tractors to Japan, 
while Standard Motors has formed 
a company in the U. S. to launch 
the Triumph sports model and 
boost American sales. 

a = = 


Labor Situation Unsettled 


EMANDS for pay increases 

threatens unrest in the indus- 
try. The unions have said they will 
ban overtime work unless a consid- 
erable increase in basic pay is 
given, but the employers have re- 
fused any pay increase. Union de- 
mand is for a 15 percent raise. 

An exception has been made by 

Ford Motors, which has given 
increases to 20,000 workers and 
reduced the working week to 44 
hours without alteration in pay. 
Making the agreement with 18 
unions, Ford said it was in recog- 
nition of the cooperation from 
its workers in 1953. 

Price of the Standard Vanguard 
model has been reduced by 150 
shillings because of lower raw ma- 
terial prices and better production 
methods. There is a good demand 
for the model overseas. 

e 2 - 


Used-Car Prices Drop 
HE increased flow of new cars 
to the United Kingdom has been 
largely responsible for heavy drops 
in used-car prices, which are at 
their lowest since the war. 

Prices of used medium - power 
cars to have fallen by as much as 
$600 in the past six months, and 
dealers expect still further declines. 

Demand for new cars has re- 
mained high, but the usual fall- 
ing-off is expected before the 
budget announcement in April, 
when the U.K. motor industry is 

















Used-Car Notes 





Md. Bill Would Put Dealers 


Under State Loan Control 

ANNAPOLIS, Md. — Another bill 
designed to curb abuses in the used- 
car business has been introduced in 
the General Assembly. 

Sponsored by Delegates George 

agner, Baltimore Democrat, and 

ry E. Risteau, Hartford Demo- 
crat, the bill would place all trans- 
actions of used-car dealers under 
the jurisdiction of the Maryland 
administrator of loan laws. 

This would prevent the charging 
of exorbitant financing and service 

rges and put used-car dealers 
inder the supervision of a State 
agency, the ‘awmakers say. 


Zacker Motor Opened 
Qo UARTE 


Calif.— Zacker Motor 

has bee. opened here—the first 

on Sales <<tablishment in Duarte. 
is owned by Larry Zacker. 









hoping for further tax conces- 
sions—or even abolition. 


Sales of luxury cars have been 
difficult, and tax reductions here 
might bring prices down several 
hundred dollars. 


* + * 


Volkswagens on Sale 


GALE of German Volkswagens 
has started in the U.K. The 
Kombi, a small delivery van and 
station wagon combined, is selling 
at $2,697. It can be supplied with 
seats for eight persons. It has a 
cruising speed of 50 miles per hour 
and is said to get 30 miles per gal- 
lon, 

A new two-liter sports model, 
the Swallow Doretti, has been de- 
veloped by a coach-building firm 
in conjunction with Standard, 
and output for the next 12 months 
is destined for the U.S. 

The chassis of the two-seater 


Doretti, which will sell at $3,000 in 
America, is of tubular steel, with a 
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steel arch supporting the scuttle. 

An inner steel body is covered with 

another of aluminum, main plates 

of which can be removed for re- 

pairs, Its engine is the same as 

that of the Triumph sports model. 
* * * 


New Jaguar Model 


7 new Jaguar Mark VII over- 
drive model has been priced at 
$3,555, and home supplies are to be 
held up due to export orders. 

Flashing light indicators have 
now been made legal in Britain. 

Both B.S.A. and Ferguson have 
been experimenting with small 
cars and producing prototypes, 
but both firms deny they will be 
going into car manufacturing in 
the near future. 

At the annual meeting of Rover 
Co. it was stated that production 
will soon start on a small gas tur- 
bine engine, but that the experi- 
ments had not yet reached the 
stage where it could be produced 
on a commeroial scale, 

Singer Motors is continuing de- 
velopment work on the plastic car 
body shown at the International 
Motor Show. The firm says more 
research is necessary before an all- 
plastic body can be put on the mar- 
ket. 





a 
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Panoramic View of Buffalo Exhibit— 


The recent Buffalo auto show featured large banners with the trademarks of the 
various exhibitors. The entire floor of the Masten Armory was devoted to the display 
of domestic and foreign cars. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 





A New Unit . . . and an Untapped 


The Utility 


AKER" 


Commercial bakeries have to utilize every available inch 
of space in a truck for their bulk merchandise. This load 
must be able to be reached easily and without damage to 
the product. Utility had this in mind when they designed 
the new Utility Bakery Body. 

This new body has several other important sales features, 
too: 180° vision which provides the salesman with “con- 
trol-tower vision”; low step and deck for easy loading and 
delivery; a special engine hood which provides mechanics 
with easy access to the engine; SAF-T-TRAK to prevent 
slipping. These and many other special features make the 
new Utilit 
to this industry. 


COLOR ADS, 



















Bakery Unit the most saleable unit offered 


MAILERS, CONTACTS! 

Utility will deliver with the dealer! The 
basic market will be reached by publica- 
tion ads and direct mail. Personal con- 
tacts, by Utility Representatives working 
directly with you, will be your sales 


clincher, 
For the best year in truck sales volume—contact 
Utility Truck Distributors, Inc. today! 


UTILITY TRUCK DISTRIBUTORS 


UNION CITY, INDIANA @© PHONE 424 
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Studebaker Employes Sign Quality Pledge— 


Union stewards of Studebaker Local 5, UAW-CIO, check through more than 5,000 
names of employes who signed a quality-workmanship pledge, as Clarence C. Hoctel 
(sixth from left), chief steward, presents a scroll to E. A. Chrzan, assistant superin- 
tendent of the Studebaker body plant in South Bend. The workers pledged to “main- 
tain the high standards of quality and skill that have characterized Studebaker for 
five generations.” 


Bryn Mawer Expands 


Packard Bryn Mawr Co., Bryn|from its present facilities. The 
Mawr, Pa., has leased a building|leased area will be used for ex- 
and adjoining land across the street | pansion. 


Dealer 


Doings 


(Continued from Page 49) 


ment of the company and sale of 
his controlling interest to four em- 
ployes. 

The new president is Charles H. 
Peters, formerly sales manager. 
Erie S. Hover, formerly treasurer, 
is vice-president. Otto Vierling and 
John Nelson, of the service depart- 
ment, are the other partners. 

* * * 


Bates Gets Chevrolet Deal 

Bates Chevrolet is the new Chev- 
rolet dealership in Arcadia, Calif. 
E. W. Bates is president and G. E. 
Bates is his partner. 


* * * 


DeSoto Appoints McKee 
C. E. McKee has been appointed 
DeSoto-Plymouth dealer in Supe- 
rior, Ariz. 
* * . 


Belt Line Expands 

Belt Line Motors, Albany, a Kai- 
ser- Willys distributorship for 60 
dealers, is erecting an addition that 
will double its facilities. Fred Ro- 


senblatt, president of the firm, said 
the $200,000 building would add 12,- 
000 square feet of floor space. The 
building will house 18 service stalls 
and the wholesale parts depart- 


ment. 
* + > 


Reese Motor Sold 
George W. Fox jr. has purchased 
Reese Motor Co. (Pontiac), Bed- 
ford, Pa. Walter H. Reese will de- 
vote full time to his trucking busi- 
ness. Fox formerly held the Packard 
distributorship in the Bedford area. 


* * * 


Yarborough Seeks Seat 


In N. C. Legislature 

Wilson F. Yarborough sr., owner 
of Yarborough Motor Co., Fayette- 
ville, N.C., has announced his can- 
didacy for the North Carolina Gen- 
eral Assembly, subject to the spring 
primary of the Democratic Party. 

Yarborough is a past treasurer of 
the North Carolina Automobile 


. C them tools, too! 


The man who insists on genuine parts 


is just as particular about his tools. Now, you 
can sell him quality tools and compete for this 
profitable business with anybody— including 
chain stores and men who sell tools from trucks. 


Less than $175 brings you the -Bonney 
“‘merry-go-round”’ and a stock of the 
most popular, fastest-moving tools 
—quality tools any mechanic 

would value at prices anyone’ 

can afford. The Bonney /; 
“‘merry-go-round”’ combines + 
display appeal and self- [. 
service features that remind 
customers that your counter 

is the place to buy the tools 
they need. 


t ov 


of additional tod 


at least two ways: ( 
interruptions to work; (2)’you’ll make a profit 


on tool 


juying their tools 
amey and you'll profit 
1) You'll reduce costly 





by your own employees— 


business that someone else is getting now. 


Sonny, 





Write for complete information today. 


BONNEY FORGE & TOOL WORKS ...ALLENTOWN ... PENNSYLVANIA 


Dealers Assn., past president of the 





Fayetteville Automobile Deaj, 
Assn. and former president of 
Eastern North Carolina Dodp 


Dealers Assn. 
* * * 


Mernan Joins Father 
Warren OC. Mernan, President y 
Mernan Chevrolet, Inc., Buffaj 
has announced that his son, Day 
M. Mernan, has joined the firm 
a vice-president. 
* * 


McCallister Expands 

McCallister Auto (Studebakey 
has leased additional quarters » 
601 Gold Ave., Albuquerque, NY 
The new establishment will provy 
McCallister with another Showroon, 
and another used-car lot. 

* * + 


Raiche Closes Lot 


Raiche Motor Sales, Manchest, 
N. H., has closed its used-car » 
tablishment, 

* * * 
Cockerill Appointed 

W. Harold Cockerill has bem 
named president and general ma). 
ager of British Ontario Motors Lit, 
Toronto. H. A, Ross 
vice-president and director. 

* * * 


City Motors Franchised 
City Motors Ltd., Sudbury, On. 


| has been appointed a Lincoln-Me. 
| cury-Meteor dealer. R. R. 


is president of the new company, 
* * * 


Frakes Given Franchise 


Studebaker has announced the 
appointment of Frakes Moto 
Sales as a dealer in Denton, Tez, 
Wendell Frakes, owner, is a for- 
mer Park Ridge (Ill.) service sta 


tion operator. 
* * * 


Cotton Buys DeSoto Deal 


Ed Cotton, sales manager for th 
former Payne Motor Sales, Ga 
lipolis, O., has purchased Two River 
Motor Co. (DeSoto - Plymouth), 
Point Pleasant, W. Va. The Payne 
company is now known as Bob Gi- 


len Motor Sales. 
+ * + 


Greene County (O.) Dealer 


Name Angell President 

The Greene County (O.) Autom 
bile Dealers Assn. has elected Bu- 
sell Angell, Fairborn, as its pre 
ident. 

Clark Shoemaker, of Xenia, i 
vice-president, and Harold Smith, 


of Fairborn, secretary-treasurer. 
oe * * 


Sentz Named by Fleigh 


Irvin H. Sentz has been appointel 
general manager of Bob Fieigh, 
Inc. (Studebaker), 242 W. Twenty: 
ninth St., Baltimore. 

* * 





* 


Smith Gets Civic Post 
Gulian V. Smith, vice-president 
of Livermore Chevrolet, Inc., At 
bany, has been appointed to th 
executive committee of the Albany 

Convention & Visitors Bureau. 


* * * 


Heaston Opens Lot 
Joe Heaston Motor Co. has openel 
a used-car lot at 4520 E. Cent 
Ave. in Albuquerque, N. M. 
* « ” 


Longpre Directs Festival 
Bob Longpre, president of Bd 
Longpre Pontiac, Inc., Monrovis 
Calif., and president of the Mo 

rovia Day Assn., has ann 
that May 18-22 will be devoted to 
the celebration of Monrovia’s birth 
day anniversary. 
* x x 


‘ 
Richburg Gets Studebaker 


R. J. Richburg has received ! 
Studebaker franchise in 
water, Tex. The dealership will ¥ 
operated as Richburg Motor ©. 

* ” * 


Capps Gets Texas Deal 

Bert Capps, operating as Cap 
Motors, has established a 
baker dealership in Mexia, 


Enyeart Sells to Police 
Enyeart Chevrolet, Inc., Michig# 
City, Ind., has been awarded 8 & 

tract to provide three new 
cars to the City. 
* * * 

Smith-Golden Changes 
Smith - Golden, Dodge - Plymé 
dealership in Glendaic 4nd Bur 
bank, Calif., for more than 20 a 
has been purchased by Robot, 
Smith, a partner. The ‘irm’s oO 
(Continued on Page 7!, Col. 1) ~ 
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Doings 


(Continued frem Page 70) 


ill continue to employ 90 persons 
gnd both will be officially known as 


Bob Smith. . 


Lindell Open House 

two-day open house was held 
oe by Lindell Motor Sales 
(Dodge-Plymouth), 801 N. Lake St., 


Warsaw, Ind. | Se 


2 Register to Lobby 
For Virginia Dealers 

w. R. Broaddus jr. and Charles 
B. McFee have registered to lobby 
for the Automotive Trade Assn. of: 
Virginia at the current biennial 
session of the Virginia General As- 


bly. 
oe duties will be to keep the 
association posted on pending legis- 
lation affecting the trade, and coun- 
gel it on how to promote or fight 


such measures. 
+ . 


N. California DeSoto Dealers 


Elect Leven President 

The DeSoto Dealers Assn. of 
Northern California has elected 
Bernie Leven, San Francisco, as 
president to succeed Allan R. 
Crocket, Fresno. 

Other new officers include Gas- 
ton Periat, San Mateo, vice-pres- 
ident, and D. F. Carns, San Fran- 
cisco, secretary-treasurer. Direc- | 
tors are Charles A. Beebe, Mon- | 
terey; A. J. Sepic, Eureka; Van 
W. Peabody jr., Oakland; Ernest 
Mancini, Mountain View; Edward | 
Gerhardt, Chico, and Crocket. 

Dalton Feldstein, Sacramento | 
dealer, was principal speaker at 
the election oe -_ — fol- 
lowing participa’ a forum: 
Fred Biagini, Gus Hellesoe, Elmer 
Solem, Robert A, Waters jr., Wil- 
liam E. Waters, all of San Fran- 
cisco; Mario Volonte, South San 
Francisco, and Jack Rossman 
and Dan Collins, San Bruno. 


* * * 


Lewises Get Deal 
Marcus and James Lewis have 
taken over Kepner Motor Truck 
Center at 312 Brown St., Lafayette, 
Ind. The firm will operate as Lewis 
GMC Truck Center. Edward 
Schwartz continues as service man- 


ager. 
= m a 


Albany Chamber Leaders 


Charles A. Oliver, of Schuyler 
Auto Corp., has been elected a vice- 
president of the Albany Chamber 
of Commerce. Gulian V. Smith, 
vice-president of Livermore Chev- 
rolet, Inc., was elected to the cham- 
ber’s board of directors. 


* x * 


Second Lot for Collins 

Collins Motor Co., Oldsmobile 
dealership in Fort Wayne, Ind., for 
2 years, has opened a second used- 
car lot at 1623 S. Harrison St. Erv 
Weisjahn will manage the new lot, 
48 well as the other at 1714 S. Cal- 
houn St. 


| 
| 
| 


Merchants Elect Taber 

Earl M. Taber, treasurer of 
Gouldman-Taber Pontiac, Atlanta, 
has been elected a vice-president of 
the Atlanta Retail Merchants Assn. 
He also is president of the Atlanta 
Automobile Assn. 

* + e 


Curtis in Baseball 


Kenneth Curtis, Buhl (Ida.) 
Chevrolet dealer, has been chosen 
a director of the Twin Falls Cow- 
boys baseball club, playing in the 
Pioneer League. 

* - * 
Missouri Valley Cited 

Missouri Valley Motors Co., Bis- 
Marck, N.D., has been awarded a 
plaque for three years’ participation 
in Chrysler Corp.’s service training 
Program. 


$150,000 Blaze Sweeps 

Connecticut Dealership 
A boiler explosion is believed to 
be the cause of a two-alarm fire 
that gutted the interior of a large 
owned by Eastwood Mo- 
tor Sales, Inc. (DeSoto - Plym- 
suth), East Hartford, Conn. 


| Damages -:cre estimated at $150,- 


000, 
Several ew cars in the display 


room were saved, as were other 
vehicles being repaired, while 
four older models on jacks were 
slightly . Walter Meals 
is president and treasurer of the 
firm. 

* . * 


3 Join in Studebaker Deal 

Tri Motor Sales has been ap- 
pointed a Studebaker dealership in 
Meadville, Pa. Lawrence A. Deeb, 
Robert R. Mullen and John F. 
Leonard, partners in the firm, boast 
a total of more than 54 years of 
experience in the retail auto busi- 


ness. 
* * * 


Bellangers Get K-W Deal 
Paul’s Motors, Westwego, La., 
has been appointed a Kaiser-Willys 
dealership. Paul E. and Paul A. 
Bellanger are co-owners. 
- * * 


Chrysler Honors Lahay 


Lahay Motors, Inc. (Chrysler- 
Plymouth), Virginia, Minn., has re- 





ler Corp. for five-year participation 
in the Master Technicians Service 
Conference. E. A, Lahay, president 
of the firm, was presented with a 
bronze plaque. 


Kokomo Service Chief 
Harry Gray is the new service 
manager of W Motor 
Sales (Chrysler-Plymouth), Koko- 
mo, Ind. He has been with the 
dealership for about three years. 
* * * 


Rahall Buys Radio Station 

Farris E. Rahall, one of the Ra- 
hall brothers who operate a Kaiser 
and General Motors dealership and 
other businesses in Beckley, W. Va., 
has purchased Radio Station WFEA 
in Manchester, N. H. 


* * * 
Lafayette Quits 

Lafayette Motors (Chrysler- 
Plymouth), Detroit, has closed its 
doors after eight years in the same 
location. George Oestger was owner 
and president. 

* ° * 

New Pittsburgh Deal 

Forbes Field Auto Sales, Inc. 
(DeSoto - Plymouth), Pittsburgh, 
has replaced Schenley Auto Sales. 





Arkansas Traveler— 


Johnnie Sain (left), former Yankee pitch- 
er and now a Chevrolet dealer in Walnut 
Ridge, Ark., is presented by Kendall 
Moore, Chevrolet dealer in Newport, Ark., 
and vice-president of the Arkansas Auto- 
mobile Dealers Assn., with a state certifi- 
cate making him an “Arkansas Traveler.” 


Levy, president and Sam Ruben, 
secretary-treasurer. Ruben also 
owns a used-car lot. The dealership 
has been redecorated. 

o * * 


Coughenour Appointed 
John F. Coughenour has been ap- 


71 
Buick Co. Harold Cohen, president, 


= |said the appointment brings to 


three the number of the firm’s sales 
managers. The others are Luke 
Sims and Leonard Mendelsohn. 


|| Appointments Announced 


By 2 San Franicsco Deals 


These staff changes have been 
made by San Francisco-area deal- 
ers: 


W. J. Boga has been named gen- 
eral sales manager of C. M. Murphy 
Oldsmobile, and Vince Bowman has 
been appointed used-car manager 
of Gateway Chevrolet, Daly City. 


* * * 


Kuhn Motor Sold 


Dan Stanley, principal owner of 
Kuhn Motor Co. (Ford), Baxter 
Springs, Kans., has announced sale 
of the firm to Martin Meier, Par- 
sons, Kans. Eddie Kuhn, part owner 
and manager of the Baxter Springs 
firm, will become associated with 
Dan Stanley Motors, Inc., Joplin, 
Mo. 


Dunn Names Thornton 


R. L. Thornton has been named 
general manager of Dunn Motor 
Co. (Lincoln - Mercury), Marshall, 


ceived a special award from Chrys-| Partners in the firm are Lenny | pointed a sales manager for Denver | Tex. 








The 


This name is your assurance of 
getting parts that fit right, work 
right, last longer and give greater 
satisfaction. That is because MoPar 
parts are precisely like parts made 
for new cars and trucks—designed 
by the same Chrysler Corporation 


Ts 


One sign, one name, 


identifies the right parts for all Plymouth, 
Dodge, De Soto, Chrysler cars and Dodge Trucks 


wuld 


Chrysler Corporation provides parts 
and accessories for all its cars and 
trucks under one name— MoPar. 


standards. 


parts 
For 


accessories. 


CHRYSLER CORP 





PORATION ENGINEERED 


engineers, to meet the same high 


MoPar parts are easy to obtain, 
easy to install—are available for’ 
many jobs in timesaving, complete 
service “‘packages”’, with all needed 


real satisfaction—both your 
own and the customer’s—always 
install genuine MoPar parts and 
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sign means genuine Chrysler Corporation parts and accessories 
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PARTS DIVISION 


CHRYSLER CORPORATION 


DETROIT 31, MICHIGAN 
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Legislation Affects Auto Industry .. . 


More Cities Eye Income Taxes 


trend was the Pittsburgh Citynot include business and corpora- 


ADVANTAGES and disadvantages 
of the local income tax as a 
source of municipal revenue are 
expected to be aired at a special 
session of the Missouri Legislature, 
which convened Feb. 23. s 

A question is whether to extend 
beyond its present expiration date 
a State enabling act permitting the 
imposition of such a levy by St. 
Louis, 

Levied at the rate of % percent 
on the earnings of all persons and 
corporations within the municipal 
limits, the St. Louis tax has been 
yielding some $7.5 million annually. 
Mayor Raymond Tucker and other 
St. Louis officials are pressing for 
its continuance as a major source 
of local nonproperty tax revenue. 

What decision is made on the 
future of the St. Louis income 
tax will attract widespread atten- 
tion because of the spreading in- 
terest in other cities in the rev- 
enue possibilities of similar levies 
—also known as earnings, wage 
and payroll taxes. 

One significant example of this 


WHEN WILL 
BLAKE’S CAR 
BE READY? 


Auto ‘dealers 


Large and small dealers every- 
where are selling more customer 
labor and building good will with 
Executone Intercom. Jobs are 
routed, parts and tools ordered, 
information exchanged—all with- 
out wasteful running around. 


SERVICE on 


Council’s adoption of a new 1 per- 
cent municipal wage tax, effective 
Mar. 1, to yield an estimated $6.2 
million annually. 

Patterned after a wage tax which 
has been in effect many years in 
Philadelphia, the new Pittsburgh 
levy must be paid by every person 
working in the City, irrespective of 
where he resides. 

Some 10 other cities and 73 bor- 
oughs in Pennsylvania all impose 
local taxes. All of the Pennsylvania 
local levies of this type, contrary 
to those in effect in cities of several 
other states, apply only to indi- 
vidual wages and income and do 





Cole on Committee 


WASHINGTON. — In NADA’s 
recent report on appointments to 
seven major NADA committees, the 
name of C. C. Cole, Yanceyville, N. 
C., Chevrolet, should have been in- 
cluded in the membership of the 
1954 Industry Relations Committee. 


report 


20” to 50” MORE SERVICE JOBS 
with Executone 


With Executone you just push a 
button and: talk. Production is 
continuous and uninterrupted. 
Executone helps you turn out 
more service jobs with your pres- 
ent facilities...helps increase 
your profits! 


Your Premises 


Executone factory-trained technicians in your 
area provide prompt dependable service— 


right on your premises— 


Lecilome 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


EXECUTONE, INC., Dept. C-9 

415 Lexington Ave., New York 17, N. Y. 

Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 


Name 
Firm 


Address. 


In Canada—331 Bartlett Ave., Toronto 


required! 


City 
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fa 


tion profits. 
* * 

on pushed for adoption in 

the Cincinnati City Council for 
an Apr. 1 effective date, if finally 
approved, was a proposal for a 1 
percent tax against all salaries, 
wages, commissions and business 
income derived in the City. Similar 
to such levies already in effect in 
several other Ohio cities, the Cin- 
cinnati measure would yield an 
estimated $9 million a year. 


Possibility of seeking an in- 
crease in Louisville’s 1 percent 
municipal wage tax, with the ad- 
ditional revenue earmarked for 
schools, was recently discussed 
by the Louisville Board of Edu- 
cation. Other Kentucky cities 
which have adopted such taxes 
are Paducah, Lexington and 
Newport. 

Other current and prospective de- 
velopments affecting the taxes and 
revenues of local governmental 
units, on a state-by-state basis, in- 
clude the following: 

Arizona: Suits were filed recently 
attacking the constitutionality of 
the Phoenix city privilege (sales) 
tax ordinance. 


Colorado: Denver City Council 
late last year killed proposals for 
imposition of new municipal taxes 
against trucks and liquor, to raise 
an estimated $750,000 annually. 


The Denver truck tax proposal, 
which may be revived following 
consideration of truck taxes by the 
1954 State Legislature, would have 
ranged from $12 to $58, depending 
on the size and classification of the 
vehicle. 

* * 

pe: New revenue raising 

possibilities suggested for the 
city of Springfield by a local manu- 
facturers’ organization included: A 
local cigarette tax up to 1 cent a 
pack; a sales tax up to % cent to 
be collected by the State and re- 
turned to the City, less administra- 
tive costs; and a local wheel tax up 
to $10 for each vehicle. 

Maryland: Baltimore started off 
the year with three new local tax 
measures designed to bring in about 
$4.1 million annually through new 
or increased levies against ciga- 
rettes and commercial use of 
public utilities and fuels, 

The new Baltimore ordinances, 
which will be in effect for the 
current year, raised the city 
cigarette tax from two to three 
cents a pack; levied a 7% per- 
cent tax on the gross sales to 
commercial users of steam for 
heat, gas, electricity and tele- 
phone service; and up a tax 
schedule on sales of liquefied 
petroleum gas, coal and certain 
grades of fuel oil to commercial 
users. : 

New Jersey: State League of 
Municipalities is on record as urg- 
ing enactment of State legislation 
to reimburse municipalities for 
losses of tax ratables caused by the 
New Jersey Highway Authority’s 
parkway and other state-sponsored 
toll highway facilities. 

A resolution adopted by the 
league asserted that the groups 
“views with alarm the fact that 
municipalities are losing millions 
of dollars in ratables for the con- 
struction of New Jersey’s super- 
highways, including tunnels and 
bridges on which tolls are exacted.” 

* - a 


EW YORK: Pending in the 
State Legislature were Mayor 
Robert Wagner’s proposals for re- 
vision of New York City’s financial 
program which would include re- 
peal of the City’s present gross 
business and financial taxes and 
motor vehicle use tax and abolition 
of existing but currently unused 
authority for City levies against 
payrolls, overnight parking, amuse- 
ments, liquor licenses and coin- 
operated amusement devices. 
Under the proposed Wagner pro- 
gram, a net annual gain of $20 
million would be obtained by the 
City by substituting a new City 
business income tax yielding $96 
million a year for the present gross 
business and financial business 
levies, which produce $76 million. 
The proposed city levy on busi- 


“Our survey shows the motor- 
ist’s greatest desire is for a dash- 
board clock that really works.” 


ness profits would be at a rate 
equal to two-thirds of the rates 
presently imposed by the State 
on income of all businesses, New 


York City now imposes its gross 


—— 

business tax at a rate Of on 
fifth of 1 percent of gros , 
ceipts in the case of Reneny 
business concerns and f. 
of 1 percent for financial] busi. 
nesses. 

*Wagner’s program would 7 
the city to obtain another $5 
lion in additional revenue froms | 
creased real estate taxes, 
tire program, which callg 
sharply increased State aid ag 
as comprehensive revision of ¥ 
City’s taxing powers, is aimesy 
providing $145 million additim 
revenue for the 1954-55 fiscaj Yea 
and more later. The proposals f Pi 
more State aid, opposed by Gy 
Thomas E. Dewey, were 
as having little chance of legish. 
tive acceptance. 

Virginia: Enactment of State ep. 
abling legislation to permit com, 
ties to raise additional local ty. 
enues from new taxes and licenp 
fees against motor vehicles, amu». 
ments (but not admissions), utility 
services and businesses and Pro- 
fessions was recommended by th 
Virginia Advisory Legislat 
Council, the Legislature’s study 
agency. 
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How you can sponsor 
Fulton Lewis, Jr. 
in your own community 


The Fulton Lewis, Jr. news program is a 
“co-op.” You buy it in one market—or in sev- 
eral at a small fraction of the overall cost. The 
prestige of a big-time network commentator 


can be yours at low local rates. 


At key points 


throughout each program your message is de- 
livered by your local announcer to an immense 
and loyal audience. In your own community, 
Fulton Lewis, Jr. can be your program. 


Fulton Lewis, Jr. is now sponsored 
more than 345 stations by 750 advertise 
many of them in the same business as yours: 
But he may still be available in your ave 
Check your local MUTUAL station for det# 
Or write the Cooperative Program Departm 
Mutual Broadcasting System, 1440 Broad\v : 
New York 18, or Tribune Tower, Chicage 
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Pioneer in Pennsylvania Area— 


Gor Widmer Buick, which opened its new facilities recently in the Natrona Heights 


yarde/ 
Bish. 





‘Hyecor of Tarentum, Pa., is the first automotive center in the area. Following the 
general population shift, the firm moved from downtown Tarentum to the new center. 
ee 


«.|2nd Postwar Show Opens 
=|In a Vienna That Can Buy 


utili ~yrENNA.—The second Vienna 
| Pt automobile and Motorcycle Show 


YY the 


——. 




















opened yesterday (March 14) simul- 
taneously with the 59th Vienna 
Fair. More than 200 automotive 
manufacturers have products on 
display. 

The show is in sharp contrast to 


Rain-Operated 


New Ford Device Raises Top 


On Convertibles 


DEARBORN. — Ford dealers will 
soon offer a new convertible-top 
actuator which automatically raises 
the top at the touch of a drop of 
rain. This device will enable owners 
of convertibles to leave their cars 
with the top down and not worry 
about rain, according to D. C. Bur- 
dette, Ford division parts and serv- 
ice sales manager. 

The new top actuator is operated 
by a control grid about two by 
three inches in size which can be 
mounted either on the left front 
fender or on the interior sun visor 
of a convertible, Burdette said. 


“A drop of rain on this control 
grid,” he explained, “instantly 
makes an electrical contact which 
starts the regular top motor. The 
control box for the device is mount- 
ed on the left side of the engine 
compartment. 

“The wiring circuit has been de- 
signed to prevent the automatic 
operation of the top while the igni- 
tion switch is on, thus making it 
impossible for the top to open 
should rain strike the control grid 
while the car is in motion.” 

Ford is the first automotive 
manufacturer to offer an automatic 
top actuator as an accessory. 



















Install the Heater that Gives 


257% 


MORE HEAT! 


For ’53-’54 
Popular Make Cars 























Write for free illustrated folder 
HaDees Heater Div., Gabriel Co. 
Rockford, Ill. 
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the first Vienna show in 1948, when 
there were no sales because manu- 
facturers were unwilling to accept 
the half- worthless Austrian cur- 
rency and because rationing of ve- 
hicles in Austria was being en- 
forced. Both of these situations are 
now remedied. 

Furthermore, the import of autos 
was legalized Jan. 1, provided that 
they are paid for in Austrian cur- 
rency or in certain other currencies. 

The importation of American cars 
has been discouraged by a surtax 
on any car built after 1941 with a 
piston displacement of more than 
150 cubic inches. This surtax may 
be abandoned soon. 

On display are 42 United States 
cars, 55 German cars, 46 English 
cars, 18 Italian cars, 10 French cars, 
seven Austrian cars, three each 
from Belgium, Czechoslovakia and 
Russia, and one car from Yugo- 
slavia. 


Buick’s Production 
In First Quarter 
To Rise 10% 


SAN FRANCISCO.—Buick’s pro- 
duction plans call for 135,000 cars 
in this year’s first quarter, a 10 per- 
cent boost over 
last year, accord- 
ing to General 
Manager Ivan L. 
Wiles. 

With 2% weeks 
to go in the quar- 
ter, Buick thus 
far has turned 
out approximately 
102,000 cars. 

Speaking here 
at a meeting of 
northern Califor- 


a 


Ivan L. Wiles 


nia and Nevada dealers, Wiles said 
Buick’s car total will be 500,000 this 
year. 


In a spirited address, Wiles de- 


clared the market this year “is 
fully competitive and for the first 
time in many years free from arti- 
ficial stimulus or restraint.” He said 
Buick is prepared “to meet the 
challenge of competition.” 

He was accompanied here by Al- 
bert H. Belfie, general sales man- 
ager, and J. B. Nash, assistant 
general sales manager. George H. 
Ruhe, regional manager, and R. K. 
Kendall, zone manager, also partici- 
pated. 


Chassis Work 


British Volume Covers 
- Design Field 

LONDON.—The second edition of 
Automobile Chassis Design, an 
authoritative work by R. Dean- 
Averns, has been published by 
lliffe & Sons, Ltd. 

The new edition contains chap- 
ters on techniques of independent 
suspension and chassisless con- 
struction and additional infor- 
mation on methods of stress 
measurements, anti-corrosive treat- 
ment of metals, road spring design 
and streamlining. 

In the U. S., copies of the book, 
at $7.50 each, may be obtained 
from the British Book Centre, 420 
W. Forty-fifth St., New York 36, 
N. Y. 
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Girls, Take a Bow! 


Atlanta Dealership Is Happy Over Results It Gets 
From Adding Women to Sales Staff 


By E. C. Bash 
Staff Correspondent 

ATLANTA. — Women eventually 
will find a place on the sales force 
of every dealership, in the opinion 
of Paul H. Timmers, sales manager 
of Central Chevrolet. 

Timmers says he has success- 
fully employed women on his 
sales staff for almost a year. He 
intends to add more women right 
along. 

Competing with approximately 18 
men on the Central Chevrolet staff, 

Ruby Close consistently runs sec- 
ond and third-highest in monthly 
sales. Mrs. Close’s record is based 
on new-car, truck and used-car 
sales. 

Timmers stresses that his sales- 
women get no special privileges. 
They take the same basic training 
as men; work the same number of 
hours, including evening floor pe- 
riods; deliver the cars they sell, and 
receive the same commissions. 

Customers like talking to a sales- 
woman, Timmers declares. 

“An attractive saleswoman has 


Way Heads Region 
For Chrysler 


DETROIT.—A ppointment of 
Walker Way, formerly assistant 
sales manager for the western zone, 
as sales manager for the Dallas 
region has been announced by E. 
M. Braden, general sales manager 
of the Chrysler division. 

Way succeeds Wilfred J. Mahan, 
who has become St. Louis regional 
sales manager. 


Edmund J. and 


Edmund J. Bosch, Jr. 
of Edmund J. Bosch & Son, 


1311 Eighth Ave., 


“We have handled Hull Auto Compasses for years and 


a definite advantage when deal- 
ing with a male customer,” he 
says. “Lady customers prefer to 
buy a car from a woman because 
they trust her judgment and are 
more at ease with another wo- 
man, 


“Women customers don’t feel a 
saleswoman will high-pressure them 
into a sale, or take advantage of 
their inexperience in car buying.” 


Timmers believes that sales- 
women improve the morale and 
standards of the entire sales staff. 

He predicts that if current eco- 
nomic conditions continue, more 
women will turn to automotive 


selling. And dealers will find that 
women are an asset to their organ- 
izations, he says. 









73 


Goodrich Mechanizes 


Radiator Hose Output 

AKRON. — Mechanized, straight- 
line production for the manufacture 
of curved radiator hose is now in 
operation at the new B, F. Good- 
rich plant in Marion, O. 

Advanced mechanization im- 
proves quality, Goodrich says, by 
reducing handling of the product 
in various stages of production. 
Short lengths of uncured radiator 
hose are placed on mandrels which 
give them a curved shape, The 
curved mandrels are mounted on 
flat plates, hooked together in 
trains and automatically pulled into 
the vulcanizers on a roller conveyor 
system. 


Following vulcanization, plates 
are delivered on the conveyor sys- 
tem to a central point where the 
hose is stripped off the mandrels 
and deposited on a conveyor which 
transfers it to the following oper- 
ation. The conveyor continues then 
to the loading area. 
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can recommend them, without reservation, to any auto- 

motive jobber, anywhere,” states Edmund J. Bosch, a success- 
ful automotive wholesaler in Kalamazoo, Mich., before estab- 
lishing his present jobber business in Bradenton, Florida 


“There is a wide public demand for Hull Auto Com- 
passes in all sections of the country,” declares Mr. Ed- 
mund Bosch. “We have seen the proof of this in our own 
jobber business, both in Michigan and in Florida. Hull | 
sales have held steady during periods of ’ 
economic tightening and have never ceased 
to be most profitable for us. Yes, we are 
longtime friends of Hull Auto Compasses 
and consider them one of our top lines of 















auto accessories.” 


Automotive parts and accessory jobbers 
throughout the nation enjoy high volume 
sales on Hull Auto Compasses every month 
of the year. Hull Auto Compasses offer 
greater accuracy, far and away the greatest 
ease of compensating against magnetic 
interferences .. . which is why so many of 
these jobbers stick to Hull exclusively. Write 


for full details on these fine instruments. 


P.O. BOX 246 W-3, WARREN, OHIO 
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New Ford Plant in West 


Calif., 70% Completed; 


Output Expected to Start in 1955 


By Steve Still 
Staff Correspondent 
SAN JOSE, Calif—The San Jose 
assembly plant of Ford Motor Co. 
near here is now 70 percent com- 
pleted, and the first cars are ex- 
pected to roll off the assembly lines 
of a pilot unit in February, 1955. 
Full-scale production of 880 cars 
and trucks per day is anticipated 
by midsummer of 1955. 


_Although designated as Ford San 


GM to Close Plant 
In India Because 


Of Import Curbs 


NEW DELHI, India.—The Gen- 
eral Motors plant here, India’s larg- 
est, has announced that it will 
close March 31 as a result of Indian 
Government restrictions on imports 
needed for its assembly line, Asso- 
ciated Press reported last week. 

Ford Motor Co. of Canada, which 
operates the second-largest plant in 
India, is expected to announce clos- 
ing soon. 

The import restrictions were or- 
dered in an effort to create a 
domestic auto manufacturing in- 
dustry. The scheduled GM closing 
follows two years of unsuccessful 
negotiations to ease import curbs. 

It is expected that five of 11 
major foreign auto plants will be 
closing, with the remainder com- 
mitted to a manufacturing program 
here for some time. 

Chrysler and Studebaker — both 
Indian -owned subsidiaries — are 
among companies which will at- 
tempt manufacturing. 

GM and Ford balked, saying 
manufacturing here was uneconom- 
ic without consumption of at least 
50,000 cars a year. Last year it 
amounted to 10,000. 

Both GM and Ford operated as- 
sembly plants in Bombay, import- 
ing knocked-down cars. 


Jose, the plant is located at Milpi- 
tas, a small town between San Jose 
and Oakland. Milpitas recently was 
incorporated as a city and received 
a $5,000 gift from Ford so that it 
could conduct municipal business. 

A new quality-control laboratory 
to test physical and chemical prop- 
erties of materials, as well as re- 
gional and district sales headquar- 
ters, will be located in the plant 
according to W. A. Abbott jr., plant 
manager, 

The plant will dwarf Ford’s as- 
sembly unit in Richmond, across 
the bay from San Francisco, While 
Richmond runs both cars and 
trucks over the same final-assembly 
line, Ford San Jose will separate 
cars and trucks, Abbott said. 

Richmond’s output does not in- 
clude station wagon types and some 
truck models, but the new plant 
will be equipped for all Ford divi- 
sion products. 


The $35 million factory covers 27 
acres and provides a million square 
feet of floor space. Peak employ- 
ment will be 4,000 to 5,000, it is 
estimated. 


Textileather Officials 


See New Fabric Trend 


TOLEDO. — A trend to leather- 
like patterns and grains in plastic- 
coated fabrics for seat-cover trim 
and materials is predicted by offi- 
cials of Textileather Corp. 

They noted that Textileather al- 
ready is producing leather-like pat- 
terns for the automotive trade. 


Slap Aids Campaign 

Mathhew Slap, president of North- 
east Lincoln-Mercury, Inc., Phila- 
delphia, has been appointed vice- 
chairman of the Allied Jewish Ap- 
peal Trade Commission. He will 
supervise fund raising in the auto- 
motive divisions for the 1954 Allied 
campaign in Philadelphia. 
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New Ford Assembly Plant Growing Up Near San Jose, Calif.— 


This aerial view shows the new Ford assembly plant in Milpitas, Calif., near San Jose. It is now 70 percent completed and j 
expected to start production by mid-1955. Western Pacific Railroad is installing a switch yard (upper center), to facilitate logy 


ing and unloading. 





Business Confident of Future, Bank Finds 


NEW YORK.—“Despite the re- 
cession, most observers agree that 
business sentiment is showing little 
change, and that little fear of a 
spiraling decline into depression is 
apparent,” the National City Bank 
of New York has said in its Busi- 
ness Letter. 


The necessity for inventory ad- 
justment, reduction of costs through 
improved productivity and elimina- 
tion of waste, and aggressive effort 
to meet new market conditions has 
been accepted as inevitable, the 
bank said. For the long run, a 
tightening up of this kind will 
strengthen the business organiza- 
tion and lay a base for resumption 
of the upward trend, it said, adding 
that businessmen are addressing 
themselves to these problems with 
general confidence in the long-run 
outlook. 

“It would be hard to find a case 
where programs for research and 
development, or for improvement 
of plant and equipment have been 
cut back because of market or 
financial conditions,” according to 
the bank. “On the contrary, 
numerous companies indicate that 
their capital budgets for 1954 are 
larger than for 1953. 

“The confidence with which the 
automobile business faces the fu- 
ture, illustrated in January by the 
revelation of General Motors’ bil- 
lion-dollar program, was under- 
scored when L. L. Colbert, president 
of the Chrysler Corp., announced 
that his firm was borrowing $250 
million for the purposes, among 
others, of expanding and moderniz- 
ing facilities, improving productiv- 
ity and increasing working capital.” 


The Administration’s tax program 
gives support to private investment 
and spending, counteracting cur- 
tailment of defense outlays, the 
bank found. 

“Money markets are easy, se- 
curity markets buoyant, and new 
financing active,” it said. “Ma- 
chine tool orders in January 
showed a moderate improvement. 
Construction shows no abatement. 
In January both outlays for new 


50-Year Vet 


Stanley Ending Half Century 
As Buick Seller 


Chester M. Stanley, president of 
Worcester Buick Co., Worcester, 
Mass., is celebrating his 50th year 
as a Buick seller. 

The event was noted in the Wor- 
cester Daily Telegram by,a story 
and a seven-column advertisement, 
headed “50 Years of Progress with 
Buick in Worcester.” 

In 1904, when the first Buick was 
built, Stanley began selling the 
cars for Norcross Auto Co. He was 
later promoted to general manager. 
Stanley founded Worcester Buick 
in 1916. 

Worcester Buick, which now has 
three branches, has sold 68,000 new 
and used cars for $65,663,000 dur- 
ing the past 37 years, Stanley says. 
The firm employs 87 persons. 


construction and contracts for 

projects to be built in the months 
ahead were the highest for any 
January on record.” 

Even with respect to the short- 
term outlook, the bank said, more 
than three-quarters of the business- 
men questioned by Dun & Brad- 
street in mid-January expected 
their sales in the second quarter to 
equal or surpass a year ago when 
business generally was at record 
levels. 

“Undoubtedly a basic reason for 
this confidence is the belief that 
consumer buying will hold up,” the 
bank stated. “The seasonally ad- 
justed sales of all retail stores other 
than automotive dealers in January 


Sorry, Robert Mulvaney 
BILLINGS, Mont.—In a recent 
issue of Automotive News, Willard 
Mulvaney was erroneously listed as 


| president of the Billings Auto Deal- 


ers Assn. The correct name is Rob- 
ert E. Mulvaney. 
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of this year were at approximately 
the same rate as in December 
in January, 1953. 

“Department store sales in th 
first seven weeks of the year wen 
within 1 percent of the opening 
weeks of 1953 and slightly ahead 
of the same period in 1952. 

“These figures give evidence that 
consumers will respond to attrac 
tive offerings. Since prices hav 
been relatively stable for some time, 
people see little reason to 
purchases and wait for price de 
clines. Although unemployment bs 
higher and overtime pay lower, the 
consumer who cannot afford to buy 
is not, at this time, a major prob- 
lem, 

“The decline in wage payments: 
cushioned in some degree by ta 
reduction, unemployment compet 
sation, accumulated savings, ani 
other influences which help stabilix 
disposable income. Thus the job i 
to attract consumers who hav 
money with which to buy if they 
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1 @~=— Bootlegging Cure? 

dealer says the only sure 

ss for bootlegging is for new-car 

in other parts of the coun- 

wy to become as “smart” as used- 
dealers. 


: E 


“these franchised dealers 


get on the phone and order 
. cars from Detroit dealers.” 
. gays that cars can be driven 
wwhere in the country for a frac- 
il don of the makers’ freight charges 
that there’s nothing in the con- 
to prevent one dealer from 

e cars to another. 
"This dealer adds: “If a custom- 
s has a choice of buying a car 
the same price from a used- 
gr dealer or a franchised dealer 
who is equipped with service facili- 
ties, who do you think he’ll patron- 
ize?” 


* * * 


Sales Pus 


A suburban dealer declares that 
his sales took a slight upturn in 
February—mainly through the em- 
ployment of aggressive sales prac- 
ces. 
. included requiring his 
salesmen to do daily door-to-door 
canvassing, showing films and slides 
to salesmen and customers, using a 
shopping service to have his car 
and service salesmen checked for 
effectiveness, and employing more 
“hird dogs,” especially filling-station 
attendants. 


Lesson in Selling 


One dealer reports that he 
called a meeting of his salesmen 
to read the recent articles in 
Automotive News entitled, “Are 
Your Salesmen Selling,” 

He quickly explained to his men 
that he wasn’t implying they 
would ever give such cavalier 
treatment to prospects, but that 
he merely wanted to show what 
other salesmen were doing. 

* x * 


Sales Up, Profit Down 


Asked about his sales situation, 
one suburban dealer says: “Yes, 
we're selling a fair number of cars, 
but if it weren’t for the $4 we get 
from financing the cars and the 
$750 we get as a yearend rebate, it 
would be almost without profit. 

“In this respect,” he adds, “the 
metropolitan dealers, who receive a 
teébate of $17.50 per car, and some 
Tural dual dealers, who get a $12.50 
febate, have quite an advantage 
over us.” 
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* x * 


Curious Pedestrian 

One salesman in suburban De- 
troit is getting results by walking 
down the street and asking each 
passer-by, “Where can I sell a 
car?” 
_ Almost without exception, the 
Teply is a startled “How should I 
know?” But when these persons 
are next encountered, a surpris- 
ing number can tell him where he 
— sell one, the salesman re- 


* * * 


Search for Ideas 

Frank Allison (Chevrolet), of 
Plymouth, Mich., 40 miles from De- 
troit, recently visited about 40 deal- 
ets during a three - week swing 
through a dozen states to study 
dealership o pe rations and sales 
methods 


Although he enjoyed his “post- 
man’s holiday,” Allison says the 
trip wasn’t too productive because 
nearly every dealer employed me- 

that would be useful in his 
locality only. 
+ 


* * 
Hardest Task 
A Chevrolet dealership sales man- 
ager says that his hardest task 
every month is ordering cars from 
the facto 


He says 


that he orders a couple 
of hundred e 


cars a month and that 
ind goes crazy with the myr- 
Combinations available—includ- 
27 color variations, choice of 
ions and body styles, etc. 

+ a * 


Who Makes Em High? 
A dealer in one of the higher- 
Big Three lines is upset 


Te eg a mig MRT 


| With the Staft... 
. ALONG DETROIT’S AUTO ROW 


beat this situation,” he | 


over the way prospective custom- 
ers complain about prices. ele 

“Over half of them work in 
some way on the cars they buy, 
but still they complain about 
prices,” he says. “It’s the cost of 
labor that pushes up the cost, but 
they can’t seem to see it. 


“If they don’t complain about 
high prices, they want a big dis- 
count on the new car and $200 
more for their tradein than it’s 
worth.” 


* * * 


Dollar for Dollar 


“At the rate we’re going now,” 
says a dealer handling a medium- 
priced independent line, “we'll be 
trading dollar for dollar by the 
end of the year just to clear our 
stock.” 


Declaring that he and other 
dealers in his price class have to 


he says the situation is “getting 
bad, 


“The dealer,” he adds, “is the 
guy who is caught between the 
axes. If we don’t discount, we can’t 
make the sales. If we do, we’re in 


trouble financially.” 


* * * 


60-Year-Old Hotrodder 


The sales manager for a Dodge- 
Plymouth dealer has a unique 
method of showing his neighbors 
and fellow motorists how much 
pep and speed his 1945 Dodge has. 

He guns the car every time he 


starts off and refuses to be beaten’ 


at a light. He says that some 
people are a little surprised by 
this driving from «a 60-year-old 
man, but he’s “going to show 
them we have a good car.” 

* aa + 


Swan’s Bird Dogs 


Homer Swan, a salesman at Bob 


of “bird dogs,” paying out $2,300 
last year for tips. 

Swan says that 230 of the 417 
cars he sold last year were due to 
his bird dogs, most of whom are 
former customers. He also uses 
some gasoline-station attendants. 

He says he pays $10 for every tip 
and makes a practice of paying im- 
mediately after the car is delivered, 
without waiting until his commis- 
sion comes through. 

* + 


7 
Sales Manager’s Woes 

“Trouble with the salesmen of to- 
day,” a sales manager for one of 
the larger independent dealerships 
in suburban Detroit said, “is they 
have their mind set only on one 
thing—commission. 

“They can’t be human in their 
approach to the customer. All they 
want to do is jack up the price. 

“If you’re going to sell cars today, 
you have to meet your customer on 
his level, make him feel that he is 
getting the best of the deal and 
that you’re saving him a buck.” 

* * * 


Traffic Up: Sales Steady 
One Detroit-area dealer who has 
given up one line of his dual inde- 
pendent dealership, says the recent 


discount $200 to $400 on new cars, | Ford’s (Ford), has really made use! auto show has increased showroom 


traffic, but reports little change in 
sales. 

“If it weren’t for our bump and 
repair shops,” he said, “we'd be in 
real bad shape. Luckily we've been 
able to keep both of those depart- 
ments busy throughout most of the 
winter.” 


Plug Maker Offers 


Racing Purses 


TOLEDO.—Champion Spark Plug 
Co. is putting up $9,250 in Grand 
National races sponsored by the 
National Assn. for Stock Car Auto 
Racing. The money will go to win- 
ning drivers and owners using the 
company’s products. 

Champion has designated a purse 
of $450 for each of the five major 
Grand National events — Daytona 
Beach, Raleigh, Detroit, the Dar- 
lington “500” and the Langhorne 
250-miler. These purses will be 
broken down as follows: First, $200; 
second, $100; third, $75; fourth, $50, 
and fifth, $25. 

In addition, Champion will donate 
$200 to each of the first 35 Grand 
National Circuit races running 100 
miles, with $100 for first;-$50, sec- 
ond; $25, third; $15, fourth, and $10, 
fifth. 
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Auto News from Japan 


Studebaker to Begin Small-Car Output in Osaka 
When Tokyo Gives Approval 


OKYO. — (UTPS) — Studebaker 

Corp. of America plans to 
establish an assembly and progres- 
sive manufacturing plant in Osaka 
—Japan’s Chicago-Detroit—and is 
ready to commence operations as 
soon as the go-ahead is given by 
the Japanese authorities. 

Nisshin Automobile Co., Stude- 
baker dealer here, and the Dai- 
hatsu Corp., largest manufac- 
turer of the three-wheel motor- 


San Antonio Gets 
Southwest Show 


DALLAS.—The board of directors 
of the Southwest Automotive Show 
has voted to return the 1955 show 
to San Antonio. 

The action was taken due to the 
fact that sufficient hotel accommo- 
dations have been secured in San 
Antonio and suitable terms agreed 
upon with the Coliseum, the board 
said, 

New show officials, living in or 
near San Antonio, were appointed. 
Succeeding T. C. Garrett as pres- 
ident of the show is Elmer T. Miller 
of Strauss-Frank Co., San Antonio. 


The new show committee consists 
of Chairman Herbert Whitis jr.; J. 
T. Davis, William J. Edwards, R. 
W. Johnston, Coy Kerr and Ben 
Reininger. Davis does business in 
Corpus Christi; the rest are from 
San Antonio. 


cycle-truck in this country, are 
reported ready to go along with 
the American enterprise in set- 
ting up a manufacturing plant. 

Dewey W. Smith, vice-president 
of the Studebaker export division, 
predicted the approval of the Jap- 
anese Government would come 
soon. 

If the Government approves the 
deal, Studebaker will be following 
a number of other foreign manu- 
facturers who are, or are preparing 
to manufacture cars here. These 
companies include Kaiser, Hillman, 
Renault, Morris and Willys. 


* * * 


Engineer Assigned 


ee announced that George 
Grable, a Studebaker engineer, 
will remain on permanent assign- 
ment to this country. 

“We have completed .arrange- 
ments in conjunction with Nis- 
shin Motors and are all ready to 
start operations,” Smith told 
Automotive News, adding that 
Studebaker wants to establish an 
assembly and partial manufac- 
turing plant for cars which start 
with a wheelbase of 116 inches 
and 121 inehes and with a six- 
cylinder engine of 21 horsepower 
and an eight-cylinder motor of 
32 horsepower. 

“We would like to start assem- 
bling this car here and begin pro- 
gressive manufacturing at once 
and thereby increase the Japanese- 


made content of the automobile as 
rapidly as possible. As output of 
the proposed plant expands, it could 
also supply these automobiles to 
surrounding Asian countries and 
thus build up Japanese exports.” 

+ * 


* 
1 Car for 1,200 
APAN now has about 511,000 mo- 
tor vehicles, consisting of 86,000 
cars, 400,000 trucks and 25,000 buses. 
Of the car total, 11,000 are owned 
by U. S. Security Forces personnel. 


Thus, the 75,000 cars owned by 
Japanese breaks down to only one 
car per 1,200 people, In the U. 8. 
there is a car for every 3% per- 
sons, while the world average is 
one per 496. 

Japan’s auto men estimate the 
demand for a year at 46,700 cars. 
Estimated to be available in the 
same period are only 12,400. The 
shortage must be met by import, 
but the Government’s foreign ex- 
change allocation for the next fiscal 
year is sufficient for only 5,800 
units, 

Four major Japanese automotive 
companies are planning to raise a 
total of $45,555 in the next three 
years to finance development of the 
motor industry. 

These firms, generally spoken of 
as the Big Four here, are the Nis- 
san Motor Co., Toyota Automotive 
Corp., Hino Diesel Co., and Isuzu 
Motors. 

Byrne Bros. Moves 

Byrne Bros. (Lincoln - Mercury), 
White Plains, N. Y., has opened a 
new building. J. A. Dursi has taken 
over the Chrysler-Plymouth dealer- 
ship in White Plains and will op- 
erate it from the old Byrne Bros. 
showroom, 


The Los Angeles Times is first by far in advertising and 


circulation in America’s billion dollar automotive market — 


Los Angeles County. The Number One newspaper in the Number 


One market for automotive advertisers ... . The Times leads its 


field in Total Automotive Advertising and in more than 
90 other of the 114 classifications listed by Media Records. 


REPRESENTED BY CRESMER AND WOODWARD, NEW YORK, CHICAGO, DETROIT, ATLANTA AND SAN FRANCISCO 


International's New Pickup— 


Handling ease and riding comfort are described as salient features of International; h 
new One Hundred half-ton pickup truck. The 104-horsepower Economy Silver Diamon 
220 engine has a compression ratio of 7 to 1. The truck is available in two 115-ineh fa) 


wheelbase models, the R-100 with a gross weight rating of 4,200 pounds, and 


R-102 with a rating of 4,400 pounds. 


the ft 


0 


In the Letterbox 


(Continued from Page 4) 


formance (horsepower) depends 
upon the product of the _ speed 
times the torque. 


Torque may be compared to buy- 
ing carpet by the yard. But how 
wide is it? The value (performance 
in covering a floor), and cost per 
square yard, depends as much upon 
the width as upon the length. 

The term horsepower is cor- 
rectly used to evaluate “perform- 
ance” because it combines both 
speed and torque. An engine of 
100 pounds torque at 4,000 revo- 
lutions per minute will give the 
same torque (and at the same 
speed at the rear wheels) as an 
engine of 200 pounds torque at 
2,000 revolutions—providing both 
have the proper gear ratio, 
Talking of torque alone is like 
saying “copper costs 92 cents.” 
That has no meaning unless we 
include the rate (or speed) of 92 
cents a pound.— Murray FAHNE- 
stock, Pittsburgh. 

Eprror’s Nore: Reader Fahne- 
stock is technically correct—horse- 
power, rather than torque, more 
accurately evaluates the engine’s 
ability to do work. Horsepower 
alone, however, may be misleading 
since the maximum value for cars 
is always measured at a relatively 
high speed. 

For example, most cars develop 
their maximum horsepower over a 
comparatively narrow speed range. 
For different cars, this speed range 
for maximum power is relatively 
high (perhaps 80-100 miles per 
hour when in top gear). On the 
other hand, maximum torque is 
developed at speeds more nearly 
representative of normal car oper- 
ations—30-60 MPH. 

Moreover, maximum torque 
normally is developed over a much 
greater range of speeds than is 
maximum horsepower. Since maxi- 
mum torque is directly related to 
accelerating and hill-climbing 
ability, torque is useful as an in- 
dicator of the engine’s ability to 
propel the car in normal driving. 

It would be possible to design 
a high-torque, relatively low- 
power engine which, in combi- 
nation with improper rear-azle 
gearing, would give unsatisfactory 
overall car performance. Modern 
cars, however, are carefully “bal- 
anced” to give best all-around per- 
formance with the _ available 
power. plant. With proper relations 
between torque, horsepower, trans- 
mission equipment, actual ratios, 
tire size and car weight, the torque 
rating becomes a convenient and 
relatively accurate measure of the 
engine’s ability to propel the car, 
even though theoretically the basic 
torque rating does not recognize 
the speed factor. 

Another consideration favorably 
affects use of the torque rating as 
an analytical tool. Torque is more 
likely to reflect accurately the re- 
sults of carefully controlled dyna- 
mometer tests of engine perform- 
ance, 

Published horsepower ratings, on 
the other hand, are more likely 
to include variable inflationary 
factors, injected for sales reasons. 

As one engineer says, the 





problem posed by Fahnestock % 4" 
the reason engineers gave up try. 
ing to explain torque a long tim - 
ago.” ot 
cu 


First? 


m 
There are considerable claims ang §ha 
counter-claims . . . on the subject of } fa 
automotive air conditioning . . , Yoy }pe 
might be interested in a copy of 4 {yo 
letter sent to Nash. 
(The letter to Nash claims that pr 
combined heating and cooling for } ne 
automotive vehicles was first intro- }re 
duced by Henney Motor Co. in 19% }to 
for Henney- Packard ambulances {ar 
The letters are not completely clear | cu 
on this point, but the inference is | — 
that Lanier Corp. built the units.)— 
BE. L. Scuorep, president, Lanier I 


* * * 


Corp., Rockford, Il. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO 
MOTIVE NEWS WANT ADS! Are you? 


STOC-TiK-I' 
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Double rein- 
forced metal eye 
lets — Hang keys 
from either end 


250 .... 
Enclose Check 
with Order. 
Shipments 
sed Car 
Free U: 
Systems & Aids 
Catalogue. — 
BARRY AUTOMOTIY 
(SYSTEMS DIVISION 
Sta. "A", Box 1037 
Cleveland 2 


Quick ae ; 


Dealer License Plate Holder 


Gucranteed 


Safe, fast and easy to 
Holds license plate secure 
slotted bumper, plain and 
channel brackets. 


$1.00 per set >f 4 
C. HOWARD 


1498 Overlook Drive Akron 7, Obie 














sblems or a Business’ . 


(Continued from Page 20) 


manager, OT 2 used-car manager, 
pat every dealership must have 
some person with these three 
in mind: A knowledge of 
weed car values in his community, 
ning needs oo a 
costs and, of course, he 
omg ® armed with the best 
used-car guidebook in his terri- 
tory. 
For proper appraising, the car 
d be carefully driven, with or 
hout the owner. If the owner is 
ng, the condition of the car can 
» discussed to the advantage of 
tional’, Ith appraiser. Every appraisal 
iamoy ould be made in writing. The 
15-ing Jappraisal should be complete, con- 
ind th taining detail of equipment, etc. We 
west that some code be used 
ivising the new-car salesman how 
s you are to get that parti- 
" car—we use Number 1 for 
the most desirable, Number 2 and 
Number 3 for the cars we don’t 


want. 

The best time to present an ap- 
praisal is immediately after either 
a thorough showroom presentation 
of your new car, or following a 
demonstration ride, or both: in 
other words, at a time your 
customer is in a receptive frame of 
mind. It should be done when you 
have the key members of the 
family together for the sole pur- 
pose of considering the merits of 
your deal. 

The best place to present an ap- 

is in your own office. The 
next best place is at his office or 
residence when he or she is ready 
to consider your deal. Never should 
an appraisal be presented to a 
customer at the curb or when he 


nxi0 


Plant Outlay Seen 
Rising in Canada’ 
OTTAWA.— The Canadian Gov- 
? ernment estimates that $65.2 million 
will be invested by the automotive 
trade for capital, repair and main- 
tenance expenditures during 1954, 


including $38.7 million for construc- 
tion and $26.5 million for machinery 


Mand equipment. 
compares with $57.4 million 
; 1953, including $32.2 million for 


construction and $25.2 million for 
machinery and equipment. 

Investments for capital expendi- 
tures are expected to rise to $49.9 
million in 1954, including $32 million 
for construction and $17.9 million 
for machinery and equipment, com- 
pared with $42.1 million in 1953, in- 
cluding $25.5 million for construc- 
tion and $16.6 million for machinery 
and equipment. ~ 

Repair and maintenance expendi- 
tures are due to total $15.3 million, 
or the same as in 1953. 

Investments are capital, repair 
and maintenance by motor carriers 
are expected to rise to $51.6 million 
during 1954, compared with $51.2 
million in 1953. Capital expenditures 
will remain at $19.9 million for 1954 
and 1953, it is believed, while repair 
§ maintenance expenditures will 
to $31.7 million against $31.3 
in 1953. 


NEW Custom-Built 


) ALL-SEASON 
HEATER 


For ‘53-54 
Popular Make Cars 
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Write for free illustrated folder 
HaDees Heater Div., Gabriel Co. 
Rockford, Ill. 
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100 Feet of 48-12” x 18” Pennants 
» All-Weather 
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MYRLO COMPANY 
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AUTOMOTIVE NEWS, MARCH 15, 1954 


has his hand on your front door, 
ready to depart. 


* * * 


Reconditioning 


ECONDITIONING is one of the 

most important phases of a 
successful used-car department. To 
get into the procedure of used-car 
reconditioning, it is first necessary 
to delegate the responsibility to 
someone, Someone in your organi- 
zation should be made responsible 
and a definite used-car recondi- 
tioning program set up. 

Whether the man you pick is 
your used-car manager or service 
manager, shop foreman or used- 
car specialist is not important. 
Most dealers assign this condi- 
tioning job to the used-car man- 
ager, since he has the responsi- 
bility of buying and selling, and 
has a better understanding of 
the work required on a particular 
car. 

He may delegate the details to 
his assistant, but he should person- 
ally supervise the movement of the 
car from the shop to display. 

As soon as a car is received, a 
decision should be made as to 
whether to sell the car “as is” or to 
recondition it. This is one of the 
weakest points in many used-car 
operations. If a car is to be recon- 
ditioned, such operations should be 
performed and the car ready for 
sale no later than 72 hours after 
it arrives. Under no circumstances 
should the decision be put off as 
to the disposition of a car. Once 
decided, the necessary steps should 
be carried out without delay. 


Following are the suggested steps 
in the reconditioning process. 
* * = 


IRST, the car should be road- 

tested before the decision “as 
is” or “reconditioning” is made. 
Then, the procedure on quality 
used cars is as follows: The motor 
and chassis is steam-cleaned. 

All contents from the glove 
compartment, the trunk, the 
areas under the seats and floor- 
mats are removed and _ these 
areas thoroughly vacuum cleaned. 
Remove all stickers from wind- 
shield and windows, remove the 
oil change and lubrication mile- 
age records, 

Other reconditioning steps in- 
clude the cleaning of the up- 
holstery, floor carpets, the install- 
ation of seat covers if necessary, 
tire replacements, fender and body 
repairs, painting and final process- 
ing for appearance. 

It goes without saying the eye 
appeal of a car is of utmost im- 
portance. If the prospect likes its 
looks—and if it has good tires, 
clean upholstery, runs good and is 
priced right, all sales resistance has 
been removed. It should sell 
quickly. ; 


Advertising 


_= us take a look at advertising 
for a moment. We have already 
stated that it is necessary to allow 
a definite advertising budget, either 
on a percentage or on a per car 
basis. It is also advisable to ask 
the Better Business Bureau, daily 
papers, radio stations, television 
stations, etc., to cooperate with 
local dealers in enforcing a “code 
of ethics” in advertising. 

There are also other important 
factors that should be considered. 


Standard Steps Up 
Gasoline Octane 


CHICAGO.—A premium gasoline, 
which is described as so far ad- 
vanced in octane that it silences 
knocking in all but a few “chronic 
knocker” cars, was announced by 
Standard Oil Co. of Indiana. 

Dwight F. Benton, sales vice- 
president, said Standard’s new 
White Crown gasoline would give 
drivers “all possible new-car power 
whatever the age of their car.” 

“Reduced defense requirements 
permit us to use for civilian motor 
gasoline some of the facilities we 
needed to produce military aviation 
fuel,” Benton explained. 

The gasoline also contains the de- 
icer additive introduced by Stand- 
ard last fall. Octane numbers were 
not announced. 





| Used-Car Operation Analyzed 


Find out from each customer how 
he happened to come to your 
place of business, It will help you 
evaluate the relative effectiveness 
of your various advertising media 
and the appeals you used. It is 
very simple to have the salesman 
note this information on the back 
of his order. 


Also, hold an autopsy on every 
lost sale. It costs too much money 
to bring a customer to your place 
of business, and you cannot afford 
to lose sales without finding out 
why they were lost. This suggestion 
can save future sales. 

* * * 


T MAY not have been the sales- 
man’s fault. Such investigations 
may disclose a dead battery or 
some other overlooked point during 
the car’s reconditioning process. 
Perhaps the price was too high, but 
no matter what the reason, a cor- 
rect analysis of the failure to make 
the sale can mean that this weak- 
ness can be corrected immediately. 


May I suggest that a red tag 









Kaye Gets Packard— 


Kaye-Packard, Albany, has been given 
a Packard franchise. Officers of the firm 
are (from left), Carl C. Kaplan, president; 
Vincent Hawver, sales manager, and Mor- 
ris Kaplan, vice-president. 





noting reason for lost sale be put 
on manager’s desk, 

The problem of how much to 
allocate to advertising is of great 
importance. We think the aver- 
age dealer can afford between $20 
and $30 per car: or 4 percent of 
running money. 

However, sometimes, $50 to $60 
per car can be allocated if the 
timing is such that these cars can 
be disposed of prior to a drop in 
car values. 


Advertising is a must—not only 





77 
to bring the people to your place 
of business, but also as a psycho- 
logical factor in the minds of your 
salesmen who feel that’ their 
company is aiding them to make 
sales. Many firms do not appreci- 
ate how much advertising means 
to the morale of the salesmen. 

* * * 


Display 
ARES has proved that 
an attractive used-car display 
will create customer appeal, in- 
crease prospect traffic and provide 
an important aid to selling—and 
build customer goodwill. If your 
used-car location pulls in a good 
percentage of prospects, ample 
time and effort should be devoted 
to making it the most distinctive 
and inviting in your community. 
It is important to allow sufficient 
display space. Your average month- 
ly inventory will pretty well in- 
fluence the amount of space you 
require for effective display. Of 
course, a closing office, large drive- 
ways off the street, a turntable, a 
parking area, must be provided in 
order to figure total area, A good 
rule of thumb, however, is to allow 
250 square feet per car. 


One of the first requirements 
(Continued on Page 80, Col. 3) 








THE MOST MODERN CAR DEALER SHOPS 












STEP UP EFFICIENCY with 


ECO ISLANDERS ana TIREFLATORS 





Remember_rne tics: 


step in proper wheel alignment 


eS 


“BALANCED INFLATION.” 


Only Eco can give identical pres 
sure in both tires in o matter of 
seconds 





EVERY MINUTE SAVED ON THE JOB MEANS 


EXTRA PROFITS —That's why progressive 
car dealers install modern shop equip- 
ment that saves steps and time on routine 
jobs. Quick convenient water service and 
automatic tire inflation right at your lift 
will save enough time and manpower 
to put through several extra lube jobs 


each week. 


Eco Remote Control Tireflators provide 
precision automatic tire inflation in sec- 
onds with overhead reel convenience. 
Tireflator mechanism also available for 
attachment to any make of air reel previ- 
ously installed. Eco Islanders give you 
handy complete water and automatic air 
service right at your finger tips — with 
fully automatic hose retraction. 
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Ky Or 
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FREE oe 


Write for your copy of AIR-31, 
John Wood Company's new bro- 
chure telling how to save man- 
hours and increase shop output. 


Ges J) JOHN WOOD COMPANY, Bennett Pump Division, Muskegon, Michigan 


Offices in Principal Cities 
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NADA Carries Fight to Local Level. . . 





Bootlegging Battle Broadens 


(Continued from Page 1) 


factory authorized 
dealers.” 


new - car 


. * * 


NCLOSED with the letter was 

a proof of an ad designed for 
local newspaper use, stressing that 
only from an authorized new-car 
dealer can a buyer expect “re- 
sponsibility, service warranty.” 

The ads are to be used in an 
attempt to check the floodtide of 
bootlegging until more effective 
and more permanent plans can 
be put into effect. 


NADA, meanwhile, also was ex- 
ploring a legal way to return an 
anti- bootlegging clause to dealer 
contracts. 

In other developments last week: 


1. James Moore, NADA general 
counsel, continued conferences with 
auto manufacturers in Detroit. 


2. A crackdown on bootleggers 
was ordered in Connecticut. 


3. A full investigation of boot- 
legging continued in Ohio, spurred 
on by the Ohio Automobile Dealers 

& z * 


4. SEVERAL Illinois dealers were 
° warned by the State that their 
licenses had been imperiled by ir- 
regular activities. 

5. State officials in Michigan 


NADA declined to discuss the 
purpose of Moore's talks with 
factory officials, but the association 
previously had submitted to the 
factories a proposal on how to 
solve the problem. 

A week earlier, NADA an- 
nounced it had gone to the Federal 
Government for help and said that 
the next step would “involve action 
by manufacturers and by Govern- 
ment.” 

= a s 
SEEMED likely, therefore, that 

Moore was in Detroit last week 
to polish up NADA’s plan — with 
factory assistance—before the U. S. 
Department of Justice and the 
Federal Trade Commission are 
asked to cooperate. 

While NADA — that - 
gressional action needed 
curb bootlegging on a long-range 
basis, the need for quick action 
makes an interim program man- 
datory. 

In Connecticut, Charles F. Kelley, 
State motor vehicles commissioner, 
ordered his inspectors to hit hard 
at bootlegging. 

“We have evidence,” Kelley said, 
“to substantiate .our belief that 
there are widespread violations of 
the State law pertaining to the 
marketing of new cars in Connecti- 
cut.” 

s ¢ 8 


K™*s* said his department 
had gathered enough evidence 
to take legal action against several 
dealers. Any found guilty of vio- 
lating the motor vehicle law, he 
said, face 
licenses. 
The Connecticut investigation 
is under the direction of Edwin 
B. Pratt, head of the dealers’ 


suspension of _ their|- 


and repairers’ section of the 

Motor Vehicles Department. 

Little bootlegging activity has 
been reported in the Hartford area, 
but in Bridgeport and New Haven, 
newspaper advertisements have of- 
fered reductions of as much as 
$400 on new Plymouths and Cadil- 
lacs at unauthorized outlets. 

7 * * 
T* OHIO, an official report on 
bootlegging in the Akron area 
was turned in last week to State 
officials. 

John Kratzer, investigator for 
the Bureau of Motor Vehicles, is 
conducting a statewide investi- 
gation of titling practices used 
by Ohio bootleggers. Tax angles 
are being probed by the State 
Tax Commission. 

Officials of neither branch have 
indicated when their findings will 
be made public. Gov. Frank 
Lausche, in ordering the probe, 
told the officials to use all resources 
to stop bootlegging. 

The Ohio Automobile Dealers 
Assn., in a “statement of policy,” 
formally requested that the State 
“accelerate” its investigation and 
pointed out responsibilities of 
manufacturers in the problem. 

* + a 


| iy’ ILLINOIS, William Westbrook, 
director of the secretary of 
state’s auto department, called in 
several dealers for personal inter- 
views on their operations. 
Westbrook warned the dealers 
he called on the carpet that their 
present operations were in vio- 
lation of the State law, and that 
continuation of bootlegging 
practices would result in immedi- 
ate revocation of their licenses. 
The Illinois Automotive Trade 
Assn. termed the State action 
“commendable,” but said, “. .. We 
do feel that all of the manufactur- 
ers can practically eliminate the 
entire problem by proceeding as 
some already have — by gearing 
their production realistically to the 


market potential of their dealer 
organization. 

“Such a policy would undoubted- 
ly eliminate any possibility of a 
first-place finish in the production 
race, but would go a long way in 


firmly establishing a sound and| 


hard-working dealer 
+ * 

HE Illinois association said it 

has discovered that many non- 
franchised dealers were openly ad- 
vertising “brand new” cars, giving 
regular factory service policies with 
the cars sold, signing title appli- 
cations as new-car dealers and 
implying through large signs in 
front of their places of business 
that they were authorized dealers. 

The Chicago Automobile Trade 
Assn. reported that three 
members who were warned they 
faced expulsion from the associ- 
ation for bootleg activities had 
assured the CATA they would 
toe the line. 

The CATA also said it is support- 
ing a test case in a Chicago court, 
brought against a dealer allegedly 
engaging in bootleg operations. 

In Michigan, State officials ex- 
pressed little concern over boot- 
legging, saying it is a problem for 
manufacturers and dealers to solve. 

Louis M. Nims, State revenue 
commissioner, said the State is 
“getting all the sales tax it is en- 
titled to from car sales made in 
Michigan.” 


organization.” 
* 


bd * 


per J. CLEARY, secretary of 
state, said he has asked the 
Michigan attorney general’s office 
for a ruling on what constitutes 
a used car. Until this ruling is 
made, Cleary said, there can be no 
determination as to whether the 
motor vehicle act has been vio- 
lated. 

In Milwaukee, “used” 1954 
Cadillacs last week in 
the showroom of Rank & Son 
(Dodge-Plymouth). 

Wallace Rank, president, denied 
they were bootleg cars. He said: 
“We’re merchandising, recogniz- 

(Continued on Page 79, Col. 1) 


Freed Tells Calif. Dealers 
Sales Are on Upturn 


(Continued from Page 3) 


said the problem remains 
serious” in this area. 
Landy, the new president, is a 
Ford dealer. Others elected were: 
Arthur H. Kenny (Chevrolet), 
Vallejo vice - president; Hanford 





Corvette Top, Fabrics 


Now Made by Fisher 


DETROIT.—Fisher Body now 
is making the canvas top and 
upholstery for the Chevrolet Cor- 
vette, according to a factory 
spokesman. 

Contrary to some _ rumors, 
Fisher is not making any of the 
plastic parts that go into the 
vehicle, the spokesman said. 








Packard Officials Meet Dealers— 


James J. Nance, Packard president, and Clare E. Briggs, sales vice-president, have 
started a series of meetings with key dealers in major markets to discuss merchan- 


dising and sales plans. Shown at the initial meeting in Atlanta are (from left), Briggs; | outh), Chico; Gile Williams (Dodge- 
Neace; Roy Blount, zone manager, and George M. Couch, of Atlanta Packard Motors.| Plymouth), Modesto. ; 


“very| A. Crockard (Chevrolet), Berke- 


ley, and Harold Forman (Chrys- 
ler-Plymouth), Berkeley, di- 
rectors; and Karl T. Goeppert, 
Oakland, director emeritus. 


The dealers voted to send tele- 
grams to Congress protesting the 
proposal by the House Ways and 
Means Committee to reduce excise 
taxes on luxury items while doing 
— about taxes on cars and 
uel. 


Another highlight of the 26th 
annual meeting was a breakfast 
get-together of the Automobile Old 
Timers. Convention workers in- 
cluded William J. Wilva, Modesto 
Studebaker dealer and the outgo- 
ing president; Amos T. Crowl, 
association manager; Kenny and 
Crockard. 


These dealers were elected direc- 
tors of the Association: 


L M. Barnett (Dodge - Plym- 
outh), Santa Rosa; H. S. Bray 
(Oldsmobile), Redwood City; 
Hanford A. Crockard (Chevrolet), 
Berkeley; Paul Dibert (Chrysler- 
Plymouth), Redwood City; H. J. 
Dohnemann (Ford), San Rafael; 
George F. Erb (Chrysler-Plym- 
outh), Roseville; Harold Forman, 
(Chrysler - Plymouth, Berkeley; 
George Growney (Buick-Pontiac), 
Red Bluff; Carl E. Gustafson 
(Chevrolet), Eureka; J. T. Healey 
(Chrysler-Plymouth), San Jose. 

E. R. Huffmaster (Cadillac-Olds- 
mobile), Yuca City; Martin Leach 
(Chrysler-Plymouth), Fresno; R. A. 
Mahoney (Ford-Lincoln-Mercury), 
Visalia; Jerry Marcus (Cadillac- 
Oldsmobile), Watsonville; Jack 
Roth jr. (Chevrolet), Merced; A, J. 
Schilder (Ford), Ukiah; Bob Scholk 
(Pontiac), Susanville; Les Schwim- 
ley (Studebaker), Sacramento; 
Ralph 8S. Watkins (Dodge-Plym- 
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Rapier V-8—Car of the Future?— | 


Projecting current styling trends, Brooks Stevens, industrial designer and eq 


to Kaiser-Willys, envisions this car featuring a V-8 bumper and grille combined wa 
functionally improved air intakes and front fender styling. The wraparound wi ' 
incorporates panoramic vision, with the “A” pillar moved rearward but retaining th |. . 
rearward slant for continuity of line. This six-passenger sedan has no separate req. & Ca 


quarter window. The door carries both the frontal and rear windows, all of whid Butt 
are retractable. Dual exhausts are carried out ahead of the rear wheels, 
the possibility of exhaust gases entering the car. 


Dealer Stages Solo Show | 


His Des Moines Colleagues Reject Idea, So Lowe 
Spends $52,000, Plays to 58,766 


DES MOINES. — Orville Lowe 
(Ford) has proved again that 
there’s no business like show busi- 
ness. 


After the Metropolitan Auto Deal- 
ers of Des Moines voted against 
sponsoring an auto show this year, 
Lowe went ahead with plans to 
stage his own at a cost of $52,000. 


When the smoke had cleared, 
Lowe found that 58,766 persons 
had visited his one-man show and 
had purchased 41 new cars, 24 
new trucks and 27 used vehicles. 
How does one dealer put on a 

show? 

Lowe rented the Exhibition Build- 
ing at the Iowa State Fairgrounds 
and scheduled an eight-day run. He 
filled the building with 35 new cars, 
10 used cars and 30 trucks which 
carried various types of built-up 
bodies. 


Lowe showed Cinemascope films 
of new cars and trucks 12 times 
daily. Special displays included 
power steering, transmissions, ball- 
joint suspension, a cutaway chassis 
and three engines. 

Four giant photographs of Ford’s 
Thunderbird sports car, measuring 
eight by five feet, got a prominent 
spot. 

Ted Lewis and his orchestra 
and six other entertainment acts 
presented two shows nightly, plus 
Saturday and Sunday matinees. 


Inventor Patents 


‘No Glare’ Light 


BUFFALO. — Francis J. Roggan 
claims he has perfected a non-glar- 
ing light that will help prevent 
accidents. 


Roggan, of 18 Onondaga Ave., 
West Seneca, N.Y., has spent 2% 
years and some $8,000 working on 
the invention which he calls Glare- 
Ban. 


The device has won the commen- 
dation of some manufacturers and 
Air Force officers, but as yet he has 
no contracts. 


Roggan’s patented device works 
on the principle of cutting out the 
short frequency light waves, the 
ones that produce glare in ordinary 
lights. 

A person may peer directly into 
a model headlight Roggan has 
made, without seeing the usual 
blinding halo. But lower, where the 
road would be, the light is strong 
and bright. 


Munn 


(Continued from Page 3) 


demoralization of the associated 
retail businesses. They hope 1954 
will have an answer to these 
menaces to good business and 
prosperity. 

So, at the outset of 1954, your 
new-car dealer pledges his full 
resolve to merit your customer 
satisfaction, to continue to serve 
you conscientiously and efficient- 
ly. He fervently hopes it will be 
a good, sensible, a prosperous 
year for all of us—our families— 
our community —our State and 
Nation—our World. 
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"a 
Radio Station WHO broadeag }dea 
daily from the show floor, 1,26 
On the final day, a six-cylindg §all 
Customline two-door was givy 999 
away. To be eligible to win, emp. § R: 
testants in the drawing hadt 
register at the show or at Lowey (oul 
showroom or used-car lot. Te 
Lowe, who said he “about broke iC ! 
even on admissions,” considered rm §ral 
— at ee ; 
rro tzer, general manager 
of Orville Lowe, Inc., said: . ~ 
“The results were beyond ou pel! 
— expectations. It was terri 
— 
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Kyes to Give Up 
U.S. Post; Mum — 
On Return to GM 


WASHINGTON.—Roger M. Kyes 
who gave up his position as gener) 
manager of GMC Truck & Coath 
to become deputy secretary of de 
fense, will resign May 1, the White 
House said last week. | 

President Eisenhower nominatel |; 
Navy Secretary Robert B. Ander }.,, 
son, 43, to succeed him. 
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would stay for only a year, the 
White House said. His year was 
Feb. 2, but he agreed to stay anoth 
er 90 days at the request of Charla 
E. Wilson, secretary of defense 

It had been reported earlier 
Kyes intended to return to 
Motors this spring, but 
last week he would be un 
detail his plans until his resi 
becomes effective. 

A White House spokesman 
that Kyes’ resignation was 
nected in any way with the 
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seph McCarthy, Wisconsin Repur 
lican, 

Wilson issued a statement @ 
Kyes’ resignation which said, # 
part: ‘ 

“Roger Kyes’ leaving the Depart 
ments of Defense is a real loss, 
he will be missed by all the meir 
bers of the defense team. “a 












“While here he has made an 
standing contribution in the reer 
ganization of the Defense Depatt 
ment that will result in lasting 
and has been of tremendous , 
ance in our day-to-day : 
lotan. ;-? 3 


Bell to Address 
Brooklyn Dealers 


NEW YORK.—The Brooklyn ant 
Long Island Automobile Deale® 
Assn, will hold its annual dinne 
March 30 at the Hote! Granada 
Brooklyn. 

Speaker will be Frederick J. Bell 
executive vice-president of N. 
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Wentworth Pro:moted — 
Charles W. Wentworth jr. # 
been named new-car sa!cs 
of Wentworth & Irwin, ‘nc. 
Portland, Ore., according to L. 
Danilson, general manager. 
R. Duffield succeeds Wentworth 
used-car manager. 
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gales, diversify your lines, 
something unusual .. . We've 
some Cadillacs at attractive 
tures. We think it’s a good gim- 
se to draw more business. 
“Twe got them from legitimate 
awestern dealers ... I'd cal 
m distress merchandise that 
sy » dealers were anxious to move 
We're pricing them just like 
Cs dealer would, not under- 
atting the regular handler.” 
s . 












EONARD L. KVAM, president 
of Kvam Motor Co. (Cadillac), 
Ariwaukee, said he didn’t see how 
got the cars. Kvam said his 
}ijwn problem is not selling Cadil- 
Mics. but getting enough to satisfy 
demand. He denied Rank’s 
stement that the cars were “dis- 
merchandise. 
mn ourselves and our 
” Kvam said, “we = 
orders on file right now, an 
a last year we only received 
” 
Mook retaliated: ‘I can give de- 
ry on them. That’s what 
” 
oes flared in Charlotte, N. 
last week when the State High- 
y Patrol warned a used-car 
: to stop removing serial 
umbers from new cars on his lot. 
retorted that the numbers were 
ing taken off only temporarily 





ag a 26 2e8ae & 


Bootleg Sales in N. C. 
Put ‘at 64 for Month 


RALEIGH, N. C.—Bootleg sales 
in North Carolina totaled 64 in 
February, reports the North 
Carolina Automobile Dealers 
Assn. 


The total consisted of 36 Chev- 
rolets, 23 Fords, two Plymouths, 
two Mercurys and one Cadillac, 
the association said. 


because “manufacturers’ agents 

d new-car dealership represent- 
tives have been snooping around 
our lots trying to find out where 
our cars are coming from.” 

o a s 
A JOINT statement, four 

Charlotte used-car dealers said: 
‘We are reputable businessmen 
saling in a legitimate automobile 
trade .. . We purchase new cars 
from dealers in outlying areas who 
aid they have become overstocked. 
“These new-car dealerships have 
been loaded down with new cars 
which they cannot move because 
the current factory list price is 
Much too high. We actually are 
keeping these dealers in business 
by taking the cars off their hands 
and creating a market for them 
through reduced prices.” 

The used-car dealer’s viewpoint 
was amplified by an Oklahoma 
City operator, who said: “I don't 
know what the new-car dealers 















Auto Financing 
Shows Drop for 
2nd Month in Row 


WASHINGTON.—Automobile 
credit outstanding amounted to 
$10.1 billion at the end of January, 
& decline of $205 million during the 
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December also had shown a 
drop, the first since March, 1952. 
In January, 1953, the auto total 
had nicreased by $174 million. 

‘In its report, the Federal Re- 

Serve System said that commercial 

banks held $3.9 billion sales fi- 

hance companies, $5.2 billion; other 
financial institutions, $543 million, 
and auto dealers, $400 million. 
consumer installment 
credit outstanding at the end of 

_} te month amounted to $214 

; billion, $363 million less than at 

; | “Re preceding month-end. 

The January decline compares 
with an increase of $167 million 
the same month last year and 
= declines of $177 million in 

and $152 million in 1951. 


Ne w-Car Bootlegging 
fattle Broadens 


(Continued from Page 78) 
+ that you've got to work to| are griping about. They’re the 


1} the good dealers are doing all 


ones who sold us the cars.” 

One dealer, however, said: “The 
only franchised dealers we are 
hurting are those who can’t hustle 
. . . It hurts the ones who have 
been living off the fat so long, but 




















































right.” 
* * * 

HARLES D. HENDERSON, ex- 

ecutive vice-president of the 

New York State Automobile Deal- 
ers Assn., leveled a blast at facto- 
ries last week. Henderson wrote: 

“Why don’t the factories stop 
bootlegging? Is it because the 
bootlegger serves a very useful 
purpose in disposing of surplus 
production? ... Let’s face these 
facts: ‘ 

“I. The manufacturer profits just 
as much on a bootlegged car as on 
one sold by a franchised dealer. 

“2. Bootleggers have been very 
successful at getting new cars off 
the market, 

“3. Bootlegging has smoothed out 
the hills and valleys of the facto- 
ries’ haphazard distribution system. 

“4, The danger of bootlegging 
isn’t really so serious for the 
manufacturer as it is for the 
dealer. 

“5. The manufacturers would not 
actually lose anything if bootleg- 
ging were allowed to continue in- 
definitely as a means of moving 
surpluses — with enough surviving 
dealers to service bootlegged cars 
and maintain product goodwill.” 

* a 


_ TANT, executive manager 
of the Oklahoma Automobile 
Dealers Assn., said that through 
the detective work of some 
members, serial numbers of about 
20 bootleg cars have been reported 
and are being checked with re- 
spective factories to trace the 
dealers who wholesaled them. 

The Kansas Motor Car Dealers 
Assn., which has also done some 
sleuthing, said it has reports on 
103 bootlegged cars—Ford, Chevro- 
let, Mercury, Buick, Plymouth and 
Pontiac. 

Most of the cars, the associ- 
ation said, came from dealers in 
Detroit and Chicago, but some 
originated in Kansas and in five 
neighboring states. 

Meantime, field reports indicate 
that some unauthorized outlets are 
already beginning to be hurt—as 
new-car dealers, pressured by 
factories, fellow dealers, associ- 
ations and state officials, have 
begun refusing to wholesale new 
cars in some areas. 


* + 


By Gordon Hebert 
Staff Correspondent 

NEW ORLEANS.—Auto dealers, 
manufacturers and the government 
must get together to deal with the 
demoralizing problem of boot- 
legging, Frederick J. Bell, executive 
vice-president of NADA, told 
dealers attending the annual con- 
vention of the Louisiana Automo- 
bile Dealers Assn. last week. 


Bell said that the factories 
would like to take action but are 
fearful of the law. 


By resolution, the dealers con- 
demned bootlegging, urged the 
adoption of a similar resolutions 
by all other state associations and 
called on all auto makers to take 
a stand similar to that voiced by 
Harlow H. Curtice, president of 
General Motors, and Henry Ford II 
head of the Ford Motor Co. 

Curtice and Ford were com- 
mended for their statements. The 
dealers also indorsed the gover- 
nor’s highway safety program. 

Reelected to office were William 

J. Cleveland, Crowley, president; 

A. Dupre Vaeth, Houma, vice- 


S. D. Association 
Starts Regional 
Meetings Today 


RAPID CITY, S. D.—A series of 
area meetings for South Dakota’s 
car and truck dealers will be held 
starting today (March 15), accord- 
ing to C. J. Hogan, president of 
the South Dakota Automobile 
Dealers Assn. 

A panel composed of Hogan; J. 
J. Verschoor, of Mitchell; Leo 
Schirber, of Mobridge; Don Liffen- 
gren, of Pierre, and D. B. Brod- 
erick, of Sioux Falls, will discuss 





Auto Stocks 


10 3 High Low!/NADA matters, safety, business 
pte 60% on ae oaat management, association activities, 
be 64% % government relations and proposed 
udson 9% 9% 11 9% legislation. 

Kaiser 2% 2% 5% 2%! ‘The meetings are scheduled for 
Nash 14 14 = 5% 18% | arch 15 in Huron, Marvin- 
a a on on owe Hughitt Hotel; March 16, Sioux 


Falls, Carpenter Hotel; March 17, 
Watertown; Chamber of Com- 
merce; March 18, Pierre, Falcon 
Cafe, and March 19, Rapid City, 
Alex Johnson Hotel. 


Average 24.71 
Compiled from reports of trading on the 
American and New York Stock Exchanges. 








30 Years a Studebaker Dealer— 


Perrin Bradley (third from left), owner of S. P. Bradley Motor Co., Pontiac, Ill., is 
awarded a plaque by Harry B. O'Neill, regional manager, on the completion of 
30 years ‘of association with Studebaker. Shown at left are Bill and Mary Bradley; 
at right E. C. Fullmer and Phil Bradley. 
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Loulsiana Dealers Reelect Officers— 


Chosen for another term as officers of the Louisiana Automobile Dealers Assn. at 
the annual convention in New Orleans were (from left) A. Dupre Vaeth, vice-president; 
Glenn Huff, secretary, and William J. Cleveland, president. 

* 
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La. Dealers Hear Plea 
For United Bootleg Fight 


president, and Glenn 
Shreveport, secretary. 

“The problem of bootlegging,” 
said Bell, “is a case of the new-car 
dealer hurting his own industry. 
The new cars get on the used-car 
market through the new-car dealer 
—where else could they come 
from. 


“The biggest factor this year 
in the new-car industry is the 
transition from the sellers’ to the 
buyers’ market. 

“Car salesmen today must be 
super-salesmen, they will have to 
stimulate sales themselves. The 
people have the money and the 
salesmen must get out and sell the 
cars—they’re a little rusty at that, 
you know. They haven’t had to sell 
for the past few years.” 

Bell said the new-car industry 
is still the yardstick of American 
economy and, if it’s hurt, the 
whole economy will be hurt. 

Philip J. Mullin, Legislative and 
Public Affairs Department of De- 
fense,, Washington, told delegates 
the administration’s “new look” in 
defense meant savings of money, 
manpower and planning. 

“We want peace but we know it 
is sensible to be prepared for any- 
thing. That is why 70 percent of 
your taxes still go for defense,” 
Mullin said. 

Fred Preaus replaces L. M. 
Cooksey on the board of directors; 
Garland Mahaffey replaces Jerry 
Ashley; Albert Lanier replaces 
Robert N. Jameson; O. E. Haring 
replaces George Bohn, sr., and 
Mike Persia sr., replaces William 
J. Willkomm sr. Arthur C. Harris, 
Glenn Huff, and A. Dupre Vaeth 
were reelected. Remaining as di- 
rectors for unexpired terms were: 
J. Alfred Begnaud, Pierre Chive jr., 
Bernie Dumas, M. F. lfolland, L. 
P. Landry, Joseph A. Paretti, Lewis 
Roy jr., and R. J. Young. 


Shop Unions Unite 
In Twin Cities; 


Seek Equal Pay 


MINNEAPOLIS.—Two AFL auto 
repair unions, formerly bitter 
rivals, have formed a partnership 
to improve their bargaining po- 
sition with garage owners in Min- 
neapolis and St. Paul. 

In the new alliance are the AFL 
Teamsters, Local 974, comprising 
1,400 Minneapolis garage workers, 
and the AFL Machinists, Lodge 
737, representing 1,300 St. Paul ga- 
rage employes. 

Commenting on the new setup, an 
employer spokesman said it would 
“not be out of line” if Minneapolis 
and St. Paul garage owners now 
began to “exchange information and 
confer on strategy.” 


The new union partnership will 
try to get equal wage rates in the 
two cities. A Class A mechanic in 
Minneapolis now receives $1.80 an 
hour, while a St. Paul journeyman 
gets $1.98 an hour. 

The St. Paul contract is open 
for wage adjustments on Apr. 1 
and the Minneapolis contract is 
open on Apr. 15. Neither contract 
expires until next year. 


Huff, 





Corp. 


Cites Buffalo 


Dealer as Unfair 


BUFFALO.—A National Labor 
Relations Board examiner has rec- 
ommended that Taylor-O’Brien 
(Ford), be found guilty of 
unfair labor practices. 

In an intermediate decision, Trial 


Examiner Robert E. Mullin reported 


that the firm’s agents “participated 
in the preparation and circulation 
of an anti-union petition among its 


j|}employes and threatened the dis- 


missal of an employe for engaging 
in union activity. 

“Tt will therefore be recommended 
that the respondent be ordered tp 
cease and desist from in any man- 
ner infringing upon the rights 
guaranteed its employes by the Na- 
tional Labor Relations Act.” he 
added. 

Mullin also recommended that 
the NLRB adopt an order prohibit- 
ing the firm from circularizing its 
employes to withdraw from the 
union, or threatening them with 
discharge for organizational activi- 
ties. 


He further recommended that the 
firm cease “coercing” its employes 
in their right to join the AFL 
Teamsters, Local 375. 


Service Managers 


Attend L-M Parley 


DETROIT. — Service managers 
from 10 Lincoln-Mercury dealer- 
ships in the central region attend- 
ed the third regional service council 
meeting here last week. 


N. E. Crews, central regional 
sales manager, and R. J. Limburg. 
Buffalo district service manager, 
were co-chairmen. 


Dealership service managers at- 
tending were: 


Joseph Schreiner, D & E Motors, 
Williamsville, N. Y.; Keith Palmer. 
of P. T. Henson, Syracuse, N. Y.; 
Charles Williams, Irv Pollock, Inc., 
Toledo; Harry Smith, Ross Sales 
& Service, St. Joseph, Mich. 

Walter Rice, Wick Motors. 
Youngstown, O.; J. J. Catrabone, 
Times Square Motors, Erie, Pa.; 
Stewart Schramm, Shawnee Motor 
Sales, Xenia, O.; Charles Brown, 
Fred Williams, Inc., Indianapolis; 
Tony Calderone, Calderone Bros., 
Vandergrift, Pa., and Bert Bodine, 
Central Lincoln-Mercury, Pitts- 
burgh. 


Shaw to Referee 


Economy Run 


LOS ANGELES. — Wilbur Shaw, 
three-time winner of the Indianap- 
olis 500-mile auto classic and now 
president of the Speedway, will fly 
to Los Angeles to serve as referee 
of the 1954 Mobilgas Economy Run 
from Los Angeles to Sun Valley, 
Id., it was announced last week by 
the sponsoring General Petroleum 
Corp. 

In the three-day stock-car econ- 
omy marathon, which starts Apr. 
5, Shaw’s role will be one of active 
supervision in conjunction with 
other members of the board of 
stewards. 


These are A. C. Pillsbury, chief 
steward, who is regional director of 
the American Automobile Assn. con- 
test board; Earl Cooper, steward; 
Tom Frost, honorary referee, and 
Ralph De Palma, honorary steward. 





Ford’s Lead in Detroit 


Narrowed by Chevrolet 


DETROIT. — New-car registra- 
tion figures for February in 
Wayne County show Ford still 
held a commanding lead over 
Chevrolet, although the margin 
it enjoyed in January had nar- 
rowed, 

In February, Ford sold 4,350 
units for 33.67 percent of the total 
market, while Chevrolet moved 
2,661 units for 20.60 percent, In 
January, however, Ford had sold 
8,582 cars for 85.18 percent of the 
market, and Chevrolet had sold 
2,060 units for 20.52 percent. 
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Parts Depot in Canada gina, Sask., according to Rhys M. 
“ Sale, president. 
To Be Built by Ford The building, to be completed by 


Ford Motor Co. of Canada, Ltd. 
will erect a $1 million parts and 
accessories depot on a 10-acre site 
at Broad St. and Fourth Ave., Re- 
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smALL PARTS BINS 
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year’s end, will have modern inside 
docks to accommodate five trailers 
and an unloading area for two rail- 
way cars. 
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Here are small parts bins that give you every advantage you could 
desire! They’re sturdily constructed for long hard use, and compactly 
designed for maximum space saving, with “easy-to-see”, “easy-to- 
reach”, “easy-to-arrange” features. HANDEE ANDEE small parts bins 
are available in 3 sizes, and are designed to hold 2 sizes of bin boxes 
in any arrangement you wish to make. Bin boxes can be removed or 
replaced “quick-as-a-flash”—just slip them on or off. They have large 
label holders for fast identification, curved bottoms for smooth speedy 
removal of parts, and their forward tilt provides instant visibility of 
all contents. 


See any of these 
BORROUGHS FLEXI-BIN DISTRIBUTORS 
for literature and prices 

BINS & EQUIPMENT CO. 


1918 Buford Highway, W. E., Atlanta, Ga. 
2318 Ook St., Jacksonville, Fla. 


AUTOMOTIVE BIN SERVICE 


10040 Freeland, Detroit, Mich. 
1059 Main Street, Buffalo, WN. Y. 
1220 Richmond, Cincinnati, Ohio 
54 West 30th Street, Indianapolis, ind. 
204 Builders Bidg., Louisville, Ky. 
53 Crennell Ave., Pittsburgh ,Pa. 
3707 Euclid Ave., Cleveland, Ohio 


W. W. CANNON CO. 


9739 Denton Dr., Dallas, Texas 
1901 Winter St., Houston, Texas 


EAST COAST DISTRIBUTING CO. 
327 Hopkins Rd., Baltimore 12, Maryland 
¢/o (Sorensen Motors), Berwyn, Pa. 


ESSENTIAL EQUIPMENT CORP. 
32-58 62nd Street, Woodside L. |, N. Y. 


K & S AUTOMOTIVE INVENTORY 
26 Clay Avenue, Everett, Mass. 


FELIX F. LOEB, INC. 
8810 So. Vincennes Ave., Chicago, Ill. 
4500 North Wilson, Milwaukee, Wis. 
MILLS-MORRIS CO. 
171 So. Dudley Street, Memphis, Tenn 
SIGGINS COMPANY 


704 Broadway, Kansas City, Mo 
115 North 12th Street, Omaha, Neb. 
1082 36th Street, Des Moines, lowa 


SIGGINS EQUIPMENT CO. 
901 South Boyle St., St. Louis, Mo. 


SPARKMAN-BARKER CO. 


550 Santa Fe Dr., Denver, Colorado 
1181 Sherman Ave., Salt Lake City, Utah 


BORROUGHS Mfg. Company 


Subsidiary of American Metal Products Company of Detroit 


3002 N. Burdick, Kalamazeoo, Michigan 


GREEN-PENNY COMPANY 
421 E. Washington, Los Angeles, Calif. 


WILLIAM A. GORE COMPANY 
1834 Adeline St., Oakland, Calif. 
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‘Problems or a Business’ .. . 


Used-Car Operation Analyzed 


«Continued from Page 77) 


of a good display is that used 
cars must be spotless inside and 
out. Oars should always be 
dusted, washed when necessary. 
Interiors should be kept spotless. 

Windows should be kept clean, 
inside and out. Tires should al- 
ways be inflated, kept clean. 

A large percentage of all used- 
car sales are made at night. Be- 
cause of this, a good share of these 
sales go to dealers who think in 
terms of today’s merchandising 
methods and make their night-time 
display attractive, distinctive and 
potent. It is well to remember that 
modern illumination allows perfect 
vision without shadow or glare. 

Other points to remember in con- 
nection with effective display in- 
clude some “attention getters” such 
as a decorative canopy, a “spot 
car.” 

Regroup and change your cars 
daily. The conditions of your lot 
and the appearance of your used 
cars can have a good or bad influ- 
ence on your salesmen and your 
prospects — it can create or dis- 


courage sales. 
* = * 


Selling 


OW we tackle used-car selling. 

It may be well to remember 
that used cars, like vegetables, are 
perishable. They are worth less 
money each day you keep them in 
inventory. Some used car managers 
operate on a 30-day turnover basis, 
some 20-day, still others 15-day. 
Actually, most dealerships cannot 
afford to own a 31-day-old used car. 
Old cars in stock should always 
be checked every day. There is 
always a reason why a car is not 
sold—and one of the most logical 
reasons is that the salesmen do 
not like the car, and as a result, 
don’t even show it to prospects, or 
still worse, don’t show any enthusi- 
asm if the prospect does look at it. 


bonus to the men will move the 
cars in question. 

One thing is sure. Overage cars 
cost you money, and at the end of 
the agreed period, it is important 
that you get rid of such cars before 
they cost you more money. 

= o * 


Basic thinking behind any sell- 
ing program is the attitude of 
the salesmen themselves, Establish 
an attractive compensation plan for 
your sales department, and a profit- 
sharing plan for your entire organi- 


GM Shop School 
* os s . 
Rising in Florida 

JACKSONVILLE, Fila. — Ground 
has been broken for a General 
Motors Training Center in Duval 
County at Beach and West Blvds., 
near here. It is one of 35 centers 
being established by GM for in- 
structing the mechanics of its 
dealerships, 

GM officials attending the cere- 
mony included Myrle St. Aubin, di- 
rector of the service section; 
Frederick G. Tykle, executive in 
charge of real estate, and zone and 
regional managers of the eight di- 
visions that will be represented at 
the center, 

The center will have six special- 
ized shop classrooms, an auditorium 
capable of seating 250, a con- 
ference room, a kitchen and a 
cafeteria. A manager and eight in- 
structors will staff center, 
which will serve Florida and 
southern Georgia. Completion is ex- 
pected by early fall. 


zation that will provide a real in- 
ducement for top-flight per- 
formance. 

Always remember that the 
used car you have in your stock 
can only be purchased from you. 
New cars can be purchased from 
many other new car dealers at 
many different prices. This is a 
definite advantage for used-car 
salesmen, and another reason 
why your best salesmen today 
are in the used-car departments. 


Here are other factors to con- 
sider in preparing your sales 
personnel. A sale requires man- 
power. Salesmen_ should be 
thoroughly informed daily as to 
price changes, guarantees, advised 
of change from guarantee to “as 
is’ when you cut the price of a 
particular car. If and when you 
put on a big sale, office workers 
can assist by processing orders, 
checking credit, figuring time 
payments, etc. 

A final, very important point, is 
to establish realistic, attainable ob- 
jectives in car volume, dollars-and- 
cents-volume, and profit for the 
used-car department. Have a sales 
quota for each day, each week, each 
month, and decide on the last day 
of each month the profit goal, the 
car goal and the advertising ap- 
propriation for the following 
month. 

* * * 
Financing 


— financing is obviously im- 
portant. In this connection, I 
have one comment to offer for your 
consideration. Used cars can, of 
course, be floor planned, but I be- 
lieve that floor-planning is inad- 
visable, because there is a natural 
tendency to divert sales from floor- 
planned cars to those that are not 
floor-planned because of the cash 
benefit derived from the latter sale. 
Floor-planning, therefore, results 
in unbalanced stock and retarded 
turnover. 

I strongly advise against floor- 
planning used cars unless abso- 
lutely necessary, This, of course, 
is only one man’s opinion, Please 
take it for what it is worth. 

Regarding customer financing, I 
solemnly urge dealers not to pad 
finance charges, State government 
intervention in financing is certain- 
ly undesirable, 

The most effective way to avoid 


2 Finance Offices Added 
By General Acceptance 


ALLENTOWN, Pa.—F. R. Wills, 
president of General Acceptance 


than | Corp., has announced the opening 


of new finance offices in Dundalk, 
Md., and Council Bluffs, Ia. 

With the addition of these oper- 
ations, General Acceptance now 
conducts installment loan and 
sales finance operations in 70 of- 
fices in 13 states. 









it is to put our own house 
thereby making it unnecegga> 
must realize that exorbitant fin. 
charges are not conducive 
creased sales—and our profit, 
mately depend on sales, 

* * * 


Service 


= subject of service after 
sale should be left entiny x 
the hands of the selling . 
Adopt the one you think wil} 
you and your customers best, fy, 
your salesman use it as a gi 
tool—and by all means keep Pr 
with it. _ 
We found out many - gppiabo! 
that satisfied customers. seal 
best salesmen. No greater hy 
can come to your business ty 
customers that refuse to pat 
your sales or service depart 
because of some unhappy ; 
perience. 5 
* * * 


Final 


Sb in mind that the 
business renders an imp 
and valuable service to the 
munity. It supplies needed 
portation. It can be invested » 
dignity and respect, without ga 
ficing the enthusiasm required § 
agressive promotion. You, 
achieve this by orderly, 
operation. 

In these brief remarks, I hj 
tried to highlight the imports 
factors concerned with the busin 
of used cars. I’d like to close 
a definition of merchandising 
a definition of advertising. 


Merchandising is the push 
your business. It is your effort 
push your merchandise tow 
the — That is why I st 
organ on stock balance; so 
financing and alert pricing, 
vertising is the pull in 
business. It is your effort to 
people toward your merchandisep 
Obviously, when both of 
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can’t replace sound C 
ing. And remember, too, th 
sound merchan is - 
— handicapped without 


\vertising. : 

Merchandising, advertising, aq 
selling are distinct and sepat 
activities even though they 
interdependent on one another# 
results. Our job is to keep the 
in harness, and see that each 
his share of the load. x 

We’re back where we were 
fore the war—we’re only as 
new-car dealer as we are & 
car dealer. If the exclusive 
car dealer can make a success 
selling used cars, why can't 
new-car dealer do likewise? 

It will be wise, and I am cer 
it will pay handsome dividends) 
we dealers pay more attent 
our used-car departments. 
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Oneida Distributors Discuss Bus Sales— - 


to a recent distributor sales meeting of Oneida Products Corp. in 
City learned that the firm plans large-scale advertising for its 1954 ; 
under the motto, “The Safest School Bus on the Highway. Seoted (from 1% 
Robert Pentland, Norwalk, Conn.; Robert Burke, Somerville, Mass.; Frank @ 
Greenmount, Md.; Ralph Kroehler, Freeport, Ill.; Charles Hiersh, Greenmoumiy” 
C. Snyder, Greenmount; Ned Oglesby, Detroit; Robert Paulson, Cleveland; Lymm 
Oneida Products, Canastota, N. Y.; D. G. Russell, Oneida Products; Lloyd 
Pittsburgh; Don Ruppert, Pittsburgh; Gerald Rossman, Freeport; P. A. Thrasher, * 
Products; H. R. Turner, Oneida Products; A. G. Lindley, Oneida Products 
Adams, Burlington, N. J., and John Walton, Lansdale, Pa. Standing: w. © 
Albany; A. C. Krentziger, Penn Yan, N. Y.; William Raskin, New York; J. 8. 

















Oneida Products; Merlin Wolfe, Detroit; Charles Trout, sales vice-presidents wit 


Otto, vice-president of Oneida Products; Al Mack, Cedar Rapids, !a.; Ford 
J. Turner, Oneida Products, and E. P. Jelinek, Milwaukee. 


St. Louis; | 


















ILLS pro osing regulation of 
reed hours have been in- 
auced this year in the Legis- 
‘ures of eight states, but have 
yet been enacted in any, re- 
ts from state capitals reveal. 
§uch a measure failed of en- 
tment in the Maryland Legis- 
re, with similar proposals pend- 
in Arizona, Kentucky, Massa- 
wsetts, Michigan, New Jersey, 
York and South Carolina. 
Arizona legislation, 
eres fier the Federal fair 
standards act, would es- 
the 40-hour week as 
d and 75 cents an hour as 
She minimum wage. 
A Kentucky proposal would es- 
h a 50-cent-an-hour minimum 
for all persons employed in 
ate business and industry, 
wlacing a present law under 
hich women and minors employed 
some industries have a floor 
jer their hourly wages. 
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minimum wage law re- 
jrements from 75 cents to $1 an 
ut. In Michigan, Gov. G. Mennen 
iliams recommended the enact- 
nt of a law providing a mini- 
mm wage of $1 per hour. 
New Jersey lawmakers were 
d to enact an “overall mini- 
ym wage law,” covering all em- 
instead of merely women 
i minors in some industries, as 
present. 
One pending New Jersey bill 
ould establish a wage and hour 
for all but outside sales, agri- 
yitural and domestic employes; 
oviding, among other things, a 
hour week and a $1 minimum 
uurly pay for intrastate industries 
tside the Federal wage-hour law. 
* * 7” 


























DRILLS introduced in the New 
Y York Legislature included a 
inority-sponsored measure to fix 
re $l-an-hour minimum wage for 
Ss of 


pM Again to Hold 
nd c : 
Went? Campaign, 
wl, 
Marting June 1 


§8T. PAUL.— The annual “dent 
mpaign,” aimed at persuading 
ttorists to have dents in their 

repaired, will get under way 
















r 
r 






mpune 1, 

Participating will be automotive 

holesalers, dealers, refinish shops 
id the service department of auto 
hufacturers. The campaign is 
hually underwritten by Minne- 

Mining & Mfg. Co., St. Paul. 
880) More than 55,000 body shops will 
advance material for the drive. 
A free kit contains wall posters, 
cards reminding customers of 
is, Miepairs, color tags, newspaper ad 
meats, spot radio announcements 
hd &@ one-minute television film. 
As an added feature, a wall post- 
# picturing six queen candidates 
fil be supplied. Employes may 
Mte in their selection, thus offer- 
§ 8n opportunity for a “pick-the- 
ee P contest within the shop. 
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Co. will Open June 1. 


A Massachusetts bill would in-| 1 


mime to Get Fenders Repaired— 


The annual “Dents Out of Fenders” campaign sponsored by Minnesota Mining & 
Shown are some of the materials offered dealers and 
e shops as advertising aids in the drive. 
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Wage-Hour Laws Viewed 


State Legislatures to Discuss Proposals 
To Raise Minimum Pay 


all those employed in private in- 
dustry. Existing laws fix different 
scales for particular occupations. 
These minimums run from 52% 
cents to 65 cents an hour. 

A South Carolina proposal would 
provide a minimum wage of 75 
cents an hour for a maximum of 
40 hours. Another bill would re- 
quire time-and-a-half pay for work 
in excess of eight hours a day in 
manufacturing plants. 

Proposed Rhode Island legis- 
lation would liberalize a present 
law that bans work in industrial 


e 
Alltime Peak Seen 
a 
For Commercial 
e . 
Building Work 

WASHINGTON. — Commercial 
construction this year is due for a 
boost of at least 10 percent above 
last year’s peak of $2.2 billion, the 

. 8. Chamber of Commerce has 
reported. 

All kinds of commercial construc- 
tion will share in this happy trend, 
according to the Chamber. Capital 
outlay for office buildings, loft 
buildings and warehouses, as a 
group, can be expected to total 15 
percent greater than in 1953, while 
expenditures for stores, restaurants 
and garages are forecast to be at 
least 5 percent more, 

If hotels, motels and commercial 
recreation buildings are added to 
these main classes of commercial 
construction, the 1954 total will 
reach $2.4 billion, the Chamber said. 

Two spectacular features charac- 
terize the current boom: The great 
expansion of office buildings and a 
wave of shopping center construc- 
tion. In New York City, nearly six 
million additional square feet of 
office space is under construction 
or in prospect. Pittsburgh, a pioneer 
in the new office building era, still 
has plans ahead. Boston, Philadel- 
phia and Chicago are all busy with 
new structures, while construction 
is under way or planned in Balti- 
more, Washington, Atlanta, Dallas, 
Houston, Denver, Los Angeles and 
San Francisco. 

Among the largest shopping cen- 
ters projected for 1954, is the great 
Skokie Center, northwest of Chi- 
cago, and the Northland Center ad- 
joining Detroit, now nearing com- 
pletion. Construction of shopping 
centers generally has been stimu- 
lated by the dispersion of new hous- 
ing since the war, together with 
the vast increase in autos in recent 
years. 


Great Lakes Steel Recalls 


Bulk of Idled Workers 

DETROIT. — Great Lakes Steel 
Corp. has recalled 1,094, or 57 per- 
cent, of its 1,903 hourly rated em- 
ployes who were laid off in Janu- 
ary and February. 

The company, producer of fiat- 
rolled steel for the automotive and 
other industries, normally employs 
11,000 hourly rated and 1,700 
salaried workers. 


plants on legal holidays. The bill 
would authorize the state labor 
director to issue holiday work 
permits to employers who demon- 
strate economic hardship. 


An “effective” state minimum 
wage and hour law will be recom- 
mended to the 1955 Oklahoma 
Legislature by the executive com- 
mittee of the State Legislative 
Council, according to Rep. Glen 
Collins. 


* * * 


Fs 


ESOTA’S Supreme Court|i a 


handed down an opinion which 
held that the Ramsey County Dis- 
trict Court could determine 
whether the State Industrial Com- 
mission acted properly in fixing 
higher minimum wages for women 
and minors in retail trades. 


The commission last August 
boosted the disputed wage mini- 
mums to 75 cents an hour in St. 
Paul, Minneapolis and Duluth, 
and to slightly lower figures in 
smaller cities. 

New Mexico’s Labor and In- 
dustrial Commission has an- 
nounced increased minimum wage 
schedules. Chairman Lee Rows 
said the increases amount to 10 
percent in skilled labor classes, and 
11 to 22 percent for unskilled labor. 

The wage minimums apply to all 
public contracts in excess of $2,000 
and to two categories of work— 
building construction and heavy 
and highway construction. 


Magazine Publishes 


New-Model Roundup 


CHICAGO. — Specifications and 
pictures of all 1954 U.S.-built cars 
are included in “Fact Book on 1954 
Cars,” published by Popular Me- 
chanics. 

The paper-bound volume, avail- 
able at newsstands, is priced at 75 
cents. 
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Honors Olds’ Daughters— 






Mrs. Gladys Olds Anderson (left), and Mrs. Bernice Olds Roe, daughters of the 
late auto pioneer Ransom E. Olds, are greeted at a Los Angeles reception by Don 
M. House, Pontiac's Los Angeles zone manager. 


State Ruling Hits 
Used-Car Auction 


In Minneapolis 


MINNEAPOLIS.—A used-car 
dealer’s license may be revoked if 
he has no established place of busi- 
ness, J. A. A, Burnquist, Minne- 
sota attorney general, has ruled in 
a case involving a Minneapolis auto 
auction. 

Mrs. Mike Holm, secretary of 
state, asked for an opinion after 
receiving a complaint that Minne- 
apolis Auto Auction Co. does not 
conform with the law. It conducts 
auctions at the Minneapolis Arm- 
ory every Monday. 

The complainant alleged that no 
one was in attendance at the Arm- 
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ory office except one day a week 
when sales were held, 

Mrs. Holm has notified the firm 
that it must have an established 
office in or near the Armory. She 
said it also must maintain regular 
office hours from 10 a.m. to 4 p.m. 
every day in order to comply with 
the law. 

Previously, the firm had been 
conducting its business and main- 
taining its records in the home of 
its operator, H. A, Stevenson. 


Kaiser Deal Adds Packard 
Hilltop Motors, Inc., Columbus, 
O., has received a Packard fran- 
chise. The firm, which was estab- 
lished two years ago by H. N. Hur- 
sey and P. A, Jackson, will con- 
tinue to handle Kaiser. 
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LOW COST .as08 ahha YOUR SHOP 


The quickest, easiest, cheapest way to move ATT big blocks, 
dual wheels, oil drums, etc. is with the LEMPCO MOBILCRANE. 


Lifts and carries — through doorways, in narrow aisles. Quick 





operating; completely safe. Simple hydraulic pump mechanism; 
nothing to get out of order. Lowers load gently, at a touch. 2-ton, 
1-ton, and 2-ton models. WRITE TODAY! 


te 


for 35 years 


builder of machine tools | 
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NAME 





ADDRESS 


LEMPCO PRODUCTS, INC. 
Bedford, Ohio 


Gentlemen: Send me prices and full information 
on MOBILCRANES. 
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CITY 








MAIL THIS COUPON NOW FOR COMPLETE DETAILS 
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In Wholesale Markets .. . 
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Used-Car Price Index 
Rises to High for °54 


«Continued from Page 1) 


growing stronger week by week, 
both in volume and price, and new- 
car sales continue to improve, too, 
reports from various sections indi- 
cate. 

Analysts of the wholesale used- 
car market are inclined to believe 
that the upsurge in the market is 
based mostly on anticipation of the 
traditional spring sales spurt. 

* * 7 


— reports from dealers at the 
retail level seem to show that 
the expected boom is already start- 
ing to develop. That is particularly 
true in sections where spring 
weather has arrived. 


Retail prices in the $700-to- 
$1,200 class are reported up $50 to 
$100, although latest models are 
difficult to move even with prices 
pared to the bone, dealers say. 
A good, specific view of what is 

happening in the new-car market 
can be obtained in Akron, where 
sales increased 83 percent in a 
two-week period to reach a total of 


Turnure Is Elected 


Head of N. Y.C. 
Auto Merchants 


NEW YORK.—Harvey A. Turnure, 
veteran Chrysler-Plymouth dealer, 
has been elected president of the 
Automobile Mer- 
chants Assn. of 
New York. He 
succeeds Ralph T. 
Horgan, of Ralph 
Horgan, Inc. 
(Ford), Manhat- 
tan. 

Although he 
cautioned that 
1954 would be a 
“year of decision” 
for many busi- 
nesses, Turnure 
was optimistic about both the new 
and used-car markets, noting that 
there had been a “resurgence” in 
buying in recent weeks. He said 
that “this is the time when true 
salesmanship will come back into 
its own.” 


Other officers elected were Fred- 
erick Larkins, of Larkins Chevro- 
let, New Rochelle, first vice-presi- 
dent; Adolph Schnurmacher, of 
East Side Chevrolet Corp., Manhat- 
tan, second vice-president, and 
James Mezey, of Mezey Motors, Inc. 
(Lincoln-Mercury), Manhattan, sec- 
retary-treasurer. 


Elected to the board of directors 
were Alfred Baurley, of Baurley 
Oldsmobile Corp., Bronx; William 
Burke, of Burke Oldsmobile, Inc., 
Manhattan; Seymour Chapp, of 
Chapp Chevrolet, Bronx; Robert 
English, of Jerry English & Sons, 
New Rochelle; Thomas McDonough, 
of Columbia Buick Corp., Manhat- 
tan; William Semmes, of Semmes 
Motors, Scarsdale, and John Smith, 
of Smith Buick-Cadillac, Ossining. 

Joseph W. Farlow was reelected 
executive vice-president. 





LICENSE PLATE 
FASTENERS 


ON AND OFF WITH A 
QUARTER TURN 


Heavy %-Iinch bolt 
(with T-head and square ese 
shoulder) fastens license plate securely in 
place. Will not lose off. 

PLATED TO PREVENT RUST 
No. 51 Acorn Nut Type. 
No. 51W Wing Nut Type 

Dealer Cost 


(Packed 12 to Box) 
Money-Back Guarantee 
IMMEDIATE DELIVERY 


* 
If Your Jobber Cannot Furnish, Order Direct. 
Write today for free catalog of over 200 
Houser service items. 


HOUSER 


Enar & MF C 
Bluffr nd 





435 units in the most recent week 
for which figures are available. 
New-car sales in Akron hadn’t 
topped the 400 mark since Nov. 20. 

Akron buyers are not confining 
themselves to new cars, however. 
Used-car sales in the same period 
gained 65 percent to hit a total of 
719 units. That, like new-~ cars, 
represented the best week since 
last November. 

* * * 


EW-CAR sales in Columbus, O., 

were up 10 percent in a month 
and in the National Capital area 
the gain was nearly 19 percent. A 
smaller gain was reported also in 
Birmingham, Ala. 

In Pittsburgh, new-car regis- 
trations for the final week in 
February set a record for 1954, 
according to the University of 
Pittsburgh Bureau of Business 
Research. 

New-car sales in Toledo, O., for 
the month reached 1,578, the best 
figure since November. 

The Federal Reserve Bank in 
Cleveland reported that new-car 
sales there reached a four-month 
peak in the final week of February. 

Early-March sales in Cleveland, 
however, were hard hit by a 
blizzard which left most of the area 
snowbound. 

On the used-car index last week, 
all models except two showed price 
increases falling in line with the 
overall trend. 

* * 

HE best showing was made by 

52s, which advanced $31 to $1,- 
070, the highest price since Feb. 8. 

Other gainers were: ’54s, up $20 
to $2,212 (record price); ’50s, up 
$17 to $584 (tops since Feb. 1); ’51s, 
up $8 to $788 (best since Jan. 25); 
48s, up $8 to $284 (highest since 
Feb. 15), and '49s, up $4 to $431 
(biggest since Feb. 8). 

Only two losses were noted: 
63s fell $20 to $1,556, a new low, 
and ’47s dropped $1 to $241. But 
that was still only one dollar less 
than the highest price for ’47s 
established since Jan. 11. 

Price spreads between models 
after last week’s adjustments were 
(previous week’s spread in pa- 
rentheses): ’54 to ’53, $656 ($565); 
53 to 52, $486 ($537); ’52 to ’51, 
$282 ($259); ’51 to ’50, $204 ($213); 
"50 to °49, $153 ($140); °49 to ’48, 
$147 ($151), and ’48 to ’47, $43 ($34). 


NADA 


(Continued from Page 3) 
president is Joseph E. O’Daniel 
(Oldsmobile), Evansville, Ind. 

Members include W. R. Stephens 
sr. (Buick), Minneapolis; H. E. 
Warren (Cadillac), Minneapolis; C. 
Cc. Cole (Chevrolet), Yanceyville, 
N.C.; E. T. Brooks (Chrysler), 
Jacksonville, Fla.; Wolfington (De- 
Soto); George F. Ziesmer (Ford), 
Mankato, Minn.; J. Harrison Cav- 
anaugh (Hudson), Manchester, N. 
H.; Judson B. Smith (Kaiser- 
Willys), Greensboro, N. C.; M. M. 
Marston (Lincoln-Mercury), Wash- 
ington; Melvin R. Ballard (Nash), 
Salt Lake City; R. C. Quinlevan 
(Packard), Milwaukee; R. L. Ed- 
wards (Pontiac), Ridgefield Park, 

N.J.; B. C. Hawn (Studebaker), 
Waterloo, Ia., and David P. Whel- 
chel, ATAM. 

The membership committee 
also met last week in Washing- 
ton to discuss NADA’s recruit- 
ment program. 

The committee is headed by 
Harold J. Moye, Newton, 
and A. C. Hall, Milwaukee, is vice- 
chairman. 

Other members are Orville R. 
Harrod, Frankfort, Ky.; Spencer T. 
Honig, Los Angeles; R. D. McKay, 
Wichita, Kans., and Mrs. B. B. 
Ballentine, ATAM. 

The NADA personnel relations 
committee will meet Apr. 2-3 in 
Washington. Committee chairman 
is Frank Collord, NADA secretary, 
Waterloo, Ia., and vice-chairman is 
Walter M. Duncan, Beckley, W. Va. 

Members include L. M. Kauff- 

man, Spokane; George Ranes, Dal- 
las; Foster W. Talbott, Baltimore, 
and E. L. Cleary, manager of the 
Chicago Auto Trade Assn. 


Mass., | | 















New Chrysler Dealer in Van Dyke, Mich.— 


Wally Auch (second from right) has opened a Chrysler-Plymouth dealership in Van 
Dyke, Mich., occupying an entire block. Shown here is the dealership's staff. Don 


Brydges (right), is sales manager. 


Chicago Show Opens 


Dealers Sharpen Sales Tools as 500,000 
Are Expected at Nine-Day Run 


(Continued from Page 2) 





Romney, executive vice - president 
of Nash, and J. L. McCaffrey, 
president of International Harves- 
ter. 

In the GM contingent were Al- 
bert Bradley and Louis Goad, ex- 
ecutive vice-presidents; Harry 
Klingler, vice-president in charge 
of the car and truck group; Wil- 
liam F. Hufstader, vice-president 
in charge of the distribution 
staff. 


The divisional chiefs attending 
were Ivan L. Wiles, Buick; Thomas 
H. Keating, Chevrolet; Don E. 
Ahrens, Cadillac; J. F. Wolfram, 
Oldsmobile; Robert M. Critchfield, 
Pontiac, and Philip Monaghan, 
GMC Truck & Coach. 


HRYSLER executives included 

A. A. vanderZee, corporation 
vice-president in charge of sales; 
E. C. Quinn, president of Chrysler 
division; L. I. Woolson, president 
of DeSoto; W. C. Newberg, presi- 
dent of Dodge; J. P. Mansfield, 
president of Plymouth; R. C. 
Somerville, head of Dodge sales, 
and L. J. Purdy, head of Dodge 
Trucks. 


Other officials included L. D. 
Crusoe, head of the Ford di- 
vision; C. E. Briggs, in charge 
of Packard sales; Raymond 
Rausch, executive vice-president, 
and Roy Abernethy, sales chief, 
Kaiser-Willys, and N. K. Van- 
Derzee, head of Hudson sales, 
and C. K. Whittaker, Studebaker 
sales chief. 


James F. Goodwin is show 
chairman. Other show committee 
members are CATA President 
Steve J. Barrett, Jerry H. Cizek, 
Michael F. McCarty, Charles Her- 


School Bus Group 
Elects Trout 
To Presidency 


NEW YORK.—Charles W. Trout, 


manek, James F. McManus jr., Ed- 
ward C. Schneider and Frank H. 
Yarnall. 


Attendance Sets Mark 


At Roadster Exhibition 

OAKLAND, Calif.—Attendance at 
the 1954 National Roadster Show 
here reached a record 57,000, an in- 
crease of 7,000 over last year, ac- 
cording to Mary Slonaker, show 
director. 

Frank Rose, of Oakland, received 
the grand prize—a trophy nine feet 
tall — for his red, white and blue 
roadster fashioned from these units: 

A 1927 Model T Ford chassis; 

1954 Chrysler wire wheels; his 
own hand-formed aluminum hood, 
deck lid, fenders, firewall and 
dashboard, and a Ford V-8 257- 
cubic-inch engine with dual car- 
buretion, Lincoln ignition and 
racing heads. 

William Gaylord, of Lynwood, 
Calif., won first place-in the cus- 
tom-car division. There was a tie 
in the “sports-rods” class between 
the Indianapolis-type racer of Dick 
Kraft and Art Inglis, of Anaheim, 
Calif. and the continental - type 
sports car made by Charles Tatum, 
of Stockton, Calif. 

Spectators voted the roadster dis- 
played by Edward Bosio, of San 
Francisco, as their favorite among 
the $400,000 worth of entries. 


> * . 


Seattle Open House 


To Replace Show 


SEATTLE.—Members of the Se- 
attle Automobile Dealers Assn. will 
stage an open house in their show- 
rooms Apr. 19-24. 


Participating dealers will feature 
new models and special factory dis- 
plays. The association several weeks 
ago canceled an auto show which 
originally had been scheduled the 
same week, 







director of sales of Oneida| 


Products Corp., Canastota, N. Y., 
has been re- 
elected president 
of the School 
Bus Body Manu- 
facturers Assn. 

Trout has been 
with Oneida for 
11 years. 

Other officers 
elected were J. 
N. Thomas, of 
Perley A. Thomas 
Car Works, High 

Cc, W. Trout Point, N. C., vice- 
president; Herbert S. Blake jr. 
managing director and _ counsel, 
and H. Warner Dailey, secretary. 


Trout stated that in 1953 a 
record 130,508 buses were used in 
school transportation, traveling in 
excess of a billion miles. 


The association indicated belief 
that 18,000 to 19,000 new school 
buses would be required this year 
to transport America’s eight mil- 
lion pupils utilizing school trans- 
portation. 


Colo. Finds Thiah 
Of Checked Car, 
Have Defects 


DENVER.—Nearly a third ot 
more than 11,000 cars inspecteg 
the State highway patrol} i 
recent weeks were found to hed in 
some mechanical defect, Goy qf 
Thornton disclosed last we $14 

Addressing the Colorado §, 
way Safety Council, which maa O 
Denver to discuss President 
hower’s recent highway safety,amivi 
ference, Thornton said it wud! 
“frightening thing to leary qimef 
almost one-third of the auto 
stopped at the roadblocks {| 
fective mechanically.” . 

He praised the highway 
as “doing everything in its 
to stop highway carnage,” jy 
emphasized that only by 
each individual driver a 
of safety” could the state hope 
fewer traffic fatalities. 

Since he ordered the } 
crackdown in Colorado history qv 
traffic violators, Thornton 
patrol has set up 113 roadbigd 
and stopped 11,422 vehicles 
chanical defects: were found #% 
442, and 892 tickets were iggy 

The governor urged the 
to work for more safety ¢ | 
on a local level, and said edugaia 
particularly for teen-agers, i 
best way to make drivers” 
safety-conscious. 3 1 

Thornton said that © 
motor vehicle registratio: 
risen-by 60,000 in each of thely 
four years and that, coupled 
the growing number of t os 
this increased highway load w™< 
quired more police personne. #* 


Panks New Chie pn 
Of Rootes Motors} 


NEW YORK.—John T. Pankshi, 
been appointed general manager@; 
Rootes Motors, Inc., American afl 
ate of Rootes % 
Group of England, 
it was announced 
last week by Rob- 
ert Fennell, presi- 
dent, 

Rootes Manu- 
factures Hillman 
Minx, Sunbeam- 

Talbot and Hum- — 
ber cars. 1 

Panks said he ¢ 
would concen- ad 0 
trate on the com- John T. 
pany’s wholesale sales and 
development programs. 

He came to the United 
from England in 1948 to 2 
the formation of Rootes Motors) 
the same year, he participated 
the organization of a similar com ¢ 
pany in Canada, and remaillip, 
there for six years as director @ithe 
general manager of Rootes MOUiih, 
(Canada), Ltd. 

In addition to his new 
ment, Panks will remain di 
of the Canadian concern. 


Stamping Exhibit xy 
PHILADELPHIA. —A spec@ T 
presentation on methods, pr 
dures and costs in small-run samy; 
ing will highlight the exhibit 
Federal Tool & Mfg. Co., Mi 
olis, at the American Sociey# 
Tool Engineers’ industrial 


xed ar 
tion here Apr. 26-30. _f re 


Southern Calif. DeSoto Dealers Elect— 

New officers and board members have been elected by the DeSoto 0 
of Southern California. They are (from left), Henry Frost, Glendale, 
Frenchie Due Frene, Jujunga, president; H. R. MeNeil, Los Angeles, ¢ 


Herrick, Los Angeles, director; Steve 
Gabriel, secretary-treasurer. 





Love, 


Santa Paula, director, and Bill Me 


e. 


&' 


: (Continued from Page 1) 
ot while, Studebaker, the 
“al ing independent auto — 
in, gales, reported a net profit o 
. ’ 4 973 for 1953, compared with 
I $14,291,789 in 1952. Story is on 
, 2.) 


‘Of GM's sales, $8 billion were 
lian and $2 billion defense. The 
wilian figure alone was greater 


, the combined civilian and 
fense sales of any previous year. 
* * * 


Ho GM set records in sales 
and taxes in 1953, the percent- 
» on net profit to sales, 6 per- 
nt, was at the lowest point since 
when the long GM strike and 
sblems in the transition from 
to civilian production affected 
ofits adversely. 
The report pointed out that in- 
easing preference for cars 
quipped with automatic trans- 
issions, power steering and other 


E 
" \ 
A, P. Sloan jr. H, H. Curtice 

ptional equipment caused dollar 
es to increase more rapidly 

n unit sales. 

Earnings on the common stock, 
after deducting dividends on the 
ef preferred stocks, were $585 mil- 

lion, equivalent to $6.71 per 

I's | share. 

' | “Earnings continued to be ad- 
ely affected by excess profits 
es,” the report stated, “and in 

53 earnings were also affected by 
her material costs, particularly 
gher premium steel costs, higher 
bor costs including large amounts 
overtime premiums, and in- 
ed costs for special tools.” 
. +. * 


HE total 1953 General Motors 
tax bill, exclusive of sales and 
cise taxes on GM products, was 
million. It was equivalent 
12 cents for each dollar of sales, 
ents for each dollar of payrolls, 
for each dollar of net income 
d $14.18 for each share of com- 
on stock. For each dollar GM pro- 
ded for taxes, shareholders re- 

ved 29 cents in dividends. 
The tax bill included provision 
r United States and foreign 
ea ¢s on income in 1953 amounting 
F AM $1,055 million, of which $192 mil- 
bn was for excess profits taxes. 
eee total provision for 1953 was 
weoout $112 million greater than in 


Packard 


(Continued from Page 6) 
ed to NADA by the Miami 


utomobile Dealers Assn. 
The charges were denied by 


y 
> 
a] in 


The Miami dealers say they be- 
bve that a direct outlet for new 
rs has been established here 
the sponsorship of Pack- 
and that cars which have 


it is further charged that factory 
entatives have rented space 
® from the Packard dealer- 
and are operating a 
; -catch-can” sale. 
least 100 new Packards have 
shipped into the Miami area 
mle past few weeks and more are 
ng, Miami dealers say. Some 
cars are said to have come 
, South Carolina and 
miler southern states. 
| In Detroit, Packard spokes- 
said that James Moore, 
vA general counsel, had con- 
“tred with factory officials and 
given the factory “a clean 
of health” in connection with 
controversy. 
“8rd is retailing no cars in 
Tie’. “he spokesmen said. New 
. Models from regular zone 
F KS, they said, are being cleaned 
an orderly and profitable 
rf by Packard Miami Co., a 
Pp operated by O. E. Clif- 
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Reaches $598 Million... 


GM’s Sales Top $10 Billion 


1952 and about 1% times the 
amount of net.income remaining 
for the shareholders, Provision for 
excess profits taxes alone in the 
past four years has totaled more 
than $680 million. 

The tax bill also included pro- 
vision for other 1953 taxes, in- 


Okla. Dealer Sues 
Chrysler Sales 
For $1,250,000 


OKLAHOMA CITY. — Walter E. 
Allen, Ine., Chrysler-Plymouth 
dealer and parts distributor, last 
week brought suit against Chrysler 
Sales Corp. for $1,250,000 damages 
as a result of tax and property 
liens filed in District Court against 
the firm. 


Allen said the liens prevented it 
from fulfilling terms of an oral 
contract which would have enabled 
it to pay off approximately $135,000 
of its indebtedness. 

The suit claims that court actions 
by Chrysler Corp. subsidiaries have 
damaged the firfh’s ability to sell 
cars and “threaten to force us out 
of business.” 

Chrysler Sales Corp. had filed 
suit to recover $73,806 in back 
payments for auto parts shipped to 
Allen. Chrysler Corp. also obtained 
a District Court order attaching 
the firm’s parts inventory. 

Allen said its agreement had been 
made with Fred Dell, regional sales 
manager. It included sale of a $115,- 
000 parts inventory to Southwest 
Parts Corp., Oklahoma City, and 
cancellation of Allen’s distributor- 
ship. 


Dayton Rubber 
Revises Ad Setup 


DAYTON, O. — In a move de- 
signed to give greater impact to 
sales promotion, advertising and 
public relations, A. L. Freedlander, 
president of Dayton Rubber Co., 
last week announced a realignment 
of those departments. 


J. D. Hershey, formerly sales 
promotion manager of the me- 
chanical sales division, has been 
appointed director of sales pro- 
motion and advertising for the 
company. 

R. L. Wetzel, who had been in 
charge of both advertising and 
public relations, now will devote 
full time to an expanded public re- 
lations program as director of 
public relations. 

The contemplated program in- 
volves the approaching 50th anni- 
versary of the company in 1955; 
community relations in the several 
localities of the Dayton Rubber 
plants, and a national publicity 


cluding state and local taxes and 
GM’s share of social security 
taxes, amounting to $182 million. 

In addition, sales and excise taxes 
on GM products rose to $661 
million, compared with $472 million 
in 1952, bringing total ascertain- 
able taxes for 1953 to $1,898 million. 
This is equivalent to $21.77 per 
share of common stock and more 
than five times the amount paid in 
dividends on the common stock. 


Of the $10,116 million GM re- 
ceived in 1953, 52% percent was 
paid to suppliers, 27% percent went 
to employes, 12% percent went for 
Federal, state and local taxes, 1% 
percent was set aside for depreci- 
ation, 3% percent was distributed 
to GM shareholders and 2% percent 
was retained in the business. 

* * + 


- OUTLINING the year’s earn- 
ings, the report explained that 
in view of the outlook at the end 
of 1953 the prior years’ profits of 
GM operations in Australia (Gener- 
al Motors-Holden’s, Ltd.) have been 
included in consolidated income for 
1953. Effective with the year 1953, 
profits realized currently in that 
country are also being included in 
consolidated income as earned. 

Net income in 1953 was increased 
by about $15 million by the in- 
clusion of Holden’s profits earned 
in the years 1940 through 1952 
which had previously been deferred 
because of exchange restrictions. 

Development of manufacturing 
facilities in Australia for the 

Holden car during recent years 
has required the investment of 
these prior years’ earnings. 

In 1952 GM’s net income was in- 
creased by the inclusion of about 
$30 million of profits reinvested in 
Canada that were earned in the 
years 1940 through 1950 but which 
had been previously deferred be- 
cause of Canadian exchange re- 
strictions. 


a Ws Pht 


q 


Officials Attend Feinsilver Opening— 


Public figures were on hand for the ceremonies when Irwin C. Feinsilver (third 
from teft), opened his Packard dealership in Newark, N. J. Among them were (from 
left), F. G. Buoini, commissioner-at-large for Bergen County; Joseph Jialdini, New 
Jersey commissioner of public affairs; Feinsilver; Meyer Ellenstein, Newark's revenue 
finance commissioner, and John Sullivan, trustee for the New Jersey civic service 


pension fund. 


Higher Price Span Listed | 
For ’54 Kaiser, Willys 


(Continued from Page 2) 


prices compare favorably with 
those of last year. 

Lowest-priced of K-W’s four- 
door sedans is the Willys Lark 
four-door at $1,823, including pro- 
visions for Federal tax and 
dealer delivery and handling 
charge. In 1953, the Lark series 
included a two-door at $1,640.99 
and a four-door at $1,727.15. 

The Willys Eagle hardtop is 
priced at $2,167 and will also be 
available in a Deluxe model at 
$2,222 and a Custom at $2,411. 
There was only one hardtop last 
year at $2,157.18. 


* + + 
oo Willys prices for 1954 
are: Ace—Four-door sedan, $1,- 
968; two-door sedan, $1,892. Ace 
Deluxe—Four-door sedan, $2,023; 
two-door sedan, $1,947. 
Listed among last season’s 


New-Car Stocks Rise 


But Total of 565,866 Unsold Units 
Is Still Below 1953 Peak 


(Continued from Page 1) 


cars outstripped production by 1,- 
362,989 to 1,291,269. In January, 
output topped registrations by 456,- 
739 to 339,308. 

2 * * 

HE four-month totals—1,748,008 

cars produced as against 1,702,- 
297 sold—leave little room for any- 
thing but a moderate buildup in 
new-car stocks, even if exports and 
other drains on production are not 
considered. 

It was at the end of January, 
skeptics point out, that the pur- 
ported inventory “records” were 
alleged to have taken place. 

Part of the misunderstanding, it 


The International Race Is On— 


Newspapermen from the North Atlantic Treaty Organization (NATO) who visited 
South Bend were so intrigued with the miniature Studebaker car which the company 
presented to them when they arrived at the airport that several of the men staged 
an impromptu race with the toy automobiles. In the front row (from left) are C. J. 
Rotteveel, The Hague, Netherlands; Enrico Gramigna, Milan, Italy; Pavl Hammerich, 
Copenhagen, Denmark, and Roger Poulard, Marseille, France. Standing in the rear 
with upraised arm is Maurice Tingnaud, Le Puy, Haute Loire, France, and (in black 


coat) Benedikt Grondal, Reykjavik, iceland. 


is felt, may be due to a projection 
of dealer inventory reports to car 
manufacturers. 


The makers themselves take 
these reports with a grain of salt. 
They admit that, in times when 
sales are dragging, dealers are 
prone to inflate their inventory 
figures as a device for holding 
down deliveries from the factory. 

* * * 


New-Car Stocks 
In Field, in Transit 


(Compiled by Automotive News) 
Dealers’ 
Total 

Potestial 

taventory 
Stocks 

440,254 
434,136 
407,880 
400,042 
404,788 
545,041 
448,306 
370,202 
255,968 
267,762 
258,577 
296,391 
339,674 
302,036 
277,962 
174,086 
226,001 
322,556 
399,304 
363,247 
374,971 
412,035 
476,211 
535,182 
588,081 
637,046 
562,498 
699,319 
589,068 
579,937 
606,337 
459,376 
464,725 


Cars Cars ia 
le Transit 
Fleid te 

Stockst Dealers 
-- 261,754 188,500 

158,000 

160,200 

160,400 

89,900 

138,500 

90,700 

86,800 

31,000 


565,866 


prices were: Falcon—Four - door 
sedan, $1,856.95; two-door sedan, 
$1,792.33. Ace — Four-door sedan, 
$2,038.82; two-door sedan, §$1,- 
963.50 


Hydra-Matic this year will be 
offered as optional equipment on 
all Willys models except those in 
the Lark group, but the price was 
not immediately available. Over- 
drive on all models is unchanged 
at $86.08. 

Station wagon prices are to be 
announced later. 

* » 3 


AISER’S price leader is the 

Kaiser Special two-door at $2,- 
334, and there is a companion 
Special four-door sedan at $2,389. 
In addition to the four-door at $2,- 
670, the Manhattan series rounds 
out the 1954 line with a two-door 
at $2,617. 

The Kaiser Darrin 161, plastic- 
body sports convertible, will con- 
tinue to be priced at $3,668. 

Kaiser prices for 1953 included: 
Carolina — Four-door sedan, $2,- 
372.69; two-door sedan, $2,312.56. 
Deluxe—Four-door sedan, $2,512.79; 
two-door sedan, $2,459. Manhattan 
—Four-door sedan, $2,649.63; two- 
door sedan, $2,596.76. 

Hydra-Matic is $178.20 and over- 
drive is $106.22 on all models but 
the Darrin, which carries over- 
drive as standard equipment. 
Power steering is $130.85. All three 
prices are about the same as last 
year’s. 

a af a 
— for the 1954 Henry J re- 
main at $1,404 for the four- 
cylinder Corsair and $1,566.18 for 
the six-cylinder Corsair Deluxe. 
Both prices reflect a $5 increase 
made in January. 

Meantime, the foreign-products 
branch of Ford Motor Co. an- 
nounced prices for English-built 
Fords which begin at $1,398 for 
the new-model Anglia, delivered 
at the New York port of entry. 

Other prices are: Prefect, $1,495; 
Consul sedan, $1,695; Consul con- 
vertible, $2,075 (power top, $150 
extra); Zephyr Six sedan, $1,890; 
Zephyr Six convertible, $2,425. 

The Anglia and Prefect are de- 
scribed as entirely new cars, re- 
placing the Anglia and Prefect 
lines previously sold in this 
country. 


Auto Administrators’ Head 
Injured in Calif. Accident 


SACRAMENTO, Calif.—Albert J. 
Veglia, president of the American 
Assn. of Motor Vehicle Adminis- 
trators, was in critical condition 
in a hospital here last week follow- 
ing an auto accident. 

Véglia was reported to have suf- 
fered a concussion and facial cuts. 


Kuhn Sells to Meier 


Martin Meier, former office man- 
ager for McDowell Motors, Inc. 
(Ford), Parsons, Kans., has pur- 
chased Kuhn Motors, Inc., (Ford), 
Baxter Springs, Kans. The name 
has been changed to Meier Motors. 
Eddie Kuhn, former owner, will 
join a Ford dealership in Joplin, 
Mo. Frank McDowell, owner of Mc- 
Dowell Motors, said Meier’s job will 
be taken by Grant Lewis, 
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BRONZE ENDS 


Will fit all cars in- 
eluding Chrysler, 
Plymouth line 


Shipped 
UNITED AUTO SUPPLY, 6035 BLVD. 


CHROME 
EMBLEMS 


DOUGLAS ALSO 
MANUFACTURES 


AUTOMOTIVE NEWS 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 


Section. Others are profiting 


@ CADMIUM PLATED SPRINGS e TRIPLE LOOPED 


— LIMITED OFFER — 


Each — $4.00 per dozen 
when check is enclosed 
with order 

50c EACH, C.O.D. 


Prepaid in Lots of 12 or More 


Guaranteed 


ATTRACTIVE 
OFFER FOR 
JOBBERS 


UNION 7-2971 


“CRAFT 


Advertising Em- 
blems Made. Permanent, At- 

tractive, Legible, Chrome Plated, Individual 

and Distinctive Designs made by Douglas Crafts- 
men. Write for Free Sample Without Obligation. 
Some Sales Territories Open for Top Salesmen. 


Finest 


DOUGLAS CO. 


SOUTH ° MINNEAPOLIS 4, MINNESOTA 


BINDER for 
Automotive News 


_}_ eee many requests from our 
readers for a semi-permanent binder to 
retain this publication for ready--reference. 
Only recently have we been able to secure 
a quality binder which will stand the gaff 
and which we can recommend. This binder 
ic covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. , 


pert, DETROIT 26 


from AUTOMOTIVE NEWS WANT ADS! Are you? 


Quantity 
PRODUCTION 


yay 


a of 
LXe)s WH BENGE 


ONE: OF THE NATION'S 


LARGEST AND MO 


ST MODERN 


PRODUCTION FOUNDRIES 


ESTABLISHED 


THE WHELAND LN 


aS DIVISION 


MAIN OFF fal 


CHATTANOOGA 


, AENNESSEE 


EAST—WEST NEW YORK, N. J. 


Rock Salt Booms 


Amount Bought by Cities to Keep Roads Clear 
W ould Melt 72.7 Billion Pounds of Ice 


CHICAGO.—Rock salt purchased 
this winter by municipalities in the 
snow belt would melt 72.7 billion 
pounds of ice at 30 degrees Fahren- 
heit from street and highways. 


The Salt Institute last week, esti- 
mated that some 785,000 tons of 
rock salt was used this season to 
keep thoroughfares open. 


Comments from city officials 
responsible for maintaining 
streets in winter indicated that 
spreading of salt on pavement 
produced substantial savings, 
sometimes as much as 50 percent. 


Consensus of these officials in 20 
cities across the northern half of 
the U. S. predominantly favored 
salt as a de-icing medium. The Salt 


67 Manufacturers 
To Display Cars 
At Turin Show 


TURIN, Italy. — With entries 
closed for the International Motor 
Show here Apr. 21-May 2, some 67 
manufacturers of motor vehicles 
have booked space. 


They are among the 450 exhibitors 
from 11 nations who will participate 
in the show. 


Car makers and nations to be 
represented include: ArcENTINE — 
IAME; France—Citroen, Ford, Pan- 
hard, Peugeot, Renault and Simca; 
Germany — Auto Union, Borgward, 
Daimler-Benz, Ford, Goliath, Opel, 
Porsche, Tempo and Volkswagen. 


Great Brirain — Austin, Bedford, 
Bentley, Bristol, Ford, Healey, Hill- 
man, Humber, Jaguar, MG, Morris, 
Riley, Rolls-Royce, Rover, Standard, 
Sunbeam, Triumph, Vauxhall and 
Wolseley. 


IraLty—Alfa Romeo, Ferrari, Fiat, 
Iso, Lancia, Maserati, Moretti, Nar- 
di and Siata; Spain — Pegaso; 
Swepen — Saab; Unrrep States — 
Buick, Cadillac, Chevrolet, Chrysler, 
DeSoto, Dodge, Ford, Hudson, Kai- 
ser, Lincoln, Mercury, Nash, Olds- 
mobile, Packard, Plymouth, Pontiac, 
Studebaker and Willys. 


Display space will also be taken 
by makers of trucks, buses, custom 
bodies for cars and trucks, trailers, 
tires, wheels, accessories and parts. 


A car will be given away daily 
during the show, and the draw will 
determine whether it is an Alfa 
Romeo, Fiat or Lancia. 


Calendar 


(Continued from Page 4) 


Nov. 7-9— Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 
a ey > 

Nov. 29- Dec. I—Iidaho Automobile Deal- 
ers Association Convention, Boise Hotel, 

oise. 

Dec. 2—Utah Automobile Dealers Associa- 
tion Convention, Newhouse Hotel, Salt 
Lake City. 

Dec. 8 — Milwaukee County Automobile 
Dealers Association Convention, Milwau- 
kee Athletic Club, Milwaukee. 

7 


General 

March 27-29—National Truck Leasing Sys 
tem Conference, The Greenbriar, White 
Sulphur Springs, West Virginia. 

March 27 - April 4—GM Motorama, Civic 
Auditorium, San Francisco. 

April 6-l1—Easter Parade of Stars Auto- 
mobile Show, Waldorf-Astoria Hotel, 
New York City. 

April 21-May 2—international Motor Show, 
Turin, Italy. 

April 46-28-1954 Metal Powder Show and 
Tenth Annual Meeting of Metal Powder 
Association, Drake Hotel, Chicago. 

May 4-46 — National Highway Users Con- 
oe Mayflower Hotel, Washington, 


May 13-15—Association of American Bat- 
tery Manufacturers, Inc., Greenbriar 
Hotel, White Sulphur Springs, West 
Virginia. 

May 24-26—Automotive Engine Rebuilders 
Association, Statler Hotel, Buffalo. 

June 6-11—Society of Automotive Engineers 
Summer Meeting), Ambassador- and 

itz-Carlton Hotels, Atlantic City, N. J. 

August 16-18—Society of Automotive Engi- 
neers (National West Coast Meeting), 
Los Angeles. 

Sept. 15-17 — National Petroleum Assn. 
(Sind Annual Meeting), Traymore Hotel, 
Atlantic Ci New Jersey. 

Sept. 20-22 — Truck Body and Equipment 
Association, Inc., Hotel Statler, Buffalo. 

Oct. 18-22—National Safety Council, Chi- 
cago, Illinois. 

Oct. 25-27—National Association of Inde- 
pendent Tire Dealers, Sherman Hotel, 
Chicaga. 

Oct. 25-29 — American Trucking Associa- 
tions, Inc., Waldorf-Astoria Hotel, New 
York City. 

Nov. 15-17— American Finance Confer- 
ence, New York 


ity. 
Dec. 6-7—National Standard Parts Associ- 
ation, Hotel Sherman, Chicago. 


Cemmodore Hotel, 


Institute said. They reported salt 
is sufficiently light weight and 
uniform in size for easy application 
through oneman operated me- 
chanical spreaders. 

Salt gets to the heart of the 
trouble and starts its melting 
action, according to these officials. 
Sand and cinders do not melt ice 
and snow—they land on top of ice 
or snow and blow away or are 
covered up. One truckload of 
cinders usually can cover one mile 
of roadway—the same truckload of 
salt can treat 10 miles, the Salt 
Institute said. 

Salt, after melting ice and 
snow, forms a brine and drains 
into sewers, acting as an anti- 
freeze to keep sewer lines open, 
it said. Sand and cinders tend to 
form sediment, which has to be 
cleaned out of pipes and filtered 
from collecting tanks, the Salt 
Institute said. 

Salt is a chemically neutral sub- 
stance, and has little or no effect 
on most materials, the institute 
said. It leaves a white powder ap- 
pearance on shoes and tires, but 
without harmful effect, it was said. 


On the matter of corrosion, it] ; 


said the Engineering Society of 
Detroit has reported that there is 
no real evidence that the use of 


U. C. Dealer Confesses 


9 Bank Robberies 


FORT WAYNE, Ind. — Bernard 
LaClair, a used-car dealer, has con- 
fessed nine bank robberies with 
loot totaling $160,000, the FBI an- 
nounced last week. 

The FBI quoted LaClair as say- 
ing he turned to bank robbery when 
he ran $6,000 in debt. 

Bruce V. Caylors, a Marion 
(Ind.) used-car dealer, was 
sentenced a month ago to seven 
years in prison for the $11,500 hold- 
up of a bank at Walton, Ind., on 
Dec. 8, 1953. 


rock salt for ice contro] has 
material effect upon co 
automobiles. Abrasion ang , 
presence of moisture, with or 
out salt content, are the yp 
factors in accelerating corp 
it was said. 

Regarding cost, an engineer 
East Orange, N. J., calcula, 
winter safety cost of 
salt at .004 cent per square 
including labor, unloading, stop. f° 
ing, reloading, spreading, depry. 
ciation of spreader equipmen 
and the cost of the salt itself, 

A spokesman at Hartford, g 
claimed a substantial sayin 
using salt for snow riddance, f 
ford has been using salt singe 4 
In 1944 the city spent $88,589 4 
remove 66 inches of snow, 
following year, using salt for 
first time, the street dep 
cleared 78.5 inches — 20 pe 
more snow—at a cost of $73,401 


White Picks Cass 
As Advisor to 


Fleet Owners | 


CLEVELAND.—White Motorg§ K 
has appointed Robert 
sistant to the president, as 


ore Cece 


vide operaty 
with the T 
information y'Be 
trends and te 
nological 4 
velopments in t 
trucking j 
dustry. 


Commen 
Cass’ now al 
President R 
Robert Cass Black said: 
“With Cass stepping into (2 
field, we have a customer-m DO 
ment team ready to solve the inFE 
mediate problems and to FO! 
ahead for the trucking requir. 
ments of the future.” _ 
Cass joined the White engir 
ing department in 1925. He 
later promoted to chief engi 
holding that position until ni 
assistant to the president in 1 





Oregon Families Own 30% 
More Cars Than U.S. Average! 


There are 1.3 passenger cars per family in the State of Oregon 
- truly the heart of the motor-minded Pacific Coast! 


Sell This Rich Market With The Great News- 


paper of The West . 


- - THE OREGONIAN 


Take advantage of The Oregonian's 39,543 daily circulation lead 


over the Oregon Market's second newspaper. 


automotive advertising . . 


We're first in 


. first in sales! 


> 
the Oregonian 226,445 DAILY 
PORTLAND, OREGON 285.142 SUNDAY 
Represented Nationally by Moloney, Regan & Schmitt, Inc. 


HERMAN 





COMPANY 


YOU NAME IT — WE BUILD 


Ace ed aie ee! 
designed for your custom 
specific needs.. 


la 
CONTROL” Delivery Boe 


fasta 


lla ee 
The Easiest In And Out Body On | 
cA r eat 
ors 
“a 


tele 


ST. LOUIS 






as 
ion 
d 
7 
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But Dealer Battle Sways House... . 


Auto Excise Cut Put Off Till °55 





r Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 

















Week Week dan. 1 Jan. 1 
Ended Same Ended Mar., to to 
Mar. 13, Week, Mar. 6, 1954, Mar. 14, Mar. 13, 
1954 1953* 1954* To Date* 1953* 1954* 
. 11,175 26,739 12,114 28,289 269,446 139,610 
2,200 3,932 2,163 4,363 40,372 25 594 
1,125 2,911 1,124 2,249 26,514 17,017 
2,350 6,952 2,322 4,672 73,945 24,458 
. 5,500 12,944 6,505 12,005 128,615 72,541 
ae 36,850 27,220 37,820 74,670 253,396 374,286 
eiel Ford . .. 29,000 20,604 29,931 58,931 196,129 293,604 
58) «Lincoln 1,000 1,134 1,042 2,042 6,789 10,382 
. M4 Mercury icciaviticke ats ae 5,482 6,847 13,697 50,478 70,300 
MGENERAL MOTORS .. 56,000 57,935 54,245 110,245 541,019 548,779 
Buick . 10,400 9,781 10,404 20,804 97,545 101,689 
7, | Cadillac 2,750 2,516 2,266 5,016 24,249 18,545 
Chevrolet .. 27,200 30,092 26,256 53,456 272,580 282,074 
3g | Oldsmobile 8,150 6,966 7,965 16,115 68,106 68,043 
Pontiac 7,500 8,580 7,354 14,854 78,539 78,428 
SUDSON ; ‘ 2,057 880 8380 19,030 4,260 
\ 1,000 4,035 990 1,990 43,913 16,768 
635 2,272 548 1,183 21,658 3,734 
235 1,202 210 445 9,692 1,377 
400 1,070 338 738 11,966 2,357 
1,120 2,243... 1,120 25,442 8,837 
312 4,115 2,207 2,519 24,393 20,618 
eee 107,092 126,616 108,804 215,896 1,198,297 1,116,892 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Mar., to to 
Mar. 13, Week, Mar. 6, 1954, Mar. 14, Mar. 13, 
1954 1953* 1954* To Date* 1953* 1954* 
6,700 9,431 6,513 13,213 89,965 73,443 
Stiraiiieatale 60 178 59 119 1,811 660 
80 60 80 160 587 800 
2,000 2,588 1,913 3,913 27,211 
60 31 62 122 284 536 
6,250 7,610 6,243 12,493 41,816 68,612 
1,900 2,842 1,864 3,764 29,552 19,149 
2,280 2,675 2,249 4,529 28,320 21,641 
s “ee 165 160 160 325 2,491 1,265 
Ne ices tctecsevacek 225 348 184 409 3,652 2,269 
STUDEBAKER ..... 360 1,219 396 756 14,678 2,139 
VHITE wien 250 300 148 398 2,975 2,349 
lee acentsssSlxenaae 1,180 1,835 779 1,959 23,059 12,054 
175 328 178 353 3,424 1,945 
21,685 29,605 20,828 42,513 269,825 225,900 
scans ats soni ons 128,777 156,221 129,632 258,409 1,468,122 1,342,792 
Total Cars, Trucks _ 
MI sik calssdscsceicsacte 11,600 9,897 - 11,623 28,223 94,808 109,707 
Grand Total ia 


Cars and Trucks, 


U.S. and Canada...140,377 166,118 141,255 281,632 1,562,930 1,452,499 





Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, ete. 


-B.: All U. S. totals include cars and trucks for military orders. 


SPA Reports Changes 
n GM Parts Plan 


(Continued from Page 2) 


holesale functional rebate from 


Equipment Wholesalers Assn. 


: me pool if he purchased everything | charged last week. 


car division and, because 

‘is, it was possible that GM car 
I might be reluctant to pur- 
ise from UMS distributors; that 
interpretation would be cor- 

ted immediately and made effec- 
eat an early date by the car 
t! notifying their car dealers 
E there will be no pool for the 
dealers based upon a percent- 
0 their purchases from the car 


20 the report was attached a 
from M. E. St. Aubin, GM 
of service, confirming 


group stated that under the 
‘interpretation of the parts dis- 
won plan there is no penalty 
me car dealer when he purchases 
&n independent wholesaler 
be used on his service 
mr Or resold at list price. 
4 + * 
enopoly Aspects Seen 
[MEW A in GM Plan 
HCAGO. The controversial 
Motors wholesale parts 
rs Hon pian has monopolistic 
" "encies, the Motor and 





MEWA said that questions of 
legality of the plan are over- 
shadowed by the possibility that 
GM—which controls approxi- 
mately 48 percent of car pro- 
duction—is attempting to achieve 
a similar degree of control over 
the replacement parts and service 
market. 

The opinion of the association 
was set forth by B. W. Ruark, 
general manager, in a statement 
entitled, “New GM Plan Another 
Step in Overall Program.” 

In the statement, Ruark said a 
“tremendous responsibility” rests 
upon leaders of the auto industry 
to “use and not abuse their great 
power.” 

Abuse of such power, he said, 
could result in further Government 

controls over industry. 

The answer to a threatened 
parts and _ “service monopoly, 
Ruark said, is “enforcement of 
our antitrust laws” and “indus- 
trial statesmanship which will 
preserve freedom of opportunity 
for all.” 

“The new GM plan,” Ruark said, 


(Continued from Page 1) 


sisted upon by NADA, was commit- 
tee approval of an amendment 
which would give dealers a tax re- 
fund on unsold floor stocks if, and 
when, the excises are automatically 
dropped, 


* * * 


T IS understood that thousands 

of telegrams sent by car dealers 
reached, and obviously impressed, 
Republican leaders. 


According to Dan Reed, New 





York Republican and chairman 
of the House Ways and Means 
Committee, “somebody started a 
propaganda campaign to stir up 
the automobile people by a claim 
that the excise tax extension 
would be permanent. 

“We plan to look into those taxes 
again next year in relation to the 
general fiscal picture to see if there 
can be an adjustment,” Reed ex- 
plained before the committee voted 
to switch. 

“But the minute you set a termi- 





19,038 | Ala. Dealers Sponsor Auto Inspection— 


An extensive vehicle inspection program is being conducted by the Dothan (Ala.) 
Automobile Dealers Assn. and the Dothan Inter-Club Council in cooperation with the 
Inter-Industry Highway Safety Committee, Look magazine, the National Safety 
Council and the Alabama Safety Council. Of 15,025 eligible vehicles in Houston 
County, 10,267 were inspected. From left are A. C. Freeman, a director of the 
Alabama Automobile Dealers Assn.; Frank Lowrey, field representative of the inter- 
industry committee; Frank Broadway, executive vice-president of AADA, and Fred 


Cody, of Look. 





Car Production Declines; 


GM, Ford Get 


87 Pet. 


(Continued from Page 1) 


and 21.5, while Chrysler Corp. ac- 
counted for 10.4 percent, against 
11.1 and 21.1. 
* * * 
S° FAR this year U. S. makers 
have turned out 1,116,892 cars 
and 225,900 trucks, declines of 6.8 
percent and 16.3 percent from last 
year. 

Only two firms—Ford division 
and Cadillac — scheduled Satur- 
day work last week. Ford worked 
three plants, against five in the 
preceding week, while Cadillac 
worked Saturday after its previ- 
ous five-day week. 

An optimistic report was sounded 
last week when Great Lakes Steel 
Corp., a major supplier of Detroit’s 
auto plants, recalled 536 production 
workers laid off earlier in the year. 
The firm said the recall brings to 
1,094 the number of employes who 
have returned since 1,903 were laid 
off in late January and early 
February. 


At the same time, one auto 





“must be evaluated in light of 
GM’s tremendous powers of con- 
trol over the segment of the re- 
placement market represented by 
vehicles of its make and over the 
industry as a whole. 

“It is evidently another step in 
the corporation’s overall program 
to center the largest possible share 
of the replacement market on GM 
vehicles through its owned or con- 
trolled outlets. 

“The plan, standing alone, prob- 
ably is legal,” he added, “but there 
is serious question as to its legal- 
ity when it is considered with 
other factors in what he termed 
the corporation’s overall program 
for extending its controls. 

“Furthermore,” he _ said, “the 
business morality of selling whole- 
salers and then closing the car- 
dealer market in whole or in part 
to them is seriously open to ques- 
tion. 


maker, currently cut back, re- 
portedly plans to buy 20 percent 
more steel this month than last 
month and 40 percent more next 
month. 

* ~ *~ 

OTES: The oft-repeated rumor 

that Chrysler Corp. will bring 
out its new models early this year 
was again denied last week. They 
will not be introduced until Oc- 
tober and November and probably 
later, it was said... 

A short circuit in a power cable 
at the Chevrolet manufacturing 
plant in Flint failed to disrupt 
assembly operations. 

The Chevrolet and Fisher Body 
plants in Oakland, Calif., have re- 
turned to 40-hour weeks. At the 
same time a total of 317 workers 
were laid off, 165 at the Chevrolet 
plants and 152 at Fisher. The 
factories had been working 4% 
days. 


* * * 


U. S. Car Production 


New-car output through sec- 
ond week of March: 
1954 Pos. Make 1953 Pos. 
1—293,604 Ford 196,129— 2 
2—282,074 Chevrolet 272,580— 1 
8—101,689 Buick 97,545— 4 
4— 78,428 Pontiac 718,539— 5 
5— 72,541 Plymouth 128,615— 3 
6— 70,300 Mercury 50,478— 8 
I— 68,043 Oldsmobile 68,106— 7 
8— 25,594 Chrysler 40,372—10 
9— 24,458 Dodge 73,945— 6 
10— 20,618 Studebaker 24,393—13 





11— 17,017 DeSoto 26,514—11 
12— 18,545 Cadillac 24,249—14 
13— 16,768 Nash 43,9138— 9 
14— 10,382 Lincoln 6,789—18 
15— 8,887 Packard 25,442—12 
16— 4260 Hudson 19,030—15 
17— 2,357 Willys 11,966—16 
18— 1,377 Kaiser 9,692—17 
Total All Makes 
1,116,892 1,198,297 
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nation date for the extension you 
will start a buyers’ strike against 
automobiles and the other items if 
there is an idea that the taxes are 
certain to be cut next year. I don’t 
know who started this propaganda 
but it can cause a lot of trouble.” 
The inclusion of the Apr. 1 (1955) 
termination date is generally viewed 
as a Democratic victory. Democrats 
made no attempt to conceal their 
elation. 
* +t * 
T THE moment, the House ex- 
cise cuts cost the Treasury a 
little less than a billion dollars 
while cancellation of the automatic 
reductions will save a little more 
than that sum. 

The Administration, convinced 
for some time that it stood little 
chance of blocking the House 
cuts, is pinning its hopes on Sen- 
ate action to moderate the drop- 
ping of 15, 20 and 25 percent 





Auto Excise Taxes Net 


Record $2.3 Billion 


WASHINGTON.—The Internal 
Revenue Service disclosed last 
week that Federal automotive ex- 
cise taxes reached an alltime high 
of $2.3 billion in 1953. 

The sources were: Autos and 
motorcycles, $905.6 million; gaso- 
line, $817.3 million; trucks, buses 
and trailers, $187.8 million; tires 
and tubes, $170 million; parts and 
accessories, $150.7 million; lubri- 
cating oil, $72.9 million, and diesel 
fuel, $15.7 million. 





excise levies to a flat 10 percent. 

Meanwhile, the House last week 
was given the 875-page general tax 
bill overhauling the Nation’s entire 
revenue code. 

Republicans unanimously ap- 
proved—and Democrats unani- 
mously disapproved — the measure. 
The House is to debate the bill this 
week, beginning Thursday. 

Republicans called it “a long- 
overdue reform” which “removes 
inequities and _ discriminations, 
closes over 50 loopholes in the law” 
and adopts a provision “which will 
encourage individual initiative and 
stimulate the economy.” 

* ¥* * 


Seca called its simplifi- 


cation provision “commendable” 
but denounced many of its substan- 
tive provisions as raising manifold 
“new inequities” by giving business, 
“primarily corporations and a few 
selected groups of individual tax- 
payers” tax relief. 

They charged that it gives the 
masses of taxpayers virtually no 
relief. 

The majority report estimated 
that the bill would give $1,397,000,- 
000 of tax relief during fiscal 1955, 
with $773 million going to individ- 
uals and $619 million to corpora- 
tions. 

The bill also includes a provision 
extending for one more year the 
corporate tax rate at 52 percent, 
thus saving the Treasury $1.2 billion 
of revenue which would have been 
lost if the existing provision of the 
revenue act of 1951 were to take 
effect Apr. 1. 


= * » 


arween now and Apr. 1 there 
is going to be a lot of tax 
debate in both the House and Sen- 
ate and members of both bodies are 
girding for a tough battle. Congres- 
sional observers say President Eis- 
enhower may be on shaky ground 
in relying on either chamber to 
head off a reduction of a billion 
dollars, or maybe more. 

There are some who say the 
White House will be lucky if the 
Senate doesn’t increase some of 
the reductions the House has ap- 
proved. And, of course, it is still 
possible, though unlikely, that the 
liquor taxes may be allowed to 
stand and the automotive levies 
reduced, 

Feeling runs high in some quar- 
ters against giving broad tax re- 
ductions to furs, jewelry, cosmetics, 
perfumes and such, and continuing 
to soak motor vehicles, generally 
regarded as a necessity for many 
persons and the product of an in- 
dustry vitally important to the 
nation. 


i , is 
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145,000 See Kansas City Show— 


Interest in the Kansas City auto exhibit was widespread. A total of 145,000 visitors 
came to see the display during its eight-day run. More than 53,000 visitors were 


counted during the first two days alone. 
6  « -«@ 


* * * 


Kansas City Show Draws 
Record 145,000 Visitors 


N ALLTIME attendance record 

of 145,000 was set at Kansas 
City’s eight-day auto show in 
Municipal Auditorium. 

Women were predominant in 
the crowd, and participating 
dealers said they were especially 
interest in the wide variety of 
color combinations, interior 
styling treatment, power steer- 
ing, power brakes and power 
seats. 


Station wagons were the hottest 
sellers of the show, salesmen said. 
One dealer reported station-wagon 
sales in Kansas had increased a 
hundred fold in the last five years. 

* 7 * 


HHREE new cars were given 

away during the show. Addi- 
tional crowd lures were specially 
built cars and the pretty girls who 
graced many of them. 


Attendance at the four-day 
Northeastern Indiana Automobile 
Show in Fort Wayne, Ind., was 
estimated at 30,000. 

Seventeen members of the Fort 
Wayne Auto Trade Assn. dispiayed 
cars. There were also five experi- 


Obituaries 


Frank A. King 


GRAND RAPIDS, Mich. Frank A. 
King, 82, retired auto executive, died at 
his home here. Positions held by Mr. King 
included manufacturing manager of Chev- 
rolet; superintendent of Monroe Motor Co., 
Indianapolis, and superintendent of Oliver 
Machinery Co., Grand Rapids. He also 
served with Oldsmobile. 

* - * 


William T. Hall 


SWAINSBORO, Ga.—William T. Hall, 
72, retired auto dealer of Kite, Ga., died 
after a long illness. 

* * * 


Guy M. Polhemus Sr. 


SYRACUSE. Guy M. Polhemus er., 
pioneer auto dealer and founder of Onon- 
daga Auto Supply, died Feb. 27. 

* * * 


A Lee Henson 


ELKHART, Ind.—A. Lee Henson, 70, 
early-day automotive figure, died Feb. 28. 
He was associated in an eng’neering and 
management capacity with Glide Auto Co. 
and American Underslung Co., which pro- 
duced cars shortly after the turn of the 
century. He also was general manager of 
Smith Form-A-Truck Co., Chicago, makers 
of one of the first trucks. 

» * * 


Altis L. Ellis 
IOLA, Kans.—-Altis L, Ellis, 65, owner 
of Ellis Motor Co. (Dodge-Plymouth) here 
for 30 years, died Feb. 27 
* * * 


Ed Fred 
LEBANON, O.—Ed Fred, 54, an auto 
dealer here for more than 20 years, died 
March 6. He operated a Buick dealership. 


Fire at Farney Buick 
Destroys 5 Cars, Shop 
Farney Buick Co., Lowville, N. Y., 


was heavily damaged by fire. 
Richard M. Farney, owner, said 


two new cars, two used cars, a 
customer’s car, and all garage 
equipment were destroyed. 


mental models from Detroit. Added 
attractions were the appearance of 
Miss America and a stage show. 


Sponsors of the event said bad 
weather was responsible for hold- 
ing down attendance. 

* ok * 


HE first auto show ever held in 

Spartanburg, S. C., drew 25,000 
visitors, according to the Spartan- 
burg Automobile Dealers Assn. The 
two-day display was staged at 
Memorial Auditorium. 

“We feel the show was a big 
success,” A. K. Milner, association 
president, said. 

A television set, kitchen ap- 
pliances and cash prizes were given 
away at the show. 

Do auto shows 
buying? 


stimulate car 


* * * 


HE Automotive Trade Assn. of 

the National Capital Area 
thinks they do—in the District of 
Columbia, anyway--and offers this 
evidence: 

From Jan. 1 through Feb. 28 
this year, the average number of 
new vehicles titled each business 
day was 76. In the first five 
business days in March, immedi- 
ately following the area auto 
show, it was 109, a gain of 33 
cars per day, or 45 percent. 


“We feel,” said Manager Mike 
Murphy, “that some of the increase 
might be due to folks holding up 
purchases in February until the 
1954 tags became available in 
March, but we are confident that 
it was not more than one-half. 
Therefore, we believe the remain- 
ing half was due to the auto show.” 


GM Test Site 


(Continued from Page 2) 


vicinity of the track or proceed to 
the track itself, Chayne said. 


Test roads recently completed, 
according to Chayne, include a 
gravel two-mile track access road, 
with a 2.6 percent test hill and 
maximum grades of 5.8 percent; a 
16 percent grade, 1,200 feet long; a 
pavement joint road, for noise and 
vibration test over adjustable 
joints between concrete slabs; a 
ride and.handling road in which 
an old and badly deteriorated 
black-top surface secondary road 
is reproduced, and a bump and 
shake loop, with built-in, various- 
ly designed concrete bumps. 

This gives the corporation nine 
test grades, with percentages 
ranging from 2.6 to 27 for com- 
mercial vehicles, and from 45 to 
60 for four-wheel drive and 
track-type military vehicles. 

A new Chevrolet proving ground 
engineering test garage of 63,600 

square feet also is nearing com- 
pletion, Chayne said. 

H. H. Barnes is director of the 
GM proving grounds, with head- 
quarters at Milford. 


PaeCtiisia Pha la oe 


Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED 
10c¢ PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with fu/ 


and address at regular rates. Add One Dollar ($1) per 


insertion for 


use of a box number, in 


of Automotive News. Replies to Box Number ads: are forwarded to the advertiser, unopened, th« 


day received. Display ads 
OF PUBLICATION DATE. 
WANT AD DEPT., 


Kindly Acknowledge 


AUTOMOTIVE NEWS 


HELP WANTED 


AUTO FINANCE SALES REPRESENTA- 
TIVE. Large automobile sales finance 
company, establishéd many years, de- 
sires to place an experienced new busi- 
ness representative in the Greater Kansas 
City area. Car and expenses furnished 
plus other employee benefits, unusually 
good opportunity for man who can 
qualify. Give age, education and ex- 
perience. Box 3592, c/o Automotive 
News, Detroit 26. 


\UTO SEAT COVER salesmen. Excellent 
opportunity for salesmen covering new 
car dealers to carry strong repeat order 
line of well known precision fit auto seat 
covers, either part or full time. Fabric 
Mfg. Co., 205 Thomas St., Newark, N. J. 


POSITION WANTED 


T ; hl 


FORMER LINCOLN-MERCURY dealer de- 
sires managerial position with Florida 
Ford or GM dealer. Have substantial sum 
to invest. Prefer employment where pos- 
sibility for investment exists, salary un- 
important. 28 years’ successful experience 
in every phase of management. Best 
references. Bernard Heiman, 1600 S. 
Ocean Dr., Hollywood, Fla. 


MCTOR TRUCKS BRANCH manager with 
eight years’ experience both gas and 
diesel engines would like to make a con- 
nection with a manufacturer of motor 
trucks or associated industry. Have also 
had retail experience. Willing to relocate. 
Under 40. Box 3577, c/o Automotive 
News, Detroit 26. 


INSTALLMENT LOAN DEPT. in bank as 
senior officer in charge of a finance 
company in supervisory or management 
capacity. 25 years’ experience with national 
finance companies, 22 years with one of 
four largest, over 15 years as branch 
manager. Thorough knowledge credits, 
collections, operations, new business de- 
velopment and branch management. Box 
3578, c/o Automotive News, Detroit 6. 


USED CAR MANAGER with twenty 
years’ experience in buying, selling and 
trading automobiles. Forty-four years 
old—single. Will relocate. Box 3570, c/o 
Automotive News, Detroit 26. 


YOUNG GENERAL MANAGER presently 
employed by 750 car Ford dealership. 
Seeking similar position with Ford or 
Chevrolet dealer who desires relief from 
responsibility. Management and charac- 
ter references available. Wish to locate 
in midwest, west or southwest. Box 3571, 
c/o Automotive News, Detroit 26. 


MANAGER, CAPABLE operating dealer- 
ship, Heavy business management ex- 
perience, large and small operations. 
Factory approval and good references; 
can invest or operate on contract. Age 
37, Box 3572, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER and a sales man- 
ager as a team. If you are having 
trouble with low sales, high used car 
inventory, low service absorption and do 
not handle trucks, we as a top level 
team will be interested in talking with 
dealers, finance companies, banks and 
factory retail stores. Available in 60 
days. I. J. Lukehart, 1525 DePeyster 
St., Utica, N. Y. 


PARTS MANAGER—16 years’ experience, 
MoPar parts, wholesale and retail. Pre- 
fers southwest or west. Excellent refer- 
ences. Box 3563, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER. 
perience General Motors and Chrysler 
froducts. Two years factory’ service 
representative. Chicago or suburbs. Will- 
ing to relocate in smaller town outside 
of Chicago metropolitan area, Would 
consider incentive plan. Married. Box 
3575. c/o Automotive News, Detroit 26. 


Ten years’ ex- 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS' READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct te Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 


SSR Orde aa eee 1 


AUTOMOTIVE 


insertion. 


POSITION WANTED 


OFFICE MANAGER. Thoroughly ex- 


perienced office manager available April 
10th, Six years experience in large metro- 
politan Boston Ford dealership. Desire 
an opportunity to work with a large 
progressive automobile dealer who has 
the need of an energetic, ambitious de- 
partment head who has the know-how 
to get a job done. Age 33. Box 3593, 
c/o Automotive News, Detroit 26. 


TRUCK MANAGER — Presently empioyed 


by large Ford dealership, Six years’ ot 
successful truck merchandising, backed 
by 15 years as factory representative 
and finance man, Retailed approximately 
200 trucks in 1953 profitably. Looking 
for opportunity in truck minded dealer- 
ship with separate truck facilities or 
department. Capable of handling all 
phases of truck sales, new and used. 
Good references including factory. More 
details upon request and _ interview 
arranged if potential opportunities are 
mutually satisfactory. Box 3594, c/o 
Automotive News, Detroit 26. 


AUTOMOBILE—GENERAL OR sales man- 
ager. Do you need someone to help you 
carry the load or help assume responsi- 
bility? I am 45 years of age, married, 
2 children, honest, sober and reliable. 
Have 20 years’ experience in all phases 
of the business. The last ten years’ as 
geneial manager for a large volume 
dealer. I can take full charge and oper- 
ate profitably. Will locate anywhere. Box 
3595, c/o Automotive News, Detroit 26. 


TRUCK SALES MANAGER, capable of 
organizing and directing large truck 
sales force, desires position as truck 
manager with well established dealer. 12 
years’ experience with both dealer and 
factory. Volume minded. Young and 
aggressive. Interested in future. Best 
of references. Location open. Box 3576, 
c/o Automotive News, Detroit 26. 


SERVICE TECHNICAL REPRESENT- 
ATIVE. Past eight years employed as 
district service manager for large auto 
manufacturer. Previous 3 years as air- 
plane engine technical representative as- 
signed with U.S, Airforce — mostly in 
foreign service. Family man, 37 years 
old with best of business and character 
references. Interested in position any- 
where in U.S. or any English speaking 
country. Box 3565, c/o Automotive News, 
Detroit 26. 


TOP MANAGEMENT TEAM. We are con- 
vinced’ that no one man can _ secure 
maximum _ efficiency from all de- 
partments of a dealership, therefore, we, 
a successful sales manager and a 
successful business manager, have 
formed a team. We are offering our com- 
bined services on a full time basis for 
a percentage of the profits. We are not 
interested in salaried jobs because we 
now have those. We are particularly 
interested in contacting Ford dealers 
over sixty years of age. Box 3573, c/o 
Automotive News, Detroit 26. 


CADILLAC SERVICE MANAGER. Ex- 
perienced in management of both dealer 
and distributor service operations. Col- 
lege training in business management. 
Graduate of General Motors institute 
with high honors, Five yeers with Cadil- 
lac. Responsible man with family. Desire 
change to a progressive Cadillac dealer 
or distributor where diligent application 
of the job will be rewarded in additional 
responsibilities and opportunities. Will 
also consider a general management po- 
sition. Box 3574, c/o Automotive News, 
Detroit 26. 


GM SERVICE MANAGER desires position 
with aggressive dealer. Ten years service 
department experience. 859 E. Granada 
Ct., Ontario, Calif. 


ACCOUNTANT OFFICE MANAGER. 
Full charge experience. Statements, etc. 
Excellent references. Wouli consider out 
of town. Lincoln 2-5906, Royal Oak, 
Mich. 


DEALERSHIPS AVAILABLE 


DEALERSHIP AVAILABLE handling 
Oldsmobile and GMC trucks. Prosperous 
northeastern Iowa town. Population 8,- 
000. Established 13 years, Will sell at 
inventory value, less used cars and book 
account. Will give lease on new building. 
Best location in city. Must have factory 
approval. Reason for selling, poor health. 
Contact R. L. Ash, Oélwein, Iowa. 


FOR SALE. Handling Studebaker — sales 
and service. South central Kansas, county 
seat town. Used cars optional. Tow car 
and full line of equipment. Midwest 
Brokerage Co., 2627 E. Kellogg, Wichita, 
Kans. 


AGENCY FOR SALE handling Nash. Lo- 
cated in Indiana county seat. Equipment 
and parts at. inventory. $5,000 down 
handles for responsible party. Reason- 
able rent on building. Proven money 
maker. Box 3599, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING THREE GM 


lines in Minnesota town eof 10,000. 
Modern building, equipment, parts and 
service. Attached used car lot. Will sell 
or lease building. Write Box 3581, c/o 
Automotive News, Detroit 26. 


FOR SALE—DEALERSHIP handling 
Dodge-Plymouth. Located in south cen- 
tral Nebraska in prosperous city of 24,- 
000, trade territory 100,000. Good indus- 
trial and excellent farming community. 
Excellent facilities. New, modern build 
ing—will lease or sell. 234 car-truck 
potential. Parts, service, business run- 
ning over $100,000 year!y. Having signed 
for larger dealership must sell next 30 
days. Can buy parts, furniture, fixtures 
and shop equipment only at terrific sav- 
ings. R. B. Clark Motors, Hastings, Neb 


CLOSING 


SIX DAYS IN ADVa 


NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


DEALERSHIPS AVAILABLE 


FRANCHISE HANDLING Dodge-Ph 


in midwestern city of 60,000 po 
Parts and equipment valued at 
can be bought for $25,000. No by 
or used cars to buy. Good lease og 
building with low rent. 1953 grogs 
$1,350,000. Box 3584, c/o A 
News, Detroit 26. 


DEALERSHIP AVAILABLE in 


Virginia city, serving over 15,000 
population. Now handling one of 
selling independent makes. Modern 
2-story building embodying all nee 
facilities: ample showroom, se; 
partment including body shop, office 
sales .rooms. Adjacent used car 
space for approximately fifty cars 
used car servicing department, 
situated—corner location on well 
thoroughfare. Community now f 
era of continued prosperity with 
rew government contracts in 
to inception of new industries, 
for selling, other interests dem: 
full attention, Box 3579, c/o A 
tive News, Detroit 26. 


FOR SALE. DUAL DEALER 
handling GM, located in a north " 
state. Handle in the neighborhood 
350-400 new cars, Will sell 
assets und lease the building 
completely equipped. For further 
write Box 3585, c/o Automotive 
Detroit 26. 


CALIFORNIA DEALERSHIP 
Lincoln-Mercury—located in 2nd 
farm country in United States, 
and equipment, signs, etc., $1600 
handle. Building and equipment on 
basis. New car potential 150 to 200 
Trading area 75,000. Box 3586, c/o 
motive News, Detroit 26. 


DEALERSHIP AVAILABLE handiin 
Chrysler-Plymouth, located in 


western city of 200,000. Approxi mi 


$75,000 required to handle. Box 
c/o Automotive News, Detroit 26, 


DEALERSHIP HANDLING Dodge @ 
Plymouth grossing over $400,000 
nually. One of Ohio’s most moder @ 
rages located in a town of 25,000 
a rich industrial and farming area, if 
car deal. Averaging 400 shop 
monthly. Used car lot adjoining 
ing. No accounts or used cars to 
Only parts and equipment to 
Owner retiring. Excellent opportu 
a qualified man, Box 3588, c/o Al 
tive News, Detroit 26. 4 


DISSOLVING PARTNERSHIP h 
Studebaker in a Washington state 
of 30,000. Good lease and no 
receivables or used cars. Terms @ 
Write Box 3589, c/o Automotive 
Detroit 26. 


AUTO AGENCY FOR SALE ha ing 
Cadillac - Oldsmcubile. Located in 
Carolinas. 125 new car deal, 
previous four years average $25,000, 
cated in town of approximately 
Owner selling because of poor 
Will sell at inventory parts 
equipment and equity in practically 
$35.000 building. Balance of $15,000 
on building, payable at $250 per 
£40,000 will handle deal. P 
must secure factory approval. Reply 
3596, c/o Automotive News, Detroit 


DEALERSHIP HANDLING & 
BAKER, established over 15 
Located in suburban Los Angeles 
profit after taxes and owners Sa 
since May ist, 1953 over $30,000. 
service and parts volume pays 0 
of overhead. Buy only parts 3 
equipment. Long lease available. 0 
retiring. Terms can be arranged if 
know the auto business. Box 35%) 
Automotive News, Detroit 26. 


DENVER. COLORADO dealership h 
one of ‘‘Big Three.’’ Same 1 
25 years. Excellent modern f 
Sales well over $1,000,000 in 1953.4 
at book value. With or withow 
estate. Consider working partne?. 
has other interests. Box 3510, ¢/o4 
motive News, Detroit 26. 


FOR SALE — DEALERSHIP 
Dodge-Plymouth, Located 60 , 
New York city—150 car deal. Good ™ 
ing area. Excellent service and |e 
business. At inventory value. 
lease buildings. Replies confidential. 3 
3557, c/o Automotive News, 


100-200 DEAL HANDLING Buick. § 
entire county, near county seat. Wy 
30 minutes from large Texas city. ™ 
versified income, Will sell at 
All replies strictly confidential. Bor# 
c/o Automotive News, Detroit 26.77 


DEALERSHIP AVAILABLE 


coln-Mercury, Middle west, , 
joining industrial city of 800,000; 
parts and equipment need be pw 
Lease can be transferred. 350 
—60 Lincolns sold in 1953. 
building, complete service facil 
3583, c/o Automotive News, De 


GM AGENCY. rich agriculture area, 
able dealership, good service parts ™ 
ness. Will lease-sell, «ttractive ™ 
Owner must retire. Ed Payws 
North Oak, Kansas City 16, @ 


WHEN BUYING or SEL 


an a 
AUTOMOBILE DEALERS 
Consult a Specialist 

LEO J. KLEM © 


412 Fisher Bidg. 


i 





AVAILABLE 


dealership. One 

of 50,000. Trade 
Midwestern location. 
ed building on lease. 
etag @i responsibility and 
veal me ry prior negoti- 

P saneo 7 aa ing, other interests. 
597, c/@ A otive News, Detroit 


~ 


pEALE! 
BUNDR® 
Thr« 
ig. 100.4 
' well 


SHIP HANDLING the most 
line of cars, trucks, tractors and 
nts, Old established business in 
«ky with wonderful facilities and 
almost unlimited, 1954 business 
Owner’s health reason for 

Box 3598, c/o Automotive News, 


pit 26. 


0D FAST MOVING dealership 
ing Chrysler product. Out selling 
new ond used units all other dealers 
county. A used car outlet that is 
surpassed. Will sell and finance to 
nsible party or trade for real estate. 
a handsome profit each month. 
3600, c/o Automotive News, Detroit 


DEALER SERVICES 


Clean Off Your 
Used Car Lot 


AT PUBLIC 
AUCTION 


Results Guaranteed 
| 20 Years Experience 
Complete Sales Service 


Phone—Wire—Write for 
' §cale Date and Particulars 


WM. A. LEIGH 
ASSOCIATES 


“Nation Wide Sales Service’ 
Phone FO 5-5832 or WI 3-8104 
P.O. Box 7061 
Oklahoma City 12, Okla. 


. 


INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP ? 


10 Buy Right © Sell Right 
‘4 Ports — Accessories — Equipment 
acne ae uae you © € 

DON'T GUESS — BE SURE 
Call or write for service details. 


AUTOMOTIVE INVENTORY 
SERVICE CO. 
Freeland, Detroit 27 Mich., WE 3-6445 


NEW! MODERN! FAST! 
MACHINE RECORDED INVENTORIES 
possible error. Cuts time in half. 
| recordings left with dealer for 
ping in case of fire. Perpetual in- 
setup or present system revised. Ac- 
i dential. LOW COST. 
, INVENTORY PARTS SERVICE CO. 
00, gee? Joy Road Detroit, Michigan 
: Texas 4-7450 
OT’S INVENTORY SERVICE, 124 
oodward, Birmingham, Mich., Mid- 
4-5355. 


CARS FOR SALE 


8. 
west 


SOMETHING NEW 
‘aq USED CARS DELIVERED 


have for sale a nice selection of 

leased 1952 Chevrolets, Fords and 

in all body styles. These cars 

be delivered to your door regardless 
location. Phone or write for informa- 


mobinson Auto Rental, Inc. 
$. Hanson St. Philadelphia, Pa. 


1. E. Spatig, Used Car Manager 
Sherwood 8-1500 


AUTO AUCTION 
. TIM ANSPACH 


“Midway,"' Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


MONDAY ... 12 NOON 


Bevery 
Member of N.U.C.D.A. and N.AA.P.A. 


= WE 

| WHOLESALE 
OUR 
SED CARS 


Weber 
Dealer 
. Clark St. 


‘Mom 8=«(e 


AUTOMOTIVE NEWS, MARCH 15, 


CARS FOR SALE 


FOR SALE. 1953 PONTIAC 8 sedan de- 
livery. Heater and directional signals. 283 
actual miles. Used local demonstration 
for florists, grocers, dry cleaners, funeral 
directors: Will deliver up to 500 miles 
free of charge, Write, wire or phone 
Higgins Motor Co., Paxton, IIl, 


1948 LINCOLN CONTINENTAL hardtop. 
Mint condition bumper to bumper, New 


V12, brakes, clutch. Janesville Lincoln- 
Mercury, Janesville, Wis. Phone 6651. 


USED CARS 


1953 FORDS, CHEVRO- 
LETS, PLYMOUTHS 


See or Call 


ELMER FORD CAR LEASING 
COMPANY 
TULSA, OKLA. 


Phone 4-5195 1104 East Admiral 


DEALERS SAY 
Our greatest dollar values ore at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P. M. 
OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 
324 West Main Street, Fort Wayne, Indiana 


We Guarantee Checks 
Dealers Only 


BEAUTIFUL 1949 to 1953 
Used Cars— All Makes 


90% one owner cars. 
Detailed out—Ready for the front line. 


Write—Phone or Wire 


|Ray Rochelle or Paul Quinlan 


HARLEY BUICK, INC. 


3752 Cass Avenue 
TE. 


Detroit 1, Michigan 
1-4807 


ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 
: Upholstery New 


BUY NOW — LOWEST PRICES EVER 


1950-1951 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 


SYRACUSE AUTO AUCTION 
(for dealers only) 
Every Thursday — at noon 


We guarantee checks and titles 
. S. Route Ii, 3% miles 


of Syracuse suburbs, 2!/, 
junction of Routes 20 and I! 
bus service). 
Auctioneer: A. V¥. Zogg, Jr. 
Irving C. Mondore, Owner 


ATTENTION DEALERS 
FOR SALE 
1950-1952 Plymouth 4-door sedans 

Ex-Taxis 

Good Bodies, Good Motors, New Upholstery 

Disney Motor Sales, inc. 

6619 Euclid Avenue Cleveland, Ohio 

Ut. 1-713! 


CARS WANTED 


WANTED—1949-1951 CADILLAC 7 passen- 


ger sedan in good condition. Write full 
particulars including price. Box 3590, 
c/o Automotive News, Detroit 26. 


NORTHWEST’S LARGEST volume used 


car dealer wants permanent wholesale 
connections. We buy all year! Grant's, 
200—6th Ave., N., Seattle, Wash. 


Car—Or Even An Entire Lot 


1954 MODELS PREFERRED 
CASH IMMEDIATELY 


Call Sidney 8800, 


St. Louis, Mo. 


PARTS FOK SALE 


Must Reduce 
Inventory 


OVERSTOCKED 
ON ALL 


Genuine Studebaker Parts! 


immediate Shipment 


Anywhere! Same day! 


All items at COST—LESS 
Quantity Discount 





All Shipments COD 


NORTHSIDE MOTORS 


4232 Natural Bridge, St. Louis, Mo. 
(LUcas 4860) 


SEND 


rox FREE 


GM ILLUSTRATED 
PARTS 
CATALOG! 


Largest Wholesale Stocks 
of GM Parts For 

© Buick 

® Cadillac 

® Oldsmobile 

® Pontiac 

© Chevrolet 
One day service. Special cash allow- 
ance on Phone Orders. All Shipments 
C.0.D. 


GORDON BUICK 


(formerly Robertson Buick) 
1000 S. WABASH AVENUE 
Chicago 5, Illinois WAbash 2-1030 
=sews 


GENUINE 
Lincoln Mercury Parts 
—One of the Midwest's Largest— 
$50,000 


Sheet Metal Inventory 
If WE don't have it, or WE can't get it 


NO ONE CAN! 
CALL—WIRE—WRITE 


Enslen and Welter Motors 


5920 Hohman Avenue Hammond, Indiana 
Sheffield 8105 


HYDRA-MATIC PARTS 


Replacement Estandar and Seal Package. 


Front and rear clutch annular piston, fits 
1946 to 1953 hydra-matic transmission. 


Rebuilt parts, drum assembly, transmission, 
rear clutch, drum transmission, front clutch. 


Complete cataloguve sent on request 
Ace Automotive Products 


5416 N. Broadway Chicago 40, Illinois 
Phone Longbeach |!-1773 


AUSTIN-BANTAM PARTS. Hage-Master, 
Miss. 


FORD PARTS 


Fast and Slow Moving 
Passenger and Truck Parts 


Write or Telephone 
Al Rowe, Parts Manager 


Midtown Motors, Inc. 
Bigelow Bivd. at Tunnel St. 
Pittsburgh 19, Pa. GRant 1-7250 


BUSES FOR SALE 


SCHOOL BUSES 


THE LARGEST DISTRIBUTOR OF SCHOOL 
BUSES IN NEW ENGLAND 


Call us first for units that we stock 
CARPENTER PREMIER & DELUXE BODIES 
WARD SCHOOL BUSES 


Transit Sales and Service, Inc. 


We Will Buy Any Model Used|* *" * 0 wes ee” oom 


Tel. 3-4437 


For Quick Results 
Use Automotive News 
WANT ADS 


CO me tee A RRR 


ee ee ee ee 


-_ 


1954 


SHOP EQUIPMENT FOR SALE 


DYNAMOMETER 


In Excellent Working Condition. 


We are forced to move due to widening of 
highway. Act quick and we will sacrifice for 
Vy price, You can see it work, 


KING OLDSMOBILE 


tort Lauderdale, Florida 


BEAR HEAVY DUTY frame straightening 
and front end machine with axle press 
assembly, model No. 900-830, including 
Bear frame tocol assembly No, 94. Also 
Bear precision dynamic wheel balancer, 
model No, 330. Present cost $5,118 and 
$580 respectively. A-1 condition, We are 
closing our body shop and will sacrifice. 
Simpson Motor Co., 608 Nebraska St., 
Sioux City, lowa. 


SHOP EQUIPMENT WANTED 
WANTED—AUTO PARTS BINS. Only late 
style Burroughs considered. State best 
price and condition in first reply. Box 
3591, c/o Automotive News, Detroit 26. 


NEW LINES WANTED 


WANTED NEW LINES 


FOR NEWLY ORGANIZED WHOLESALE 
PARTS AND JOBBER BUSINESS. 


Anything Automotive. 
Send complete information and price lists. 


GRILLO BROTHERS 


BARNESBORO, PA. 


MISCELLANEOUS 


PROVEN BEST 
By Actual Test 


Our New Model 


TOW BARS 


Meet I.C.C. Requirements 


Cannot Be Matched 
At Any Price 


Write Today For 
Illustrated Catalog 


FACTORY SALES DIVISION 
PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 


“Leaders In The Industry" 
Since 1939 


MISCELLANEOUS 


Automatic Braking 


With BRAKE HOOK-UP 
GUIDE 


ONLY. .°51% sux 


Meets 1.C.C. Strength Requirements 
o oO e 
COMPLETE with 
Guide Cables and 
BRAKE HOOK-UP 
Meets Ali 1.C.C. Requirements! 
—SPECIAL— 
Protecto Covers (Tailor Made) ....$6.95 
Carrying Bags..................$1.00 & $3.50 
SAFETY CHAINS, set of 2, only ...$2.50 


GET ACQUAINTED OFFER 


WANTED!!! 
1000 NEW CUSTOMERS 


$66.30 SPECIAL INTRA-STATE 


TOW BAR DEAL 


TRI-KING 3-Point Hook-Up 
(Folding “‘V”’ Type) 


QUICK-TOW, Bumper-to-Bumper 
EE EE: Bias tevekssckennecgandennsincdbineceake $19.50 


SAFETY CHAINS, set of 2 
2 No. 25 Adaptors 


ALL $ EP 00 
te asove Only *50 
(Offer Expires March 31st) 


7. e e 
All Prices Include 8% Fed. Excise Tax 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR.AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, Ill. 


LESS 


CRASH! CONVERTIBLE TOPS 3- ply 
$18.95. A quality top that is ‘‘Tops’’. 
Order one Request catalogue on com- 
plete convertible supplies. Replacement 
headliners — $12.50. Boston Big Buck 
Products, 278 Cambridge St., Boston. 
Mass. 


AUTO SAFETY BELTS. All colors. Made 
in accordance with CAA Technical stan- 
dards. Order C-22. $9.95 list. Dealer in- 
quiry invited. City Lincoln-Mercury Co.. 
605 South Arroyo Parkway, Pasadena 1. 
Calif. 

ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce St. 
Lynchburg, Virginia. 


For Quick Results 
Use Automotive News 
WANT ADS 


Got A USED CAR PROBLEM?? 
We’ve GOT The ANSWER!! 


A Low Cost COPYRIGHTED Sales Promotion Plan That Is 
Guaranteed To Turn YOUR Stock Into CASH 
AT YOUR PRICE 


Its Easy—Do IT Yourself and Save $$!!! 
For More Information and An Opportunity For An 
Exclusive In Your Trade Territory—Write: 


DONELL PROMOTIONS 





Des Moines, lowa 


New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
for which check is attached [] or send bill [7] 


AUTOMOTIVE ‘NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Jobber [] 


Insurance [] 


Make of Car 


fee cee: ae ee ee ee ee ae ee ee ee es ee 


TRADE CONNECTION: 
Truck Dealer [) 


Manufacturer [1] 


Financial [] Supplier [) 





TERRIFIC 
RECEPTION 
...FOR A 


Ultra-New Models for 1954 


Break all Records in 
Oldsmobile Dealerships 
Across the Nation! 


No doubt about it . . . “‘They’re terrific!” That’s what everybody’s 

saying all over the country about the great new 1954 “Rockets”! Dealers 
have never had so many enthusiastic visitors in their showrooms, and 
they’re all talking about Oldsmobile’s new “88”—the newest new 
Oldsmobile in 57 years! These are the cars that are taking the country by 
storm, just as we knew they would! For now—more than ever— 
Oldsmobile is out ahead in styling, out ahead in power—a top motor 

car value in every way! That’s why dealers everywhere agree— 


the smart deal is OLDSMOBILE! 


Super “88" Holiday Coupé, A General Meters Valve. 


“Sweep-Cut” Door Design! 


OLDSMOBIL 


Low-Level Styling! 
| Panoramic Windshield ! 
& 


World's Record "Rocket’’! 


ig 


OLDSMOBILE DIVISION + GENERAL MOTORS CORPORATION «+ LANSING, MIC 


a 
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